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= LONG DEPENDABLE SERVICE 
Sata Brodin Bileatan Motor (/\: CONTINUING LOW MAINTENANCE 
HIGH SUSTAINED ACCURACY 





Brodie BiRotor Tank Truck Meter 4 y 


Model B-41C equipped with 


When heating oil deliveries start, you can’t afford to take any Brodimatic Printing Quantrol ; =) 
chances on equipment tie-ups. That's why profit-wise fuel oil ee fro’ oy wi o/ 
suppliers have turned to Brodie BiRotor Meters, with their 

double case construction, completely balanced performance, 

and large rotor bearing surfaces. Brodie BiRotors show no 

measurable wear even after long continuous service. They 

dependably deliver fuel with high sustained accuracy and low 

maintenance, year in and year out. Brodimatic ticket printers 

provide verified receipts to build customer confidence with 

error-proot delivery records. For most efficient and profitable 

fuel oil metering, get full details on Brodie BiRotor Meters 

Write today for information and name of nearest Brodie 

Metering Specialist 


ALL-STEEL 


DIE Bik’ METERS 


RALPH N. BRODIE COMPANY - San Leandro, California, U.S.A. 
MT. VERNON, N.Y. DALLAS 2, TEXAS CHICAGO OFFICE SEATTLE 9, WASH. LOS ANGELES 22, CALIF. 
550 So. Columbus Ave. 167 Parkhouse St. 1227 Circle Ave., Forest Park, ill. 271 9th Ave. N. 5401 E. Sheila Street 


REPRESENTATIVES with Feces ANDO SERVICE FACUEUECE S IN ALL PRINCIPAL Ciries 














Gis two national advertising 
campaigns are working to 


build your sales. One is 


the “Road Bird” NG 


campaign to help sell your best 


gasoline cay The other is 


the exciting “Drive More” WORE 


it gets cheaper 
by the mile! 


program sparked by powerful 


advertisements tas] — 


| La nee a 


help increase the sale of all your 
service-station products 0 Bing 4 | 
Ethyl advertising appears in leading 
rag 


magazines reaching 


50,000,000 people a month! 


ETHYL CORPORATION 


NEW YORK 17, N. ¥. 














PREVENT COSTLY 
VAPOR LOSS and Me 


BUCKLING ,, 7 
o 


There's a Vapor-Saving OPW Tank Vent for 
every purpose. They are your INVESTMENT against high vola- 
tile vapor loss due to product expansion and temperature 
variation. Weighted to specifications, they trap and hold 


sN4RAKS . 


7 
- 


vapors and release only at set pressures, which insure maximum 
protection and dollar dividends. Double 
mesh screen... readily accessible for 


we lejcaisiy 


inspection prevents flame from 
following vapor into tank 
maintains bulk storage safety 

at the highest level. 


OPW No. 95—precision ma- 
chined, product engineered 

for lifetime use, characterizes 

the rugged, simple construction 
common to all OPW Tank Vents. 
Available: 2" - 3" - 4" - 6" - 10" 


Send for the OPW Tank Venting and bi OPW MANUFACTURES VENTS 


Chart! 

Emergency Relief Recommendation Char FOR ALL SIZES and TYPES OF TANKS 
Small Farm Under-ground Above-ground 
Home-Storage Tanks Skid Tanks Storage Tanks Storage Tanks 





No. 209 No. 245 


Combination pressure, vacuum 
Emergency escopement vent, for 


vent. 4", vacuum 'y ounce-pres- 
relief of pressure only. Used in 


sure, 2 oz. to 2 Ibs. 6", vacuum 
Ve Ounce-pressure, 1'4 oz. to 
1 Ib 


conjunction with vocuum vents 





: 3795 Colersin 2 oo ® Cincinnati 25, Ohio 
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| ERE'S the perfect pair to power 


and protect today’s cars 


Mobilgas SPECIAL — 


Because high octane alone is not 
enough, Mobilgas Special also con 
Mobil Power Compound 

the most powerful combination of 


tains 
chemical additives ever put into 
any gasoline. Get the gasoline pow 


ered (wo Ways Mobilgas Special! 


Miobiloil SPECIAL- 


Here’s a motor oil that makes a 
difference you can feel at the wheel. 
With Mobiloil Special you can ex 
pect faster starts... more pep on 
acceleration ...a quieter, smoother 
running engine—even increased gas 
mileage! 
* 7 . 

This mighty pair is the best yet 
from Flying Red Horse research 
your promise of still better prod 
ucts when car engine design de- 


mands them! 


NEW 
WIM ON 

1140 LAndell al l 
Mobil 


YORK 4 | Broadway 
mIN ” with " KANBAR ( 
TEXAS 


maintains 
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Magi 


Best Yet... 


from Flying Red Horse Research! 


q 
SPECIAL! 
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°a , 


$2, 
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Socony Mobil Oil Company, Inc. 


and Affiliates: MAGNOLIA PETROLEUM CO., GENERAL PETROLEUM CORP 


* RALTIMORE 18 MARYLAND—1914 North 

* DETROIT MICHIGAN. 908 West Grand Blvd. « ST. LOUIS 8, MISSOURI 
LOS ANGELBS 54, CAL.—General Petr m Corp., 612 8. Flower mt 

offers to give you close and fast 


Van Buren St Charles Bt. «© MILWAUKE? 
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Publisher's Page 


it COULD AFFECT YOU 

A LMOST every oil man who picks up this issue of NPN 
a will be affected by the developments in the article start 
ing On page 31 

It is a report on the chassis lubrication situation. In- 
cluded is detailed information on the Multi-Luber. So perti 
nent is the report that its impact will be felt beyond retail 
stations. This affects lubrication, grease, merchandising and 
marketing research departments of large companies. It affects 
major company refiners, grease-makers and lubrication 
equipment manufacturers. It affects the wholesale distributors 
as well as the resellers 

The information was gathered and handled by Holger 
Ridder, NPN’s ace automotive editor, stationed in Detroit 
This is another outstanding performance by Ridder. It has 
the same quality of his comprehensive report on the prospects 
for gas turbine automobiles in the April NPN, which gave 
readers much information that had never been gathered to 
gether before 

(Incidentally, that article commanded higher readership 
than anything we have printed recently. Seven out of ten 


readers read it from beginning to end.) 


A VOICE FOR READERS 
NEW feature is introduced this month—a Letters to the 
Editor section. It begins on page 11 
In the past, we have published only occasional letters 
never printing on a regular basis the letters NPN receives 
We believe, however, that readers would like to share some 
of the pertinent letters every month. So letters will become a 
front-of-the-book fixture 
Letter-writing is not restricted to any select group of readers 
If you feel like commenting on some development, taking 
issue with an article, disagreeing with an editorial or putting 
your views on paper for any reason, you are heartily invited 
to wire, write a letter, or drop a two-penny postcard in the 
mail box 
The address ts: Editor, National Petroleum New 
330) West 42 St 
New York 36, N.Y 
We'll be glad to hear from you 


KASIER READING 
NOTHER change has been made to make NPN easier 
i reading 
Ihis time we are starting the industry news section farther 
forward. Also we are regrouping the editorial pages and ad 
vertising pages to achieve a new change of pace. This new 
format ts intended to enable you to get more out of NPN in 
le tire 
Harry Waporit, Publisher 

















Make “Hay” while the Sun’s down 
with Guardian Lighting Equipment 


the Complete Line with Advanced Design 


wt’ 


Series 9000 
Fluorescent 
Floodlight 


Square hinged pole 
with open 


scoop” floodlight 





Sealed Beam 
spot and flood 
lampholders 
splice boxes and 
filtings 


Model 470 


Standard “T’ Light 


No. 54 


Lampholder 





Series 7000 
16’ unit 


For complete 
information on all 
types of service 
station lighting 
equipment, write 
for our catalog 





500 NORTH BOULEVARD OAK PARK, ILLINOIS 
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POWER FOR AMERICA’S MODERN CARS 


every gasoline station by the petroleum marketing indust! 0 keep pace 





demands for fuel, bulk plants everywhere are installing modern Marlow Vs 
Centrifugal Pumps on loading rack service » 8 ») gravity flow 


storage tanks. 


marlows do the job faster! 


Where performance counts, majors and independent marketers alike are using more 


Marlow Vertical Self-Priming Centrifugal Pumps than any other self-priming pump to 
speed deliveries. Marlow’s broad line of verticals has now been increased by the introduc- 
tion of many new models. They’re “tailor-made” for bulk plant operation. You can depend 
on Marlows for any bulk plant pumping job modernize with Marlow. See yout 


Marlow dealer or write for Bulletin PM-50. 


MARLOW PUMPS « RIDGEWOOD, NEW JERSEY 


in Canoda: PUMPS & SOFTENERS, LTD., LONDON—CANADA 
Division of BELL & GOSSETT COMPANY 





NOW TO HELP YOU SELL 
TOP QUALITY 


® New Tire Quality 

@ Lowest Specific Gravity 

@ More Caps per Pound 

@ Long, Dependable Mileage 








For Safe, Sure, Airtight 
Tubeless Tire Repairs... 


Firestone NYLON Repair Patches 
With Built-In Inner Liner 


Firestone Hi-Tensile Nylon Repair Patches in passenger tire sizes 
are now made with a cover of inner-liner gum for tubeless tire 
repairs. No separate inner liner repair stock is needed; you save 
time and materials, get a strong, airtight repair. Patches are also 
available in regular construction for better, stronger, lighter truck 
tire repairs 


MORE RETREADERS USE FIRESTONE 


Enjoy the Voice of Firestone on Radio or Television every Monday Evening over ABC 
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MORE RETREADS... 
CAMELBACK ... 


AKE Firestone Mutac Camelback, preferred 

by leading retreaders everywhere, add the 
Firestone name, recognized for quality for more 
than 50 years, and you have a sure-fire combina- 
tion for selling quality retreads. All Firestone 
Mutac Camelback now carries the famous 
Firestone name in a clear silver brand that cures 
right into the tread where your customers can 
see it. It's your guarantee of new-tire quality in 
materials, your customer's guarantee of new-tire 


performance from your retreads. 


CAMELBACK THAN ANY OTHER MAKE 


Copyright 1955, The Firestone Tire & Rubber Co 
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When you tie in your retreads with Firestone 
quality, you benefit by the prestige of the 
Firestone name, Firestone’s 50-year reputation 
for quality, and nationwide consumer preference 
for Firestone products. You make more sales 
greater profits. Why not follow the lead of 
America’s leading retreaders by selling Firestone 
quality retreads. For more information about 
Firestone-branded Mutac Camelback, call your 


nearest Firestone office 





T FRAME LIFT 


SINGLE POST DRIVE ON 

#1 full and semi-hydraulic, Passen ht truck lift, lifting 

8,000 pounds pads and self-storing adapters. Full hy- 
draulic, capacity 8,000 pounds. 


SINGLE POS 


ger car and lig 


OST FREE WHEEL 


mi-hydraulic, Passenger car li 


lifting capocity 


SINGLE P 


Passenger cor i 
lifting capacity 


4 full and se 
8,000 pounds 


FREE WHEEL 


er plates and 


Two P ost 
e with cov 
ric rail on to 


16,000 to 20,000 


TwO post FREE WHEEL 
on top of floor Full Recessed saddl 
rotating eccent 


Concentric short rails 
hydraulic Capacity 16,000 to 20,000 
Full hydraulic, 


pounds 


FREE WH EEL 
c. Rail ontop of floor and 
with cover Full hydrav- 


000 to 20,000 pounds 


Two posT 


Rotating eccentri 
recessed saddle 
lic, capacity 16, 


1 


post FREE WHEEL RECESSED TWO posT FREE WHEEL 
Recessed saddle with cover plates and 


with cover plates and 
1 flush with floor. rotating eccentric rail flush with floor. 
Full hydraulic, 24,000 to 30,000 pounds 


6,000 to 20,000 
capacity 


Two 
Recessed saddle 
rotating eccentric 
Full hydraulic, ¢@ 


rai 
pacity ! 


pounds 


AD “7 FOR EVERY SERVICE 
su EXTRA SERVICE FROM EVERY LIFT 


e Every Wa ae 
yne Lift is Stati ; 
That's wh : ion-Engineered for the j 
Greater pa is a Wayne Lift to meet your pons job to be done. 
design which ity in each is achieved by specially en ry service need. 
is smoother —. greater span between deans bearing 
Let us ““S avier loads can be lifted with less ngs. Operation 
Costs you “eo pga a lift for your Ceiases 
leas mai re... saves you a lot more i requirements. 
aintenance. re in extra service . 


THE WA 
YNE P 
SALI lags 
SBURY, MARYLAND . Teaaiee, uae 
, CANADA 


: a 
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STATION-ENGINEERED 
PRODUCTS 


include 


August, 


1955 


PUMPS 


Complete line of 
single and double 
computing dispens- 
ing units, remote 
multi-pump systems, 
truck and bus high- 
gallonage pumps. 


COMPRESSORS 


Two-stage (high 
and low-pressure) 
and single-stage. 
Tank-mounted; 
quiet, smooth-run- 
ning, completely 
automatic. 


Horizontal Type 
Vertical Type 


HOSE REELS 


Retriever for 


oil, 


reels 
Gir, water, 
greases; Enclosed- 
type or open. in- 
stalled on wall, 
floor, ceiling or on 
an island 


DISPENSING 
EQUIPMENT 


High boys, tank 
units, dispensers for 
oil, gasoline, kero- 
sene, alcohol, and 
greases. 
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LETTERS ° 


SOME NEW LEASE ANGLES 


To THE Eptror 


station leases 


well done 


The article on service 
(July NPN, p. 41) is 
and contains the pertinent arguments 


very 


for a longer lease as well as the stand 


ard one year lease 

Ihe lease question has never 
major 
cept in a few instances of new appli 


As a 


Strict 


pre 
sented a problem with us ex 


cants for stations jobber, our 


policy is one oft 
with the dealer and working with him 
his thereby in 
income making a 


We impress upon him 


co-operation 
to increase business 


creasing his and 
happy operator 
that we are in business together 
for the brought 
about a close working relationship 

I can appreciate the 
thoughts in wanting a longer 


which is similar to the jobbers’ in de 


and, 


most part, this has 


dealers’ 


lease, 





You are more than wel- 
come to write—if you feel like 
criticizing an article, com- 
menting on the news or put- 
ting your views on paper. 
Write to: 

Editor, 
National Petroleum News 
330 West 42nd St. 
New York 36, N. Y. 











siring longer than a year’s contract 


with his supplier 
security and long-range planning espe 


It does tend toward 


in developing a new location 
the 
pressed by 


they 


cially 
have nevel 
for al 


Possibly reason we 


been new dealers 


lease is that realize we are local 


and not subject to general change in 
the salaried 


company policy as are 


points. We also encourage a new ap 
plicant to talk with any of our dealer 
regarding their relationship with us 


We in the industry are faced with 


higher costs per location, but it is be 


coming more apparent that the dealer 
pay in L.5¢ gal 
lon in most localities, especially where 
We would 
have a 


cannot excess of per 


their margin is .OS¢ or less 


less rent and 


dealer 


rather collect 


“wide-awake doing a respect 
able volume 

J. H. WIiLLiaMs, Jr 

J. H. Williams Oil Co 


Tampa I la 


lo THE Eptror 


Referring to the artick tation 
leases (July NPN, p 
to let you know I think it a good on 
Flat different 


problem than gallonage rental esp 


on 


41)—this is just 


rate rentals present a 


cially on fringe or new stations. It ts 
difficult on these to make an equitable 
flat rental, and that is one of the rea 
gallonage with minimum 
Geo. R. MILLER 
Mer., Retail Sales 
Richfield Oil Corp 
Los Calif 


sons we us 


ineeles 


lo THE EDITOR 

Our appraisal of your story on serv 
ce station (July NPN) is that 
you have dealt with the question fairly 
have 


leases 


and equitably However, we do 
two suggestions we would like to offer 
the 


this 


Under sub-tithe of “Coercion 


sentence I hese 
the field of 
an arrangement whereby 


from one supplier only).” 


(p. 43) 1s 


charges enter exclusive 
dealing’ (1. 
reseller products 


We 


as more accurate, the following 


a dealer buys 
suggesl 
(i.e 


an arrangement whereby a dealer | 
required to buy all of his reseller prod 
We al 


Impor 


ucts from one supplier only) 
that the 
this 


more 
slight 


certain you get 

tant 

« hange 
Under 


fence 


they 


Significance in word 


the same sub-title in this sen 
lop managements declare that 
sanction coer 


don't knowingly 


attribute cases of it to em 
This implies that coer 
Further 


top man 


cion and 
ployee 74 il 
regularly 


by 


cion exists rather 


that it is being tolerated 


a necessary evil. [his does 
with 
Our 


very very 


agement as 
and 
that 
Qu! 


taking active steps 


not quare our experience 


investigation findings are 


coercion rarely occurs 
ficld management 1s 
to prevent it through personal instruc 
and dealing 


find 


written instruction 


vith the 
J. W 
{ysl Ver 
Standard Oil Co 
Chi il 


ton 


rare cases they 


Ross 


Gren 


ritically 


at Large 
(Indiana) 


avo 


AMEN! 


Eprror 
Ray Horan’s remarks in 
How to Go Broke Selling 
103.) 

isionally 


lo THI 
Regarding 
July NPN. { 
Heating Oil,” p 

By 


experience 


long and océ painful 
I find myself in complete 
he said. It 
think NPN 
with our 


the 


erything 
ind | 


closely in 


igreement with ev 


aying too 
itself 
problems by having arranged for 
publication of this article 

Ray happens to be an old friend of 
but that not 
f what he aid 

publishing if 


needed 


how touch 


mine does influence my 
nor of 


Io all that he 


opinion ‘ your 


visdom if 


1} 





— 7 letters 


set forth, 1, and doubtless many others, 
can say a loud and fervent “Amen!’ 
Harvey W. Lewis 
President 
Lewis Oil Co., Inc 
Port Washington, N 


To THE EpITor: 


“How to Go Broke Selling Heating 
Oil” in the July NPN is a very excel 
lent article, well written and to the 
point, and I want to congratulate you 
on it. | am circulating it to our credit 
manager, Our service manager, Our in 
stallation superintendent and other 
people in our organization who should 
follow the suggestions therein. 

Ihe only comments I have to make 
are these: The article is very good 
and we would like to see more iike it, 
dealing with practical down-to-earth 
operating matters with which fuel oil 
jobbers and distributors are concerned 
every day. As a matter of fact, the 
content of NPN is very good and car 
ries an excellent degree of diversifica 
tion 

DONALD P. Lovi 

Vice President and Secretar\ 
Mid-Hudson Oil Co., Inc 
Poughkeepsie, N. Y 


FARM COLLECTIONS 


lo THE EpiTor: 
how to Blve a product Regarding the article on Standard 

(Indiana) Oil Co.’s farm credit plan 
aA good send off... (July NPN, p. 80), Mr. Rufer is to be 
highly complimented on the interest 
he has taken in this matter of farm 
credit and the efforts of his company 
to collect from farmers more 
promptly. 

It so happens that our terms are 
The most modern manufacturing techniques and similar to those of Standard of Indi- 
quality control tests are used to produce today’s ana, and it would seem that a 90-day 
new steel containers, You can be sure your prod collection period, which really gets 
uct reaches customers as pure and uniform as it down to 90-day terms with an annual 
clean-up date some time between Nov 


ship in drums labeled 


wus sent out if you ship in a new steel drum bear 3 
ing the NEW CON'TAINER “Red-S” label of th 1 and Jan. 31 are the adopted terms tn 


selling farmers. 
Steel Shipping Container Institute. New steel nn 
While your article does not point 


this out, it is not logical to generalize 
too much on farmers. Some farmers 
have more of a seasonal financing 
problem than do others. For example, 
product protection | suming industries and to a dairy farmer has regular income and 
guard against conform to Bureau of apparently should be able to pay 
Explosives and Interstate promptly on regular terms. On_ the 
Commerce Commission | other hand, single crop farmers de 
regulations. pend on sale of the harvest to pay up 
— — In other words, some individual han- 

dling of each account is essential, and 


“Ws 6 fo Shipp m Steck” Standard of Indiana provides for this 
While e of s condones “selling 
STEEL SHIPPING CONTAINER INSTITUTE crrchaatee Bevlire lity sone Mie 


credit terms,” it does become a part 
600 Fifth Avenue, New York 20, N. Y. of competition and cannot be entirely 


containers not only f 

add sales appr alto | New steel containers are 
| made to meet the Recom 
products but they ; 
mended Universal Specifi 


alford vlete 
sihedp complet cations of leading con 


contamination and 
leakage in shipimne nt 


and storade 
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We have been forced to ex- 
tend terms to farmers in certain areas 
which we consider uneconomical. But 
to take a firm stand would chance the 
loss of business. However, if all of us 
attack this problem as has Standard of 
Indiana in an aggressive way, collec 
tions in farm 


prove. 


ignored 


areas are bound to im 

We should always keep in mind, 
however, that the farmer is an inde- 
pendent thinker and apparently feels 
he is entitled to consideration of his 
financing problems. It is certain that 
many who take three months to pay 
have the money in the bank but 
willing to accept long terms offered to 
them by their suppliers 


are 


It is my understanding that farming 
has been on a long-term credit basis 
for many decades, and apparently it is 
a difficult, if not an im 


possible, job to change these habits 


going to be 


Here is One statement in your 
cle that I question 


arti 
It’s questionable 
whether long-term credit is wise, pal 
ticularly when farm income is declin 
ing. More credit is being extended for 
periods. But the 
‘ability to pay’ is going down.” 


longer customer’s 
The ability to pay for necessities is, 


after all, based on gross income. As 
long as there is a favorable spread be 
tween gross farm income and produc 
tion expenses, then obviously payment 
of the latter 


far aS we can see, the reduction in net 


is pretty well assured. As 
farm income would affect purchases 
luxury 
items and we rather believe the farmer 


of equipment and so-called 
else in 
that he is not going to buy something 


is no different from anybody 
for which he cannot pay 
the 
observation apparently is agreed to by 
Standard of Indiana, 
make the statement 
financial 
favorable, and they are 
pay their bills 

Ihe good publicity which NPN has 
been giving and is the 


have a 


At the beginning of article my 


since they do 
that “the 


condition of farmers 


general 
is still 
In position to 


now giving to 


farm credit problem should 
beneficial effect in deterring petroleum 
suppliers from going into excesses in 
the offering of long terms as a means 


of getting business away from a com 
petitor 
General credit manager of a 
major oil company 


(Name withheld by 
EDITOR 


request) 
[oO THE 
Standard (Indiana) is 
adopting a farm credit collect-as-you 
go plan (July NPN, p 


have been forced to use here 


It seems that 


80) which we 
for the 
August, 1955 


‘ATIONAL PETROLEL 


M 


past two years due to the drought 
Situation 

I think the industry will be in a 
more prosperous situation if the plan 
and the will 


become better 


individuals 
financial 
agers, Out of the simple fact that they 


is followed 
actually man 
are being asked to pay their bills, in 


stead of being given an_ indefinite 


amount of credit 
PAUL HAL! 
} ice President 
Melvin Hall Oil Co 
Noel Vo 


OOPS! 


lo THE Epitor: 


Thought you fellows would have 
known John Harper from M. M 
Beckes by (July NPN, p +K.) 

LIONEL | 
Lionel L 


Wayne 


now 


JACOBS 
Jacobs & Sons 
Pa 


We thought we did, too. 

For layout reasons, the cuts were trans- 
posed but the captions didn’t go along. 
Our apologies to Mr. Harper and Mr. 
Beckes. 

And while we're about it—we'll confess 
to another error on page 38. Charles H. 
Arnold now heads Arnold Service, Fargo, 
N. D. He is no longer with Haggart’s 
Service, Inc.—Ed. 


PREMIUMS VS. PRICE WARS? 


lo THE EptiroR 


The gasoline industry can no longer 
bury the promotion values of prem! 
ums. The roots are down fairly deep 
A trade publication can help in keep 
ing the 


prac tices 


premium usage within bound 


aries of sound business 
Premiums employing lottery features 
federal 


retailing of 


which are illegal under law 


should be run out of the 


gasoline. Abuses and fraudulent prac 


tices should be trade 


publicized in 
magazines. Put the premium media on 


parade It is one of the basic arteries 


of free enterprise 
| stayed with the 


field long enough to see 


Service tation 
the premium 
obstacles and 
child 
and displace price 
The 
longer to 
Southwest 


premium 


aside all 
healthy 
and watch it grow 


idea put 


emerge as a prowing 


wars aS a merchandising tool 
hanging on 
Ihe Middle West 
West are riding the 


they have les 


static East ts 
tradition 
and Far 
media and price wars 
FRANK H. BUICK 
General Manager 


Lasco Buick 
Philadelphia 


Advertising Co 


Pa 


NEWS 


SPECIALIZED 
LUBRICANTS 


DO 


YOU USE? 


you're already 
using one or more dependabk 
AGS know 
how they improve any lube job 
and your that 
extra touch of quality So why 
stop short with just one ol 
two items? Use the full AGS 
line to really round-out you 
and 
resale profits! 


Chances are 


lubricants and 


give work 


service increase youl 


@eeeeeeeeeoeeeoeeeeeee 


RUGLYDE* 


Rubber Lubricant & 

RuGLYDE Service Kit 
Industry recommended 
for lubricating of all 

and fhitt 


rubber 
ings 
up rubber 


parts 
clean dress 
faster, safer 


Tubeless Tire servicing 


LOCKEASE ° 


Graphited Lock Fluid 


locks 
stick 


wear 


all 
against freezing 


ing 


Penetrates 


Protects 


and 
quickly 


rust 


seals out moisture and 
dust working 
part Use 


from 
on every 


lube job—sell it, too 


: DOOR-EASE © 
: Stick Lubricant 


lubricant for 
car door trunk 
hood fitting and other 


A clean 
and 
exposed parts stops 
wjueaks and binding 
Excellent for home 
use, too Will not 
stain 


. 
eeeeeeeeeeeeeeeeeeeeeeeeeee 
. 


DOOR-EASE © 
Dripless Oil 


Runs in won't run 
out! Long weanng 

weather and rust-proof 
film for 


place 


hard to get-at 
Dozens of re 


+ 
. vale Uses 
. 


7 
eeeeeeeeeeeeeeeeeeeeeeeee 


See your supplier or write 


AMERICAN GREASE STICK CO. 


MUSKEGON. MICHIGAN 





Want to carry quality control 
right into your customer’s shop? 


|e 
i. A 
¢ 











You can... with USS STEEL DRUMS 


rPVHERE’sS no need to stop quality 
| control when products leave your 
plant. With USS scale-free, rust-in 
hibited Drums you can carry it all 
the way . when your customer is 
ready to use your products, they will 
be as clean and uncontaminated 
from scale, dirt, grease and rust as 
when they were packaged. 

Whether your products are to be 
shipped long distances, stored for a 
long time, or both, their quality is 
well guarded in safe, sturdy USS 
Steel Drums. They’re safe because a 


UNITED STATES 


tight rust-resisting coating is applied 
over a surface that’s been completely 
cleaned. They’re sturdy because 
they’re made of high-grade USS 
Steel. USS Steel Drums are better 
for you... . better for your customers 


@ United States Steel Products fab 
ricates stainless, galvanized, tinned, 
painted and decorated drums and 
pails. Furnished in a wide range of 
capacities with a variety of fittings 
and openings to fit your particular 
requirements 


STEEL PRODUCTS 


DIVISION 
UNITED STATES STEEL CORPORATION 
DEPT. 185 30 ROCKEFELLER PLAZA, NEW YORK 20, N. Y 


Los Angeles and Alameda, Calif 


New Orleans, La 


Port Arthur, Texas . Chicago, Ill 
Sharon, Pa 





Write for free brochure 


For additional information on this 
quality steel drum write to us at New 
York for this full-color brochure, 
“USS Drums—100% Scale-free and 
Rust inhibited 


a, SS s oruMS 
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w/ 
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Shin in Steel 


& USS STEEL DRUMS 
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A Recap on Costs 


... Shows that the dependability and efficiency of 
Westinghouse Air Compressors 


b > know, air’s important. For example, if the air 
supply failed on this recapping operation, it would 


cost the company $6.00 for material, the wages for nine 


men, $25.00 to clean each mold, and loss of production, 
for a total of $1000 

Air’s important to your operation, too — helps you 
bring in added revenue. So insist on a dependable sup 
ply. Insist on a Westinghouse Compressor. It has the 
extra stamina that won’t let you down when you need 
air most. And you pay less for the air you use, too, 
because of the extra efficiency and longer life designed 
into every Westinghouse unit 

Westinghouse Air Compressors are designed to save 
you money. For example, they have 15 features not 
found in any other compressor — features that are re 


save money 


sponsible for low-cost, dependable operation. Here 
they are 

Type M inlet filter, disc valves, enclosed crankcase 
anti-friction main bearings, pressure lubrication, low 
oil-level protection, enclosed starting unloader, adequate 
cooling fins, “Y” type construction, high velocity fly 
wheel fan, large size intercooler, thermal overload pro 
tection, greater weight, dual control, and, in addition, 
a one-year warranty period protects you 


If you keep a close watch over costs in your station 
or garage, get a Westinghouse Air Compressor and save 
yourself some money. Sizes from 114 to 15-hp available 
for automatic start and stop, as well as continuou 
operation. Write for literature now 


Bw Vivision of wt scene Air Brake Co. 
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PORTABLE AIR COMPRESSORS TRactaie 
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STATIONARY Alt COmPEESIONS aieTroo.s tmeents 


DISTRIBUTORS IN ALL PRINCIPAL CITIES 


August, 19: NATIONAL PETROLEUM 





oll 


A good way to build a bigger volume in the farm market 
among sportsmen, home gardeners, contractors, etc., is to 
deliver your product in a utility can that they like to use— 
and can easily re-use! 

Tri-Sure* Nozzles, Spouts, Caps and Inner Seals on utility 
cans have the features that users want—easy pouring and 
filling. 

The Tri-Sure filling Nozzle, with large 21%” opening, gives 
a big advantage— makes the can easy to center and easy to 
fill without flashback. This opening also acts as a vent in 
pouring. Tri-Sure Hex Caps and Inner Seals can be litho- 
graphed and embossed with your private design for prod- 
uct identification. 

Give your product the competitive advantage of the utility 
can equipped with the best closures. Ask your supplier now 
for Utility Cans with Tri-Sure Nozzles and Spouts and Inner 
Seals, 

Write for information on the complete line of Tri-Sure 
Products— Nozzles, Spouts, Seals, Screw Caps and Assem- 
blies for Pails and Cans, and Tri-Sure Closures for Drums. 


*The Tri-Sure Trademark is a mark of relia- 
bility backed by over 30 years serving industry. 


AMERICAN FLANGE & MANUFACTURING CO. INC. 
30 ROCKEFELLER PLAZA, NEW YORK 20, N.Y. 
Tri-Sure Products Limited, St. Catharines, Ontario, Canada 
Tri-Sure $/A Industria e Comércio, Sao Paulo, Brazil 


aimed geet” 


CLOSURES 


W. 
™, 





Here's 

the 

utility can 
farmers 
prefer 


2 SIZES 
FOR POURING 


Double Hex Cap 
extends spout and 
makes it easy to get to 
inaccessible openings. 


EASY TO POUR 


Spouts available in 
standard 2” and long 
2%" sizes. Rigidity of 
the closure makes it 
easy to rest spout on 
filling opening. When 
container is full, stream 
pours clear of chime. 


EASY TO 
RE-USE 


Large opening makes 
can easy to clean 
out and re-fill. 











PROTECTION 


Closures are above pail head chime eliminating 
water seepage. Heavy-weight Nozzles and 
Spouts are gasketed in the clinching rim for 
complete protection. 
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Oil-Heat Men Sell—More heating oil distributorships 
will change hands this year than ever before, if a trend 
spotted by a veteran oil-heat man continues. He says 
distributors have just had their best season in years and 
can get top prices. (The usual deal is five times the annual 
profit or an arrangement that includes annual gallonage, 
profit and goodwill.) Also, many are getting to the age 
where they want to retire, and they see unions moving in. 


Landlord Evicts Gas—Seven hundred families in a West 
Roxbury, Mass., duplex apartment project will enjoy auto- 
matic oil heat come winter. The project’s insurance com- 
pany owner is replacing gas because, oil men say, it finds 
gas hazardous and too expensive. More than 40 fires have 
been started by gas burners in the seven years they’ve been 
installed at the project. 


Texas Price Puzzle—Marketers in West Texas fear they 
may be off on the price-war trail again. Retail skirmishes 
broke out in several cities there last month, and to some it 
looks like last year all over again. In Ft. Worth, a hot spot 
in °54, one big jobber says prices are “normal but just 
barely holding up, and we might be off to the races again 
here any day.” 


Safety in Detroit—Lincoln, Mercury and Ford will 
make a strong pitch for safety on 1956 models. Optional 
or standard items will include collapsible steering wheels, 
redesigned and cushioned instrument panels, and seat belts. 
Chrysler Corp., through its Mopar Division, already is 
out with optional seat belts. 


‘56 Around the Corner—The new year will be early 
this year, at least for new car models. First of the 1956 
models may be out next month, and all but a few stragglers 
should be on the market by November. 


Second Glance at LP-Gas—National Assn. of Oil 
Equipment Jobbers wants its members to take another look 
at liquefied petroleum gas handling equipment, which 
they traditionally have passed up. In the beginning, LP- 
gas equipment makers sold equipment directly to LP-gas 
distributors. But now the field is mushrooming, and this 
is getting complicated. Also, says. NAOEJ, oil marketing 
equipment manufacturers, who always have sold through 
jobbers, are getting into the LP-gas field and their jobbers 
may be missing a good market if they don’t take on the 
lines. 
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Loans Made Easier—Oil jobbers and other small 
businessmen may find soon that they can use inventories as 
collateral in floating loans with Small Business Administra- 
tion. Such loans would run much longer than the 90 days 
usually granted by banks on inventory collateral. There 
probably will be no public announcement of the new policy 
by SBA. 


Green-Lawn Lode—After a profitable summer, a New 
England heating oi! distributor is laying plans for his 
next season in the liquid fertilizer business. He now has 
400 customers, is nearing his millionth sq. ft. of applica- 
tion, and is netting 81¢ per 1,000 sq. ft. 


Turnpike in Trouble—West Virginia oil men say the 
turnpike opened in the central part of the state last year 
will show a loss for 1955—reversing the general turnpike 
trend. Reports are that the pike’s traffic has been too low 
for the road to break even, all costs considered. 


New Fertilizer Angle—A liquid fertilizer supplier is 
casting around for farm-area jobbers willing to invest in 
a co-operative proposition. The company says such a job- 
ber can make money by building a liquid fertilizer mixing 
plant ($40,000-$50,000 for plant and tanks) and selling 
the product to farmers. The supplier will furnish basic 
chemicals, technical aid and brand name. Net is pegged 
at $15 a ton, with plant output of about 2,500 tons a sea 
son. One must—a railroad siding at the plant. 


More Oil-Heat Support—Four more state jobber 
groups-—Indiana, Iowa, South Carolina and Kentucky 
may set up oil-heat units within their organizations and 
follow Michigan and Missouri into Oil-Heat Institute of 
America 


‘Pump Gas’ Rebate—Maryland fuel oil dealers hope by 
fall to get a 6¢ gal. state tax refund on gasoline they use 
to pump their product. Attorney General says refunds will 
be made if dealers can segregate gasoline used for pumping 
from that used for powering trucks. Tests now are being 
made to see how two truck gasoline tanks—one for pump- 
ing and the other for vehicle power—and a special three- 
way valve that prevents intermixing will work out. Cost 
of installing the extra tanks and valve is figured at about 
$45 for each truck. Dealers say it takes 1% gal. of gasoline 
(tax 9¢) to pump 1,000 gal. of the fuel oil. 


For More Ahead of the News © 
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— ahead of the news 


Lost-Peddler Woes—Examining the tactics of a terminal 
operator who has lured away some of their peddlers, some 
New England heating oil distributors are worried about 
what the future holds if the practice spreads. The terminaler 
has set up small storage tanks for peddlers and charges 
them a small throughput fee. Backed by this storage, 
peddlers can undercut the regular distributor, since they 
can operate their trucks more cheaply than the dis- 
tributor can run his. 


‘Gas’ from Gilsonite—American Gilsonite Co. will 
start this fall on a $10 million project to make gasoline 
from gilsonite, a solid hydrocarbon mined at Bonanza, 
Utah. The mineral will be pumped in suspension through a 
pipe line to a 600-700-tons-a-day refinery, to be completed 
in western Colorado by late next year. American Gilsonite 
is owned jointly by Standard Oi) Co. of California and 
Barber Oil Corp., New York. 


independent’s Dilemma—A substantia) western In- 
dependent jobber is seeking the answer to a question that 
vexes many private-branders: Should an _ Independent 
remain Independent because he has been one all his life, 
or should he go ‘major’ to stay in the octane race? This 
one has been on the mat with the problem for months and 
believes he should decide by the end of the year 


LPG Power Boom?—Some Washington lawmakers 
predict an Operation Big Switch to liquefied petroleum 
gas by truckers faced with increases in federal gasoline and 
diesel taxes. But, they note, if that happened tax-writers 
would set their sights on LP-gas as a source of tax dollars 


New Dress for Oil—Aluminum may come into wide 
use for motor oil cans now that Esso Standard Oil has 
started experiments in earnest (June 7). Esso says alumi- 
num lithographs much better than standard can metals, 
and may be cheaper in the long run despite high first cost. 
Lighter weight, Esso says, will cut freight costs, and the 
containers can be melted down for re-use. 


Oil's 3-Year Plan—Oil-Heat Institute directors will be 
asked next month to okay a three-year program to boost 
oil heat. The plan, slanted to benefit more than 2,500 dis- 
tribution division members, would include advertising, 
promotion and employee education. 


Independent Moving up—The Independent Douglas 
Oil Co., of California, figures sales will climb $2 million 
to $3 million this year over the $21 million recorded in the 
fiscal year ended March 31. President W. G. Krieger says 
demand is increasing and prices are becoming more firm 
for diesel oil, fuel oil and asphalt, Douglas’ main products. 
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Canopy Comeback—Service station canopies, dropped 
throughout the West with the advent of the “open form” 
multi-island station after World War II, are staging a rally. 
Two top multi-island station marketers—Frank Urich in 
Southern California and Monroe Blakely in Arizona—are 
using canopies on their new, large units. Canopy outlets 
now are eye-catchers, as the open stations were a few years 
ago. 


The Auto Race—Horsepower and engine compression 
ratios will spurt upward sharply in 1956 car models. 
Figuring now is for an across-the-board increase of 25 hp, 
with some engines going higher. No manufacturer has 
decided yet to hit 10:1 compression. But a couple will 
nudge the mark at 9.75:1, and more than 20 models will 
come in at 9:1 or higher. 


GP Supplying Crude?—The story is that General 
Petroleum Corp. will furnish crude for U.S. Oil and Re- 
fining Co.’s new Tacoma, Wash., refinery and that the plant 
will supply gasoline to Time Oil Co. Groundbreaking for 
the refinery, reportedly set for initial 15,000-b/d capacity, 
was late last month. 


Stamp Loophole Plug—Northwest Petroleum Assn. 
will go after legislation in Minnesota to stop government 
employees from cashing in on service station trading 
stamps. The story is that many government workers who 
drive government cars and buy gasoline on government 
charge accounts buy at stations that give stamps, then 
pocket those stamps for their own use. NPA’s campaign 
will be against state, county and municipal employees. 
It will ask National Oil Jobbers Council to check the ex- 
tent of the practice around the country and to take any 
action necessary on a national level. 


Call the Revenooers!—American Petroleum Institute 
fears that gasoline tax hikes might set off “organized tax 
evasion.” API’s Robert H. Scholl of Esso Standard Oil Co. 
told Congress gasoline bootlegging was a $100 million-a- 
year business in the early 1930s, and the problem may come 
alive again if taxes continue upward. 


Shrinkage Tangle—Some Texas suppliers are head- 
scratching for a solution to the commission agent’s prob- 
lem of product shrinkage. But the answer one company 
devised has caused more aggravation than contentment 
for its agents. The company reportedly has tried correct- 
ing temperature to 60°F. when delivering product to the 
agent, then correcting it again when the product is re- 
moved for delivery to customers. The trouble is, some 
agents claim, that it all adds up to no allowance at all. 
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MONTHLY PETROLEUM STATISTICS 


Primary stocks (Last Day) 
Finished and unfinished gasoline (thous. bbl.) 
Distillate fuel oil (thous. bbl.) 
Kerosine (thous. bbl.) 
Residual fuel oil (thous. bbl.) 
Crude oil—B. of M. (thous. bbl.) 


Refinery Activity 
Crude runs to stills (thous. bbl. daily) 
Foreign crude included (thous. bbl 
% of refinery capacity operated 


daily) 


Refinery Output 


Gasoline (thous. bbl. daily) 
Kerosine (thous. bbl. daily) 
Distillate fuel oil (thous. bbl. daily) 
Residual fuel oil (thous. bbl. daily) 


Crude Supply 
U. S. crude oil production (thous. bbl. daily) 
Crude oil imports (thous. bbl. daily) 


*Through July 8, except crude stocks—July 2 
Source of Data: API Weekly Reports, except 1954 Bureau of Mines. 


MONTHLY MARKET TRENDS 


Petroleum products in secondary storage (thous. bb] 
Exports of crude and refined products (thous. bbl.) 
Average station gasoline price, ex tax (¢ per gal.) 
Gasoline consumption (million gal.) 
**Service station permits (number) 
Passenger cars—domestic shipments (thous.) 
Trucks and buses—domestic shipments (thous.) 
Automotive replacement tire shipments (thous. ) 
Replacement battery shipments (thous.) 
Oil burner shipments (thous.) 
On new basis, including urban as well as rural 
1955 * NATIONAL PETROLEUM 
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and unincorporated as 


bots A 


628 
$12 
91.3 


+768 
79 


1,635 
1 ORG 


6,599 
873 


Latest Month 


43,035 (May) 
10,700 (Apr.) 
21.44 (July) 
4.329 (Mar.) 
906 (Mar.) 
697 (May) 
109 (May) 
361 (May) 
1,281 (Apr.) 
60 (Apr.) 


NPN PRICE AVERAGES* 
Refinery /Terminal 
(¢ per gal.) 


July** 
1955 
Gasoline 11.35 
Kerosine 10.45 
Distillate 8.89 
Residual 4.5 
+ principal 
products &.} 
Lube oul 6+ 
Crude al 
well ($ 


per bbl.) 2.82 


June July 
1955 1954 
ih.ao «6S hiwo 
10.48 10 
8.98 8.66 
4.45 


5.88 


6.83 


8 2.81 


“Weighted average price, prin 
cipal markets. **Through July 


x 


June 
1955 


160,306 
IY BSY 
»9 790 
14.91] 

273,338 


,670 
279 
1,640 
123 


6,617 


792 


Previous Month 


40,751 
10,250 
21.46 
3,710 
598 
728 
111 


vell as incorporated places 


July 
1954 


158.010 

101,657 
41.953 
54.365 


WA COA 
84.844 


Year Ago 


42,184 
11,509 
21.58 
4.117 
847 
479 





—F7 supply and demand 


High Buildup of Distillate Threatens 


EMAND for oil products, gaso- 

line in particular, is currently 
higher than earlier forecasts for the 
third quarter. Markets are holding 
stable, except for scattered retail gaso- 
line price flurries. 

Runs of crude oil to refineries, how- 
ever, are being maintained at a rate 
that is meeting current gasoline market 
needs—seasonally the highest of the 
year—with only moderate drafts on 
gasoline stocks. On the other hand, 
distillate fuel oil inventories at re- 
fineries are building up at a rate that 
is out of keeping with forecast needs 
for the coming heating season. 


DANGER AHEAD 


Product yields from crude have not 
been significantly altered to provide 
larger supplies of gasoline, and smaller 
of distillate fuels, from current plant 
operations this summer. This has 
helped bring about too-rapid increases 
in distillate inventories. Many author- 
ities believe that only sharp cuts in 
crude runs, perhaps to the extent of 
200,000-300,000 bbl. daily, will avoid 
fall product inventories that may tax 
refiners’ storage facilities. 

Distillate fuel oil stocks climbed to 
a U.S. total of 105,167,000 bbl. on 
July 8, some 14,500,000 bbl. higher 
than at the same time in 1954, (API 
data). At the end of March they were 
only 2,200,000 bbl. higher than last 
year, 

Of the 14,500,000 bbl. more distil- 
lates in refiners’ tanks July 8, nearly 
9,000,000 bbl. were in the combined 
East Coast and Gulf Coast refining 
districts, These districts serve the 
Atlantic Coast and New England 
areas, the areas of largest heating oil 
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BUILDUP of distillate fuel oil inventories in refiners’ tanks points to a new high 
this fall. @ represents targets for adequate inventories (Sept. 30, 131,000,000 bbi.; 


Dec. 31, 113,000,000 bbl.) 





consumption in the U.S. Last winter, 
supplies there had to be maneuvered a 
few times to keep consumers’ tanks 
from running empty. 

With 20,257,000 bbl. of distillate 
fuel oil in storage July 8, the large Ind- 
Ill.-Ky. refining district had 2,500,000 
bbl. more than the year before. The 
Okla.-Kan.-Mo, district had about 
1,600,000 bbl. more in storage. Only 
in California were inventories this year 
less than last. 


SURPLUS 
Last year, total U.S. distillate stocks 
increased by 41,071,000 bbl. from July 
2 to Oct 1 (API data), at the average 
rate of a little over 3,000,000 bbl. per 
week. Additions of the same volume 





this year would bring the total at the 
end of September to around 141,000,- 
000 bbl. 

This would be more than 10,000,- 
000 bbl. over the 130,000,000 bbl. 
which oil companies estimate is suf- 
ficient to have “on the shelf” by 
Sept. 30. 

Heating oil demand the coming 
heating season, based on the current 
rate of building construction and with 
normal temperatures, is estimated at 
5% over last winter. Colder weather 
could increase demand to 8-9% above 
last winter, But even such a rise would 
not call for continued buildup of dis- 
tillate inventories at the present rate. 

Reductions in total gasoline inven- 
tories at refineries this year have been 
only moderate when compared with 


Gasoline Stocks, Principal Refinery Districts 
July 8, 1955 — July 9, 1954 
(000 bbl., API data) 


a year ago, and 1954 inventories were 

considered too large for market needs. 

Total U.S. stocks July 8 were 159,- 

July 8 July 9 307,000 bbl., 2.7% less than on July 
1955 1954 Change 9, 1954. Biggest change from last year 

Refinery Districts is in the inland refining districts, 
East Coast 34,971 36,088 —1,117 . where supplies July 8 were 8% under 
Gulf Coast 31,962 28,448 +3,514 those of 1954. 

Total Coastal 66,933 64,536 +2,397 Gasoline shipments from refineries 
Se sane — - aa this quarter, if they show the same 
Okla.-Kar,.Mo 15412 16621 1.209 rate of increase from the second 
Other Inland 16.812 18382 —1,570 quarter as in the past two years, will 

Total Inland 72.472 78.794 6.322 average around 3,940,000 bbl. daily, 

Total East of California 139,405 143,330 3,925 nearly 8% higher than actual daily 
California 19.902 20.382 — 480 average demand in the third quarter of 

Total 159,307 163,712 —4,405 1954, . 
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DIRT «. Wares 


De q re DEHYDRATOR = }| 


as EEF 
INET. 2932 


A sure way TO BOOST FUEL OIL SALES 
and REDUCE BURNER SERVICE CALLS.... 


Be first r 


NEWSPAPER 
IN YOUR rg em The ERIE MATS 
TO OFFER “Dry Cleaned” % 


‘i Mult A yt Fuel Oil ass BILLS 


BLOTTERS 
moe OIL Sales Plan 


Includes RADIO SPOTS 
First developed by Erie Meter . 
Systems during World War II to 


remove water from aviation gaso- FILL-IN AND MAIL COUPON FOR DETAILS 


line, the Erie Dehydrator is widely 
used in fuel oil and gasoline service. 
Water, sludge, scale and dirt are ERIE METER SYSTEMS, INC. 
completely removed by the Erie Box 559, Erie, Pennsylvania 
Method, an investment that helps I want to know more about Erie Dehydrator 
both your customers and you. Get te Cage yaaa Fuel Oil method. Please send 
etails. 





the facts, learn how to eliminate 
water condensation problems once NAME 
and for all. Contaminated fuel oil is COMPANY 
“dry cleaned” to burn at top efficien- 
cy with no spluttering, no clogging. 
For greater sales and lower service 
costs—-mail the handy coupon today. 
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NOT TOO EARLY to start thinking about 
the extra business you can get by having 
your dealers include a new Purolator 

with every WINTER-IZING JOB this fall. 





‘for fall and winter 


a Purolator in the hand 
beats a dozen on order 


Easier—and EASIER—SELLING! Dealers every- 
] . where report Purolator sales increasing —as 


advertising increases—as car-makers and oil 
e re C re companies push regular changes—as motorists 


catch on. 





more driving . . . more sales and PROFITS— 

as roads improve—as Thruway mileages increase 
—as more drivers learn from experience that 
Purolator Micronics filter more dirt, finer dirt, 


Cc bo ut faster—keep good engines running better, longer! 
3 Only PUROLATOR FILLS THE BILL 100%. 
~ 


Purolator, and Purolator alone, is specified by 


- : more car-makers—engineered to fit ALL makes 
U ro CG tO i e and models. A constant minimum stock there- 
\ fore is a ‘‘must”’ to sell every car that calls, 
increase oil sales—cash in TOP PROFITS. 


2 Bigger—and BIGGER—PROFITS! More cars... 
. 


the facts 





—» 


BIG PUROLATOR PROGRAM 


now being readied for fall. Stock your dealers NOW. New 
magazine advertising! Motorists will love it! Dealers will 
eat it up! 


PUROLATOR PRODUCTS, INC. 
Rohway, New Jersey and Toronto, Ontario, Canada 


America’s No. 1 Ol _ = [ e LTE Rm 














from 


Ont y Clmauitud Langa Cin Jtanifacliibed 


is 


CROWN CORK & SEAL COMPANY, INC. 
CAN DIVISION 


¢ Birmingham «© Baltimore ¢ ew York © Boston © St. Louis © San Francisco 
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No. 592 B Manhole. Widely used 
with various extractor fittings and 
with fill caps to provide flush in 
stallations. Flange diameter wide 
enough for firm seat in concrete 


Consisting of ; 
Multi-Swivel 
service to the customer. It 


The Buckeye No. 820 AS ‘Service Package.”’ 
No. 820 A “Safety-Fill’ Nozzle and a No. 4101 
the “Service Package” offers the best possible 
permits filling without spilling and enables attendant to reach the most 


awkward positions easily, without marring paint or straining the hose 


(Listed under re-examination service of Underwriters 


Lid easily replaced without dis- 


turbing manhole or concrete Laboratories, Inc.) 
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No. 850 Vertical Check Extractor 
Valve. Designed for installation in 
base of pump. It is instantly ac 
cessible and can be serviced with 
out removing valve body and 
without disturbing connections 
Metal-to-metal flat seat and disc 


No. 464 Angle Check Valve. Truly 
the “standard” of the industry! 
Complete assembly can be re 
moved without breaking conne: 
tion. Male or female thread 
Double disc, flat seats and discs 
all brass 


No. 449 Flush Fill Box. Brass top 
or lock-lid—completely water- 
tight. Deep recesses in cast iron 
body have seep holes to prevent 
collection of water. Threads in 
body below lock-lid can be uséd 


for tight connection construction 
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IF YOU HANDLE, TRANSPORT OR STORE 
PETROLEUM PRODUCTS (AND YOU DO!) 


DEPEND ON Buckeye. 


VALVES AND FITTINGS 
FOR THE OIL INDUSTRY SINCE 1876 


No. 800 F Nozzle. A full flow 
nozzle with positive control and 
anti-blowback tube. Features per 
manent packing, is spring loaded 
and streamlined, inside and out 
to prevent swirl and back pressur« 
and to improve appearance 


Mail the coupon for complete details 


BUCKEYE IRON & BRASS WORKS, DEPT. N 
Box 883, Dayton 1, Ohio 


Please send complete catalog of 
Buckeye Valves and fittings 


439 Foot Valve. All brass, double 
poppet, with metal-to-metal seats 
and discs carefully machined and 
finished by a special process. These 
valves undergo exacting air pres 
sure tests under water before ship 
ment. Strong hex on top avoids 
need to use pipe wrench on body 
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Rockwell System of 


AOD ATER 
| 








ROTOCYCLE 


Meters 


The Meter With The All-Revolving 
"Flo-Ward” Design 


The first requirement of any system of meter control is 
accurate measurement. That’s where Rockwell superiority 
begins——-with the Rotocycle meter. The accuracy and 
durability of this all-revolving measuring principle has 
been proved by time. Its free-running, low pressure 
absorbing characteristics are a matter of record. Now 
custom-proved in Rockwell's new test station—the world’s 
largest—under actual operating conditions to assure the 


: P Cc Cc w 
finest field performance. YOU CAN RELY ON ROCKWELL 


ROCKWELL MANUFACTURING COMPANY PITTSBURGH 8, PA. 


Atlanta Boston “ Charlotte Chicago Dallas Houston Los Angeles Midland, Texas N. Kansas City, Mo New York 


Philadelphia Pittsburgh San Francisco Seattle Shreveport Tulsa Canadian Petroleum and Industrial Meter Sales: Peacock Brothers Limited 


6 NATIONAL PETROLEUM NEWS ©* August, 1955 





Remote Registration 
: A B00n To Accounting / 


WHAT YOU LOAD HERE @ + ; CUTS STOCK LOSSES 


| SPEEDS LOADING 
INCREASES PLANT SECURITY 


Guiding truck traffic and keeping accounts straight in 
bulk storage plants can be a managerial headache. 
Now, there’s a better way. It’s the Rockwell Remote 





Registration System of metering. It offers some startling 
advantages and savings. It enables you to put the sole 
control over all metered outlets in the hands of one 
supervisor. He operates your entire plant from a control 
room overlooking the loading area. No product can be 
drawn until he inserts a ticket in the proper printing 
register and activates the matching electric circuit. At 
the completion of the fill, the unalterable printed ticket 
shows the exact gallonage loaded. These tickets curb 
stock losses by providing positive proof of actual de 
liveries. Multiple carbons can be used for inventory 


control, to verify tax payments and to form the basis 


for a completely mechanized accounting procedure 
Write for bulletin OG-324 





This unalterable sealed-in ticket 
is mechanically printed by the 
remotely located register in the 
control room It guards agar st 
human errors, doubts and losses 
provides permanent indisputable 
records for all accounting 
purposes 
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This Handy, 

Attractive 

AC FILLER 
CAP 


MENGHANDISING 
UADIMEI 





with FACT MOVING ACCORTMENT 
of HIGH-QUALITY AC FILLER CAPS 





YOUR FILLER CAP DISPLAY CABINET comes complete with an 
assortment that meets practically all replacement needs. There are 17 
types (57 caps in all) in this FM-13 Merchandising Assortment — 


radiator pressure caps, regular radiator caps, gas tank caps, and lock- 


GOOD SALES 
REMINDER 


ing gas tank caps. A convenient specification chart is on the back of 
the cabinet. This Merchandiser puts you in business and goes on to 
KEEPS STOCK help you sell, 

ORGANIZED 


MAKES REORDERS 
SIMPLE 


NEEDS LITTLE SPACE 
(wall or counter) 


STURDY ALL-STEEL GM Contact your AC 
CONSTRUCTION Supplier today! 


More caps. . 
in a quality cabinet... 
at lower cost to you! 


AC SPARK PLUG DIVISION + GENERAL MOTORS CORPORATION ~ FLINT, MICHIGAN 
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Getting up in the World 


SOR many years, a vexing problem for suppliers 
and distributors has been the dubious status of 
Lack 


industry has contributed much to the trouble 


service station dealers of status within the 
One part of the problem has been the difficulty 
of attracting and holding good dealers 
An NPN canvass of 
that 


said 


marketers last year dis 


closed manpower was the chief problem 


Many that 
problem, and they told how they were trying to 


dealer status was a root of the 


solve it 


Conditions are changing, though. Here are some 


examples: 
The Service Station 
Petroleum 


Item Advisory Committee 


of the 


American Institute has become 


API’s most active committees and deal 


one ol 


Significant importance. Key 


ing with topics of 


marketing executives of 12 leading majors serve 
on the committee 

Item 
Small 


vestigation of 


House 
conducted an in 
I his 


lop marketing ex 


A special subcommittee of the 
Business Committee has 
gasoline distribution problems 


concerns resellers primarily 


A Good Precedent 


August 


1955 


NATIONAIL 


news item reports that Hal Curtis 

A has Shell 

Oil. A small item, but the significance is sharp 
Hal Curtis is the first man in public relation 


to attain vice presidential status in a 


SMALI 


been made a vice president at 


major oil 


company, according to available records. In many 


companies, the p.l portfolio goes to a company 
officer, incidental to his other responsibilities. In 
some mere flunkies 
handicapped by lack of authority and statu 


Although Hal started as a marketer with 


companies, p.! men are 


Shell 


the Time 


hard 


those 


A! IHIS sweltering time of the year, it 
ra to think of mellow, mild October. For 
who are interested in Oil Progress Week, though 
now is the time to start thinking 
Oil Progress Week will be celebrated Oct. 9-1 

this year. Since World War II it has been built up 
into an industry tradition through the support of 
Most of them are in 
marketer 


tens of thousands of oil men 
And 
are distributors and dealers 


marketing i large portion of th 


PETROLEUM 


editorially speaking _ Fj 


ecutives have been called betore that subcommit 


tee to testuly 


The Oil Industry Information Committee 


Item 


has established a definite program to encourage 


participation in its national public rela 
work 
Dealer participation actually has increased 
Mobil is into 
regular program aimed at improving relations with 
Herbert Willetts, domestic marketing vice 
“in the fundamen 


dealer 


especially during Oil Progress Week 


tions 


Item: Socony putting effect a 


dealers 


president, said Socony believes 


tal importance of the service station dealer.’ 


Item: Sixteen major oil companies are discussing 


the question of longer station leases with repre 


the National Congress of Petroleum 


sentatives of 
Retailers. N¢ PR 


hopes to complete the first round of conversations 


has talked to some already and 


by the end of August (see p. 40). Five years ago 
only three companies acknowledged NCPR letter 
isking for 

Deales 


isc USSIONS 
industry 1s be 


With if 


recognition within the 


oming noticeably more widespread 


dealer status 1s being enhanced 


full-time, professional 
1947. As 


charge of the pu 


vo, he has been a 


public relations man since assistant to 
heen in 
S. M. Burns, Shell president 
Public Relations 


leader in industry 


ident, he ha 
With H 
API 


been i 


the pre 
department 
is head of the 
tee, Shell 
relation 
[he el 


tions new 


Commit 
has public 
vation of Hal Curtis gives public rela 
both in Shell 


other 


ind in the industry 
follow 


stature 


It's a good bet that ompanies vill 


this precedent 


election of advertisements that may be 


by local oil fuel oil dealers and 


ised 


Crvics 


Companies 
tations 1s offered by the 


Window and date posters, bumper 


American Petro 


leum Institute 


banners and other display material are also 


API 


u ed by 


rip 
iVailable at Fuel oil and pump island ban 
ners can be jobbers and stations and as 
exhibits and displays 
But that 


ither 


hac kdrops lor meetings 
[hat 


pecially in thi 


only a. Starter something 


not we 





IN CHEMICALS (Soaps and Detergents 


Count on Enjay for fast product turnover 


” 


* 


You get fast turnover when you make a better product 


And uniform, high quality Enjay chemicals help make 


your products better. The Enjay Company supplies a 


diversified line of petroleum chemicals to the surface 


coating, chemical and petroleum industries. Through 


the facilities of the new Enjay Laboratories, you can be 


assured of the best application of Enjay products in your 


industry. Nezt time, call Enjay for your chemical needs. 


PETROLEUM 
PARANOX 
PARATONE 
PARAFLOW 
PARAPOID 
PARADYNE 
PARATA( 
PETROHOL 

Methy! Ethy! Ketone 
Dewaxing Aid 

Ethy! Ether 
tsopropy! Ether 
Reference i uels 


RUBBER 
ENJAY BUTYL 
VISTANEX 


SURFACE COATING 
PETROHOL 91 
PETROHOL 95 
PETROHOL 99 

JAYSOL 

Secondary Buty! Alcohol 
Secondary Buty! Acetate 
tsopropy! Acetate 
Acetone 

Methy! Ethy! Ketone 
Dicyclopentadiene 

Ethy! Ether 

lsopropy! Ether 
Naphthenic Acids 
iso-Octy! Alcohol 

Decy! Aicoho! 
Denatured Ethy! Alcohol 


CHEMICAL 
PETROHOL 9) 
PETROHOL % 
PETROHOL 99 
JAYSOL 

iso-Octy! Alcohol 
Decy! Alcohol 
Denatured Ethy! Alcohol 
Tridecy! Alcohol 
Dicyclopentadiene 
lsoprene 

Butadiene 

Ethy! Ether 
isopropy! Ether 
Tetrapropylene 
Tripropylene 
Aromatic Tars 
Benzene 

Acetone 

Methyl Ethy! Ketone 


35 successful years 
of leadership 


in serving industry 


7 }) 


Enjay Company, Inc. - 15 West Sist Street, New York 19, N.Y. , ; eel 
IN PETROLEUM (Lubricants and Gasoline Additives) 


Other Offices: Akron « Boston « Chicago «¢ Tuisa 
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PUSH-BUTTON 


FACTORY-SEALED 
LUBE 


FITTINGS 


Still Growing .. . 


By HOLGER RIDDER 
NPN Editor 


{utomotive 


HE potential market for chassis lubrication is 
being weighed in the balance. Current trends in 
automotive design—toward factory-sealed grease 
fittings and automatic lubrication 
decline in demand. But better 
as well as better service, plus a 
population, can prevent a market drop 
Auto engineers are pressing hard to develop a car 
that needs only minimal field service. They dream 
of one that requires only gasoline and motor oil for 
perfect performance 
Car designers are 
by eliminating more grease fittings with each year’s 
models. The Multi-Luber, an automatic greasing 
mechanism, has the market. Auto 
are cooling towards conventional lubrication be 


cause: 


point to a future 


lubes, new services 


strong rise in Ca! 


moving toward their objective 


invaded men 


* NATIONAL PETROLEUM 


vyeene ! ad LU 


National 
Petroleum 
News 


SOW, 
ae iy bry 





RISING CAR 
POPULATION 


BETTER 
LUBES 


BETTER 
SERVICE 


But Tomorrow? 


better the 
the 


commanding 


the 
hit 


have a 


e The less service a car requires 
Ihe first 


free Cal 


selling point company to market 


with a service will 


jump on its competitors 


often low, many auto 
They say that many 
that some fittings frequently 
are all Therefore, they 


fewer fittings improve chances of a complete job 


s Quality ol lube jobs is 
men claim 
often 


serviced at 


Cars are not 


industry 
serviced enough 


not contend 


doesnt last long enough, the 
They 
recommended 
men would like to replace con 
right 
like 


mor 


@ Today's lubricant 


contend it's inadequat 


| OOO 


complain 
the 
automotive 


engineers 
for even miles 

Some 
ventional 
centralized 
Multi-Luber. | 
tually by 
quire lubrication or can be 
at the 

In 


lubrication now, with automat 


ystems Lincoln Engineering's 


replace it even 
that 


lubricated 


ven aim to 


not rr 
scaled 


substituting components do 


ind 


factory 


the oil 


meantime auto men are asking the 





special report 


Car Consumption of Chassis Lubes Since 1950 


1950 1951 
Lb. (000) 
Lb. car/yr. 
Gal. (000) 


4.94 
26,254 


4.85 
24,337 


I stimated. 


industry to provide a better grade of 
service and Jubricants that last longer 
Only in that way, they say, can the 
current trends be retarded 


EFFECT ON OIL MEN 


A market drop doesn’t mean a col 
lapse, but it can be a warning. It 
could take auto men 10 to 20 year 
to replace the present car population 
with cars that have no fittings at all 
once they achieve a fitting-less model 

Oil men stand a good chance of 
slowing down the trend to fewer 
fittings 


of stopping tt 


although there is little hop 
Improvements can bi 
made at the station level in the effi 
ciency of service rendered, Oil com 
panies will continue their research and 
development of better lubricants 

But it seems almost sure that a de 
cline in total automotive chassis lubri 
cant consumption is in the making 
All signs point to future reductions in 
grease fittings at a pace fast enough to 
olfset the growing number of cars 

Just how sharp the decline will be 
depends on which models make the 
most drastic changes. A big reduction 
in fittings on the Cadillac or Lincoln 
would have little effect on the over-all 
market, relatively 
low-volume cars. Sharp reductions by 
the high-volume cars—such as Chev 
rolet, Ford, Plymouth, and even Buick 

would multiply the drop in grease 
volume many times 


because they are 


If automotive grease sales channels 
become narrower every year, 
stations will have less lube bay busi 


service 


ness and therefore fewer opportunities 
to make TBA sales. Grease makers 
and compounders will have to con 
centrate more heavily on the indus 
trial markets 


The story 
statistics tell 


Ihe chassis lubrication market has 


slipped significantly 1950, 
when grease fittings were at a peak. 
By the time 1956 model cars come 
along they will have 30% 
grease fittings than 1950 models and 


since 


fewer 


will use 30% less chassis lubricant per 
lube job. Auto engineers predict even 


3? 


27,371 


1952 1953 1954 1955 
194,695 210,028 218,965 235,067 241,439 246,636 


5.02 5.08 


29,383 


5.05 
30,180 


4.92 
30,829 


grease fittings on 1957 and 
1958 cars 

Ihe 1956 models will have an aver 
age of 16.9 grease fittings per vehicle 
In 1950 the new models averaged 24.3 

Ihe coming models will use an av 
erage of only 5.9 oz. of lubricant per 
job. It took 8.5 oz. for 1950 model 
cars 

Assuming ten lube jobs per year, 
the consumption per car among 1956 
models will total about 3.7 Ib. against 

4 in 1950 

Contrasting the consumption totals 
of the two years provides an impres 
ive Summary of what is happening to 
chassis lubrication 

@ To lubricate all 1950 model pas 
enger cars for one year takes an esti 
mated 42,514,730 Ib. of lubricant 

e Assuming production of 1956 
models to be the same as in 1950, 
(6,800,000), it would take only 25 
160,000 Ib. of grease to lubricate these 
models for a year. This would repre 
sent a market shrinkage of 
17 million Ib. for the calendar year 


almost 


VANISHING FITTINGS 


Elimination of fittings in the last 
five years is the key to the shrinkage 

In 1940, the average car had only 
a few more fittings than the 1955 
models. During the war years, with 
car production halted, the picture re 
After the war 
most of the auto companies picked up 


where they left off 


mained unchanged 
The first postwar 
models were much the same as the 
last prewar cars. But engineers were 
already busy improving designs and 
preparing for the competitive period 
they knew was ahead 

At first 
hetter-riding—there was an increase 
in parts to be lubricated. In 1950-51 
that trend began to reverse itself. A 
to make cars better-riding 
and more independent of service 
had appeared. In 1954 ball-joint sus- 


in the drive to make cars 


new goal 


pensions were introduced, and there 
was a sharp decline in fittings. Auto- 
motive men feel that this decline is 
very significant. They insist it will 
continue, 

Here's the way the trend has gone, 
chronologically, since the peak-point 
for fittings in 1950 


NATIONAI 


1951—-No significant changes 
1952 adopted its ball 
joint suspension and dropped its num 


Lincoln 


ber of grease fittings from 28 in 1951 
to 13 in 1952. Nash changed its front- 
end suspension and its total grease 
fittings went from 22 in 1951 to 14 

1953—-Studebaker made the big- 
gest change. Its models had 23 fittings 
against 32 the year before. Pontiac 
moved from 28 to 23 

1954 Ford and Mercury both 
adopted ball-joint suspension systems 
Ford’s fittings dropped from 26 in 
1953 to 14, while Mercury went from 
28 to 16. 

1955—Chevrolet joined the ball- 
joint suspension trend and the num- 
ber of lube fittings dropped from 25 
in 1954 to only 10 for this year. 
Chrysler dropped four fittings from 
its line. Hudson, adopting the Nash 
suspension system, went from a high 
of 33 fittings in 1954 to only 16. 

1956 
chassis lube fitting changes. One is cut- 
ting out nine fittings, the other two 
Both are fairly 
tion Cars 


Iwo models have reported 


high-volume-produc- 


THE OUTLOOK 


Although auto men are shooting 
for a fitting-less car, it's not easy 
rheir problems are a major obstacle 

One chassis engineer says his com- 
pany is striving to eliminate more lube 
fittings from future models, with the 
objective of eventually getting rid of 
all grease fittings. Other engineers 
echo his statement. But no one will 
put the decline on a timetable basis 

there are too many question-marks 
One of the biggest is developing lubri- 
cation seals that will last the life of 
the car. 

For the convenience of car owners, 
this chassis engineer points out, auto 
companies find it desirable to design 
autos that will require as little field 
service as possible. A car that needs 
no lubrication in the field, except for 
engine oil change, would be a car- 
maker's ideal. He declares that “if we 
can’t succeed entirely, we certainly 
hope to come close to the mark.” 

A fuels and lubes man at another 
auto company says there is continuing 
research to develop new designs and 
components that will not have to be 
lubricated once the car leaves the as- 
sembly line. These include new sus- 
pension types, substitution of rubber 
shackles and eye bushings, and fac- 
tory-sealed-and-lubricated parts. 

Factory-Sealing—A 
lubricated part is one in which the 
lubricant is installed at some point in 
assembly, and then sealed, not to be 
lubricated at all after the car leaves 


factory-sealed 
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[he 


part 1s 


line amount ot 


such a 


the assembly 
lubricant in 
about the 
would hold. In some cases the lubri- 
itself may differ in composition 
conventional lubes, in 


usually 
same as a non-sealed part 
cant 
from 
meet special requirements dictated by 
the function of the part 

Problems As yet 
have not been able to develop an en 
tirely acceptable seal for such fittings 
Their biggest stumbling block is the 
necessity of making a seal that 
last the life of the car, or at least five 
They have found that 


order to 


auto engineers 


will 


to ten years 
e Some 
shocks or impacts in driving 
e A seal may 
be vulnerable to a 
shock and 
@ Seals 


weather 


seals give out because of 
shock but 


combination of 


withstand 
exposure to weather 

that shock 
sometimes hold up 
when exposed to the lubricant they 
are supposed to be sealing in 

e Although a 
functional 


endure and 


don’t 


meet all 
still fails 
to meet One very important one being 
cheap enough to apply to large vol 
ume production on the assembly line 

In spite of these problems the auto 


seal may 


requirements, it 


engineers are making a concerted ef 
fort to develop a satisfactory seal. At 
the same time they are trying to get 
around that difficulty by reducing the 
number of pivot points that will need 
lubrication, and by developing neo 
prene parts, which require no greasé 


whatever 


Why auto men are 


undercutting oil 
Many 


inadequate 
lubrication 
them to 


automotive engineers say 


lubricants and sloppy 
Stations 
that 
lubrication or are 
add that 
progress in design ts eliminating some 


lubrication points naturally 


INADEQUATE LUBES 


L. J. Kehoe, Jr 
General Motors, 
fewer grease fittings on the oil indus 
try’s failure to produce an adequate 
Kehoe, of GM’s 
ture and development section, stated 
this view last June at the Society of 
Automotive Engineers meeting in At 
lantic City 

He recalled that when independ nt 
front 
the early thirties, it 
that the usual chassis lubricants could 


jobs at service 


force work for designs 
either 


factory-sealed 


require no 


They general 


a spokesman for 
blames the trend to 


chassis lube struc 


suspensions were introduced 1 


became evident 


not meet the greasing schedules set 


up for them 
Several attempts were made to over 
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attributable to lack of 


come the problem, Keho uid. But 
the most successtul method was, 


1’, which 


) 


and 


still is, to use ‘correction No 


walking from the 


yroblem and pretending that it doesn't 


consists of away 
cxist 
So far as I know 


genel ally 


dec lared 


Kehor 
there is no distributed 
ease capable of completely adequate 


lubrication of bushings, king pins, o1 
joints.’ 
this 


such 


metallic 


makers ha 


hh} 


Because of auto 


ubstituted thing is ru 


shackles 


Quire no 


and eye bushings, which 


lubrication 


shackk | 


The rubber and eye bush 
although somewhat Ik 
perfectly lubricated 


present the 


suited 
threaded 
iltractive 


inws 
than a 
bushing very 
feature of being installed and for 


Kehoe 
INEFFICIENT SERVICE 


Spokesmen for the 


rotten concluded 


iuto industry are 


emphatic in urging a quicker and 


more thorough lube job at the station 


At the SAI 
pokesmen was ¢ 


meeting one of the 
harle Heinen 

of I chemical 
Chrysler Corp 

neering division 

1946 to 1951 
there was a ste: 
fitting 


been 


sistant supervisor 


laboratory } 


Heinen 
Mnerease in 


From 19 


From 


number of used 


on there has in equally stead 


drop. This, so far as | am concerned 
in chassis lubrication 
heard of 
where the chassi 


fault. There have 


is the big story 


| have only two com 


plaints lubricant 


Vas al been dozen 


lubrication 


Designers considering these 


com 


plaints have attempted to go in th 


direction of permanently lubricated 


units, bearing materials requiring no 


s to make 
iutomats« 


lubrication, and in some case 


chassis lubrication a 
function Thi 


step are taken 


emi 
trend will ontinuc 


unle 


irthe impliiication of the 


Nn Sis-v2reasin operation 1s needed 


to bring the important benefit of de- 


veloping station Operators’ interest in 
soliciting this type of business and in 
doing a thorough job 


Progress in developing greases 
may be expected to continue. It should 

iumed at new types conceived spe- 
lubrication so as 


time 


chassis 


illy for 
interval 


I reatly the 


Merease 


lubrications 


modern 


tween 

The 
ind will get 
operation. A monthly 
rack 1s not 


motorist demands 
comfort in all phases ot 
half-hour at the 
with this 


rease consistent 


demand 


Multi-Luber: 


friend or foe? 


Multi-Luber on 
further compli 
market 
a centralized 


Introduction of the 
1ySS passenger Cars 
chassis lube situa 


Multi-Luber 1s 


that vreases 


ite the 
ton Bit 
lubrication system about 


dozen points——more, with an extra 


unit—-at the press of a dashboard but 
ton. It 1 
Lincolns and 
Auto 
livided on the 
Wl have. It 
tep in th 
to make 
f field 


optional equipment on new 
Mercurys 
ind of industry 
effect 
ippears to be an 


men alike are 

Multi-Luber 
interim 
ir manufacturers attempt 
as ince pend nt 
sible 


iutomohbiles 

lubri 
WHAT IT IS 

Multi-Luber ha 


the engine com 


ition as po 


IL he paussenper ¢ il 
i master cylinder in 
partment. Nylon 


to each front end chassi 


tubing extends from 
thi ylindet 
bearing. On the tip of each tube is a 
oupling that connects to a grease 
hitting 

A plunger in the master 
iperated by the va 


vorks the windshield 


cylinder 
tem that 
force 


uum sy 


W per s 


Chassis Lube Data——1956 Car Models 


Avg. No. of 
Grease Fittings 
Per Car 
24.3 
24.0 
23.6 
23.3 
20.4 
Rie? 
16.9 


Year 

1950 
1951 
1952 
1953 
1954 
1955 
1956 


Ave. Ounces Grease 
Used Per Car 
Per Lube Job 


Avg. Lbs. Grease 
Used Per Car 
Per Year 


4.§ 
I 
3.7 


Average is weighted and is computed only for cars produced each 


model year. 


*Based on an average of 10 lube jobs per car per year. 





special report 


lubricant through each tube into the 
bearings. The plunger is controlled by 
a button on the instrument panel 
Lubrication takes three to five seconds. 

Lincoln-Mercury recommends using 
the Multi-Luber once a day or every 
50 miles, to provide “flushing action” 
in the bearings. Lubricant reservoir 


handle the special Multi-Luber lubri- 
cant recommended by the car manu- 
facturer. The margin of profit to the 
car dealer is about 40¢ per can. 
However, oil companies are work- 
ing to come up with special Multi- 
Luber lubricants. At least one com- 
pany already has developed one, 


Luber is listed as optional equipment 
at $43. Installed in the field, the 
factory recommended price is $40 
plus two to four hours of labor. 


HOW TO HANDLE IT? 


Growing acceptance of Multi- 


for the system is a seven-ounce can, 
which holds enough grease for 225 
applications or several thousand miles 
of driving with recommended lubrica- 
tion frequency. When lubricant is ex- 
hausted the can is thrown away and 
replaced in a simple operation. 


and with use 


cated. These include front suspension 
two on each side 
arm, tie rods and bushings, and con- 


necting link ball studs. of hundred miles without new lubri- 
cant and still be adequately greased. 


On the Mercury with automatic 
transmission the same points are lubri- 
cated as on the Lincoln, with one ad- 


Servicing 


standard transmission, 13 points are 
covered. The extra one goes to the 


Market Data—The initial factory 
fill of the Multi-Luber reservoir is 
seven ounces and will last the aver- 
age car Owner six to seven months 
Refills are also in seven-ounce con- 
tainers, They retail for $1 per can 
Only Lincoln-Mercury dealers now 


which it may market soon. One char- 
acteristic of the new 
it increases in viscosity under pressure 


If a car owner runs out of lubricant 
and can’t find a car dealer handy, he 
can replenish the supply with an SAF 
On the Lincoln 11 points are lubri- 30 motor oil. However, Lincoln-Mer- with 
cury recommends that only its speci- 
used. It points out 
that the car can be driven a couple 


steering idle fied lubricant be 


Lincoln-Mercury _ re- 
ports few field service complaints to 
ditional fitting for the selector lever date. Biggest source of trouble—and 
for the transmission. On Mercury with that very minor 
stallations. Once Multi-Luber system 
is installed, it must be pre-primed to 
throw-out bearing. get lubricant to all fittings, or dry 
bearings may result 

No ruptured or 
have been reported 


ripped feed lines 
Lincoln-Mercury 
has developed a special gage for quick 
checking of all lines, to see that lubri- 
cant is flowing freely. 

When factory-installed, the Multi- 


Lubers poses questions that have not 
been wholly answered as to the effect 
the Lubers will have on station serv- 
ice. Pessimists argue that the Multi- 
Luber takes business away from the 
station. They go on to ask what fee a 
station operator will charge for serv- 
icing a Lincoln or Mercury equipped 
a Multi-Luber, since there is 
little lubrication to take care of be- 
yond oiling the door hinges and a few 
points on the engine. The customer, 
they say, will hardly pay the same 
price for this that he did for a com- 
plete lube job. 

Others disagree. A major oil com- 
pany official says that the Multi-Luber 
does only a small part of the regular 
1,000-mile lube job, because it lubri- 
cates nothing but the front suspension 
and the steering connection. 

A major company ran test lube jobs 
on Lincolns, first hitting all points, 
then skipping those serviced by Multi- 
Lubers. They found that the Multi- 
Luber saves only five minutes on a 
30-minute job (including tire and 
cooling system checks, testing of trans- 


lubricant is that 


in the field in- 


Multi-Luber Sales Are Climbing. Here’s Why: 


Lincoln-Mercury says these factors are behind the 
steadily rising consumer demand for $40-plus push-button 
lubrication: 

@ Convenience. The customer no longer needs to visit 
his service station every month or so and wait from a half 
hour to an hour for a lube job. 

@ Novelty. A percentage of car buyers like to own 
something their neighbors don’t have. The Multi-Luber 
with its dash control and signal light 
show off. 

@ Better Lubrication, If the driver follows manufac- 
turer’s recommendations and pushes the lube button once 
a day or every 50-100 miles, his car will be better greased, 
will handle more easily, and will last longer. 

The customer's eagerness to pay for an added motoring 
convenience may determine the time table for diminishing 
chassis lube business for service stations and car dealers 

Lincoln-Mercury thinks customer acceptance during the 
first five months of 1955 model sales has been “very good 

surpassing Our expectations.” And demand for Multi 
Luber systems on Lincolns and Mercurys is increasing 
steadily. For the five-month period from November, 1954, 
to March, 1955, 6,086 Lincolns—48% of the make’s total 
output for the period—had Multi-Lubers, mostly factory- 
installed. Over the same time-span, 6,301 Mercurys—or, 
8% of total output—were Luber-equipped, also mainly on 
an original-equipment basis 


enables them to 


34 


The Future—No one will go on record with a prediction 
on the future of automatic car lubrication—whether the 
Multi-Luber made by Lincoln Engineering or some similar 
device. But there is ample evidence that automotive circles 
are giving serious thought to making such systems available 
on more and more cars. 

For at least the 1955-model season, Lincoln-Mercury 
has an exclusive on the Multi-Luber for passenger car 
application. Because the system has been so well received, 
the company is considering putting the unit on a fully 
automatic basis. This would eliminate even the need to 
push a button. 

Fully automatic action would be achieved by tying the 
system in with the speedometer. The Multi-Luber would 
be actuated at certain mileage intervals as they were re- 
corded on the speedometer. 

Lincoln-Mercury says the automatic feature will come 
when the system has passed its novelty phase and reached 
the point where it is standard equipment on new cars. 
That time may come sooner than expected, judging from 
sales figures so far. 

Ford is known to be looking hard at the Multi-Luber 
for possible 1956 introduction. Other car makers are also 
studying the system. 

Evidence of interest in the field is found in reports that 
competitive car dealers have asked Lincoln-Mercury for 
Multi-Lubers to install on other makes of cars. 
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levels and 
informant 


differential 
services), the 


mission and 
other such 
reports. 

Helper—The Multi-Luber is de- 
scribed as a blessing—not a curse 
on station lube business by a 
development executive. 

As use of Multi-Lubers expands, 
the oil industry will have to point out 
by direct mail, advertising and by 
word-of-dealer that the automatic sys- 
tems do not do the entire job, an East 
Coast major official declares 

Already a major company has told 
its dealers, through field representa- 
tives, what Multi-Lubers will and 
won't do. Now those dealers are ready 
for it, the company believes. 

In calculating a service charge, a 
company official believes $1 to $1.25 
for a job on a luber-serviced car (not 
including refill of the luber) would be 
fair. That is based on a $1.50 fee for 
an ordinary job. 

Bigger Output—Though only Lin- 
coln and Mercury offer the Multi- 
Luber as optional equipment so far, 
other companies are looking hard at 
the system as an option for future 
models. As more and more models 
approach the dozen-fittings-per-car 
mark the more chance there is of 
wider use. Lincoln and Mercury both 
report good customer acceptance of 
the Multi-Luber. 

Carl H. Mueller, vice president in 
charge of engineering, Lincoln Engi- 
neering Co., told SAE in June: “The 
acknowledged advantages of central- 
ized lubricating systems on industrial 
machinery are equally important for 
automotive equipment.” 

But GM’s Kehoe, at the same meet- 
ing, declared: “I personally do not feel 
that so-called automatic greasing sys- 
tems are the answer. The added com- 
plications of a multiplicity of parts, 
susceptible to damage, in order to in- 
troduce a lubricant that was not ade- 
quate in 1955, does not strike me as 
being the answer. A superior lubricant 
introduced at frequent 
should be the goal.” 

Spreading 


sales 


less intervals 
Lincoln Engineering 
Co. is thinking about making Multi- 
Luber available for more 
makes of cars, distribution probably 
to be handled through their wholesale 
outlets. Lincoln Mercury experi 
ence shows that respectable numbers 
of car owners are willing to pay that 
price for the convenience of avoiding 
service station lube jobs 


systems 


and 


THE LUBER’S ROLE 


The Multi-Luber cannot be ex 
pected to halt the downward trend of 


grease fittings on cars. In a_ highly 
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competitive market, there is little 
chance of a car manufacturer adding, 
as a standard item, a Multi-Luber 
that will put $25 to $30 extra on the 
cost of his car. When producing from 
500,000 to more than a million cars 
a year, that adds up to a big cost 
item. 

The cheaper method—if it is pos- 
sible—is to substitute components that 
do not require lubrication or can be 
lubricated and sealed at the factory 


Will oil forestall 
the threat? 


Between the grease fitting drop and 
the Multi-Luber quite 
possible that the chassis lube market 
is heading for a dip. Probably the rate 
of decline in fittings per car in rela- 
tionship to car population will decide 
whether actual grease consumption in- 
creases or decreases. If fittings fall at 

rate than car 
then consumption will go 
That is the way the present 
trend points. Add to that an increasing 
tendency by car owners to 
their cars less frequently, and another 
part of the potential market drops out 

But unless auto engineers suddenly 
find a way to perfect sealed-in lubes, 
the general decline would be slow. If 
the sealed lube is achieved, the 
story will be different. Then the only 
market for chassis lubricant would be 
for factory fill 

On the other hand, while the mat 
ket for lubes and 
may drop, recent years have shown a 
rather large increase in the volume of 
automatic lubricant 
Transmissions of 114 
being replaced by 
12 qt 


rise, it seems 


a faster registration 
grows, 


down. 


lubricate 


unit 


chassis motor oils 


transmission 
pint Capacity are 
holding 


new ones 


from ten to 


WHAT CAN BE DONE 


Many oil company men 
ready accepted the idea of a shrinkage 
in the lube market. They say that the 
present trend in fittings is inevitable 
that they 
Progress always brings developments 


have al 


and may as well face it 


that are bound to hurt somebody un 





How to Make Friends 


for your company and the oil 


industry will be covered in 
detail in NPN’s September is- 
sue. Roundup article will de- 
scribe what you can do for... 


Oil Progress Week 
Oct, 9-15 











NE 


less he can roll with the punch and 
make what he can out of a bad situa 
tion, they feel 

In the face of a shrinking market, 
how can the oil industry retain as 
much demand as possible? It will cer 
additional outlets for in 
oils. It will keep 


greases, as 


seek 
types of 


tainly 
dustrial 
trying to develop better 
auto men request—though there is no 
guarantee that this will hold the cu 
rent market per car. Creation 
of new services to replace those that 
disappear can maintain balance in the 
oil industry, says one top-flight indus 
try lube official 

Research Ahead — Some oil men 
may wonder why the industry should 
spend thousands of dollars on research 


grease 


aimed at bringing new and more ex 
pensive products to a diminishing mar 
ket. The answer is that it isn’t dimin 
ishing that fast 

There is still enough time to allow 
and oil industry technicians to 
meet halfway. J. F. McGrogan of 
Atlantic told the SAE meeting that 
more specific, co-operative studies be 
and oil companies 
Better sealing, 
fittings, per 
reservoir at the 


auto 


tween automotive 
would be worth while 
ease of accessibility of 
haps greater 
fitting might help everybody, he said 

Multi-Luber Prospects—Also at the 
SAI Standard Oil Co. of 
Indiana announced that it now has 
available a new rheopectic grease de 
signed specifically for use in Lincoln 
Engineering Co.’s Multi-Luber 

J. D. Neesley, L. C. Brunstrum and 
H. J. Liehe of Indiana Standard’s re 
search department said the new lubri 
like oil, but upon one 
lubricator acquires 
NLGI zero 


grease 


meeting, 


is fluid, 
through the 


cant 
pass 
the consistency of an 
grade chassis grease 
Other 
to develop 
though the 
present is small 
27.000 or 23,000 cars 


companies can be expected 
similar lubricants, even 
Multi-Luber market at 
probably only about 
But if Lincoln 
makes the Multi-Luber 
all makes of cars, or if 
adds it 


Engineering 
available for 
another car maker to his line 
as optional equipment, then the mar 
ket will 

Ihe size of the increase depends on 
the Multi-Luber’s popularity with mo 
torists. Even if half the 
road had it, a constantly 
age car would use only about 16 fl. 07 
one Ib of 


increase 


cars on the 
driven aver 
or the equivalent of 
as compared with about 
1955 Phat 
about one-fourth the con 


grease a ycal 


four lb. for model cars 
means only 
sumption per Car 

Ihe biggest market for this type of 
currently is truck 


for details 


lubricant among 


fleets. See next page 





special report 


How Multi-Luber Works on Oil Trucks 


ULTI-LUBERS on 29 Standard 
Oil Co, (Indiana) trucks and 
trailers may save the company as 
much as $1,500 per year. The new 
apparatus provides lubrication about 
200 times every thousand miles 
The Multi-Luber a product of 
Lincoln Engineering Co,—lubricates 
automatically and practically 
nates manual application 
Indiana Standard’s Detroit division 
which is using the 29 Multi-Luber sys 
tems, has been getting such good re 
sults that it plans to continue installing 
the equipment for extended tests on 


elimi 


certain types of vehicles 


HOW LUBERS OPERATE 


Multi-Luber systems for truck use 
consist mainly of the Multi-Luber dis 
pensing mechanism, a 4-gal. lubri 
cant reservoir, a supply line from the 
reservoir to the dispenser, an air line 
from the brake system to the dis 
penser, and 12 flexible nylon oil lines 
(less if desired) to feed lubricant to 
special fittings, replacing the conven 
tional grease-gun type fitting 

On over-the-road vehicles, Multi 
Luber is actuated at each brake appli 
cation. On city trucks a timer actuates 
it every sixth braking. A metered 
amount of lubricant is fed into each 
line individually. A disconnected feed 
line or a bearing with excessive clear 
ance has no effect on the volume of 
lubricant delivered to the other points 


WHY USE THEM? 


The Detroit division began using 
Multi-Lubers ten months ago. 

J. A. Mowbray, superintendent 
of automotive equipment, points out 
that some of the tractor-trailer units 
and fuel oil units are operated at 
considerable distance from mainte 
nance facilities, This causes a material 
loss of time in ferrying operations, 
and adds tremendously to the cost of 
manual application of lubricants 
Better grease jobs and longer vehicle 
life will be obtained by the automatic 
system of lubrication, he believes. 

On fuel oil trucks operating 18 out 
of 24 hours during the heating season, 
fitting in lube jobs every two weeks 
proved a big problem for the Detroit 
division, Often units were neglected 
With the Multi-Luber, lubrication is 
automatic and regular 


COST ESTIMATE 


Calculations obtained by combining 
some of Indiana Standard’s experience 
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MULTI-LUBER system on tandem trailer typifies many over-the-road installations 


in the Detroit Operation with cost 
figures obtained by Lincoln Engineer 
ing Co. from other truck fleet opera- 
tors indicate that the Detroit division 
may realize savings as high as $1,500 
a year on the 29 trucks so far equipped 
with Multi-Lubers 

Lube Savings—Operations to date 
show it costs about 21.89¢ per 1,000 
miles to lubricate each of the 11 tank 
trailers equipped with Multi-Lubers 
rhis cost includes depreciation on the 
Multi-Luber over a five-year period 
and estimated cost of maintenance, If 
the trailer operates 60,000 miles a 
year, automatic lubrication will cost 
$13.13 a year 

lo lubricate the same unit manually 
every two weeks would cost about 
$29.81 a year. This includes cost of 
lubricant, labor, lubrication equipment 
investment and maintenance 

So the Multi-Luber will probably 
save about $16.68 per trailer per year 
on lubrication costs alone, or $183.48 
for Il tank equipped 
Coupled with this advantage is that of 


trailers so 


constant lubrication 


lubrication 


versus per iodic 


The lubrication savings on 12 van 
trailers with Multi-Lubers run pretty 
nearly the same—averaging out at 
$15.97 per trailer per year, or an an 
nual savings on lubrication of $191.64 

Only two tractors in the Detroit di- 


vision have Multi-Lubers. Savings on 
these are about $14.41 per tractor per 
year. 

So far, four fuel oil trucks in the 
Detroit division have been equipped 
with Multi-Lubers. Preliminary data 
indicate the lubrication savings on 
each will be about $11.61 a year, or 
$46.44 for all four. 

Other Savings——Experience of other 
fleet operators with Multi-Lubers 
shows that savings from lubrication 
are relatively small in relation to the 
slash in vehicle maintenance, and 
longer vehicle life, that result from 
more frequent lubrication. 

Husman & Roper Freight Lines, 
Inc., St. Louis, which now buys all its 
trailers equipped with Multi-Lubers, 
estimates that the centralized auto- 
matic lubrication system saves about 
$102 per trailer per year in reduced 
maintenance costs, thanks to better 
lubrication. If the same holds true for 
Standard of Indiana (and indications 
are it will), this would mean an addi- 
tional saving of $2,958 a year for 29 
vehicles. 

So, total savings for one year would 
total $3,392. Deduct from that Indi- 
ana’s investment in Multi-Lubers of 
about $1,860, and the net saving for 
the first year is $1,532. Thereafter, 
with the Multi-Lubers paid for, sav- 
ings may be as much as $3,392. & 
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r. LOUIS service station operators 
S will soon be on the receiving end 
of some unaccustomed pressure from 
Local 618, AFL Teamsters’ Union. 

The union will ask the operators to 
put their signatures on a new three 
year contract that includes higher 
wages and an improved health and 
welfare plan for 2,300 employees at 
900 of the area’s 1,200 stations. 

Dealer-union relations have 
fairly harmonious for over 20 years. 
Local 618 has exerted little influence 
on marketing conditions because it 

e Hasn’t made excessive wage de- 
mands. Managers get $384.80 a 
month, servicemen earn $347.36, 
part- and full-time attendants 
$1.56 per hour and car washers get 
$1.43 per hour. Other benefits include 
a third-shift differential of 12'2¢ per 
hour, two weeks’ paid vacation, seven 
paid holidays and the health and wel 
fare plan. Dealers—including 
union station operators—say they 
have to meet these conditions and 
sometimes offer more to get top-flight 
help. 

@ Doesn't dictate station hours 
That’s still up to the station operator 
Although many stations are closed 
Sundays, dealers say it’s because they 
are in areas where Sunday is a low 
volume day. 

e Has stabilized the work week at 
48 hours. Although union members 
get time and one-half overtime pay, 
the union admits: “Very few stations 
work their men longer than 48 hours.” 


been 


get 


non 


PEACE FORMULA 


An industrial relations representa 
tive of a major oil company operating 
in the area advances a reason for the 
union’s moderate policies. He 
“The union realizes the dealer 
give in just so far before the eco 
nomics of marketing enter the pic 
ture.” He that two years ago, 
the union tried to get dealers together 
to ask for higher margins, but the 
plan fell through. Dealers now operate 
on an average margin of 5.2¢, as 
shown by The Texas Co.’s report on 
prices in 50 cities 

Dealers have their own reasons for 
keeping peace with the union: 

—The union doesn’t interfere with 
operating policy. “They leave us pretty 
much alone,” says one dealer. 

They know the union could tie 
them up by putting pickets across the 
driveways to prevent product deliv 
eries. Local 618 covers terminal and 


Says 
Can 


adds 
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BASHFUL PICKET hides 
brella-sign during strike at Site outlet 


out under um- 


near St. Louis 
bulk 
drivers 
Dealers 
tive dealer Organization to stand up to 
the Ihe 
committee of dealers representing the 
When 


approved by this committee 


plant) employees and truck 


haven't a strong, effec 


union union deals with a 


terms are 
the 


industry contract 
pat 


tern for the city ts set 


SKIRMISHES 


Local 618 says there are 
private-brand 
many 
out 
35 stations operated by Site Oil Co 
Mars Oil Co., Flash Oil Co. and Lib 
Petroleum Co 


about 200 


stations in the area, 


with contracts and some with 


In the non-organized group are 


erty 
Ihe unton had contracts with these 
concerns. But two years ago the com 


panies turned down union demands 


for higher wages 
tered by putting pickets at these sta 


Ihe union has coun 
full-scale basis, and 
with the pick 


station to 


tions, first on a 
lately on a token basis 
ets from 


There’s no sign of a 


station 
both 


moving 
settlement 
sides admit 

Business Not Affected 
St. Louis is a 
affected 


vice president of 


Although 
pickets 

Alvin 
Flash Oil 
head of Site 
through 


union town 


haven't business 
Siteman 
and son of Phil Siteman 
Oil Product 
1 supplier who has non-union drivers 
the target of 


Says 


reaches stations 


(and who is also union 
organization) 

Qil’s 150 
per 


type of 


that Site 

workers earn $1.30 
the 

length of serv 


Siteman says 


tation hour 
and up, depending on 


work they do and their 


NEWS 


industry news——29 
Dealers 


ice. The company has a 48-hour work 


week, he says 
Dealer Opposed—One of the most 
out-spoken anti-union — private-brand 
dealers is Ernie Hilgert. In business 
for 36 the union has 
thrown his driveway 


four 


years, he says 
pickets across 
times 

I'd give up tomorrow if I had to 
sign up,” he When pickets do 
show up, Hilgert doesn't worry about 
supply. He keeps a 350-ft. pipe line 
from his tanks to a two-tank car sid 
ing behind ready for in 
stant use. His supplier, a jobber, then 


says 


his station 
ships by rail instead of truck. 

He admits that if the union did get 
into his station, operating costs 
wouldn't be any higher than they are 
even though he would have to 


for vacations, holidays, and take 


now 
pay 
on the union health and welfare plan 

Hilgert men, 
them former union members, 
earn as high as $125 a week, which 


says his several of 


can 


is higher than the union scale. 


OTHER ACTION 


major-brand 
The 


stations in 


rec 
Says 


dealers 
the union 
about 100 the 
father-son operations, which it makes 


Not all 
ounize union 


area are 


no attempt to organize 


Non-Union Outlets—But the union 


is anxious to get to as many other 


non-union dealers as it can. It has had 
in front of a major-brand 


Louis for 


pickets 
dealer in western St many 
but the 
oing to sign up 

His chief the 
covers the health and welfare plan. If 
he signs up, it'll cost him $7 per man 
“With a 


that’s a good chunk to 


weeks dealer says he's not 


objection to union 


a month for the payments 


9%-man station 
come out of profits,” he adds 

He’s found it cheaper to give hi 
employees the same benefits In an in 
surance company’s group plan, which 
him $103 
So far, he 
able to tie 


His supplier's contract with Local 61% 


costs a quarter 


says, the union hasn't 


heen up product delivery 
tates truck drivers don’t have to re 
ognize pK ket lines 

Fights Back 
fought the union in court and 


Another major-brand 
dealer 
von his point that his employees, sat 
isfied his 
didn’t union 
took 


in court 


conditions at station 
the But it 
six months before he had his day 
Then the 
against 


with 
want to join 
court granted an 
the 


it from further activity at the station 


injunction union, barring 
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Dealer-Supplier Talks Hopeful 


National retailer leaders visit majors, 
expect to iron out some industry problems 


Ihe groundwork is being laid now 
for what oil men hope will be amica- 
ble settlement of dealer-supplier prob- 
lems, which have drawn hot words 
from both sides in the past. 

John W. Nerlinger, Jr., secretary, 
and other officials of National Con 
gress of Petroleum Retailers have 
been meeting with top marketing ex- 
ecutives of major suppliers across the 
country. They hope to finish talking 
over their problems with 16 of the 
biggest suppliers before the NCPR 
convention Aug. 21-26 in Detroit 

Main points in these “skull sessions” 
are (1) NCPR’s drive for longer sta- 
tion leases, (2) its educational pro- 
gram for dealers and (3) a survey just 
completed by the organization, which 
says dealers are losing money on every 
gallon of gasoline they sell. 

In these meetings there has been 
none of the bitterness that has char 
acterized many of NCPR’s previous 
clashes with suppliers. Nerlinger re 
ports, “We are heartened by the 
friendly manner in which we have 
been received and the willingness to 
discuss Our common problems. 

Supplier Reaction From major 
company marketing men come state 
ments like these: 

“The dealer representatives were 
very intent and friendly. It was very 
refreshing. This is the way to get some 
thing done in the industry to the ad- 
vantage of both dealers and suppliers.” 

“I came away from the meeting 
with the distinct impression that the 
NCPR group is sincere in what it is 





Guide For Dealers 


Dealers face many problems 
for the first time when attempts 
are made to organize their work- 
ers. To help dealers with the 
answers to some of these prob- 
lems, NATIONAL PETROLEUM 
News has available reprints of 
a special report, “What Dealers 
Can Do About Union Organiz- 
ing.” 

Copies may be obtained by 
writing Readers’ Information 
Service, NPN, 330 W. 42nd St., 
New York 36, N. Y. Prices are 
10¢ a copy for 1-24 copies, 9¢ 
for 25-49, 8¢ for 50-99, 7¢ for 
100-499, 6¢4 for 500-999, S¢ 
from 1,000-4,900, and 4¢ for 
more than 5,000. 











trying to do. They did not leave an 
impression that they had an axe to 
grind.” 

Immediate reaction by the majors 
to the survey on dealers’ costs of doing 
business was disagreement with the 
finding that dealers lose money on 
gasoline. J. A. Miller of Esso Stand- 
ard Oil Co. thinks the explanation 
Nerlinger gave of NCPR’s educational 
program (similar to those carried on 
by many majors) was the most impor- 
tant point in the talks. 

Ihe reason? “The man who suc- 
ceeds in this business is the one who 
takes care Of a motorist’s complete 
needs. Any program of education that 
will help dealers understand that is of 
primary importance.” 

Survey Results—Covering 150 serv- 
ice stations, the survey showed a 
weighted average margin on all grades 
of gasoline of 5,95¢. By allocating op- 
erating costs to gasoline and other 


products and services on the basis of 
dollar sales volume, the accountant 
who compiled the results arrived at a 
sales cost of 6.03¢ gal. Including a 
6% return On an average investment 
of $10,473 and $1 an hour for the 
operator’s time, the sales cost figure 
was 7.5¢. 

Stations included in the survey had 
average annual sales of about $100,- 
000 and gallonage of just over 252,- 
000. 

After allowance for interest on in- 
vested capital, the survey says, opera- 
tors earned $1.02 an hour for 4,170 
hours worked, or $4,283. The stations 
surveyed were 75% above the national 
average in annual gallonage and sales, 
NCPR says. 

The organization points to the sur- 
vey to bolster its demand that dealers 
“shall at least be free to handle the 
TBA items on which they can make a 
living.” 

Says Nerlinger: “This survey shows 
that the operator must make his living 
from products other than gasoline. 
With gasoline margins below the sub- 
sistence level, a free market in other 
service station merchandise is more 
important than ever before.” 





Standard Stations Lifts Wages 


Union wins a long fight for extra benefits, 


puts its members at top of Coast pay scale 


Employees of Standard Stations, 
Inc., win a pay hike, more liberal 
vacations and an additional paid holi- 
day in their new contract signed in 
mid-June, 

Ihe pay increases are retroactive to 
May 1, the first time the Standard Oil 
Co. of Cailfornia subsidiary has 
granted retroactivity in nine years of 
bargaining. 

The contract covers the 6,200 mem- 
bers of Western States Service Station 
Employees Union, granting a $12.50- 
a-month raise to station managers, 
$10 to assistant managers and sales- 
men with over nine months of service, 
and $7.50 to salesmen with five 
months on the books. 

Leader—This gives Standard Sta- 
tions the top wage scale on the West 
Coast. Station managers make from 
$290 to $342.50 a month in six classi- 
fications. Assistant managers at all sta- 
tions get $270. Salesmen earn from 
$220, at the outset, to $247.50 after a 
year on the job. Commissions on 
monthly sales—based on the number 
of hours worked—are also offered. 


The contract also provides for two- 
week paid vacations after a year, and 
more personal-car mileage. 

Fell Short—Both the company and 
the union are happy about the con- 
tract, but WSSSEU couldn’t reach its 
main goal—a company-paid hospital 
and medical benefit plan. A 6¢ hourly 
shift differential for work after mid- 
night also was dropped along the road. 
Request for a company-paid uniform 
supply was left open for further study. 

The company feels the wage boosts 
are justified, says E. D. Thompson, 
general manager of retail sales for 
Standard. “We always have tried to 
attract the best young men we could. 
Standard Stations is a training ground 
for the company.” 

Negotiations had been touch-and-go 
for. seven months, but Standard said 
union actions didn’t affect its market- 
ing practices materially. Talks began 
in November and the old contract ex- 
pired Jan. 31 of this year. 

It was extended periodically when 
company and union negotiators failed 
to work out an agreement. 
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Majors Fight $240,000 Award to Dealer 


Seven major oil companies return 
to the courtroom of United States Dis- 
trict Judge John C. Bowen at Seattle 
on August 2, to argue motions to set 
aside a $240,000 judgment granted 
against them in favor of George F. 
Moore, former Seattle service station 
operator. 

The companies—General Petrole- 
um, Richfield, Shell, Standard Oil of 
California, The Texas Co., Tide Water 
Associated, and Union of California 
—have already been successful in 
stopping an injunction asked by 
Moore. It would have prohibited them 
from operating retail outlets in west 
ern Washington. However, the trial 
jury awarded Moore the $240,000 in 
compensation for the “total destruc 
tion” of his business, after he com 
plained that the companies had re 
fused to supply him with gasoline in 
1952 because they disliked his price 
cutting policies. The trial lasted three 
months. 

If the companies lose their motions 
to set aside the judgment, they will 
argue a motion for a new trial. Fail 
ing this, they will appeal the verdict 

Ammunition—One of the biggest 
cannonballs in the seven companies’ 
arsenal of arguments for a new trial 
will be an instance of “misconduct” in 
the original jury. 

The companies have filed an affida- 
vit in support of motion for a new 
trial, describing the alleged miscon- 
duct. One of the jurors, Mrs. Eunice 
McKenzie, admitted that “contrary to 
the explicit instruction of the trial 
judge,” she newspaper 
about the case at various times during 
the trial. So did other jurors, 
Mrs. McKenzie 

In addition to alleged jury miscon 
duct, the companies claim that legal 
errors occurred in the judge’s han 
dling of the trial 

Spiked—In the original trial, hear 
ing on the petition for injunction 
lasted only one day. Judge Bowen 
wrote out his decision before leaving 


read articles 


said 


the bench after the afternoon session 
Moore’s indicated _ their 
client would be satisfied with an order 
enjoining the companies from with 
holding supplies from Moore on terms 
given similar stations. This 
would have followed the pattern of 
one given some years ago by the same 
judge, in an antitrust suit involving 
film distributors 

Bowen ruled that 
might have been entitled to 
tive relief’ under two 


attorneys 


order 


Moore 
“inyunc 
conditions: if 


Judge 


August, 1955 * NATIONAL PETROLEUM 


DEALER George Moore checks the lock on 


he had not been adequately compen- 
sated for any damage done him by the 
still 


protection 


oil companies, or if he were In 


business and needed from 
the companies 

Ruling— Ihe 
was given after evidence was brought 
in showing that Moore had been out 
of business 
that 


and may operate again at that location 


compensation award 


several years. The facts 


Moore still owns the station site 


are not enough to warrant injunctive 
relief, the judge said 

It took three days for the 
decide that Moore had been damaged 


jury to 


West Coast Anti-Trust 
Action ‘Within a Year’ 


The federal government's five-year 
old anti-trust case against seven West 
trial 


” according to a 


majors may be ready for 
“within the next year 
statement by U. S. Assistant Attorney 
Barnes. He cited the case as 
one of the biggest and most compli 
cated on the anti-trust docket,” adding 
that at “still in the dis 


covery 


Coast 


General 


present it 1s 
stage.’ 

Aims of the suit are to abolish pri 
vate proration, put 
common carrier 
defendants to dispose of 
retail bulk 
would also free lessees of any obliga 


pipelines on a 
and force the 
company- 


stations. It 


basis, 


owned and 
tion to sell products of the lessor ex- 
clusively 

they 
will be surprised if it comes to trial 
before fall, 1956 


Sources close to the case say 


NEWS 


station “destroyed” by seven majors 


$80,000. It then 
trebled this amount, as Moore had re 
quested under Federal antitrust 
Ihe $240,000 total is $45,000 
than Moore had asked 

Ihe jury apparently arrived at the 
$80,000 figure by accepting a $60,000 
Henry A. Burd, pro 
fessor emeritus of marketing at Uni- 
versity of Washington, on the good 
value of Moore’s truck 
It added to this Moore’s own 
$20,000 for 


premises 


to the extent of 
laws 


less 


estimate by Dr 


will service 
station 
estimate of damages to 


equipment and incurred by 
the station 

for the oil companies 
trial Moore 


to enable him to main 


closure of 
Attorneys 
during the said sought 
special deals 
profit 
Moore s 


small 


reduced 
pictured 
businessman 


tain his margins on 


prices attorneys 
him as a being 
victimized by the companies because 
he refused to abide by their price 
policies 

Protest—Herbert S. Little, an at 
torney for Union Oil Co., attacked the 
verdict as entirely 
the $240,000 
He maintained that evidence proved 
had Moore 4 
contract at truck 


service station prices, but that Moore 


erroneous” and 


award as “surprising.” 
his company offered 
five-year regular 
had rejected it, asking a lower price 

Meaning—Opinions 
significance of the judgment 


vary on the 
Moore’s 
attorneys declare it sets a precedent 
that must be taken into account in the 
Federal anti-trust suit pending at Los 
Angeles against the 
William H 
lawyers for Moore, says oil companies 


same companies 


Ferguson, one of the two 
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have already modified their marketing 
practices to allow more leeway in 
posting of price signs by independent 
operators like Moore 

Oil company attorneys describe the 
suit, minus the petitioned injunction, 
as “just another damage case” in 
which the companies were at the 
mercy of the jury. They see little 
similarity to the pending Los Angeles 
case, although in arguing against the 
injunction they suggested to Judge 
Bowen that he defer action until settle 
ment of that case. 

Littke comment has come from the 
oil companies themselves. Standard of 
California says, “We know we are 
not part of any conspiracy, and we 
feel the verdict is erroneous. We ex 
pect to appeal the decision.” ‘Two 
other companies have explicitly stated 
that they will appeal, Others, unwilling 
to become more deeply involved in 
the case or to try the appeal in the 
press, have kept silent. 

Future—Moore’s plans are uncer 
tain, During the trial his attorneys said 
he wished to return to the service sta 
tion business. After the petition for 
injunction failed, however, — they 
pointed out that there was no assur 
ance Moore could obtain supplies 





All-industry Book 


Max Miller, author of the best-seller 
I Cover the Waterfront, takes a broad 
look at the oil industry in his latest 
hook, Speak to the Earth (Appleton 
Century-Crofts, $3.75). Miller was re- 
tained to do the story by DuPont's 
petroleum division. He 
traveled all across the country to 
gather the information. His story 
covers the industry from exploration 
to retail marketing—in understand 
able language 


chemicals 


Station Quiz 


Dupont's poll shows what 


the average dealer thinks 


about his own operation 


Ihe majority of service station 
dealers believes today’s gasolines and 
motor oils are “about the same,” says 
a DuPont Co. survey, though most of 
them stick with their own brand when 
asked which one 1s best 

DuPont surveyed dealers across the 
country in the second in a series of 
five studies to determine facts about 
the service station Operation. Here are 
the main conclusions DuPont's inde 
pendent researcher drew 

Gasolines 
been handling his brand for 6.7 years 

Most dealers feel thei 
prices are about the same as for othe: 


Ihe average dealer has 
gasoline 


brands sold in the neighborhood 

Octane rating is the big reason for 
the difference in price between the two 
grades of gasoline, say 69% of the 
dealers 

More power, less knock, quicker 
starting and better mileage are the per 
formance factors dealers mention 
most often 

Both 
tetraethyl lead, according to 70% of 
the dealers. About one-third of them 


say their gasoline contains something 


grades of gasoline contain 


besides TEI 

Premium gasolines are much _ the 
same in the opinions of 60% of the 
dealers, and 70% think regulars are 
the same. But two-thirds say their own 
brand is best 

Motor Oils——Almost 60% of deal 


ers say the top-grade motor oils sold 








Effect of Seasonal Credit on Receivables 


Value of Indiana Standard’s “‘collect-as-you-go" plan for farm credit is shown 
here. Company would have needed $67.7 million more to have handled the 
same amount of business if it had operated on a long-term, seasonal basis. 


ED. NOTE: Above is o@ corrected chart to be clipped and pasted over 
original, inaccurate chart on p. 81 of July NPN 


BALANCE HAD we 
OPERATED ON 
SEASONAL TERMS 


ACTUAL BALANCE 
FARM CREOIT 
YEAR 1954 





by various companies are about the 
same, and over 70% feel that way 
about second-grade oils. Of the deal- 
ers surveyed, 43% say they handle 
brands of oil other than those fur- 
nished by the gasoline supplier. 

The average dealer carries three dif- 
ferent price grades of motor oil. Most 
dealers explain the different grades of 
oil primarily in terms of difference in 
detergency, 

TBA—Nine-tenths of the dealers 
sell new tires. Three-fourths of those 
sell one brand. The average dealer 
carries 38 new tires. 

New batteries are available from 
89% of the dealers. Four-fifths of 
them carry only one brand. The aver- 
age stock is 8.5 batteries. 

Service Automatic transmission 
service is provided by 83% of deal- 
ers. Lubrication and motor oil count 
for about 20% of the average dealer’s 
dollar volume. 

Dealers consider service, brand, 
friendship and the station location the 
four greatest sales assets 

DuPont’s Series — Object of Du- 
Pon’t five-part survey is a broad pic- 
ture of the national service station 
situation. Interviews are conducted by 
National Analysts, Inc., Philadelphia. 

The first report discussed the deal- 
er’s retail functions, covering station 
hours, gallonage sold, customer credit, 
and use of mailing lists 

The third report—next to come— 
will discuss the dealer’s relationship 
with his supplier. Fourth report will 
cover his relationship with his em- 
ployees, background and income, and 
activity in dealer associations. 

rhe last report will evaluate the fac- 
tors that affect station operation, such 
as station hours, dealer meetings and 
educational programs, motor oil ratios, 
and dealer income. 





Well, now... 


® Texaco has a new twist on 
cutting distribution costs—one 
of its drilling crews brought in 
a producing well (356 b/d) on 
the site of the company’s bulk 
plant at Hull, Texas. 

There’s just one trouble. 
Though the well disgorges crude 
within a fume wisp of consignee 
Curtis Stewart’s office hatrack, 
the output must take a 75-mile 
detour by pipeline to a refinery 
before it comes back in product 


form 
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Gasoline Taxes on the Rise 


State legislators say road construction funds 


have to come from somewhere. So they're upping 


the motorist’s gasoline tax ante 


American motorists may be hit for 
an additional $200 million a year in 
gasoline taxes when the final results of 
current state legislation are in. And 
gasoline marketers, some of the busi- 
est of the current crop of unpaid tax 
collectors, will have to keep track of it. 

So far 13 states have adopted gaso- 
line tax hikes. That will cost theit 
motorists $133,100,000 annually. New 
York state will put a 50% tax increase 
(4¢ to 6¢) before the voters in Novem 
ber. It will bring in $62 million if it 
passes. 

Legislators in Oklahoma adjourned 
without passing increase bills. 

Gasoline tax boosts are no longe 
small stuff, and what happened this 
year may be just a start. Oil men are 
saying it is only a taste of what the 
industry and its customers can expect 
in the next few years, as state and 
national road programs really start to 
move. 

The reasoning is simple: 

e Roads must be paid for 

e Who pays? The people who drive 
on them. 

e How do they pay? Through taxes 
on the products that power the vehi- 
cles they drive. 


Ihe Standings—Here is the tax hike 
box-score by states (tax rates given do 
not include the 2¢ gal. federal tax) 
{/abama—Tax up from 6¢ to 7¢ to 
finance a $50 million road bond issue 
Gov. Folsom called 
tive session in January to push for 2¢, 
but heavy opposition halved the figure 
Effective March 1 (this year), cost $7 
million a year. 
Connecticut—A 
June upped the tax from 4¢ to 6¢ to 
bring in $12.3 million a year. The new 
rate began July | for a temporary two 


a special legisla 


special session in 


yeal period. 
Georgia—Up from 6¢ to 6%¢ ef 
fective July 1 


to go into the road budget 


Cost $5 million a year 
lowa—Temporary increase from S<¢ 
to 6¢, to provide money for state high 
Effective 
July 1, cost $7.25 million annually 
VUaine 
boost to 7¢ that went in June | is $2 
million annually. Report is that $1.2 
million will build state roads and the 


ways over a two-year period 


Estimated cost of a. le 


balance will go for local “roads t 


nowhere” through “pork-barrel” ap 
propriations 

Michigan up from 
$42 ¢ on June 1. State and local roads 


vill divide the $35 million annual take 


New rate 1s 6¢ 


basis 

cr, % 
Montana—Motorists will pay 92.25 
million annually for a l¢ raise to /¢, 


effective July 1 to raise money for the 


on a 75%-25% 


highway fund 

New York—Here, the voters have 
a choice. The 2¢ increase will go into 
effect Jan. 1 if they okay a $750 mil 
lion road bond issue this fall. Money 
from the tax boost will go to pay off 
the bonds, but the state can continue 
diverting road-tax funds now being 
collected. Recently, diversion of this 
money has run as high as $89 million 
yearly, 

North Dakota—Tax up from 5¢ to 
6¢ on July 1. The $3 million the tn 
crease raises will be used to match 
federal aid. 

Sept. | is the date for Texas’ 
1¢ boost to 5¢. Half the $32 million a 
year will go to state highways, one 
fourth to county roads and one-fourth 
to schools (under the state constitu 
25% of all state 


Texas 


tion, schools get 
taxes) 
Vermont—Town roads will get the 
$600,000 a year brought in by a 2¢ 
hike to 5¥%¢ 
in Vermont already were more liberal 
than elsewhere in New England 
West Collection 


June 10 on a 1é¢ increase to 6¢, but 


Town road allocations 


Virginia began 
legal action is pending to determine 
its validity—the bill allegedly passed 
after the deadline for adjournment. If 
valid, it will bring in $5.6 million a 
yeal 

W isconsin—New rate here ts 6¢, up 
from 4¢, and the $20 million annual 
collection will be used for state and 


local highways. Effective July | 





Gilmore's Back 


Out of combat since 1945, 
an old brand wades into 
Pacific Northwest market 


Gilmore brands will return to action 
soon in the Pacific Northwest, and the 
new venture is expected to help 
sharpen up the edge of competition 
there. 

The new Gilmore Oil Co. is a 
Washington state corporation and will 
have its headquarters in Portland, Ore 
Terminals are planned for Seattle, 
Tacoma, Kirkland and Pasco, Wash.; 
Coos Bay and Portland, Ore., and 
Boise, Idaho. Wholesale distribution 
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franchises have been allotted for those 
states and Nevada 
underway for Utah 

In Charge 
which plans to market gasolines, fuel 


Negotiations are 
Heading the company, 


and diesel oils, and automotive and 
ndustrial George } 
Mitzel (president), former Sunset Oil 
distributor in the Pacific Northwest, 
and Harry H. Whitesel (vice president) 
former Sunset vice president 

The original Gilmore company wa 
closed out of the Pacific Northwest 
market in 1945 when it merged with 
General Petroleum. Earl Gilmore, the 
founder, continues to refine and mar 
under the 
Whitesel says the new 
company has no plans now for enter 
ing the California market 

Arrangements with TBA makers 
vill provide Gilmore outlets with TBA 


lubricants, are 


ket gasoline in Los Angele 
Gilmore name 


items for One-stop service, Whitesel 
reports. Miller will supply the tire 
line. Conoco oils and lubes will be in 
cluded with Gilmore brand products, 
to be packaged in Portland. 
Special Features Mitzel 
Gilmore premium will have one of the 


reports 


highest octane ratings and contain ad 
Regular will 
adjustments suitable for the Pacifi 
Northwest. A major company will 
supply the gasolines, but neither Mit 
zel nor Whitesel will identify it 

Are any retail outlets about to break 
out with Gilmore promotion? Whitesel 
but does say, “The sky is 
the limit on our plans.” Adds Mitzel 
Despite the pressure On a new or 
ganization to move rapidly, we are set 
ting up our wholesale and retail or 
ganization is an orderly manner, and 
for the long pull 


ditives boast climatk 


wont say, 





fi industry news 
Sunoco Debut 


Sun Oil presents its new 


gasoline on TV, backs it 


with heavy advertising 


“Eleven per cent more mileage pet 
dollar” is the peg on which Sun Oil 
Co. is hanging promotion of its second 
new gasoline in 15 months. 

Sun says the gasoline delivered 63 
miles per dollar in road tests, while 
two competitive premium fuels yielded 
only 57 miles. A_ single-grade mar 
keter, Sun is stressing the theme that 
its latest product delivers premium 
performance at the price of regular. 

Introduction Ihe new gasoline 
was announced late in June to 14,000 
Sun Oil distributors, dealers and their 
employees by three top company ex 
ecutives—Robert G. Dunlop, presi 
dent; Frank R. Markley, vice presi 
dent in charge of marketing, and 
Clarence Thayer, manufacturing vice 
president. 

The briefing was accomplished by a 
closed-circuit program in 
40 cities, which gave marketers a 
chance to see the company executives 
and saved Sun time and money 
Dealer meetings to introduce the pre 
vious new product cost $325,000. The 
IV show cost only $100,000. 

Sun is backing the new fuel with its 
biggest advertising cam 
paign. It includes schedules in 600 
papers, with a total circulation of 24 
million, to push the “more miles per 
dollar,” anti-knock and power points 
claimed for it. Sunday 
will run in 24 newspapers with a total 
circulation of nearly 10 million 

Sun also will use 2,400 24-sheet 
outdoor posters and plug the new fuel 
on its five-nights-a-week NBC radio 
program, “Three-Star Extra.” Sun 
filled wholesale and retail storage 
tanks with the new fuel almost two 
weeks before the campaign began 

Octane Up—Dunlop would not dis 
close Sunoco’s octane rating, saying it 
is against Company policy to sell on 
an octane basis. But he did say Sun 
has “improved the octane rating over 
the preceding gasoline.” 

Industry puts new 
Sunoco at 92.5 or 93 octane. Recent 
surveys have reported premium-grade 
octane ratings from 90.1 in Salt Lake 
City to 96.5 in Corpus Christi, Tex 

Sun has laid out $10.6 million for 
modernization and construction of 
service stations during the past 15 
months, plus more than twice that 
amount for new refining facilities, @ 


television 


newspaper 


supplements 


speculation 
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Industry Briefs 





Main items of an 11-point dealer 
relations policy begun by Socony 
Mobil Oil Co., Magnolia Petroleum 
Co., and General Petroleum Corp. 
are that they are granting three-year 
leases to qualified dealers and telling 
them they have the right to sell other 
than Mobil-brand products 

7 

Leslie Neal, Sr., independent job- 
ber in San Antonio, Tex., is switching 
suppliers, moving from The Texas Co. 
to Continental Oil Co 
effective Aug. 1. 

Neal has consolidated his two oil 
and TBA distribution companies into 
Leslie Neal and Sons, Inc. He will 
also take over the marketing facilities 
of Conoco’s San Antonio commission 
agency. This will raise his gallonage 
from 500,000 monthly to a total of 
between 750,000 and 800,000, 

° 


[he change is 


John A. 
opened a new bulk terminal Aug. | at 
Jersey City, N. J., for drumming, 
packaging and storage of oil products, 
Ihe plant is 
located on a railroad siding and has 
40-ft. deepwater facilities 

s 


Chew Terminals, Inc., 


chemicals and solvents. 


Union Oil Co. of California plans 
to add 407 new service stations this 
year, compared with 316 last year. 
Most will be within Union’s western 
marketing area. The total includes 
new construction and acquisitions. In 
the last category are 40 stations in 
Oregon and Washington bought re- 
cently from Sunset Oil Co. 

a 

U. S. Oil and Refining Co. will 
build a refinery at Tacoma, Wash. 
New president of the company is Dr. 
Ernest E. Lyder, former manager of 
Standard Oil Co. of California’s El 
Segundo, Calif., refinery 

a 

Western States Refining Co., lone 
independent refiner in the Salt Lake 
Valley, will spend $1.2 million for a 
catalytic reforming unit and asphalt 
plant in North Salt Lake and other 
expansion and improvements. West- 
ern owns 70% of Four States Western 
Refining Co., which recently put up a 
2,000-b/d_ refinery near Farmington, 
N. Mex. It also has 80 “Beeline” re- 
tail outlets in Colorado, Utah, Nevada, 
Idaho and New Mexico. 

. 

Dan Lundberg, executive secretary 
of California Petroleum Marketers 
Council, wants West Coast majors to 
commissions 
Companies have 


raise agents’ gasoline 


0.25¢ to O.5¢ gal 


NATIONAI 


adjusted tank wagon prices upward, 
Lundberg says, and should share the 
increase with their agents. 

oo 

Elmira Fuel Co. of Elmira, N. Y., 
will build a bulk plant on a Lacka- 
wanna Railroad siding there, on land 
owned by Yenger Coal Co. of Elmira 

+ 

Bonded Oil Co. of Springfield, Ohio, 
which operates service stations in west 
Ohio and parts of Indiana, Kentucky 
and West Virginia, has bought Ver- 
kamp-Withrow Co.’s nine stations in 
greater Cincinnati. These will be 
added to the five stations Bonded al- 
ready has there. 

e 

The Texas Co. has completed its 
4.5 million gal. terminal at Madison, 
Wis. Products received through the 
Badger Pipe Line will be distributed 
in the Madison area, and to other 
south-central Wisconsin markets by 
transport truck and railroad tank car 

. 

Standard Oil Co. (Indiana) is suing 
in U. S. court in Wyoming to keep 
Standard Oil Co. (Ohio) from market- 
ing under names or trademarks that 
“mean Standard Oil” in Indiana’s 15- 
state marketing territory. The petition 
also asks damages, the amount to be 
up to the court. Both companies are 
licensed to operate in Wyoming. 

* 

Indiana Toll Road Commission 
wants a final feasibility study of a 
proposed north-south toll road. A pre- 
liminary survey showed a route east 
of Indianapolis more feasible than the 
one originally proposed west of that 
city. Also, a Fort Wayne delegation 
has requested a 45-mile toll road from 
its city to the northern Indiana turn- 
pike now under construction. 

« 

lide Water Associated donated free 
gasoline and oil to the Classic Car 
Club of America when members 
stopped at the Shrub Oak station on 
the Taconic Parkway on their way to 
Greenwich House Camp at Copake 
Fall, N. Y., with 60 pavement-weary 
New York City youngsters. 

Ethyl Corp. says weighted average 
octane number of regular and pre- 
mium gasolines rose during June in 
41 of 53 marketing centers covered in 
its monthly survey. New average 1s 
95.6 for premium and 88.3 for regu- 
lar. This is an increase over May of 
0.3 for both grades and a rise from 
June of last year of two numbers for 
premium and 1.7 for regular. * 
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ED AMAR (at desk) 
and two dealers map 

out a co-operative 
advertising program. 

Such teamwork is 
Amar’s key to 


Louisiana jobber treats his men as partners. 


Result: higher morale, growing gallonage 


PARTY of Shell Oil dealers in 

Hammond, La., will be taking a 
two or three-day boating and fishing 
trip this fall. 
_ They will be the guests of Ed Amar, 
Shell jobber in Hammond. Some 
business may be conducted, but the 
trip is being billed as “mostly a social 
outing.” 

Social activity is only a part of the 
dealer-relations policy Amar has fol- 
lowed for the past eight years. It 1s 
a policy Amar has used to capture 
the biggest portion of the retail market 
in his territory. 

Currently, he is selling well over 
100,000 gal. of gasoline per month 
through his 35 retail outlets. He calls 
12 of these “major outlets.” The rest 
are small, grocery store accounts that 
Amar leases. 

Amar’s gallonage may not sound 
impressive at first, but he is operating 
1955 * NATIONAL 
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in a small area where there are only 
The 


which 


these is 
10.000 


two towns largest of 
Hammond, 
citizens. 

And, over-100,000 — gal 
figure compares strikingly with 35,000 
gal. Amar had when he took over the 
Shell distributorship in 1947. That 
was the portion he got when what 
had been one big jobber territory was 
divided up. 

At that time Amar had been a Shell 
operator in New 
Over a Yycafl He 
that the 
jobbing 


claims 


too, the 


service station 
Orleans for slightly 
from the 
way to build up his 
business was through the 


relations policy he could adopt 


THE AMAR POLICY 


should have 
appraisal of the 
took 


decided start best 
new 


best dealer 


He figured a policy 
A thorough 
“inherited” 


dealers he when he 


NEWS 


Manavement —f4 


over, designed to weed out the weak 
ones and help the strong ones 
Complete and continuous train- 
ing programs 
A hands-off policy on farm ac 
most commercial 
accounts, leaving them for the dealers 
Harmonious relations 
him and his dealers. 
Making every effort to see that 
the Shell name was kept before the 
motoring public in his area 
Setting It Up—tFirst, he had to 
decide which dealers needed replac- 
most training 


counts, and on 
working 
between 


ing, which needed the 
help 

Ihe former jobber had been in ill 
health, and there 


weak dealers in certain 


were some very 
Amat 
remembers being advised to replace 
all dealers leasing properties belong 
ing to his Amar Oil Co. or to Shell 
But he chose instead to give 


measure up to 


spots 


each a 
fair chance to new 
standards 

He called a meeting of all dealers, 
and told them what he would expect 
Then he told them what 
expect of him. He told 


of them 


they could 
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them that if they would follow his 
suggestions, he would guarantee that 
they would make more money, and 
so would he 

He ran into problems. One dealer 
was Opening his station around 7:30 
a.m. and closing by 6 or 6:30 p.m 
This station was located on a main 
highway. The dealer was told he had 
to stay open longer hours. He agreed 
to start doing so, but left before long 
and got out of the service station 
business 

This dealer, and 
others, were eventually 
Most of them were replaced with men 
who had never been in the service 


some of the 
replaced 


station business before 

The man who succeeded the short 
hours dealer, for instance, had never 
been in the business before. Amar 
schooled him in all the fundamentals 
of service station selling before he 
actually took over the station. Then 
Amar and the new dealer worked 
side by side for two weeks. Amar was 
there when he opened each morning, 
stayed with him all day, and helped 
him close out at night. 

Within a short period—-with the 
station staying open just a few hours 
longer——gallonage was doubled. 

Training Counts—Training is the 
big thing in Amar’s dealer program 
Most of it comes from Shell. But 
Amar sees to it that his dealers take 
advantage of everything Shell of 
fers. He finds he can get them to do 
this, if he throws in a little “fun” with 
the training. 

Today his 
Orleans for one-day schools in various 
subjects sponsored by Shell. One time 
it might be training in driveway sell- 
ing, the next time TBA. Any time a 
subject is offered, Amar _ provides 
transportation for his dealers, and 
they head for New Orleans, about 75 
miles from Hammond. Amar Oil Co 
pays all expenses for the dealers on 
these trips. This usually includes a 
meal and a show or two, 

Besides the trips to Shell’s head 
quarters for training, there are also 
company representatives around from 
time to time giving on-the-spot train 
ing. 

Loyal to Dealers—Perhaps the 
most unusual feature of Amar’s 
policy, however, concerns farm and 
commercial accounts. He feels these 


dealers go to New 


belong to his dealers 

“I'm in the wholesale gasoline 
business,” says Amar. “My dealers 
are in the retail end. I tell this to all 
farmers who come into my bulk plant 
wanting a drum or two of gasoline 
We lose business, I realize, to other 
jobbers. But I think I more than make 
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up for it by the good will I create 
among my dealers 

He will take commercial accounts 
but he doesn't go after them. In April, 
for instance, he had only one 

You realize what Amar is giving up 
business, 
when you consider that Hammond 
and the surrounding country is made 
up mostly of farmers. Hammond 
itself has been called the “strawberry 
capital” of America 

But Amar has thought the farm 
question through 

When I took over,” he says, “I 
just decided that the best way to build 
my business was through retail out- 


here, especially on farm 


lets. | could see a good potential in 
farm accounts, but more headaches 
with credit and things of that nature 





Ed Amar's Story: 
Jobber Bug Bit Him 


Fight years‘-ago Ed Amar reached 
a goal he set out for when he was 
still in high school—to become an oil 
jobber, For the most part, he has 
found it just as rewarding as he ex- 
pected 

Just why he chose to become a 
jobber, Amar doesn’t know. None of 
his family is in the oil business. But 
when he was in high school, at a time 
when most boys don’t even know 
there are such things as oil jobbers, 
the bug bit him 

He went to work for Gulf Oil just 
before the war, hoping to work his 
way into a distributorship. But World 
War II intervened. 

Then he tried Shell after the war, 
and was offered a chance to go to 
work for the company. But he didn’t 
want this. Instead, he decided the 
best thing to do would be to take 
over a service station, with the under- 
standing that he could buy into the 
first distributorship available. 

The station he took over, in 
cidentally, was doing 2,500 gal. per 
month at the time. He operated it for 
one year and a few months, and built 
the gallonage up to 25,000. 

The Hammond distributorship be- 
came available in January of 1947 

All equipment was obsolete, and it 
was hard to buy new trucks or tanks 
because of the recent war shortages 
But he’s in good shape now, and in 
April added a new tank truck 

For the past year, Amar was pres 
ident of the Louisiana Oil Marketers 
Assn. His term ended in late June. 


And I didn’t think I could keep my 
dealers happy if I competed against 
them for this business.” 

His dealers do get quite a bit of the 
farm business, he says. But competi- 
tion forces them to give discounts to 
a farmer wanting a drum or so of 
gasoline. 

Teamwork—Amar tries to keep 
himself on a level with his dealers. 
That's why he takes them personally 
to New Orleans for Shell training 
programs, and takes every other op- 
portunity to “party” with his men. 

He tries to get the idea over that 
they are all working together with one 
common purpose—to make money. 

When it comes to advertising Shell 
products, he meets the dealers at 
least 50% of the way on expenses. 
There are times when he foots the 
entire bill. 

If he and 10 dealers put a full-page 
advertisement in a local newspaper, 
Amar pays half. The remainder is 
split among the 10 dealers. 

He also meets them half way on 
expenses pertaining to station dis- 
plays, and his employees—not the 
dealers—handle the arrangements. 

Amar and his dealers generally 
work without any sales contracts. 
“We don’t see any reason for them,” 
he says. “We feel we all have to 
work together at all times. If a dealer 
becomes unhappy, or I become un- 
happy with him, then we_ should 
terminate our relations. We don’t see 
any need for a contract.” 

On property belonging to him, 
Amar tries to be as fair as possible 
on renting to the dealer. If he pays 
$60 a month to lease land, then that’s 
what he charges the dealer. 

“I never make a profit on my real 
estate,” he says. 

Morale-Building -—- Keeping the 
dealers “built up” is one thing Amar 
always strives for. That’s the reason 
for the planned fishing and boating 
trip this fall. Amar explains, “we try 
to get them away from their busi- 
nesses for a day or so. Prior to this 
year, we would take them somewhere 
for a day or two where they could 
relax and have fun. This year, we 
are planning the boat trip. 

“They'll turn their businesses over 
to their employees, and they'll relax 
some. Then when they get back, they 
will have that extra desire to do a 
good job. 

“I've found the same thing to be 
true about Shell’s training programs 
All dealers, if they are any good, want 
to learn better ways to make money. 
And after coming back from a train- 
ing session, they are all eager to put 
new ideas to work.” s 
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HUMBLE OIL of Texas christens a new idea in service station 
sales meetings—annual conventions. At Abilene (top), division 
and department managers Gene Pendery, Zolus Motley, G. A. 


f UMBLE Oil & Refining Co. is 

chalking up another Texas first 
From now on, it will hold annual 
“conventions’—instead of the usual 
small-group district meetings—for its 
service station. men. 

The convention plan was christened 
in June, when it was brought in to re 
place Humble’s_ usual 
meetings conducted on a district level 
The system was initiated with four 
conventions, held at Abilene, Hous 
ton, Dallas and San Antonio, head 
quarters cities of the company’s mar 
keting divisions. 

This is the second time this year 
that Humble has pioneered an idea in 


spring sales 


August, 1955 « NATIONAL PETROLEUM 


* 


y 
| 





By MARVIN REID 
Southwest Editor 


the Southwest, in its drive to keep the 
number one spot in Texas’ retail gaso 
line sales. Last January, the company 
used closed-circuit television to intro 
duce a new gasoline to its wholesak 


ind retail sales forces 


WHAT TOOK PLACE 


Moving away from the pattern of 
Humble played 
down product promotion at its four 
Instead, the 
used them mainly to inform and in 


the district meetings, 


conventions company 


management ==" 


/ 
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Now Its Conventions for Station Men 


\ 
wae 


Lindsey, E. L. Hovel, and Art Sweet serve on question-and- 
answer panel. Houston group (below) hears talk by H. W 


Ferguson, vice president in charge of sales 


struct its station managers (Humbk 
term for both dealers and station com 
mission Operators) 

Ihe conventions themselves were 
one-and-a-half day affair They 


in mid-afternoon with cocktail partt 


hegan 
linner, and entertainment, leaving all 
f the following day for business 
Changes In addition to being 
broader in scope and lasting longer 
the conventions departed from the old 
tyle in other ways IRey featured 
such top men in Humble 
H. W 
vice president in charge of refining 
ind sales, and Frank Watts 


sales manager 


peeches by 


ile department a Ferguson 
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On the Convention Agenda: 


DISPLAYS to let station managers in on 
new equipment and techniques 


Men like Ferguson and Watts had 
not been able to attend more than a 
few of the district meetings in the past, 
since there were so many of them 
But with only four conventions this 
year, they could—and did—-take part 
in all of them. 


WHAT STARTED IT 


Humble’s sales promotion and ad 
vertising departments conceived the 
idea of holding conventions early in 
the year, after the success of the com 
pany’s closed-circuit TV venture. 

Why not have just a few meetings 
of large groups, thereby saving time 
and improving the quality of the 
meeting agendas, the promotion and 
advertising people asked themselves. 
Other groups in the oil industry were 
always holding conventions. Why not 
the service station boys, too? 

Management liked the idea, and it 
grew from there. The sales promotion 
and advertising departments worked 
out the over-all program of where the 
conventions should be held, what they 
should include, and other details. 

Polling—To help in planning, field 
salesmen and bulk plant agents were 
asked what the service station man 
agers in their respective areas would 
like covered during the conventions 
The answers were boiled down into a 
one-day program 

All station managers were notified 
of the dates, time and place of the 
convention to be held nearest them. In 
line with usual convention procedure, 
cach man was asked to pay a registra- 
tion fee of $5.00. 

In addition to this fee, each man- 
ager had to provide for his own trans- 
portation to and from the site of the 
convention, But Humble picked up 
the tab for the manager's hotel room, 
plus the dinner, luncheon and party. 

Several of the sales promotion peo 
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DRAMATIZED talk on ‘55 models by 
technical service’s Dick Gibson 


ple claim that the relative costs of the 
conventions are less than those in- 
curred in years past in conducting the 
numerous district meetings. 


A TYPICAL SESSION 


Here’s how the “business session” 
program ran at the Dallas meeting. It 
started at 8:30 a.m. Ferguson led off 
with a short talk on the general out- 
look for the oil industry, with special 
emphasis On service station business 
prospects. 

Then Watts took over to spell out 
Humble’s progress so far, and to tell 
the station managers what the com- 
pany is doing to protect its present 
leadership in retail sales. 

Watts was followed by Ray Shaw, 
president of Chek-Chart Corp., who 
talked about the profits available to 
dealers in their lubrication bays. Then 
Humble’s sales technical service staff 
put on a short show about 1955 auto- 
mobiles, showing why most of them 
need higher quality products. 

Plug—This brought in the first real 
“commercial.” 

The technical service men built a 
*55 model car on a stage, through the 
use of painted cardboards and a slide 
projector. Then they played a record- 
ing of a car’s engine knocking because 
of low-quality fuel. But when they 
filled their car’s crankcase with Hum- 
ble “Uniflow” motor oil and its gaso- 
line tank with Esso Extra, there 
wasn't any knocking and they had a 
happy automobile owner. 

R. Carter W. Jones of Du Pont ex 
plained how his company conducts 
surveys Of service station customers. 
Charles Royds, of National Cash 
Register, explained the importance of 
good accounting systems for station 
dealers. 

The Windup—tThe afternoon busi 
ness session included 


NATIONAI 


A panel discussion of dealer 
questions. 

Report from the Southwest Re- 
search Institute in San Antonio, which 
conducts research for Humble and 
other companies in the Southwest. 

Ethyl Corp.’s “fire-power” show 

A talk on how to increase TBA 
sales by the president of Atlas Supply 
Co., J. Partenheimer. Atlas is Hum- 
ble’s TBA supplier. 

A short speech titled “A Service 
Station Man in His Community,” by 
H. R. Fennell, a Humble station man- 
ager from Longview, Tex. (see Re- 
gions, p. 131, for details). 

Experts on the discussion panel in- 
cluded Art Sweet, TBA manager, 
Choyce Allison, assistant sales man- 
ager in charge of retail sales, and R. 
Brewer, assistant chief accountant. 
Others on the panel were either from 
Humble’s local sales force in Dallas 
or from company headquarters in 
Houston. 

Consensus—The station managers 
seemed primarily concerned about the 
policy the company follows in issuing 
credit cards, claims of competitors 
about their products, why motor oil 
cannot be packaged in five-quart cans, 
and policy in supplying TBA items. 

Humble found its conventions a 
good Opportunity to get answers as 
well as questions from its managers. 
For instance, in its exhibits room, 
Humble had different types of uni- 
forms on display. The managers were 
asked to fill out cards indicating the 
uniform they preferred. Analysis of 
the answers will help the company 
choose standard uniforms. 

To help make next year’s conven- 
tions better, the managers were also 
asked to fill out cards saying what 
they thought of this year’s, and what 
they would like included in 1956's 
program. 


THE VERDICT 


Humble thinks its conventions were 
a huge success. They had larger turn- 
outs than anticipated, although the 
final registration totals haven't yet 
been compiled. At the Dallas session, 
between 425 and 475 attended. Sta- 
tion managers, for the most part, re- 
port that they enjoyed the conventions 
and got a lot out of them. 

There was only one complaint. 
Some managers told Watts that the 
company was wasting at least two 
good hours by not starting the busi- 
ness sessions until 8:30 a.m. Ac- 
customed to hitting their driveways no 
later than 7 a.m., they couldn’t see 
why the meetings should start so 
“late.” & 
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"trifles 


make 


perfection...’ 


Yes, in your business and ours, 

trifles and details are important 

That’s why Ashland Oil & Refining 
Company's careful attention to every detail 
assures your continued success as an 
independent jobber. For here is the 
independent refiner that developed more 
than an exciting new gasoline. Ashland 
Oil developed a flexible operation, tailoring 
tested plans to each independent’s 

specific needs. Whether you fly Oul 

banner or your own, your method of 
operation will be more profitable because 


of our method of cooperation 


ASHLAND OIL & REFINING COMPANY 


Home Office: Ashland, Kentucky 


Broadway, BUFFAL NY B00 Ellicott juare. CHICAGO. IL 122 S. Michigar 
Fed. Reserve Bank, CLEVELAND. O Handard Bidg , DETROIT, MICH P.O 
Broadway, FINDLAY ) PO. Box 710; LOUISVILLE, KY 


£. Main. PADUCAH KY... PITISBUFGH. PA Jil Park Bldg 


The Independent Brand for Independents 
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Beauty in keeping with the 
most modern service station 
design. Brilliant illumina- | 
tion, Wide-angle visibility. 
Stainless Steel scuff plate. | 
PM—2 Meter with double 
warranty. Many additional 
features. 


ow we can bring the new SMITHway Gasoline 
Dispenser right to your door for your conven- 
ience. You can see for yourself just why the truly 
new SMiTHway will attract more motorists to your 
station. Call our nearest office or representative 


to arrange a demonstration at your convenience. 


Through research re .. a better way 


C R a ecll ON 


me eo FF eS r&@ ee es = & 2 8 


Factories: 5715 Smithway St., Los Angeles 22, Calif., P.O. 
Box 500, Succasunna, N. J. Offices: Atlanta, Chicago 7, 
Houston 20, Los Angeles 22, New York 17. Canada: Toronto 
12, Vancouver 1. International Division Milwaukee 1, Wis. 
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®@ Democrats on the House Road 
subcommittee agree the national high 
way bill must provide for competition 
among gasoline marketers and others 
on or adjacent to limited access high 
ways. 

SIGNIFICANCE: Members were impressed 
by National Oil Jobbers Council testi- 
mony, which spotlighted “evils” of gaso- 
line marketing monopolies. 


@ Royalite Oil Co., Ltd., has started 
a program that will see “a service sta 
tion Opening every week 
year period” in 
provinces. First on the list are seven 
stations at Calgary, 10 in 
and six in Edmonton 

SIGNIFICANCE: Royalite made its move to 
meet the intense retail competition that 
Canadian 


over a two 


Canada’s western 


Vancouver 


has been developing in the 


market. 


@ Midland Co-operatives 
have the 3,000-b/d 
it plans for its Cushing, Okla., refinery 
in Operation early next year. Officials 
expect 30% of Cushing’s gasoline out 
put to test 98 octane with the new unit 
SIGNIFICANCE: Co-operatives, whose farm 
customers’ needs for premium gasolines 
grew more slowly than those of over-the- 
road motorists, are beginning to feel the 
octane squeeze, 


hopes to 


new Platformer 


@ Standard Oi! Co. of California has 
completed the largest refining 
$50 program to 


two 
units in its million 


upgrade gasoline quality. The new 
catalytic reformers at the Richmond 
and El Segundo refineries are turning 
out new fuels at the 
rate of 1.5 million gal. a day 
SIGNIFICANCE: The fuels mark the second 
octane increase Standard of California 
has made this year to meet the needs of 
higher compression engines. 


higher-octane 


@ Two processors of virgin lube oils 
have filed a new suit in Washington to 
require that Internal Revenue Service 
levy the federal lubricating oil tax 
(6¢ gal.) against reclaimed or 1 
fined oil. 

SIGNIFICANCE: Counsel claims IRS had 
issued instructions last March to impose 
the tax July 1, but a reclaimers’ repre- 
sentative was told later IRS would not 
press the issue. 


August, 1955 : ‘AL PETROLEL 


“4 


8B Motor 
piston-ring 
State 


Station 


on weight detinitely affects 
says the 


experiment 


weal Oregon 


College engineering 


Tests with radioactive piston 


rings showed that the heavier the oil 
the higher the wear 

SIGNIFICANCE: Findings discourage chang- 
ing to heavier grade than SAF 20 when 


consumption increases. 


a Federal 


opened hearings on Pacific Northwest 


Power Commission — has 
Pipe Line Corp.'s proposal to import 


up to 300 million cf/d of Canadian 
natural gas 

SIGNIFICANCE: Over 250 million cf/d of 
the gas is set for eventual resale in north- 


ern California. 


@ Rep. Charles ¢ Diges, Jr. (D 
Mich.) has asked Standard Oil Co 
(Kentucky) to dealer fran 
hises in those of its stations that deny 
Negroes access to 

SIGNIFICANCE: While 
mittee has heard charges that suppliers 
coerce dealers, oil men observe, Diggs is 
asking suppliers to do just that, even in 


Cane el 


restrooms 


Roosevelt subcom- 


violation of state laws. 


8 [he North 
Ly partment wants oil jobbe rs to check 


Carolina Agriculture 
first with the state before buying liquid 
fertilizers being marketed for the first 
time 

SIGNIFICANCE: Product not meeting mini- 
mum specifications will be barred from 
sale, so jobbers who jump in too hastily 


may lose their investment. 


co Sen 
promised we 
will 
mendations” of the 


Warren Magnuson (D 
state 
find out who prompted recom 
Cabinet 
report 


Wash 
tern leamsters he 
Commit- 
tee transportation which he 
is weighted to favor railroads 

SIGNIFICANCE: Magnuson predicts Senate, 
which has “more important business,” will 


not consider the report this session. 


B® Scott C. Lambert, tax 
Standard Oil Co. (Calif.) has a berth 
mn the federal that 
will make an exhaustive study of tax 
depletion allowances 

SIGNIFICANCE: Lambert's 
assure a full hearing for the oil indus- 


attor ney for 


five-man panel 


presence will 


try’s viewpoint. 


B® Son marketers have been 


passing up Gulf Coast cargo offerings 


eastern 


of premium-grade gasolines testing 98 
and 98.5 octane 

SIGNIFICANCE: They “We 
marketing a gasoline that, on road per- 
formance, seems to work best at about 


say: are still 


97 octane.” 


®@ Commission on intergovernmental 
relations recommends a pay-as-you-go 
road program with additional revenue 
from increased 


collected primarily 


motor fuel taxes 
SIGNIFICANCE: The group, 60% 
hower appointees, disagrees with the ad 


kisen- 


ministration’s bond-financing approach. 


@ Hoover Commission recommends a 


user charge” on inland waterways 


on which the government 


$40.4 


now pay 


million annually for maint 


nance and operation 
SIGNIFICANCE: Hardest hit would be oil, 
coal and ore shippers, greatest users of 


these routes. 


@ “Barrel Number One,” an educa 
tional motion picture about oil’s vari 
ous Operations and the people who 
participate in them, is American Petro 
leum Institute's 1955 movie 
SIGNIFICANCE: Prints will be available 
this month for company showings and 
for public showings during Oil Progress 


Week in October. 


(D., Calif.) 
subcommittee that 
that major oil 
lessee dealers, has 
prevent 


@ Rep. James Roosevelt 
chairman of the 
investigated charges 
companies coerce 
introduced a bill to such 
coercion 

SIGNIFICANCE: The bill would place the 
burden of proof on the supplier, though 
failure by the lessee to live up to lawful 
provisions of the lease would be a full 


defense. 


@ Answer 


outlets for 


to the problem of future 
Canadian crude oil lies in 
a realistic policy on the continental 
than national level, says W. O 
vice president of Imperial Oil 


rather 
I wait 
Limited 

SIGNIFICANCE: North American demand 
is expected to double in 20 years and 
Canadian crade can help fill it. 





Win friends and 


| eons But 4 its 
IGNITION ENGINEERED 


Ignition Engineered From Tip to Terminal 
To Minimize the Effects of Fouling 





. Long Insulator Tip for longer deposit path. 
2. Thin Insulator Tip for improved fouling characteristics. 


. Heavy Center Electrode increases service life and 
maintains proper gap for longer time. 


. High Grade Insulator withstands intense heat and 
high compression of modern engines. 


- Greater Shell Volume insures maximum resistance 
to fouling . . . a major cause of poor performance. 


uTO- 





INFLUENCE 
PROFITS! 


Sell the Spark Plugs that 


insure customer satisfaction 





-— : ” Car owners prefer Auto-Lite Spark Plugs because they’re ignition 
AUTO-LITE engineered for peak performance, long life, quick starts—and to 
SPARK PLUGS minimize the effects of spark plug fouling. 


This identifies an a va : : 
Auto-Lite Registered America’s finest cars, trucks and tractors because manufacturers 


i " . . . . . . 
vs snseidiniedaianes consider them best for their products. And this important equip- 
ment makes a huge ready-made market for your dealer. 


Auto-Lite Spark Plugs are original equipment on millions of 


For full information on Auto-Lite Spark Plugs, contact your Auto- 
Lite Wholesaler or write to: 


THE ELECTRIC AUTO-LITE COMPANY 


Spark Plug Division 


You profit most with Auto-Lite Spark Plugs... 
they're backed by the most effective adver- 


tising and selling campaigns in the industry. 





i jational 
i wetrole 


i‘iews 


| 
WALULA 


way your salesmen qualify 


(Qualify the circula- 
tion of the publications 


you advertise in the same 


the men they'll call on — by 
their ability to buy. 

National Petroleum News’ all-paid circulation beats all others in that 
all-important qualification test for selling oil marketing equipment and TBA. 

NPN’s subscribers are the nation’s biggest buyers of oil marketing equip- 
ment and TBA: the oil marketing management men (in both major and 
independent companies) who build, maintain and operate all oil marketing 
facilities; buy trucks, pumps, tanks, compressors, lubrication equipment, 
service tools, cash registers, accounting machines and systems, lifts, hose, 
lighting, meters, any and all types of equipment used to build, maintain 
and operate bulk storage plants and service stations; own the pumps, 
storage tanks, compressors, etc., used by most gasoline retailers; direct the 
marketing of tires, batteries, accessories and other consumer items sold 


through oil marketing channels. 





MANAGEMENT STORAGE 


=> 
at ional THE McGRAW-HILL MAGAZINE OF OIL MARKETING 
pe. _ Established 1909 + Published monthly oma) a 
et roleum q All-paid, audited circulati 


NPN Factbook published as a |3th issue in May 


ews 330 West 42nd Street, New York 36, N.Y. LOngacre 4-3000 = a 
(°) 


NATIONAL PETROLEUM NEWS © August, 1955 





TRANSPORTATION MERCHANDISING 




















Heating oils with FOA-2 have 
built-in promotion opportunities 


As « ompetition gets keener, vou need new advantages to offer your ultimate 


man |. 
a look at the | | customer the heating oil user. And you can gain many customer advan 
who wants service F tages with Du Pont Fuel Oil Additive No. 2 


v7 
a. 
THIS IS THE LATEST (No. 6) in 
Du Pont’s series of dealer-education 
folder entitled “looking through 
the windshield 

It tells the « 
clearly how to turn “tree ery 
ICeS the h t M ind hic ld cle inne 
and tire pressure checking into 
profitable sale by being on the 
alert to spot smooth tires, worn fan 
be Its and rotted wiper blades 

It points out that the one service 

oil check \ 
most important by a big majority of 
motor t ! il ©) Ol ot the ce ile 
most profitable iles opportunitie 
And it clearly clinche the irgu 
ment tor tre ervices by showing 
that, where service ie given, the 


1 
iverage gasoline purchase is greater 


le tle imply ind 


vhich is considered 


by almost 2 g ) in volume and 
55 cent pel than where the 
motorist recerye no service 

Phis folce rvicg is the 
final one in i Others di 
cu | thy tistonne his sell 
regular id prem 
chase y) cred 1) motor oil | 
ine habit na ») TBA pure hase 

Any Du Pont Petroleum Che 


sion representative or re 


ir 


I 
I 











Continuing gum problem indicates 
need for constant guard against copper 


In spite of the numerou tep refiner onl thout | pound of Du P 
have taken to prevent it, metallic con ue or | 1000 


tamination of gasoline can still occur te 

an alarming degree. One Du Pont +s 

oline qualit urve lor ex umnple al 

closed significant amounts of copper uri Advantages to refiner 

present in 91/7 of 241 gasoline sample THIS BOOKLET has all tt Vi nt Fuel Oi} Additi 

from representative service tations u nformation you w var P clele ‘ F , 

the | S. and Canada And the J 1 about Du Po 

olines known to contain no metal ¢ eat i } ' 

activator were found to be high in gun : we ¥ os ' ‘ is mah) ou te blend 

content ag re , - . 1 4 lytic ( dl oO vi traight 
fo safeguard you isoline ivainst sur representatives or 1 run procdwud huis, i Iso hely 


{ t ' | 
the harmful effes of copper require o ‘ or a copy rele . ou traight-run 


ADVERTISEMENT—Prepared for the Petroleum Chemicals Division o du Pont de Nemours & Company (1 | over } 
sa sag . aes OVER 





PETROLEUM CHEMICALS DIVISION 


NEWS 


tition Oh AUTOMOTIVE TECHNOLOGIST 


564 and 565. Prior to this assignment 





stocks to meet demands for high quali | 
ty diesel fuel his specialty was additives for aviation 
And for bye { 9 ulf KOA Z hould . , | Pu ls. : 
always be added to freshly prepared Before joining the Du Pont Com 
stocks at the refinery |} pany in 1950, Mr. Griffin was Chief 
‘ Engineer at the Sh ipl c< orporation s 
Low cost P 4 research laboratory at Bridgeport Pa 

Du Pont FOA-2 is effective in low con | Ww — Phere he was engaged in the develop 
centration extremely economical to ; | ment of centrifuges for classifying fine 
use, Many refiners have obtained « - é particles. His experience also includes 
cellent results with it at a treating cost a : six vears with Trans World Airlines a 
of le thar 2e¢ barrel. And when : | Engineering Manager of aircratt main 
ou consider the added flexibility and | tenance and modification. Previous to 
customer satisfaction it provide com - this, he was a senior engineer at the 
bined with the elimination of ran | Shell Development ¢ OMMpany workin: 





costly service call it more than pa on the de velopment ol aireratt engine 
for itself | foun R. Grirrt Ju., a specialist in lubricants. 
udtomotive and aviation fuel and li | Mi Griffin received his B.S. and 
Promotion aid bricants, is currently working on the | M.S. degrees in Mechanical Engineer 
lo help you take advantage of the introduction of new additives devel- | ing at the University of California in 
advertising and promotion opportuni oped by the Du Pont Pe troleum Chem- | Berkeley. He is a member of the So 
ties of Du Pont FOA-2. our re presenta icals Division } ciety of Automotive Engineers, the 
tives will be glad to consult with you Most) recentl his activities have | American Society of Mechanical Engi 
and provide il anple promotion Jousilt heen concentrated on the introduction neers, and the Institute of Aeronautical 
around a heating oil containing FOA-2 of the new Du Pont Lube Oil Additives SCIEHCeS 





16.2 ) 


Envelope Stuffer to Help Your Fuel Oil 
Distributors Simplify Their Service Problems 


Efficient oil burner servicing always 
promot ; good customer relations for 
your distributors. But when they have 
too many needles ervice calls, their 
profits suffer 

Since the average heating oil user 


Figs. | and 2 are representative of results ob sutomaticalls pic | up his home phone 


tained in a test conducted by a major oil com 
2 ay d ind calls for service the minute he has 
lic ‘ “ ‘ \ 
sludge complaints in domestic heating systems the lightest trouble ith his burner 
were received it is often awkward to convince him 


pany in an area where an abnormal number of 


Fig. | shows a typical filter element as re that he may get faster results—and save such things as fuses, switches and the 





moved from one of the heating units after run money, too bys an il mig a simple ( hee k fuel le vel in the storave tank. 


ning on untreated fuel. Fig. 2 shows an ele ot hi equipment kor sample copies and cost into 


your distributors overcome mation on obtaining the stuffers in 
common problem the Du Pont | quantity for your distributors, contact 
Petroleum Chemicals Division has pre any of our regional offices listed below 
pared a special envelope stuffer for 





ment at the end of a 90-day test period in lo he Ip 
which the same fuel plus Fuel Oil Additive No | | 
| i 


2 has been used in the system 


Try it! | their use. [It is tacthully written and 
Samples of Du Pont Fuel Oil Additive contains no commercial message for 
in product only a plug for the 


No, 2 tor testing in your ow1 stocks ay 
= cle yp ndability of the distributor's sery 


readily ivailable And you can get 
complete information on it and meth = 


ods of adding it from any Du Pont 


Che title is “What? No Heat! Phe 
COp) gives easy-to-understand-and Better Things for Better Living 


remember instructions on checking ..» through Chemistry 


Petroleum Chemicals 


Petroleum Chemicals Division re pre 
sentative or regional office listed he low 


NEW YORK, N. Y.—1270 Ave. of the Americas Phone COlumbus 5-2342 
E. 1. DU PONT DE NEMOURS & COMPANY (INC.) Regional \ CHICAGO, ‘LL.—8 So, michigan Ave Phone RAndolph 6:8630 
7 Of” . TULSA, OKLA P. O. Box 730 Phone LUther 5.5578 

Petroleum Chemicals Division . Wilmington 98, Delaware [pices / HOUSTON, TEXAS—705 Bank of Commerce Bidg Phone CApitol 5-114 
LOS ANGELES, CALIF.—612 So. Flower St Phone MAdison 5-169! 
IN CANADA, Du Pont Company of Canada Limited—Petroleum Chemicals Division, 80 Richmond Street, West, Toronto |. Ontario 

OTHER COUNTRIES: Petroleum Chemicals Export—Nemours Bidg., 6539-—Wilmington 98, De 


ADVERTISEMENT —Prepared for the Petroleum Chemicals Division of E du Pont de Nemours & Company (Inc.) 


Printed in U 





Specify Milvaco valves... 


one source for all service 


HOSE NOZZLE VALVES 


MODEL U-14-5-8 
FOR METER PUMPS 


Rugged, die cast body. Rigid 
tube. Non-slip positive seat 
ing for accurate metering 
Reversible Permadisc design 
eliminates disc distortion 
Non-chattering even at full 
flow 


| 


MODEL P-2010 
FOR BULK DELIVERY 


Milvaloy nozzle body. Full 
capacity flow. Dual poppets 
and two-stage fulcrum lever 
For gasoline or fuel oil. 100 
mesh strainer, dust cap and 
ground cable 


MODEL P-2040 
FOR FARM TANKS 


Bronze body and tube. Spe 
cially designed for tull gravity 
flow on overhead tanks. Posi 
tive closure 
packing. Long-wearing dis« 
Adaptable to 15-Ib. pressure 


oe 


Permanent-ty pe 


MODEL P-2760 FOR 
UNDERWING FUELING 


Approved and used by major 
airlines. Ends over-wing fuel 
ing hazards. 100-mesh strain 
er removable for cleaning 
without detaching nozzle 


« 
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GATE VALVES 


MODEL P-2690 
SCREWED TYPE 


Bronze by-pass pressure-re 
lief valve Relieves excess 
back-pressure around disc to 
inlet sid 


MODEL P.2654 
FLANGED TYPE 


Milvaloy. Rising stem. Dou 
ble disc design ends seating 
troubles. Bolted bonnet 
Square or round flanges 


MODEL P-2877 
VICTAULIC TYPE 


Bronze. Rising stem. Bolted 
bonnet. Double disc for posi 
tive closure, longer sear life 


150 lb. W.O.G 


THROTTLE 
TYPE 


Bronze. Quick 
opening self clos 
ing type. Double 
1184 fin 15 nat iral 
seat with less fric 
tion. Screwed ends 
Underwriters af 
proved 


ELUM NEWS 


TRUCK TANK FAUCETS MISCELLANEOUS VALVES 


Every Milvaco truck tank 
faucet gives you all these 


advantages 
MODEL P.2965-1 
M Y 
Straight-line flow for CMERSENCY VALVE 


quick delivery Bronze 


Positive 
of fire 


Self-closing type 
Permadisc construction to protection in case 


eliminate disc distortion 


Reversible disc to save you 


en MODEL P-2920 
LINE LOADING 


E daptat han 
asy adaptation or change VALVE 


from straight to angle inlet 


Available with safety cap 
and standard adapter for 
quick hose coupling 


Bronze. Shockproof action 
Dual poppets. Renewal discs 
replaceable without removing 
valve from line 


MODEL P-870 — 22',° 


screw type foucet 


MODEL P.324 
COMBINATION STOP 
MODEL P-890 — straight, AND CHECK VALVE 
flanged faucet 
Milvaloy, dual-purpose val 
ve. Round flanges. Bolted 
| bonnet. Composition disc 


. — 


MODEL P-895 — 
65° flanged faucet 


MODEL P.2615 
MANIFOLD CROSS VALVE 
MODEL P-85!1 — locking 
type faucet with 
safety cop, less hondle 


where 


i Milvace 


N: matter how ofr 
nan Hing there 

or fitting for that | " 
Milvace valve vive ye iit nt ia» 
And only Milvaco valves mace 
Milvai the 


y that meet J é ing req 


with weight-saving 


chemiucalls tant, non-sparking, mod 
urement 


Mi ico Lt y dil valve for ! y pool 


Write today for catalog B155 


MILWAUKEE VALVE COMPANY 


A Subsidiary of A-P Controls Corporation 


2°7° South Burrell Street . Milwaukee 7, Wisconsin 


THE MARK OF PERMANENT QUALITY 





} good 


why it will pay or 
to buy 


GULFTANE LP-GAS 


High quality—Gulftane is produced in plants of the latest design under 
accurately controlled conditions to specifications that meet the highest 
standards adopted by the LP-gas industry. It is free of moisture, gum, tar, 
dust, dirt, and sulphur. Or, to put it another way, Gulftane is the same 
high quality as Super-Refined No-Nox Gasoline and the other well-known 
products that carry the familiar Orange Disc trade mark. 





Dependable supply—many natural gasoline plants and refineries, plus 
adequate storage, assure reliable, continuous supply. 


Prompt delivery service—modern Gulftane producing plants strategically 
located throughout Gulf’s wide-spread marketing territory, along with a 
fleet of new tank cars, assure prompt, efficient delivery service. 


Also ready to serve you is Gulf’s experienced engineering and market- 
ing personnel. Get all the facts concerning Gulftane service—contact your 
local Gulf District Office or your nearest Gulf Division Sales Office (see 
addresses below). 


131 Ponce De Leon Avenue 127 Elk Place National Bank Building 
Atlanta, Ga. New Orleans 13, La. Toledo 1, Ohio 


P. O. Box 1679 
31 St. James Avenue 17 Battery Place Denver 1, Colo. 
Boston 17, Mass. New York 4, N. Y. (Zone Office) 


230 No. Michigan Ave. 
Gulf Building 1515 Locust Street Chicago 1, Ill. 
Houston 2, Texas Philadelphia 2, Pa. (Zone Office) 


GULFTANE 

LP-GAS biotin. 
GULF OIL CORPORATION + GULF REFINING COMPANY 
1822 Gulf Building, Pittsburgh 30, Pa. 
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ROLUBE 


SERVICE REELS 


It's the go-ahead answer for greater 
lube profits . . . the sensational new 
AROLUBE Hose Reels! Smart new 
eye-appeal in multiple reel service .. 
gleaming durable two tone white and 
Aro Grey enamel with chrome finish 
your choice of reels for chassis, 
gear, motor oil, air, water, automatic 
transmission . . easily installed in 
any combination of units. Years-ahead 
features and performance take the ef- 
fort out of lube service save time and 


labor famous ARO dependability. 


THE ARO EQUIPMENT CORPORATION, BRYAN AND CLEVELAND, OHIO 
Aro Equipment of California, Los Angeles, Calif 
Aro Equipment of Canada, Ltd. Toronto 15, Ontario 
ip Offices in All Principal Cities 
a 
LUBE EQUIPMENT 
ALSO .. AIR TOOLS... AIRCRAFT 


PRODUCTS .. . GREASE FITTINGS 
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blueprints 
for profit 


Here are just seven of the many types of 
oil-marketing hose by Goodyear. Study 
these blueprints carefully. They tell the 
inside story of superior service that saves 
you money through lower, ultimate hose 
costs. 

There’s no secret to the longer service ren- 
dered by Goodyear hose. Its higher quality 
is known to many users in many indus- 
tries. It results from long experience, 
specific designing to the job and the use of 
the finest in materials and workmanship. 


A major factor in the higher quality of oil 
marketing hose by Goodyear is CHEMIGUM 
—the Goodyear-developed synthetic rubber. 
CHEMIGUM exhibits maximum resistance 
to oils, greases and gasolines. It is used 
wherever needed to insure longer life. 


No matter what the conditions of service 
in your operation—heat, cold, heavy abra- 
sion, high pressures, severe flexing, 
abusive handling—you’ll find a Goodyear 
hose to give you longer service at lower 
cost. See your Goodyear Distributor for 
details. Or write Goodyear, Industrial 
Products Division, Akron 16, Ohio. 
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GOODYEAR 
213-H Tank Filler Hose 


(C= 
— 


Synthetic oil- and gasoline- 
resistant tube, breaker-bonded 
to hose body 
Reinforcement-plies of close- 
woven fabric encasing heavy 
duty steel wire helix 

Oil-, weather- and wear-resistant 
cover 


GOODYEAR 
Style 71 Fuel Hose 


c 


Synthetic tube with highest re- 
sistance to fuel oils and gasoline 
Multiple braids of high-strength 
rayon cord for reinforcement 
with flexibility 

Non-marring, light ton cover of 
unusual wear-, oil and weather- 
resistance 


GOODYEAR 


WINGFOOT Service Station 


Air Hose 


Seamless tube withstands heavy 
flexing without cracking 
Vertically braided rayon cord 
reinforcement for high strength 
and flexibility 

Sun-resistant cover also made to 
withstand heavy abrasion 


PETROLEUM N fugust 














GOODYEAR 
Style WWH 


Tank Truck & Car Filler Hose 


ee a eo ee ed 
a ae 

Woven jacket reinforcement with 
static bonding wire filler 


Rugged, wear-, oil-and weather- 
resistant cover 


retete 47-11 
ORTAC Hose 


Seamless, synthetic tube handles 
oil, gasoline, solvents, air and 
water 

Braid of high-strength rayon 
cord for super-flexibility and 
strength 

Tough cover resists all service 
conditions 





GOODYEAR 
Style BH Tank Truck Hose 


AsBC¢ 


Non-flaking, low-diffusion, syn 
thetic rubber tube 


Flexible, three-braid, cord rein 
forcement with permanent static 
bonding 


Abrasion-, sun- and oil-resistant 


GOODYEAR 
Style WWC 
Gasoline Pump Hose 


—_ 


a a 
resistant to gasoline and low 
temperatures 

Vertical braid reinforcement with 
static bonding withstands crush 
ing, pulling and tugging 
Scuff- and weather-resistant 
cover will not mark or mar 


CUT HOSE COSTS with the right hose for 


every oil-marketing job—wuith a Goodyear hose. 


See your Goodyear Distributor, today. 


OD/YEAR 


THE 


GREATEST NAME 


IN RUBBER 
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Armco Steel Buildings 


give you 





Fire Resistance 


puus Eye Appeal 
FOR YOUR BULK PLANTS 


l Te ee 
aw a. 
oe . 


A 
Fig 
patel pie ia 


2%. a 


eS 


The bulk plant distributor for Phillips Petroleum Products at Ririe, Idaho, has replaced an old leased 
structure with this attractive Armco Steel Building. It provides space for both office and warehouse. 


Armco Buildings give you more than just space. The 
all-metal materials assure priceless protection against 
fire—and fire damage. Tight, interlocking panel con- 
struction will help confine any fire that may start 
inside, And nearby fires are little or no threat because 
there is nothing to feed a flame 

Durable Armco Buildings keep their original neat 
appearance without the expense of continuing main 
tenance. There is nothing to crack, warp or rot; joints 
can Lopen up or pull apart And if painting is desired, 
the smooth, unbroken walls take paint well and hold it. 

Savings will begin with erection, The special de 
sign eliminates much of the job-site labor. Panels are 


simply snapped together and bolted in place, to pro 


| 
| 


Dealers’’ 


Armco Steel 


BUILDINGS 


Name 





Company 


Street 





vide both structural support and finished exterior. 
You save the time and expense of framework, rafters 
and sheathing. 

There is a size and type of Armco Building to meet 
your exact space needs from 20 square feet up! You'll 
find more details in the new brochure, [low Armco 
Steel Buildings Help Oil and Gas Dealers. The cou 
pon will bring it to you without obligation. Or, for 
help with your specific building problems, write us, 
outlining your needs, Armco Drainage & Metal Prod- 
3985 Curtis Street, Middletown, Ohio. Sub- 


sidiary of Armco Steel Corporation, In Canada: write 


ucts, Ine., 


Guelph, Ontario. Export: The Armco International 


( orporation. 


Send Me Your New Folder “How Armco Steel Buildings Help Oil and Gas 


Have your representative make an appointment to give me more facts 


NATIONAI 


~" 
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A SELO/L CABINET 


helps the man = 
on the driveway — 





Modern up-to-date equipment increases the ef- 
ficiency of the Man on the Driveway. It helps him 
sell more motor oil, give better service, and keep a Prolong engine life . .. 


cleaner station. CHECK pil NOW! 


+» Change It requiarly 


e SELOIL places a colorful, mass dis- 
play of motor oil at easy-to-see ] Prolong engine life . a 


eye-level . . . near the customer ! 
: | MOTOR MOTOR | MOTOR | MOTOR | 
and near the driveway salesman. ‘CHECK Dll NOW! \ on | on | on | on f 
——==x_—_— = 
e SELOIL saves time and steps. It : ae ae 
puts everything needed to com- /[) appr | ee 


plete the sale within easy reach. it] 
| MOTOR MOTOR | MOTOR | MOTOR 
| j on on on ou 





e SELOIL provides for easy disposal 
of empty cans. It organizes motor me | Wgroe | woron | woros | | “oron | Meto# | motos | woros Ff 
: : i on oun on 
oil sales on the Driveway. 








oe MOTOR | MOTOR | MOTOR | MoToR | moToR MoTOR | motos : 
fom | on | on | on on on | on on 


Let SELOIL work permanent- 
ly to help the Man on the Drive- —— 2 
way. Boost his efforts and save MOTOR | moToR MOTOR | MOTOR MoTOR | MOTOR | moron | MOTOR 
‘ . ‘ ‘ on | on | on on on on ou ou 
manpower by getting this silent | 
salesman for motor oil. See your ra 
. . u | iM 
oil company representative or on irre toot woe irre toot woe moron “eo aes ry bre 
e P " ou 
write directly to the factory. 


ot 


MOTOR | moTOR MOTOR | mo 

us Toa | mor 

on an joron | MoTOR on | on on | woroe 
on on ou 


@ INCREASE MOTOR OIL SALES 


& SPEED UP SERVICE i fre 7 | Moron | wotos ys — ~oh woroa | 
@ PROMOTE STATION CLEANLINESS | 


Model 56, $78.00 Model 72, $86.00 


o.WN 


MODERN METAL PRODUCTS CO. BOX 1798 © GREENSBORO, N. C. 
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® Rotary auto lifts are practically maintenance-free . . . 
the finest lifts ever built. Yet even the best equipment 
made eventually needs service and parts. Through 49 
Parts and Service Depots in major cities, Rotary Lift 
Co. provides overnight parts delivery anywhere in the 
United States. You won't lose time, jobs, and profits 
because of inability to get parts. Another good reason 
for buying Rotary lifts! 





Rotary eliminates biggest 
problem in lift maintenance 


Rotary’s amazing new Hydra-Seal replaces lift 
_— the cause of most maintenance trou- 

les on any lift. A one-piece seal, it requires 
no fitting or adjustment yet positively prevents 
oil leaks, reduces plunger friction and lasts for 
years without rep. nt. 








ESF 


Frame Pick-Up Lifts Roll-On Lifts Free-Wheel Lifts Truck and Bus Lifts 


Mechanic's Lifts 
Write for catalog and prices 
















Only Rotary Lift Co. 
gives you such fast parts service 





Overnight delivery anywhere in the U.S. 






49 Genuine Parts and Service Depots located in 
every major metropolitan area 







e companies carry a complete tock OF part and 






* ° iccessories for Rotary Lifts. They also handle and serv 








ce all other equipment used by the petroleum market 


e @ ' 
n ustrv. You can depend on them to give you fast 














hen you need it most 






NEW JACKS FOR OLD LIFTS A current mode! Ro 






il wkK Can he lurni hed out of stoch is repl icement 

e _— = on any Rotary Lift manufactured since 1928 and 
e ? 2 on many other makes of lift too. You get the operating 

s wd ° economy and dependability of the finest auto lift jack 






made without buying a new superstructure 





















Alabama, Birmingham Indiana, Indianapolis Montana, Billings Pennsylvania, Pittsburgh 
Pump Shop, In¢ Indiana Oil Equipment Co. Eaton Metal Products Co John F. Y 

Alabama. Mobile lowa, Des Moines Nebraska, Omaha south ¢ | S burg 
Wallace R. McKinney, Jr Gibson Pump & Equip. Co. Petroleum Equipment () ’ " 
Arkansas, Little Rock Kansas, Wichita serve Co Corpora 

Nichols Equipment Co Service Station Supply, Inc. New Jersey, Elizabeth Tennessee. Knoxville 
California, Los Angeles Kentucky. Louisville Universal Valve Co R. BoM. Cn pany 

Shields, Harper and Co. Fred H. Towery Equip. Co. New Mexico, Albuquerque ‘Tennessee, Memph 
California, Oakland Eaton Metal Products Co The Southern Co.. Ine 





Louisiana, New Orlean 




















Shiel é Co . . , 
iields, Harper and Metric Supply Co vew York. Buffalk Tennessee Nash 
Colorado, Denver Carlton W. Hasselbacl Petroleum FE ' r ¢ 
Eaton Metal Products Co, uisiana, Shreveport eet ee 
( t, | H ford Caddo Oil Equipment ¢ vew York, Ozone Park lexas, Dalla 

onnecticut, Last artlore Carage Equip. NV nit. ¢ \ | j 

servic Supply Co Massac husetts Boston =e ’ . fa Vogel-Swygard Associates 

, New Envland Petroleum North Carolina, Wilson lexa Houstor 
D. C., Washington Fu moment Cx Braswell Equipment Cc W I ( 
lL. 4 Frittes Sn juipmen ) { le : rite coke! 0 
Florida, Jacksonville Michigan, Detroit Ohio, Toled lexas, San Antor 
» Jacksons eceebiny h Neff Equipment Co Sas ' 
Petroleum Engineering Co The Down ‘ capil an Antonio Equ nt Co 
Florida. Miami Minnesota, Minneapolis Oklahoma, Oklahoma Cit Utah. Salt Lake City 
’ ® > ‘ale Bisons ad Sunni 

Monrose Equipment Co C.N. Price Holt I mp and Supply (¢ The La ( pany 
Florida, Tampa M ippi, Jackson Oklahoma, Tulsa Virginia, Richmond 
Herman Young & Son Whit’s Oul Equipment Ce Kelleher Equipment Co W. BK Goode Ce 
Georgia, Atlanta Missouri, Kansas City Oregon, Portland Washington, Seattle 
Equipment Sales Co., In 4. Y. McDonald shields, Harper & Co Shields, Harper & Co 
Illinois, Chi ago Missouri, St. Louis Pennsylvania, Philadelph ‘ Wisconsin, Milwaukee 






Autoquip Co Neumayer Equipment Co Petroleu Equipment Co Autoquip, Ine 












IN 








CANADA TOO For parts and se é n Rotar Lifts in 


Canada, contact Colville Industries Ltd.. Chatham, Ontar 









ROTARY LIFT CoO. 


Memphis, Tenn. =. Madison, Ind. 
And in Canada, Colville Industries Ltd., Chatham, Ontario 


The original manufacturer of hydraulic auto lifts .. . and still the leader 

























ICC-approved closed head 


STEEL DRUMS 


The fact that Continental closed head steel 
drums meet Interstate Commerce Com 
mission specifications for shipping inflam 
mable and other dangerous articles is im 
portant. Continental packaging, however, 
offers your products far more than rugged 
protection. Brightly lithographed with 
your name or trade mark, each container 
in your line becomes part of a handsome 
“package” family. And because customers 
find these cans so suitable for re-use, your 
sales story will keep on making good im 
pressions for years. Let us show you how 
Continental drums can work for you. 
Call soon, 


COMBINE YOUR ORDERS 
—CuUT COSTS 


Why not order “Tripletite” paint cans, “F 

style, and conventional cans when you order 
steel containers. We'll send them along 
in one freight car to shave your costs on 
warehouse space, shipping and inventory 


Continental makes a complete line of lug 
cover, flaring pails, and utility containers. 
Whatever your product, you'll find sizes 
and styles to suit your individual needs. 


FOREMOST IN QUALITY AND DESIGN 


Made from heavy 24- or 26-gauge steel, 
Continental closed head drums have a 
capacity of 5 U.S. gallons. Meet ICC 
specifications 17E and 37D. High-strength 
body available with straight sides or top 
and bottom beads. Drum top offset for 
easy stacking. Construction features in- 
clude electric lap-weld side seam, and 
compound-lined, double-seamed head and 
bottom. Four-finger handle securely 
welded to top for safe handling. 


“S D { if 

8%eo ah 2 
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Also the tops in pouring spouts and closures 
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CONTINENTAL E CAN COMPANY (25,0 } 


Vhchagng 7) 


Eastern Division: 100 E. 42nd St., New York 17 
Central Division: 135 So. La Salle S$t., Chica 


: \3 
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Pacific Division: Russ Building, San a ' packa a 
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DUNLOP FIELD MERCHANDISING 
MANPOWER HELPS YOU SELL 
MORE TIRES 


Experienced tire merchandisers work 
with Dunlop service station dealers, 
backing up Dunlop's hard-hitting na- 
tional advertising at the local level — 
help him get maximum benefit from 
Dunlop's profit-pointed merchandising 
program. Modern identification plus 
complete range of point-of-sale pro 
motional aids tie-in to Dunlop's con- 
tinuing national advertising program 

adding up to powerful sales impact 


at the consumer level 


OTHER DUNLOP ADVANTAGES 
TO SERVICE STATIONS 








DUNLOP TIRES COVER EVERY 
SERVICE STATION NEED including 
passenger car tires of nylon or rayon, tube 
less or tubed, cushion or conventional; a 
complete line of Highway and Special Pur 
pose Truck Tires plus an outstanding line of 
farm service ures. 


AMERICA’S MOST MODERN TIRE 
MANUFACTURING FACILITIES, 
backed by the most advanced quality con 
trol program in the industry, provide a 


continuing guarantee of Dunlop quality 
MULTIPLE WAREHOUSE DISTRI- 


BUTION guarantees service stations 


prompt delivery of any tires ordered, 
POWERFUL NATIONAL ADVER- 


TISING PLUS complete dealer level 


promotional program create buying desire 


DUNLOP =~ THE LINE DESIGNED TO PRODUCE PROFITS 
AT THE SERVICE STATION LEVEL 


DUNLOP TIRE AND RUBBER CORPORATION 


Factory and Executive Offices, Buffalo 5, New York 


DUNLOP —- FOUNDERS OF THE PNEUMATIC TIRE INDUSTRY 
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This 16th Century helmet displays the crafts 
| manship of medieval armor-makers. Expert 
fitting and positioning permitted mobility and visibility, while 


intricate carving brought distinctive, attractive appearance 


Studied design and careful construction assured maximum 


protection, 
Jones & Laughlin Steel Containers provide dependable 


manufacture 


Careful 
containers have a 


protection for your products. They are built of sturdy, high 
assures ac- 


Steel Sheet. 


quality J&l 
in all fittings and closures. J&I 


curacy 


CONTAINER DIVISION 
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trim appearance which can be decorated attractively wit 

colorful designs and illustrations by means of J&L’s litho 

graphic process 
Coatings and lacquers are evenly applied—both inside an 

outside, J&L pails and drums are chemically treated to keep 

all surfaces clean and dry 

Depend on J&L Steel Containers for the protection your 


products require 
Order them through plants in leading industrial center 


service prompt and efficient 
Sones ¢ Laughlin 


STEEL CORPORATION 


405 LEXINGTON AVE 
YORK 17 7 


NEW 


You will find J&I 





FLEXIBLE POWER is the key to profitable hauling today 
A vehicle must have the workhorse pulling power to 
haul heavy loads! Torque is needed for bad road con 
ditions or hill-climbing! Speed is needed for fast haul 
ing, to bring an empty vehicle back for new loads 


sooner 


TDA 2-Speed Axles answer trucking's need for flexible 
power, Exclusive double-reduction design permits a 
range of spreads all the way from 28°% to 49° in an 
almost unlimited number of gear combinations. ‘TDA 


allows tailoring the power of your truck to meet any 
variety of hauling conditions 
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GOMES 10 TRUCKING 


with TDA 2-speed axles 


Exclusive, double-reduction design offers almost unlimited 


possibilities of gear ratios and ratio spreads—this versatility 


provides tailored power for every trucking need. 


How TDA’s extra ‘‘spread’’ works to your benefit. A// 
2-speed axles employ an extra set of gears to give two ranges 
of speed or power to choose from one for pulling power, 
the other for fast speed. Most 2-speed axles offer only one 


a 


choice of “spread 37 Design limitations prevent 


changing this standard “spread 


However, TDA uses the exclusive double-reduction 
design. With TDA, spreads are available all the way from 
28% to 49%. This means that your axle can actually be 
tailored to give you just the power you need. Not only can 
you specify the spread most suited to your immediate truck 
ing need — but you can easily change from one spread to 
another by merely changing the low speed helical pinion 
and gear — an easy mechanical change 

TDA’s more efficient use of engine power gives important 
benefits high road speeds, faster deliveries, better pay 
load, and maximum fuel economy. No matter what your 
hauling problem or load/road conditions you save with 
TDA 

How TDA’s 2-Speed principle works! A husky hypoid 
ring gear and pinion set (No. | above) provide the first step 
of the total gear reduction for both fast and slow ratios 
‘Two large, heavy-duty helical gear sets provide the second 


TIMKEN 


Increase axle life with 
GENUINE TDA EQUIPMENT PARTS 


step. Both sets are of balanced size and capacity. One set 
(No. 2) is for fast speed; the other (No. 3) is for slow speed 
The clutch collar (No. 4) power shifts to right or left to en 
gage one helical pinion or the other 


Greater endurance, longer truck life with TDA. TIA 
simple design eliminates small complicated parts and 
midget size gears. Large hypoid-helical design provide 
more teeth in contact—quieter operation 

and far less strain. Bearings are larger 


too. All this adds up to more profit 


able operation under all 


condition | ~, 
ly 


iN 
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Take no chances with ordinary replace 


ROCKWELL SPRING AND AXLE COMPANY 


ment parts. For sure, dependable, fac 
tory-type jobs, specify genuine Timken- 


Detroit Axle parts kits—identical to your 


axles’ original equipment 


TRACE Maren PEGISTEREO 
World's Largest Manufacturers of Axles for 
Trucks, Buses and Trailers 


Plants at: Detroit, Michigan + Oshkosh, Wisconsin + Utica 
New York + Ashtabula, Kenton and Newark, Ohio 
New Castle, Pennsylvania 


thing you need in one handy package 
Gaskets and shims, brake liners and 
rivets, steering knuckles, king pins and 
bushings, differential nests—for every 


Each kit is complete—gives you every 


size of brake and axle. Order by num 
ber from your dealer. Cut labor and 
adjustment costs. Get trucks back on 
the road quicker 





Swaim iv 


nk 
in Fro poate 


gasoline the 


t 


a*¢ 


ow 
it in your 


accent on C 
Furt 4 


new 
- Octene! _ have 
ne Wav 
Gal 

"ed ay net va $ and ' get 
; ncreased powe ea 

Sep the only #* 
fuel 

viatiwor 
dor pari pure Fue is 

And today 


ompe 


sige 8° 


» eve! 

petter thar 
e 
en Lone mit 
leage vn 


reason 


age! Proven at my 
driver n 
com der a) 
pogo jong ™ epiire-PUt 
= fe is another 


* 
1g record break ' 
ers ate 


qons 
a new & 


us th 
Prille 
the entre atte 
more pleasure 


rons 


ble. He kno 


4 Cotuan “1 bed 9 ver 
tes Baber 


& Through newspapers, farm magazines, bill- 
boards, radio and television, Phillips 66 advertising 
is driving home the message ‘‘/t’s Performance 
That Counts” to all motoring families through 
out the Phillips 66 marketing area. More and more 
motorists are stopping at stations displaying the 


judges 
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famous orange and black Phillips 66 Shield, to buy 
Phillips 66 FLITE-FuEL, Phillips 66 Gasoline, and 
Phillips 66 Trop-ArtTic All-Weather Motor Oil. 

For information about a Phillips 66 franchise, 
write to: Sales Department, Phillips Petroleum 
Company, Bartlesville, Oklahoma. 


Successtu! Businesses are Bult with Successtil Poduets/ 
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Oil burner ignition failures can be curbed 
with this ASHLESS heating oil additive 


YOU CAN now use a single additive 
to do two important jobs. 

As a stabilizer and dispersant, Du 
Pont Fuel Oil Additive No. 
a highly efficient job of preventing 
sludge that filter 
fouling and nozzle plugging. 

IN ADDITION, it offers an impor- 
tant plus value by minimizing igni- 


2 does 


formations cause 


tion failures. How? 

Being a nonmetallic ashless additive, 
it does not leave a metallic ash deposit 
which can foul the operation of the 
electrical system. Thus, it 


eliminate many of the service calls that 


helps to 


cost your distributors time and money 
.and even loss of business through 
customer dissatisfaction. 


Many other advantages 
Added to freshly prepared stocks at 
the refinery, FOA-2 retards the for- 
mation of insoluble residues during 


E. 1. DUPONT DE NEMOURS & COMPANY (INC) 


Petroleum Chemicals Division * 
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storage... keeps oil free flowing and 


clean burning. Too, it reduces the 
particle size of any residues that are 
formed... helps clean out sludge de 
posits that clog burner filters, screens 


and nozzles. 


Holds customers 
Du Pont FOA-2 can help you stimulate 
consumer preference for oil heat. It 
reduces need for service—helps pro- 
vide clean, economical heat. It helps 
your distributors curb costly, sludge- 
calls. And it has no 


caused service 


harmful side effects. 


Refining flexibility 
With this stabilizer-dispersant you can 
blend cat-cracked 
products to gain manufacturing flexi- 


and straight-run 
bility for varying seasonal demands 
You can also use it to upgrade stocks 


for increase of yield of domestic heat- 


ing oils. In this way, you can release 
straight-run stocks for premium diesel 
fuel or catalytic-cracking charge stock 
FOA-2 is effective in diesel fuels, too 
for relieving filter-plugging and in 
jector-sticking problems 

is effective in small con 


FOA-2 


find out how 


Because it 
centrations, is economical. To 
much it can do for you 
and exactly how little it costs, contact 
Du Pont 


Division 


your Petroleum Chemicals 


representative or regional 


ofhice 


Better Things for Better Living 
through Chemistry 


Petroleum Chemicals 


Beolend % 
es: | 


Wilmington 98, Delaware 





A truck meter handles $75,000 or more each year... 
a bulk meter may deliver its own value in half an hour! 


Sustained meter accuracy and low maintenance 


easily outweigh all other considerations in the 


selection of a meter 


Balanced 
Pressure 


Red Seal's double case design completely eliminates 
any distortion that may be caused in the measuring 
chamber by line pressure or by normal stresses set up 
in the piping system, Prevents binding, inaccuracies, 
and uneven chamber wear, 


Seal between oscillating piston and chamber in Red 
Seal Meter is of the capillary type. ..a thin film of 
liquid whose thickness is carefully controlied by pre- 
cision machining. Eliminates metal-to-metal wear, 
provides constant, positive seal, 





Dirt in the measuring element is a frequent cause of 
trouble in any meter. Here's where Red Seals save, 
for occasional particles won't damage the Red Seal 
chamber. The chamber is easy to remove and clean, 
There is no complicated mechanism to get out of ad- 
justment. 








Patented Red Seal ‘Gear Shifter’’ firmly locks calibra- 
tion in position with precision gears. It positively can- 
not drift or get out of adjustment. Sealers like it be- 
cause it is so easy to adjust when required... and 
it's seldom required, 
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The one most important feature of a meter 





60,000,000 gallons. . . trifling wear 


“Red Seal bulk plant meter required calibration shift of 
only one hole to compensate for wear after 60,000,000 
gallons,” reports a Wisconsin gasoline bulk plant 


Repair costs only 69 cents/year 

A 2” Red Seal gasoline meter installed in 1932 by a Ten 
nessee jobber needed minor repairs after 18 years of hard 
work. Cost: $4.41 for material, $8.00 for labor. Average 
69 cents a year! 


12 year old meters made good as new 

Thirteen 3” and 4” Red Seals 12 years old were sent to 
Neptune by a New York marketer for servicing. Only four 
required new chambers others required only minor 


parts to make them good as new 
Installed 1939 .. . still perfect accuracy 
“Installed in 1939, 2” Red Seal tank truck meter with 
original measuring chamber shows so little wear it requires 
change gears only two steps away from original setting for 
perfect accuracy,” shows record of Indiana gasoline jobber 
Trusts Red Seals 6 times longer 
After switching 22-plant system to Red Seals exclusively, 
a large Pennsylvania marketer found it necessary to check 


the meters only once in six months with previous meters 


he had to do it every month! 


. . . Ask your neighbor 


A 4 ) 
OFC LACE You 777, 


Each year your meters must accurately account for 
products worth up to 300 times the cost of the 
meters themselves! It's mighty important to keep 
them in tip-top condition with periodic accuracy 


tests 


It's so important to you in terms of dollars that 
we recommend you keep simple records of accu 
racy tests and maintenance required. You'll quickly 
find that some types of meters require more ad 
justments than others some need replacement 
parts sooner some have to be scrapped years 


earlier because of the high cost of maintenance 


Prove to yourself what sustained accurac y means 
to your pocketbook and you'll soon be satis 
fied only with Red Seal meters for all your trucks, 


loading racks and terminals 


You'll find, as many other oil companies have 


found, that it pays to specify Red Seals 


NEPTUNE METER CO. 19 West 50th ST., NEW YORK 20, N.Y. Conadian Factory: NE PTUNE METERS LTD. Toronto 14, Ont. 
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For protection... fast identification... saves time and waste 


AND ONLY ALEMITE HAS IT! 





Alemite, originator of the lubrication fitting —acknowledged leader in the 
field—now brings you individually packaged lubrication fittings in 

handy “strips.” You buy as many as you need. They stay clean, undamaged. 
No more dirty threads, no more clogged fittings! And best of all, 

no more figuring which fitting is which—no more fumbling 


around in a box of miscellaneous parts for the fitting you need. 


Furthermore, when you order genuine Alemite fittings now 
you know you get the real thing, because only 
Alemite has this advanced packaging. Just as only Alemite 


brings you the design advantages of the original, 
No more 


mixed-up fittings — 
keeps fittings 
separate —in 


genuine, Alemite lubrication fitting! 


handy strips. 


You can 
identify fittings 
ata glance! Saves 


Hermetically 
sealed against 
moisture, dirt — 

keeps fittings 

clean! 


Compact 
counter display 
holds fittings in strips 
of 100 for easy 
dispensing. 


—ou enew 
You it's the genuine Alemite 


fitting when you buyitin this trans- 
parent plastic pack. Don't 


accept a substitute 


A 


A PRODUCT OF 


ALEMITE 


STEWART 
U S$ Pal OFF, WRAREAR 


NATIONAL PETROLEUM NEWS ¢ August, 1955 





BUTLER 


gives 
Spencer Bros. . 


John C. Spencer, Jr., President 
Spencer Bros. Co., Chicago, Ill., says: 


“We're amazed at how much dead weight the Butler 
engineers have been able to take out of our new LWS 
transport and still give us plenty of strength and stam: 
ina. It weighs 3600 pounds less than our 3-year-old 
units —gives us many more “bonus gallons.” 


Manufacturers of Oil Equipment ¢ Steel Buildings 
Farm Equipment ¢ Dry Cleaners Equipment 
Special Products 


Factories at Kansas City, Mo. * Galesburg, Ill. + Minneapolis, Minn 


Richmond, Calif. + Birminghom, Ala. + Houston, Texas 
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WS 
BONUS! 


“We get 600-gallon bonus payloads 
over our 3-year-old units,” 


says John C. Spencer, Jr 


This profit-making gasoline payload is realized by Spencer Bros. Co 
with its new Butler LWS (lightweight steel) transport 

Tractor and Butler LWS transport weigh only 19,335 Ibs. It travels about 
150 miles a day. Three compartments with deep-dished, flanged, and 
popping.” 
tracks good,’ handles easily 


welded bulkheads minimize “surge” and oil can Our drivers 
‘says Mr. Spencer. “It 


There is practically no maintenance 


like this new unit, 


only about two hours a month 


Butler continually strives for high payloads under your operating con 
ditions. Let Butler engineers show you how much more you can earn 
with Butler LWS equipment compared with units you are now operat 
ing. Send coupon today 


For prompt reply address 


BUTLER MANUFACTURING COMPANY 


7454 East (3th St., Kansas City 26 

4 Sixth Ave SE Minneapolis 14 
4% Avenue W. Enstey, Birmingham & 
Dept 4 


Missour! 
Minnesota 
Alabama 
Riehmond, California 





Leakproof, Fast, Economical Service 
on Loading Racks 


With Rockwell-Nordstrom Valves 


Rockwell-Nordstrom valves are the most efficient and eco- 
LUBE SCREW AND 
\ GUN FITTING nomical valves you can use on loading racks or any petroleum 


marketing installation. Quarter-turn operation assures fast 
lubricotior 
\ pressure positive flow control, and Rockwell-Nordstrom’s pressurized 
OPERATING lubricant sealing gives you leakproof service that eliminate 
SHANK 

costly, dangerous wastage 
Only Rockwell-Nordstrom offers you a complete range of 
valve sizes and operating accessories, plus lubricants that have 


been time-tested for your loading facilities. These valves and 
LUBE CHANNELS 


} lubricants are built around 40 years of leadership in meeting 


the petroleum and gas industries’ requirements 


Whatever your valve needs, there is a Rockwell-Nordstrom 
valve and lubricant that will do the job more efficiently, more 
dependably and at lower cost than any other valve you've ever 

a used. Write for complete information today and learn how 

amet Rockwell-Nordstrom can put new profits in your petroleum 
marketing operations. Rockwell Manufacturing Company, Pitt 
LUBE CHAMBER burgh 8, Pa. Canadian Valve Licensee: Peacock Brothers Limited 
Jocks 5 yf 


ope 
‘re 


Ne uch vale ROCKWELL-Nordstrom VALVES 


LUBRICANT SEALED FOR POSITIVE SHUT-OFF 





transportation —{e} 


OPERATING HOURS 


DOWN 24° GALLONS PER HOUR 


UP 33% 


DELIVERY STOPS 
DOWN 22% 


GAL.ONS PER STOP 
UP 25% 


How Speedway Slices Trucking Costs 


Larger dealer storage and scheduled gasoline includes 25 tractors, 41 tank trailers 
25 vans and tank trucks and 5O pas 

° ° . . senger Cars Eleven of the tractor 
deliveries made this difference trailer combinations ire double bot 
toms (thre 10.000 gal ind eimht 
Before After 8 ,OO00-gal capacity) and two are 5 0) 

val. single trailers. Before Speedwa 

19 transports delivering gaso- 13 vehicles doing the job 


é hegan its streamlining program, 1% 
line 


vehicles were needed to handl ti 
Delivery efficiency was 60- Delivery efficiency 75-80% and tion deliver 
65%, based on number of stops increasing \ program to increase productior 
and gallons delivered (assum- 


. ind reduce delivery costs required at 
ing a 70% refill load as 100%) 


inalysis of basic operating data in 
Rush deliveries averaging 6% Rush deliveries averaging less luding: time involved, monetary cost 
a week than 1% henefits to be gained, and effects or 


the operation 
Only 12% of dealers on regular Over 60% on regular deliveries | " 
e 


sthtaduined deleadian analysis showed that much of 


the delivery inefficiency and the hight 
35% of deliveries made at 53% of deliveries made at 1umber of rush calls was due in most 
night and on Sundays (Less traf- night—none on Sundays ises to inadequate storage at dealer 
fic at night allows deliveries in 


d tations. It also proved that it w 
40% less time) I ; , 


lesirable to change the “call in 
Total number of stops per 414 stops (a saving of $1,380 tem of ordering and sell the dealer 
month 529 (Each stop costs $12 monthly) on scheduled deliveries based on sale 
frequency 
With additional storage 
it became possible to increa 


ry | ‘ tf 7 
| HIS year Speedway Petroleum overed§ that inadequak torau il very Uni . / Thi 
‘ loroe oad , Hou 
( orp Will lop about 5/0,.000 stations and irregular delivery to them larger load ind al ’ 
10%, reduction in th 


truck 


off its transportation costs. In addition were holding efficiency down and keep 

it has increased delivery efficiency, cut ng costs up in the Detroit area. So 

driver hours and stops and 1s doing’ they inaugurated a policy that major A SELLING JOB 

all this with six less trucks than it companies have been using profitably 

had 16 months ago for many yea! to increase station At this point the iles department 
Ihe program began in January storage and put deliveries on a sched was advised of the problem and asked 

1954, when the Detroit, Mich., mar uled basis to sell the dealers on increased st 

keter took a long look at its tr INSPO! Speedway markets in thes tale ive ind reg if veri \ deules 

tation Operation. The company di Michigan, Ohio and Indiana. Its fle (CO. f ( p. 7¢ 
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‘transportation 


(Continued from p. 75) 
education program was developed 
using these sales points 

1. Speedway would help finance ad- 
ditional storage tanks and allow re 
payment out of earnings with no in 
terest 

2. Emergency deliveries, as a gen- 
eral rule, were to be discontinued so 
\that the station might lose customers 
and sales if it ran out of gasoline 

3. Numerous deliveries to a small 
station with a huge semi-trailer parked 
jin the driveway two or three times a 
| week may drive customers away 

Speedway also used a case history 
of the savings possible with additional 
storage. Dealer “X,” with 2,000 gal. 

Every Drop of storage, was getting an average of 25 
deliveries a month at a cost to the 
‘ ye company of $12 a stop, or $309. (Stop 
cost is figured by dividing the number 
Canfield Premium | ot stops into weekly vehicle operating 
, COSLS.) 
. nl With a minimum of 12,000. gal 
HOM Motor Oil iS storage he now gets three deliveries a 
month—saving $264 monthly. The 
increased capacity varies with sales 
and distance from Speedway’s plant, 
but generally the goal is weekly or 
10-day deliveries 

Before the new program deliveries 
were made on a six-day, 24-hour basis, 
plus a late Sunday night shift. Now 
deliveries are made on a _ five-day, 
24-hour basis. (A few dealer accounts 
do get service On Saturday morning.) 
It also allows discontinuing Sunday 
deliveries and has increased the num 
ber of night deliveries from 35% to 
53%. Besides reducing the time re 
quired per delivery, because of better 
traflic conditions, night deliveries have 
reduced the accident hazard and have 
cut insurance costs 25% 

Ihe pattern of deliveries was ana 
lyzed and dealers were placed on a 
regular delivery basis. Today over 
60% of the dealers are on scheduled 
delivery, compared to 12% _ before 
Speedway doesn't believe in dumping 
excess fuel, left in the tank at the 
end of a trip, somewhere along the 
way on the theory that it costs money 
to bring it back 

Rather, they feel that every stop 


IT’S YOUR BEST BUY IN SOLVENT is costing them $12, against nothing to 


return the load, since the tanks are 

REFINED ADDITIVE TYPE MOTOR OIL refilled for the next trip anyway. It 
has also made dealers happier. They 
no longer receive unasked-for loads 
Quality and Profit Story. Over the last 16 months the pro 

gram has steadily reduced costs. A 

certain amount of resistance was en- 

CA N F | E L D '@) | L c '@) M PA N 4 countered from the dealers but sales 
manship and financial assistance have 


General Offices: Cleveland 27, Ohio lturned the tide, About 6% of the 


dealers have increased storage capacity 


Write, Wire or Phone Now for the Complete 


VTS | level erse e is, Ter 
PLANTS: Coraopolis, Pa., Cleveland, Ohio, Jersey City, N. J., Memphis, Tenr Sik teen one abiinn tankeus . 
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El Paso 


Southwest Watches SP Pipeline 


New products line may bring drastic alterations 
in area's transport system. Refiners welcome it, 
but truckers worry and oil marketers are unsure 


A new distribution pattern is taking Independent Gas Distributors of Ari 
shape in the Southwest from El Paso zona—to buy motor fuels from the 
to Watson, Calif., as Southern Pacific line. The pipeline will not sell in lot 
Pipe Lines, Inc., lays its new $30 mil of less than 15,000 bbl, say repr 
lion gasoline line sentatives of the association. It hasn't 

Oil truckers are concerned over the been decided whether the Independ 
changing pattern. Independent Arizona nts will build or lease terminal facili 
gasoline distributors, on the other lies 
hand, are getting set to cash in on the Squeeze—The pipeline will step up 
line, which will have terminals at the competition truckers now feel 
Phoenix and Tucson trom the Southern Pacific Railroad 


They have formed an association which owns the pipeline company 


PROTECT the 
PUMP 
ISLAND 


STOP 


TIRE SCUFFING 
with the rolled-top edge 








STEEL FORM 


Tires of heavy trucks won't chip and scar island edges. This 
form is constructed so that concrete fill settles around Tee lugs 
welded to inside making it impossible for form to lose shape 
A one-inch steel tube running through the island form takes core 
of rubber hose used as a driveway alarm signal. This removes 
hazard caused by draping hose over pump isiand 


Newberry Equipment Co., Inc. r 
P. O. BOX 293, MEMPHIS, TENN. 
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EQUIPMENT JOBBERS WRITE FOR PROPOSITION 334 North Brady 


transportation 


Ihe new line is 846 miles long. It 
will have an immediate capacity of 
90,000 b/d. Delivery rate may be 
ncreased later to 40,000 b/d trom 
Watson and 20,000 b/d from El Paso 
Both streams will terminate at Phoe 
mx 

The tank farm at Phoenix will be 
ocated to the west of the city’s metro 
politan district. It will be built on 60 
icres of a 112-acre tract. The remain 
ing acreage will be reserved for ex 
pansion 

From El Paso westward two 300-hp 
pumps will have an initial thrust of 
13,000 b/d with a maximum of 21 
OOO bbl. From Colton, Calit., east 
ward, three pumps of 900 hp each 
will have an initial thrust of 28,000 
b/d and a 38,000 bbl. maximum 

Right now, tank trucks carry mor 
than half of Arizona’s oil trathic. But 
n Caltornmia, an SP trucking sub 
idiary has become one of the large 
dry-cargo haulers and another SP sub 
sidiary has been given an oil contract 
carrier permit in nine southern Cah 
fornia counties 

Savings—-SP’s preliminary statisti 
SHOW shippers in yu ve money by 


using the new pipe line The road 





Cut, Groove, or Bevel 2” Pipe 


f ( SPIFFY ) right on the job . . . in 30 Seconds! 


THREAD-EZY MFG. COMPANY 


Street Corunna, Michigan 





BEWARE OF 28000 


13 


ge? 


QAGE 


p 
TANK2 STATIONS 


EXPLOSIVE AREAS 


LOANS 5 


paNK TRUCK 
\ GARAGE. 





‘glia [eel 


am bulk storage plants 


i, 


EXPLOSION” 
PROOF eh 
Peale 
‘ELECTRICAL 
& Sauipmenr 


In handling petroleum products, you can’t be too 
careful. Less than 2 parts of gasoline vapor in 100 
parts of air, for example, is highly explosive. A tiny 
spark or arc from a switch or other electrical con- 


nection and WHAM! 


The National 
around bulk 


where the use. of 


Code has defined 
as hazardous 


Electrical 
storage plants 


certain areas 


locations plac es 


explosion-proof electrical apparatus and 


wiring is mandatory for safe performance 


( rouse Hinds haa pre pared 
tains the Articles 500 and 


— explosive characteristics of 


hooklet which con- 
NEC (revised 1953) 


Vapol! 


82 page 
510 of the 


Various 


neu 
gases and dusts 
and installation 
Condulets 


and industry 
Hinds 


electrical equipment for hazardous location 


used in business picture 


diagrams of Crouse explosion-proof and 


? 
iy A free copy of thiis valuable reference is yours for 


the asking. . 
Company, Syracuse 1, N. Y. Sales offices in principal 


. merely mail the coupon, Crouse-Hinds 


industrial centers 


Crouse Hinds Company 
lL pt NPN1, Svracuse 


Please send free 
hazardou low i 


Name 
Title 

Firm Name 
Address 


City 


eeeeeeeeoeoev ee eevee eeeeeeeeeeeeeereneeeeeeeeeneeeeneeeee 


NATION 


tariff to Phoentx 
compared 


figures on a 60¢ bbl 
from either end of the 
with about $1.34 for tank-cars and 
almost $1.40 for trucks. But the pipe 
tariff will have to be approved by 


Commerce 


line, 


line 
Interstate Commission. 
[he line’s ultimate capacity to haul 
nearly all the gasoline needs of Ari 
zona and Southern California may 
to tank cars and trucks only the 
hauling of relatively minor shipments 
solvent 


leave 


and fuel oils. 

truckers are still very much 
alive. Southern California independ 
ent refiners, unable to ship in large 
enough quantities to make the 
economically worthwhile, 
trucks for 
truckers are 
Arizona and 
pipeline 


ot stove, 


But 


pipe 
line will 


continue to use gasoline 


Long-haul seeking 
rights to serve 
Southern 
terminals 

Near Refineries 
eyeing the line with 
its route 


points in 
Calitornia from 
Major refiners are 
favor because of 

The El Paso pump station is close 
to refineries of the Texas Co. and 
Standard Oil of California. Both are 
expected to tie in directly. On the 
Richfield, Texas and 
refineries, Tide Water Associ 
tank and | Oil Co 
and General Petroleum pipelines 

SP proposes takeoff points and tank 
farms at Colton, near San Bernardino, 
Calif.; Niland, in the Imperial Valley, 
and Tucson. Minimum takeoff will be 
500° bbl. at points. SP will 
space to who want to 
build their own tanks and piping and 
is offering rental 
a Single tank to 
terminal operation 

But oil 
what 


western end are 
Shell 
ated’s 


farm nion 


these 
lease those 
arrangements trom 
a complete 24-hour 
know 
own stor 
bulk sta 
and tank 
so some will be inade 
large pipeline shipments 
from pipeline 
some of the 


companies want to 
their 


present 


become of 
Theis 
are geared to tank car 
truck delivery, 
cuate for 
And direct 
terminals 
plants 
That means some of the bulk plants 
may have to be abandoned if compa 
they 
expense for any sa‘ 


will 
age facilities 


tons 


deliveries 


will bypass 


nies use the pipeline, so will be 
trading a major 
ings and convenience the pipeline will 


bring 





Four-Way Tanker 


A 450-ton 
sideways, 


tanker that will 
as well as ahead and astern, 
has been launched in Beverley, Eng- 
land. Intended for river operation, the 
tanker has a new type of propulsion 
unit that as rudder 
The built for 
Oil Co July & 


move 


also serves 
new craft 
It was launched 


Shell 


Was 
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TRADITIONALLY 


FIRST and FOREMOST 


in SPARK PLUG design.../ 
é 


FIRST with the one-piece heat-sealed 


shell construction. 


FIRST in welded side electrode con- 
struction for better heat and electrical 
conductivity. 


FIRST to incorporate a resistor element 
for elimination of radio interference 
from ignition. 


FIRST with fused metal-ceramic seal to 
stop center-wire compression leakage. 


FIRST in the use of unglazed insulator 
tip to resist lead attack. 


FIRST with the aluminum oxide insu- 
lator in the United States—a patented 
AC composition! 


FIRST to use greater “scavenging” area 
between insulator and shell. For ex- 
ample: Has been used in AC type 48 
plug since 1944. 


FIRST with the long, thin, recessed 
quick-heating insulator tip—the AC Hot 
Tip—an AC exclusive! 


The above is another in a series of messages 
to AC wholesalers and dealers — more proof 
that AC Spark Plug engineers with GM re 
sources can be depended upon to lead the 
ignition parade! 


4a 





AC SPARK PLUG DIVISION 
GENERAL MOTORS CORPORATION 
FLINT MICHIGAN 











STANDARD FACTORY EQUIPMENT ON MORE NEW VEHICLES THAN ANY OTHER MAKE 
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pries (eliver... 


EVERY TIME! 





Emergency vehicles . . . heavy machinery 
.. autos, trucks or farm machinery - 
the on-the-job performance of Globe-built 
batteries means more sales for Private 
Label Marketers! That's why you'll find Globe 
built batteries featured by aggressive and protit-wise 

marketers, everywhere 

very Globe built battery is the result of continu 
ous research and development plus the finest 
methods of manufacture. Each is the result of nearly 
half a century of battery enginecring experience 
445 years of manutacturing batteries for autos, trucks, 
heavy machinery, farm equipment and army tanks 

Add to this the nearness of your Globe field 
representatives the films and sales aids available 
; the fast service you get on every order — and 
you'll know why Globe-built batteries are the fay 
orites with so many Private Label Marketers 

Make sure that you feature and recommend the 
batteries that are best for your customers . . . best 
for your future sales: Globe-built batteries. You 
know they're right... made better to serve better! 


GLOBE-UNION INC. 


MILWAUKEE 1, WISCONSIN 
FOR FAST SERVICE THERE ARE 16 GLOBE BATTERY PLANTS 
ATLANTA, GA. * BOSTON, MASS. * CINCINNATI, OHIO + 
DALLAS, TEXAS * EMPORIA, KANSAS * HASTINGS-ON-HUDSON 
N. Y. * HOUSTON, TEXAS + LOS ANGELES, CALIF. » MEMPHIS, 
TENN. © MILWAUKEE, WIS. * MINERAL RIDGE, OHIO «+ 
OREGON CITY, ORE. * PHILADELPHIA, PA. * REIDSVILLE, N. C 
SAN JOSE, CALIF. * AJAX (TORONTO!) CANADA 
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By 
FRANK C. STURTEVANT 
Merchandisire 
and TBA Editor 


year ago the job of telling dealers 
fix 
a short 


A 
4 how to 


looked like 
It still looks simple 


tubeless punctures 
simple operation 
but not so short 
foo many service stations today are 
the man 
Poo many 


that leak 


turning away with a tubeles 


puncture dealers are mak 


ing repairs air in a short 


while 
dealers are offering 


Just how many 


tubeless service, no one 


oil company 


15% of 


class 
knows. An 
IBA man 
dealers have tubeless 
He that 


5% ot his company’s outlets are mak 


first 
optimistic 
that 


adequate 


claims his 


had 


training doesn’t claim 


He only says that 
it should be 


ing tubeless repairs 
75% of them know how 
done 

Other men risk 
There are enough complaints 
back to 
companies to indicate that a customer 
in need of tubeless repairs has 
better than a 50-50 chance of getting 
the work done 
tion he tries 

Losing Out—Oil 


no means satisfied to let it 


oil won't an esti 
mate. 
makers and tire 


coming Cal 


no 
at the first service sta 
marketers are by 


that 
more 


20 at 
customer turned 
likely to tire 
dealer It matter 
whose service station turns him down 
He may feel that this tubeless tire idea 
that he might be 
a conventional tire and 


Every 
than 


away IS 
gO tO a store or a 


car doesn't much 


catch to it 
off with 
tube. Anybody can patch a tube 

Or he that sta 
tions don’t keep up to date with new 
Or 
oil industry——-he 


has a 
better 
gather 


may service 


products as ar dealers do less 


damaging to the ma 


go to a competitors dealer who has 
a sign out front offering tubeless serv 
ice, and who does the job right 

That's why TBA men and other 
marketing officials are reviewing what 
has been done, and planning how best 
to bring all dealers up to date on tube 


less service. 


WHAT WENT WRONG 


The first attempts to circulate tube 


less repair information were sure to 
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a 


tires—batteries—-accessories — fj 


ubeless Repairs: a Dealer Bugaboo? 


miss some dealers. Practically every 


oul 


dealer 


special 
them 
they 


com 


ran a series ol 
Many 
clinics, and that’s 
With the assistance of 
the handling of 


company 
meetings called 
tubeless what 
were tire 
pany representatives 
tubeless tires was explained and dem 
onstrated. In many sessions dealers 
had 


of the steps 


a chance to practice some oF all 
who 
get all 
Then there are 


That was fine for the men were 


there. But oil marketers never 
dealers to all meetings 
ilways some dealers in every meeting 
don't all 


some parts are 


who absorb they see and 


hear not clear to 
fail to register 
ic el 


and 


them at first glance, o1 


For one dealer may 
that 
that 


tor 


example 
the 
he 


whole idea ts premature 


wont see many tubeless tires 
a long time to come 

Another 
little 


just enough to think he 


talked a 
learned 
the whol 


may have read or 


tires and 


ha 


ibout tubeless 
story 

Sales First——At 
training programs eraphasized mount 
tires. Oil men felt 
that dealer 
unt the 


the outset, dealer 


ing tubeless with 
not 
fully 
how to install them after 
First of all a dealet 
the tubeless bead 
seal against the He 
the new k of 
with 
to install them, and how to clean 
the beads will mak 


good vould 
sell 
understood 
they 


has to 


reason 


tubeless tires 


were sold 


learn how 


form an all rim 


has to learn about nad 


tire valves used tubel tire 
how 
up a 
tight 
He needs to know 
for both 


a puncture can 


rim so 
seal 

all that as a pre 
liminary sales and service 
Before 
plugged, the tire has to 
the 


without 


he patched or 
off the 
make 


otf 


COM 
gun, to 
the 


sealing 
taking 


rim | se ot 


repairs tire 
limited 
So 


tires 


for 
incidentally 


nstalling new 
for 
mounting am 


primarily 
and making r 
the 


proc edure 


pairs lemountineg 


has been emphasized all 
ilong 
illy last 


vets what 


Actual puncture repair ts usu 
It often 
dealer 


on clinic programs 
left after 
full discu 
the merits of the marketer new 


it the start of the meeting 


INSTRUCTION MIXUP 


There's another possible reason why 
lack 


when every 


time 1s 


have listened to a ion of 


tire 


confidence. A year 
into the tubel 

all of the tire companies and 
talked up the us 


dealers 


azo 
body got 
business 


some oil companies 


EWS 


repair gun and cold patch, as 
the hot patch and plug 
fixing punctures 

Other 
that 
gun, 


ot the 
well as for 


oil companies didnt see tt 


opposed to the 


like the 


some are 
dont 


way 


while others cold 
patch 

To date 
ment as to where and how all four of 


There 


uniformity in 


there is no general agree 


methods should be used 
likely to be 


Oil men say 


these 
is not any 
time and 


but for 


the near future 


experience may bring a trend 


the present each company clings to it 


own ideas 


Clashes—-Here are some typical 


conflicts 
One oil company recommends either 
method for sealant 


the plug or gun 


type tires, but not patches. However 
the 


into the hole by the gun method ts not 


puncture-sealing dough forced 


larger than in., 


bor 


company 


suitable for holes 


says this company non-sealant 


type tires, the recommends 


for holes up to ‘s-in. and 
hol 
company says 
right hol 
kind ol bor 
plugs or patche 
the 


clectri 


patches 
plugs for 
Another 


run is all 


up to iin 
the ealing 
up to sin 
hol 
should 


recom 


for 


on either tire larger 
up to i-in 
But 


the 


be used company 


mends only ally vulcanized 


hot patch 
Sull 
patch 


the 
for ill re 
methods ar 


inother 
the best 


company 
method 
Other 
riven qualified approval. De 
varned that a s¢ 
leak in time 
Ihe fine distinctions 
ire left to the dealer to 
best he can. Oil marketers don’t expect 
Only hi 


right 


pairs up to ‘4-in 
ilers are 
‘ling may 


wun repatt 


as to hole size 
measure a 
rule or a 
the puncture | 
and he ha 
between plug or patch 
According to all 
e he houldn't 
hol larger 


manufacturer in 


him to use a 
ve tells 


ealing gun 


ue 
‘ him if 
fora to choos 
oil Company ad 
attempt to 
than '4-1in. But 
ther 
plug will 
With 


ify 


repall 
ome plug 
printed in 
work In 
thi 
that deal 


truction laim 


puncture sin wid 
latitucl ; 


ure of 


not urpri 


ire un themselves 


CORRECTIVE ACTION 


oil 
that 
ons are a 
fatal. It is 
dealers that tubeless 
difficult or 


Both 


claim 


ind tire industry men 


while 


handicap, they are 


conflicting instruc 


not 
more important to persuade 


ervice 18 not too 


omplhic ated for them to 


S1 





$j tires—batteries—accessories 


handle It 3 
representative for a 


po ible ay one tire 
dealer to turn 
out a good repair job by any method 
if he will faithfully 
Hon 

The tire 


cerned over the 


follow all instruc 
representative is more con 
large number of deal 
ers who won't touch a tubeless repatr 
job, or who do tt the 
that the 
the tubele tire Ci h¢ 


undermined if adequate service is not 


lipshod way. He 


points out wide public a 


ceptance ol 
readily available when needed 

His thoughts are 
keting Ihey 
the healthy sales volume of 
tires to fall off. In fact 


echoed by oil mat 


executive don't want 
tubeles 


everybody 


NOW YOU CAN PUMP MORE, FASTER 


50% LESS 


vants public enthusiasm for tubele 
tires to remain at a high pitch 

Why the Demand?— [he nature 
that enthusiasm 1 
ome to the 
ally 
ometime has an 
verated idea of the 
less tire. It 
of a combination of 

birst, although 


heen on the 


i problem It ha 
tion—of oil men espe 
ar ownel 
Virtus 


is the 
influences 


scems that thi 


market 


combined publicity of the automobile 


and tire manutacture! 

the public they are a new and 

product 
Second, tre found 


makers have 


with 


EFFORT... 


with an 


OPACO 2-WAY SEA 


YOU CAN PUMP LIKE THIS... 


ED HAND PUMP 


NOT LIKE THIS... 


hoth a blessing and 
atten 
that the 
CXayv 
of the tube 
result 


tubeless tire 1a\ 


several years, the 


has persuaded 
bette: 








oy. 
re AP 
(De 
en) 


2 








Compare Opaco with other single-acting 
hand pumps 
can be —easier by 50%! 


piston-type 


find out just how easy hand pumping 


Unnecessary, trouble-causing exposed parts have 


been engineered out, 


Mechanical Shaft Seal (shown in 


circle) eliminates packing leaks —no gland nuts, 


no replacement of packing 
handling inflammables. 
are totally enclosed — Weather Sealed . 
to exposure or deterioration, 


Models for handling petroleum products, 
alcohol and other liquids on 


gives added safety when 
Linkage and moving parts 
. . not subject 


FARM, INDUSTRY AND FOR GENERAL USE 





WRITE FOR BULLETIN NO. 


Red Jacket Manufacturing Co. 


One of the World's Largest Manufacturer's of Submersible Pumps 


THE 
SALES OFFICE 3540 § 
FACTORY — 1051 S. Rolff Street 


800 TODAY 


RED JACKET 


OPACO DIVISION 
Wabash Avenue, Chicago 15, | 


Davenport, lowa 


NATIONAIL 


ma 
/ / 
af 


selling opportunity in the switch to 
tubeless tires for original equipment 
By offering something they 
hope to speed up the replacement of 


millions of 


“new” 


tires now on the road 
Good idea, say oil men 

Third, a lot of tubeless promotion 
sealant-type 
premium price 


these tires in re 


is concentrated on the 
which sell at a 
[he advantages of 


tires, 


blowouts are 
public (and 


characteristics of all 


sisting punctures and 


often identified by the 
dealers, too) as 


tubeless tires [here has 


some quarters, the myth of the tube 


arisen, mn 


less tire as a cure-all for every kind of 
tire trouble 


INDUSTRY ADVICE 


Oil men boil down the situation like 
this 

e It’s fine to have such good public 
acceptance for tubeless tires. It would 


be better if dealers would resist the 
temptation to oversell tubeless merits 
Between the dealers who imply that 
makes repair 


past, 


the tubeless tire service 


a thing of the and those who 
|think tubeless service is too compli 
cated, service has been much neg 
| lected 

e The 
keep on 
Cet 


on the 


way tO Improvement ts to 


more clinics 
in the dealers who weren't there 
first Reach the many 
new helpers who have come on the 
job in recent months 
ing the 


with tubeless 


round 


Keep on show- 
what a 
easily it 
mounted, dismounted and repaired 


dealers just tubeless 


tire is, and how can be 
e There’s no point in going in for 
approach in the way of 
extra emphasis on the fact that tube 


less tires can be injured, and at times 


al scare” 


do need repairs. It will do more harm 





than good. 

| Future tubeless training will not be 
}on as elaborate a scale as last year’s 
| programs were. But it will be a leading 
feature at dealer meetings, with only 
|minor changes in technique " 
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Originated by General American in 1944 


today; 
more than 
4000 
GATX flued-dome 
tank cars are 
leased to industry 


Back in 1944, General American’s research 
department completed development of a 
way to make tank cars easier to line, add 
structural strength, simplify cleaning, and 
minimize corrosion. This revolutionary 
development . . . the flued-dome tank car 

. . was immediately accepted by railroads 
and shippers. 





Now, eleven years later, U. S. railroads 
haul GATX flued-dome cars everywhere 
carrying products ranging from ammonium 
nitrate to hydrogen peroxide . . . from 
glucose to latex ... from muriatic to 
sulfuric acid. The GATX flued-dome car 
was another of the many innovations 
pioneered by General American. . . 
leader in tank car design. 


-- rail shipping 
success! 


section showing flued-dome 


we “ (BR c. ~The aluminum tank car is typical of 
, a. Ds 2 more than 4000 /lued-dome cars in the 
i » GATX fleet. There are over 200 different 
types in the fleet... designed, built and 

operated by General American all leased 

to industry without capital investment. 


4 * He 
‘+e me ae 


GENERAL AMERICAN TRANS TATION CORPORATION 
135 SOUTH LA SALLE STREET, CHICAGO 90, ILLINOIS 
Service Offices in Principal Cities + Service Plants Throughout The Country 
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POURED - HEIL: ANKS CAN HAUL IT 


CHOCOLATE in liquid form travels in style in this Heil lightweight 
stainless steel tank. Other Heil stainless steel tanks are in daily 
se for hauling liquid sugar, refined syrups and many other 


related products 


CHEMICALS of many kinds are carried in Heil stainless steel tanks 
like this 5000-gallon unit. Lightweight Heil tanks are also pre 
ferred for hauling petroleum products, asphalt, anti-knock 


compound and many others 


RESINS are hauled in this two-compartment 4500-gallon stainless 
steel tank which has a steam coil built into the stainless steel liner 
Entire interior shell is free of any obstructions for easy cleaning 


Piping is arranged so two different products can be hauled 


ALCOHOL and ACETIC ACID are havied in this 5250-galion 
4-compartment stainless steel tank. Other products transported in 
Heil tanks include vegetable oils, animal fats, glycerine, formal 
dehyde, paint, vinegar, etc 


NITROGEN solution is safely transported in this 5150-gallon Heil 
stainless steel tank. The special exposed ring design, which adds 
strength with no increase in weight, is especially effective for 
carrying chemicals which do not need insulation 


More MILK goes to market in Heil Tanks than all other makes 
combined! Heil stainless steel milk tanks are available in 
trailerized transports like the 4200-gallon model illustrated, and 
in Farm Pickup models both truck-mounted and trailerized 


28 YEARS’ EXPERIENCE KEEPS HEIL FIRST 
IN STAINLESS STEEL TANKS 


A’ long ago as 1927, The Heil Co. designed and built 
the first welded stainless steel transport tank. In 
this 28 year period, the wealth of experience gained in 


designing stainless steel tanks to meet practically every 
liquid hauling need, has given Heil engineers an extraor 
dinary understanding of the characteristics of the 
many types of stainless steel and how best to handle 
them to achieve the lightweight, structural strength 
and foolproof design demanded today for economical 
hauling of a wide variety of different commodities, from 
petroleum and milk to corrosive acids and chemicals 
As tank strength and success depend greatly on head 
design, Heil stainless steel tanks incorporate T'riple 
Dished Heads, the strongest ever developed for bulk 
liquid hauling. These exclusive-with-Heil heads are 


S4 


much stronger even in lighter gauges than heavier 
gauge conventional heads. They are completely formed 
and flanged by hydraulic pressure in one operation, 
and precision dimensions and capacity are a natural 
result assuring an unbelievably straight, strong, and 
true tank structure. 

Heil’s experienced insight to the requirements of 
liquid hauling industries, their operations and handling 
methods, have resulted in an extensive line of tank 
models, not only in stainless steel, but in aluminum 
and plastic design. 


THE HEIL co. 3037 w. Montana St. 
Milwaukee 1, Wis., Dept. 3785 
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a 
TUBELESS TIRE SERVICING ? 


Breaking Bead! Only Big 
4's Henderson Bead Break- 
er lies flat on beads 
prevents damage to seal- 
tr a 


Demounting! Only Big 4's 
Henderson patented De- 
a MM 
to lift tire beads off rim 
a 


eu Le A i 
Henderson patented Mount- 
ing Tool holds tubeless tire 
bead and lining away from 
rim... no chance of tear- 
ing tire lining. 


Expanding Bead! Big 
Four's Tubeless Tire Beod 
Expander (pat. pend.) as- 
sures positive seating of 
beads .. . for easy, quick 
inflation. 


BUY BIG 4 HENDERSON MAIL 
AND GO AFTER THE COUPON TODAY! 
RICH, NEW MARKET IN siaecnmias aan hikan neue 
TUBELESS TIRE SERVICING rom Derolt be thet entre 
Don't Be Fooled! Be Sure! Buy Big start using tubeless 


Four's Henderson And Take The tires in 1955! 
Risk Out Of Tubeless Tire Servicing! * es in ; 
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HOOD TUBELESS TIRE 
SELLING HELPS 


This list of Hood selling helps includes 
only those items designed to help you 
sell the famous Hood Safety-Seal (punc- 
ture-sealing type) and 400” Safety 
(new-car type) Tubeless Tires. Similar 
materials are available for other pas 
senger car, farm and truck tires in the 
Hood “full profit’ line. 


SALES LITERATURE 
Presentation Books 
Product Brochures 
Envelope Stuffers 
Direct Mail Letters 
Product Catalogs 


VISUAL AIDS 
Sound-Slide Film (Service) 
Strip Films (Product) 

16 mm Film (Factory) 


LOCAL ADVERTISING HELPS 


TV Commercials (film) 
Theater Playlets (film) 
Radio Spots 
Newspaper Ad Mats 
Direct Mail 


DISPLAY MATERIALS 

EXTERIOR INTERIOR 
Seasonal kits Seasonal Kits 
Brand Identification Posters 
Metal 3-D Tire Sign Banners 
Authorized Service Signs Tire Centers 
Window Banners Tire Toppers 
Posters Tire Racks 
Window Trims 


DEMONSTRATORS 
Two-Way X-Ray Card (2 tires) 
Cross-Section Demonstrator Kits 
Blueprint Sales Feature Cards 


SERVICE AIDS 
Wall Charts 


Service Manuals 
Owner's Service Manuals 


BUDGET MATERIALS 


Manual Direct Mail 
Forms Display Items 
Books 


[-HOOD- "400" 


TUBELESS TIRE 


Vi. 


Seals Punctures 


“X-RAY” DEMONSTRATOR 
MAKES IT EASY FOR YOUR 
DEALERS TO SELL UP TO 
HOOD TUBELESS TIRE SAFETY 


NOTHER sales-builder has been added to Hood's 
already impressive array of tubeless tire selling 
helps. It’s an exclusive “X-Ray” Demonstrator for 
inside or outside use. With this ingenious two-sided 
demonstrator, your dealers can give a fast, but com- 
plete, visual explanation of the safety, mileage and 
comfort built into both Hood Tubeless Tires—the 
Safety-Seal (puncture-sealing type) and the “400” 
Safety (new-car type). It makes it easy for them to 
sell up from conventional tires to tubeless . . . or 
from new-car tubeless to the premium puncture- 
sealing tubeless. 


Examine the list at the left. Note that, in addition 
to dealer selling helps, Hood supplies you with all 
the materials you need for sales and service train- 
ing, local advertising, identification, budget sell- 
ing, special promotions, etc. Hood’s protected 
territory franchise for petroleum marketers meets 
your specialized needs. For complete information, 
write Dept. NH-8, Hood Rubber Co., Akron, Ohio, 
a Division of The B. F. Goodrich Company. 
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, TBA Briefs | 


Tire Coloring Kits olor market, have been selling so well Prestone Monkeyshines 


since their introduction in April that National Carbon Co. is giving a 

On The Market prices have come down. The 6.70-15 supply of new merchandising aid to 
ind 7.10-15 sizes have dropped from dealers who buy Preston antifreeze 
Equipment for coloring tires is ap i SI6 extra charge to one ot SS.50 before Sept | It is in the form ot 
pearing with increasing frequency This 1s a premium charge added to the card carrying a cartoon on one sic 
Nu-Way Whitewall, Inc., 1797 
Adams Blvd., Los Angeles 18, Calit., 


offers a conversion kit of a set of four 


W base Royal Master price ol $62.85 ind a sales message describing win 
Ihe 7.60, 8.00 and 8.20 sizes are terizing services on the other. There 


down from $17.50 to $9.50 IS Space for the dealer to Stamp of 


(or five) discs in green, yellow, pink 
blue or white, under the trade name i 
of “Kolorwalls.” The kit is designed Kee a loads moving faster 
as a resale package and contains ce p A y athe 
ment, a brush, a roller and instruc 
tions. Retail list prices range from at less cost ! 
$9.95 for a set of four whitewalls to y ° 
$13.95 for a set of five colored discs 
Single white discs are listed at $2; 
colored at $2.50 
Goodyear has introduced its “Fiesta 
Walls” in red, yellow, blue, green 
pink and white. These are molded 
rubber rings that fit between the tire 
bead and the rim without any adhe 
sive. List price is $12.95 for a set of 
four. Two sizes fit all 15-in. wheels 
The Imperial Rubber Manufactur 


ing Co., Hackettstown, N. J., supplies speed your 


colored strips 2%4-in. wide, with spe 


cial camelback for turning out recaps 


liquid handling 
Your Tire Sales with the 2. INGERSOLL-RAND 


will be affected if the Federal Trade 


Commission wins the tire discount 


case, up for trial in September. A 

look at what a single-carload discount 

system would mean to jobbers and inf 
majors will appear in 


Vext Month's NPN 





4 





Pumping costs go down —oil keeps on the move— payloads 
in 15 colors. While the system can be reach your customers with dependable regularity — when 
used with black walls, the usual prac you put Ingersoll-Rand Motorpumps to work 
tice 1s to use the colored strips with 
whitewall tires, giving a two-tone ef They’ re rugged and extra powerful for their compact size 
fect. The camelback is made with a 
and stay on the job far longer without maintenance atten 
stub wing on one side. The colored 
strips are built in to overlap the white tion! Installation is easier because no special foundation 
wall slightly, and extend up to the or alignment is needed —they mount and operate in almost 
edge of the tread any position with equal efficiency 

According to J. N. Cooke, Jr., head 
of Imperial Rubber, most recappers Sizes trom 4 to 75 hp 5 to 2800 gpm capacities 
sell the color jobs at $4 to $5 over 


Straight centrifugal motorpumps as well as self-priming 
usual retread prices, Additional cost to 


" >S C “tic C eds . 

the recapper runs about $1.50. Colors types handle practically all oil moving needs, faster and 
available are flame red: burgundy red more profitably. Get the latest Motorpump catalog 
orchid; royal blue; turquoise green describing the full line or see your nearest Ingersoll-Rand 
kelly green; jade green; canary yellow Pump engineer 

desert tan; russet; lavender; pastel 


turquoise; powder blue; deep green 


i ES Ingersoll-Rand 


Royal Master tires, first to crack the ll Broadway New York 4. NY 
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—.j lires——batteries—accessories 


imprint his name. The cartoon, from 
a full-color illustration by artist Law 
on Wood, shows a band of monkeys 
giving a car a rough going-over. The 
theme is “Don't let anybody ‘monkey 
with your cat No 


here—we do it right!’ 


monkeyshines 


Battery Group Formed 


A new trade association, the Inde 
pendent Battery Manufacturers of 
America, has been formed. Manufac 


turing standards will be set up which 
must be met before a battery maker 
can be a member. It plans to adopt a 
seal to identify products of members 
as well as a national battery service 
plan, in which all IBMA members will 
participate. Charles S. Graves, head 
of the Yocum Battery Co., Tampa, 
Fla., is the first president of the new 
group. A. A. Geidel, Geidel Battery 
Co., Pittsburgh, is secretary; and Phil 
Pacheco, Moore Battery Co., Denver 


iS treasurer 


Need Private Brand 


Merchandise? 


7 


Consult the Bell Company First... for quotations 
on top-quality automotive chemicals! 


7 All Bell products are com- 
pounded to rigid specifica- 


BELL MAKES THIS COMPLETE LINE 


tions. OF AUTOMOTIVE CHEMICALS FOR 


2 Complete laboratory facili- 
ties for testing all products, 


3 Bell quality automotive 
products are supplied to the 
major oil companies. 


4 Beil will assist you with 
your sales and merchandis- 
ing programs. 


§ Bell will maintain adequate 

working stocks of your mer- 
chandise and provide ship- 
ping facilities too. 


SOCCoSSeCeeoEooeeEoEoeCOeES 


HEAVY DUTY BRAKE FLUID 
Approved in Minnesota, 
conforms to 
New Jersey regulations. 


Gasket Cement 
Trim Cement 
WRITE TODAY! for quotations and full details 


THE BELL CO., tne. 


411 N. Wolcott Ave., Chicago 22, Illinois 


PROFITABLE RE-BRAND SELLING 


Shock and Knee- Weather Strip Cement White Tire Pain? 
Action Fluid 
Hydraulic Jack Oll Chrome Cleaner 


Clutch Fivid 
Penetrating Oils 
Polish Rubber-Lube 
Black Tire Paint 


Radiator Chemicals 


and many others 


The same private-brand service is offered by: 


Bell Chomicols Ltd., 156 Bathurst St., Toronto, Ontario, Conodo 





Gulf‘s Colored Battery 


Gulf Oil Corp. has a colored battery 
in its TBA line. It is the first battery to 
carry full top identification in color 
The side of the thin-wall plastic case 
also makes new use of color in the 
form of a wide centerpiece of white, 
plus the Gulf colors of orange and 
blue. The color is applied by means 
of a new kind of paint. The plastic 
name plates on the battery top are 
slotted so that the prongs of an open 
circuit voltmeter can be thrust onto 
ell connectors below for testing 


New Entry in Polishes 


A heavy promotion program is now 
under way by a newcomer in the auto 
mobile polish field. The company has 
two products. One, called Hi-Gloss 
cleaner-polish, is put up in a conven 
tional can; the other is an impreg 
nated yellow turkish towel packaged 
in a cylindrical can. It is not neces 
sary to use both products. The manu 
facturer recommends the liquid only 
if the car to be treated is old and 
dirty. On newer cars, if they are clean, 
the impregnated towel, dipped in 
water, will do the job by itself. 

The maker—Ny-Col Products divi- 
sion, Chisholm Industries, Inc., 11 
Commercial St., Lynn, Mass., makes 
challenging claims for Hi-Gloss. It 
plates the car with a “transparent 
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Leland offers you ye Choose an “extra-quality” 


a complete line of explosion-proof 


motors from % to 5 h.p., os i — &. pi od D Pea! © T oO R 


both standard and special 


for every volatile pumping need 


Leland standard horizontal 
explosion-proof motors, 4 to 5 hp 
ball bearing, externally fan cooled 
Underwriters’ Approved for 
Class 1, Group D 


Whatever your gasoline or other volatile pumping 

requirements, you can depend upon a famous-for- 

extra-quality LELAND motor to serve you perfectly 
now...and for a long time to come. 


For all LELAND motors are built not merely to meet, 
but to surpass specifications —to give you the kind 
Standard gasoline pump dispensing motor, Type < , 
RA, repulsion start, induction run, Underwriters of performance that assures complete satisfaction. 
Approved for Class 1, Group D 


This superiority is typified by LELAND explosion- 
proof motors. For ever since Leland introduced the 
first explosion-proof motor to meet Underwriters’ 
requirements — over 30 years ago — LELAND gasoline 
dispensing pump motors have outsold all others 


combined! 


You'll find this same superiority of design and con- 
struction in a complete line of standard horizontal 
units, a wide variety of vertical units, and a number 
of special variations for the pumping of both gaso- 
line and liquid petroleum gas. 


Look into the LELANp line. Contact your 

nearest authorized LELAND representative, or write 
THE LELAND ELectric COMPANY, 

Division of American Machine & Foundry Company, 
Dayton 1, Ohio 


Visit Leland at Booth 349, 


Production Engineering Show, 
Navy Pier, Chicago, September 6-16 
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—f_j tires batteries—accessories 











































































































hicld that is harder and more resist Unit, which provides a portable powel 
ant to sun, weather, scratches than upply for boating, picnics, and camp 
any other substance ever developed up ing trips. A 6-v. battery provides start 
lo the present time,” says the manu ing power for starter-type outboards 
facturer. Another claim is that re-use as well as auxiliary power for running 
of the Ht-Gloss impregnated towel lights, spotlights, or radio. A’ built-in 
improves the finish and increases pro battery charger can be plugged into 
tection National magazines are being any I15S-v 60-cycle outlet to keep 
used to build consumer acceptance the battery charged. There is a built 











in tool compartment, where the power 
lead may be stored. Angle brackets, 
Ihe Electric Storage Battery is now furnished with the unit, are for per 


offering a new Exide Outhoard Power manent mounting in the boat. The 


Outboard Power Supply 












































\PcE Steel Containers 


puct AND PURPo., 





pro 


















4, 
1°) Mw 
® Every petrove” 


The open-top, lug-cover 
grease pail shown here is 
just one of mdny G. P, & F. 
steel containers ready to 
go to work for you. Sturdy, 
air-tight and leak-proof, 
these grease pails are 
available in 25-Ib. 
size (3% gal.) and 
35-lb, size (5 gal.). 





» 


IN SOLID COLORS 


or LITHOGRAPHED IN 


YOUR OWN DESIGN 






ee 









IT PAYS TO LOOK 
AT THE COMPLETE 
G. P. & F. LINE! 


Deliver the goods safely and 
attractively in G. P. & F. 


steel containers. Just tell us 


























what your line is. We're 








sure we have just the right 








container for you in Our 





line! And remember, you 





can order in straight car- 





loads, mixed carloads 





or smaller quantities. 

















GEUDER, PAESCHKE & FREY CO. 


425 NORTH ISTH STREET © MILWAUKEE 1, WISCONSIN 
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unit 1s attached to the brackets with 
trunk latch fasteners, permitting quick 
installation and removal. 


Armstrong Sales Package 


The Armstrong Rubber Co., West 
Haven, Conn., has a new aid for its 
distributors in the Armstrong Budget 
Sales Plan. It is a complete sales pack 
age that includes advertising, merchan 
dising, Operating forms and company 
financing for retail budget sales. The 
company has also organized a staff of 
retail supervisors to assist distributors 
in increasing their own retail sales vol 
ume and sales of their associate 
dealers 





Two From Cooper 


Cooper has two new tires on the 
market. One is a 100-level tubeless 
passenger tire with an 18-month road 
hazard guarantee, called the Cooper 
Cushion-Ride. The other is a Cooper 
Lugger with a new “Rock-Service” 
tread for off-the-road operations such 
us logging, quarrying, strip mining, 
oil field work and road building 


Paper Product Guide 


For those who plan manuals or data 
books in loose-leaf form, the Heinn 
Co., 326 W. Florida St., Milwaukee 
4, Wis., has prepared a handy guide 
showing binder sizes, capacities by 
types of paper stock, punching styles 
and other details. The 16-page bro 
chure also describes a variety of cover 
materials, binding methods, and spe- 
cial equipment for dealer and sales 
man use 
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PERSONALS been made director of purchasing Bradtord, Penna. Kendall's IBA set 
: scheduling and warehousing opera up will function as a part of the gaso 
Lester Hill is ‘ be 
Dunlop’ tions. He is succeeded by Edward L. line sales department and will %« 
unlop’s new tire 
P ‘ Lape, formerly assistant general sales restricted to southwestern New York 
sales manager. He 


manager. Both have seen long service state and vestern Pennsylvanta 
has been with : 


Dunlop for more 
than 25 years : 
part of the time 
in field sales 
posts, and more 


recently as assist 


n the General Motors organization Severns has been division sales man 
wer for lubricants at Jackson, Mich 
He was previously branch salesman in 
David H. Severns is manager ot Bulfalo, N.Y ind division sales 
IBA sales for Kendall Refining Co manager at Bradtord i 


int to the vice 
president Lester Hill 





Frederick 2 
Vi ; ‘ 
Windsor is he Save time in 


me ) yu ps 
head of Dunlo; You are deliveries—and save 


) 
"WwW oO - ~ 
newly formed Pe wear on equipment 
troleum Marketer 


Ss —by using Ever-Tite 
sales division. In 


Couplings. 
yior connections , 
agli Ever-Tite engineering 


he has been with trouble-free assures performance 


Firestone, Penn : - 
you can counton EVER-TITE 


sylvania and Day e e c 
M Wi and Ever-Tite Adapter and 
ton ost recently 
durability reduces Coupler 


he was vice presi . 
F. T. Windsor pe maintenance to a 
dent of National 


Ind ' ; ' ; minimum. There is an 
ndustries, tne ker Of retreadin == Ever-Tite for every 
equipment 

a nie need. Ask your 


distributor now. 


& 
Stanley D. Quick Hose | EVER-TITE COUPLING CO. INC. 


Cutter has been 254 West 54th Street 


made budget field li New York 19, N. Y. 
supervisor for the Coup ings 


Associates lires 


and Accessories 


division of B. I 

He EVER-TITE 
Shank Hose 
Coupling 


Goodrich Co 
has been with 
Goodrich since 
1936, starting as 
budget supervisor 
in Boston, fol 
lowed by similar posts in Buffalo and 
Albany, N. Y., and Columbus, Ohio 
. 


GORBETT BROS. invite your inquiries about ANY 


J. J. Allman i . : . 
kind of Semi-Trailer Tank you may need in your 


has been named 
assistant manager hauling operation. GORBETT BROS. Tanks are cus- 


of the het = tom designed and built for specific jobs and needs. 
Ces Ory aies dl 


vision of the Tas Present your Tank problems to GORBETT BROS. 
ton Rubber Co and they will design and build what you need. 


Ihe division was 

established a year 

uvo by WwW. A. 

Green, formerly 

iia ot the B I 

Goodrich Asso 

ciated Lines division Green and 

Allman will concentrate on Dayton’s 
automotive belt and hose lines 


GORBETT BROS. 


Tank Manufacturing Co., Inc. 


Vernon L. Dupy, who has been gen 
eral sales manager of United Motors Dept. E, 2548 N. E. 28th Street * Phone MArket-1238 * Fort Worth, Texas 


Service division since July 1953, has 
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—$) fuel oil 


Machines Take WORK out of Paperwork 


@ DEGREE DAY Operations at Standard of Ohio's Cleveland 
division are fast and automatic, thanks to several thousand 
small cards and a lineup of IBM equipment 

Under the division’s heating oil delivery system, machin 
ery takes charge of the usual round of clerical computation 


| Delivery time. Bulk plant filing clerk removes block of 

100 cards from degree day file. Each account has a 
card, punch-coded to show degree day when delivery is 
due; servicing bulk plant; customer's name and account 
number; tank reserve; K factor, and grade of oil. Cards 
zo to work when accumulated degree days indicate that 
a delivery has come due 


Ih 


Ht 


5 Fabulating. Senior machine operator Richard Frayer 
be takes over, feeding cards into IBM calculator A 
series Of high-speed operations figure the amount of charge 
for each delivery, due date for the next call, and a “com 
parative K factor” (a current consumption rate figure used 
for comparison purposes—-Sohio is experimenting with 
it in hopes of reducing run-outs) 


9 ? 


umed at keeping tanks full. These machines 

tabulate daily deliveries for administrative uses, 
figure the right degree day for each account’s refill 
compute and write invoices after deliveries are made 


Here’s how the system looks in action 


2 Dispatching. Sohio calls this operation “load as- 

sembly.” Block of delivery-due cards goes from filing 
clerk to load assembly desk, where Edward Nicolli (stand- 
ing) and Ralph Downes assign delivery orders to tank truck 
drivers. Rack of pigeonholes has slot for each truck; 
customer cards are sorted out by route areas and placed 
in appropriate slot for pickup by drivers 


Billing. Another IBM apparatus then “reads” the 

punches on the cards and comes up with complete, 
automatically typed invoices ready for mailing. Bills go out 
the next day. Finally, further IBM processes project the 
future degree day when a delivery will be necessary (fo! 
office files), and compute the day’s deliveries, truck- and 
plant-wise, for administrative purposes 
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in Sohio H 


3 Transport. Armed with flat metal box containing cus- 
* tomer cards and delivery tickets, driver Gilbert Baird 
starts his route. After a delivery, truck meter prints gal 
lonage on card and one ticket, which customer keeps 
Driver copies relevant data on second ticket and customer 
card, returns both to bulk plant. Plant cashier files ticket 


sends card to division office 


Back to the bulk plant. After processing, the cards 

are sent to the plant, where a clerk sorts them out 
and draws corresponding customer cards from reserve 
supply in alphabetical file. On these fresh cards she copies 
Then the new cards 
Delivery cycle 1s now 


completed and is ready to begin over again 


the degree day for the next delivery 


go into advance degree day file 
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eating O 


il Delivery 


4 Processing. Division office clerk Ann Jasinski opens 

pac kage of cards received from bulk plant They con 
tain the only hand-written information that survives under 
the new routine: the driver's figures. These—gallons deliv 
ered, Current price per gal., state of customer's tank ire 
key-punched onto cards. Cards are now ready for fully 


mechanized handling 


@ IN cHARGE of the IBM phase of the Sohio heating oil 
ystem is J. | leaford, head of the Cleveland division 
tabulating department Ihe department is supervised by 
E. V. Petty 
rminal hief dispatcher J. I 


division office manager. At the new Cleveland 
Bartunek oversees devres 
lay ope! ition The proj t as a whole 1s the re pons bility 


of R. G Ir yy. Soho Cleveland division manager. @ 








THIS MODERN STATION, open 15 hours a 
day, is operated by Mid-State Oil on High- 
way 29, Lexington, N. C. It is one of a 
large chain that depend on Gilbarcos for 
fast, trouble-free service. 


MR. SINK WALSER, President of 
Mid-State Oil, has been using 
Gilbarcos since his company was 
founded. For some of his com- 
ments, see letter below. 


“MORE THAN 150 GILBARCOS SET 


NEW HIGHS IN PERFORMANCE” 


“We now have more than 150 Gilbarcos in opera- 
tion in our chain of stations,” says Mr. Walser. 
They can’t be beat for the standard of performance 
they have set. 

“Although their low maintenance cost is what 
shows up to big advantage in our books, we find 
that the modern good looks and ease of operation 
are decided advantages of Gilbarcos, too. They add 
to the neat, clean styling of our stations and give 
our customers the fast service they expect. 

“We have looked over the field and feel confident 
that Gilbarcos are unbeatable for solid, long-term 
value in service station equipment.” 

High standards are minimum standards for 


Mid-State Oil Company, Inc. 
Salisbury, N.C. 


Gilbarco pumps. Their lasting good looks and 
trouble-free operation are what make Gilbarcos 
your best buy, and ... The World’s Most Widely 
Used Gasoline Pumps. Write today for illustrated 
brochure. 


Gliibert & Barker Mfg. Company 
West Springfield, Mass. - Toronto, Canada 
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Price-Fix Cases 


Two oil heat groups fined 
in Boston court following 


federal anti-trust action 


Fuel oil trade groups in Lawrence 
and Lowell, Mass., and 16 oil men be 
longing to them were fined $6,700 
total in Federal Court, Boston, as the 
government month 
separate anti-trust actions that charged 
conspiracy to fix heating oil prices 

Fines of $2,500 each were paid by 
the Lawrence Fuel Oil Institute, Inc., 
and the Lowell Fuel Oil Dealer 
ciates, Inc., after both pleaded guilty 


last ended two 


A SSO 


to these specific charges 
1. Conspiring to fix 
identical prices for sales to tank truck 


uniform and 


dealers and consumers 

2. Refusing to admit to member 
ship and conspiring to expel or sus 
pend from membership any dealer not 
agreeing to maintain fixed prices. 

3. Refusing to sell to non-member 
tank truck dealers and refusing to buy 
from non-member bulk plant dealers 

Pleas Changed—Individual defend 
ants were fined $100 after switching 
from previous guilty 
nolo contendere pleas. George | 
Gagnon, president of both 
tions when the indictments were pre 
sented, was fined $100 in each action 

Members of the Lawrence Fuel Oil 
Institute fined were Louis M. Eidam 
Francis Reusch, Michael J. Abraham, 
Harry F. Priestley, Julius A. Ortstein, 
Joseph A. Therrien, A. John Korbey 
W:. EL. Cree 5. A and J. W 
Cross. 

Lowell Fuel 


not pleas to 


associa 


Leone, 


Oil Dealer Associates 
members fined were Herbert Car 
Walter C. Wilson, John (¢ 
Max Gardner Wesley 


ragher, 
Linehan, 
Inglis 
Ihe Department of 
separate civil actions against defend 
judgments 
preventing 


and 


Justice Say 


ants are ended, Consent 
have 
fendants from “conspiring oO! 
to fix prices” and “from 


or interfering with sales to persons in 


been issued, the de 
agreeing 
boycotting 
the fuel oil business” in Lawrence and 
Lowell 

One to Go—Having 
these two cases, the government still 
has similar charges pending against 
the Haverhill (Mass.) Fuel Oil Dealers 
Assn., of which Gagnon was president 
when the handed up 
in May, 


disposed of 


indictment 
1953 


Was 
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City Degree-Day Figures 
Show Last Season Colder 


Cities in all regions of the country 

except the 
were colder in the past heating season 
than in the 
to | S. Weather! 
figures for the period July | 
May 31, 


Cities in 


Southwest venerally 


before, according 


Bureau 


season 
degree-day 
through 
1954-55 

the South West, the 
figures show, had colder than normal 


did a 


and 


weather, as few cities in other 
regions 
All readings, except as noted, were 


taken at local airports. Here's the list 


““NEW PUMP’’ 


after years 
of service 


fuel oil —,) 


Degree Days 
19S4- 1953 
55 54. Normal 
Fast: 

Albany, N. Y 6340 
Baluumore, Md 1673 $422 
Boston, Mass $128 
Buffalo, N. Y 
Burlington, Vt 165 
Charleston, W. Va 4134 441 
Cinemnath Oh . 4i4¢ $K70 
Cleveland, Ohio ik4 +IR 
Harrisburg R10 <n 
Hartford, ¢ ] $49 6139 
Newark, N 1633 §94) 
New York ¢ 442) S050 
Philadelphia, Pa 4354 4KO6 
Portland, Me ols TOR] 
Richmond, Va ‘N72 
Washingto 1). ¢ $132 
(Continued on p 


6962 
4611 
« 91 
hilo OA SK 


ROS 


MONI 


Hil Wy 


YA) 


PERFORMANCE 


High standards of quality have made 


BLACKMER power pumps 


famous for long life even in the most severe service. Yet 
Blackmer engineering has gone an important step further to 
give you an added factor of economy. 


HERE’S HOW YOU CAN RESTORE “‘NEW PUMP” EFFICIENCY 
AT A FRACTION OF THE COST OF A NEW PUMP 


REPLACEABLE LINER 


Pump after hanc 


It takes only a matter 
of minutes to — the liner of a Blackmer 
ling of corrosive or abrasive 


>) a= 
: { tl, 


« 


materials has caused excessive wear 


REPLACEABLE VANES The vanes in Black- 
mer Rotary Pumps are self-adjusting for wear 
to give sustained efficiency for years of serv- 
ice. In case of extreme wear or damage, they 
can be replaced quickly, using only simple 


hand tools. 


Blackmer Rotary Pumps are handling hun- 
dreds of liquids and semi-solids successfully. 


Write for complete details. 


liquid materials handling & 





| 
SS-_ i 


INDUSTRIAL, HAND AND TRUCK PUMPS, STRAINERS, PRESSURE CONTROL VALVES 
BLACKMER PUMP COMPANY, GRAND RAPIDS 9, MICHIGAN 


DIVISION SALES OFFICES 


NEW YORK « ATLANTA 


« CHICAGO « GRAND RAPIDS « DALLAS « 


WASHINGTON « SAN FRANCISCO 


See Yellow pages for your local sales representative 


NEWS 
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(Continued from p. 95) Des Moines, lowa 5965 
South: Detroit, Mich 5808 5755 6404 
Atlanta, Ga 2751 2688 2826 Duluth, Minn 9280 9247 9981 
Birmingham, Ala 2686 2638 2780 Fort Wayne, Ind 5660 5543 6287 
Charleston, S. ¢ 2086 1916 1973 Kansas City, Mo 4330 4260 4888 
Jackson, Miss 2231 2151 2202 Milwaukee, Wis 6511 6364 7205 
Jacksonville, Fla 1339 994 1243 North Platte, Neb 6472 6111 6546 
Knoxville, Tenn $21 1442-3590) St. Louis, Mo 4282 64163 += 4699 
Lexington, Ky 4414 4257 4571 Sioux Falls, S. D 7097 7265 7848 
Memphis, Tenn 428 2915 4137 Springfield, Il 5073 4981 5693 
Mobile, Ala 1647 15451 1529 Wichita, Kan 420) 4156 4571 
Raleigh, N. ¢ 33K9 3218 1369 
lallahassee. Fla 1628 1380 1519 Southwest: 
Abilene, Tex 2265 2343 2657 
Midwest: Albuquerque, N. M. 4247 3785 4389 
Bismarck, N. D 8105 8048 9033 Dallas, Tex 2146 2166 2272 
Chicago, Il 5496 5365 6310 Houston, Tex 1230) 1242 1388 














































































Above Ground and Underground Storage Tanks 
Oil Field Storage Tanks, ASME Code Pressure Vessels 
and Special Tank Fabrication, 

Welded Aluminum and Stainless Steel Tanks 


Ae ee Fe 


Structural Steel * Oil and Chemical Barges * Oil Drilling Barges 
Steel Pipe for Pipeline Construction 










































































Be Wise, Buy BIRTANK 




















Fabricators and Erectors of Tanks, Structural 
Steel and Barges 











THE BIRMINGHAM TANK COMPANY 


[ f 


<) ® THE INGALLS IRON WORKS COMPANY 


Main Office: Birmingham, Ala 


Sales Offices 




















New York Chicage Pittsburgh, Houst 





New Orleans, Atlanta 
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Litthe Rock, Ark 2846 2800 2982 


New Orleans, La 1293 1312 1317 
Oklahoma City, Okla. 3387 3333 3644 
Tulsa, Okla 3188 3217 3584 
Waco, Tex 1834 1957 2025 


Rocky Mountains: 


Boise, Idaho 6518 5132 5890 
Casper, Wyo 7244 6627 7638 
Cheyenne, Wyo 6964 6444 7562 
Denver, Colo 5762 5032 6132 
Helena, Mont. 8351 7179 8250 
Salt Lake City, Utah 6386 5070 5866 
West: 

Astoria, Ore 5262 4737 4995 
Bakersfield, Calif 2442 2096 2115 
Los Angeles, Calif. 1567 1102 2015 
Phoenix, Ariz 1436 1365 1698 
Portland, Ore.? 4446 3879 4143 
Reno, Nev 6505 5364 6036 
Sacramento, Calif 3124 2620 2822 
Seattle, Wash 5493 S110 §275 


Yakima, Wash 5259 5638 5845 









* Abbe Observatory 
** 17 Battery PI 
Custom House 





Survey Reports Profit 


In Liquid Fertilizer 


A high percentage of heating oil 
distributors handling one brand of 
liquid fertilizer say the summer side- 
line is profitable, that there’s high 
customer acceptance and satisfaction, 
and that they have had no damage to 
either tanks or pumps. 

Fertilene Corp. of America’s survey 
shows that of their dealers who 
responded: 

© 62% believe liquid fertilizers to 
be profitable, 16% don't, 22% are 
undecided, 

e 71% plan to continue next year, 
10% will drop out, 19% are unde- 
cided 

e 90% say customers are satisfied 
with lawn-spraying results, 10% say 
they aren't. 

e 89% of the dealers say they pre- 
fer to use a _ nationally advertised 
product, 

e 85% report no damage to pumps, 
15% do have damage. 

e 73% report no tank damage, 
15% do, 12% don’t know yet. 

A business research company sent 
questionnaires to 10,000 distributors, 
including nearly 1,500 who handle 
liquid fertilizers. Response was _ be- 
tween 8-10%, and of those in liquid 
fertilizers who answered, 36% were 
Fertilene dealers. The remainder 
handled 14 other brands, one had his 
own brand, and four were unidentified 

Ed Frank, Fertilene Corp. president, 
says the survey was made to find out 
how distributors, including those who 
don’t handle liquid fertilizer, react to 
the summer sideline and to help the 
company make advertising and promo- 
tion plans for next year. 
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Why Car Owners Will Want 


new, improved PEAK 


e It’s the modern anti-freeze that beats engine rust 


e It’s backed by “Hometown Advertising” in your area 


As an automobile expert, you know that 
the cooling system's worst enemy, next to 
a freeze-up, is rust and corrosion. It can 
cut down engine efficiency and lead to 
expensive repair bills 


Now — thanks to years of CSC research 

you can offer your customers the modern 
anti-freeze for the modern car... new 
improved PEAK® Anti-freeze. Because of 
an exclusive rust-inhibitor combination 
(Patent Pending), PEAK provides better 
rust and corrosion protection than any 
other national brand beats engine rust 


And PEAK gives 


tection 


unsurpassed freeze-pro 
won't creep, leak, or seep from 
any cooling system tight enough to hold 
water contains a special anti-foam 


agent designed to prevent overflow losses 


To get this story of PEAK 
across to your customers PEAK’'s 
“Hometown Advertising” program will 
lead off this year with full-color, full-page 
advertising in LIFE magazine. Then, day 
after day, PEAK sales messages will reach 
the car owners in your hometown on local 


superiority 


IV spots, or in newspaper ads, or on radio 


And that’s not all! NOR’'WAY® Anti 
freeze will be featured with a “Hometown 
Advertising 


campaign sells car owners who want an 


campaign of its own. This 


economical type anti freeze on using high 


quality, low-cost NOR’WAY 


Right now the time to be sure you're 
we il stocked with PEAK and NOR'WAY 

ready to take full advantage of this 
powerful advertising support. “Hometown 
Advertising” creates demand and car 
owners will be on the lookout for your 
tie-in displays. Make sure you get their 
business. For the name of your nearest 
supplier, write to Commercial Solvents 
Corporation, 260 Madison Ave., New York 
16, N. ¥ 


PEAK ANTI-FREEZE - NOR’WAY ANTI-FREEZE - NOR’WAY CHEMICALS GOD 
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FILL ’ER UP... 
THE HEWITT-ROBINS WAY 


lor gravity or pressure delivery of fuel oil rugged cover also resists the deteriorating 


Died 


gasoline, or other liquid petroleum products, effects of salt water, petroleum products 

specify Hewitt-Robins Monarch Tank ‘Truck and sunlight. 

Hose. This product’s quality has been proved The carcass of Hewitt-Robins Monarch 

in fuel oil, aircraft refueling and launch load Tank Truck Hose contains multiple braids 

ing operations country-wide of strong rayon cords to resist peak pressures 
Monarch’s flexibility and light weight and kinking. A special stranded steel wire is 

make for easy handling — its smooth bore for bonded to both couplings for positive static 

fast delivery. ‘The new tan cover stock with dissipation. 

stands abrasion and eliminates unsightly Contact your local Hewitt-Robins Dis 

smudge marks on concrete driveways, build tributor now for this outstanding delivery 


ings, airport mats, and aircraft wings. This hose— your best buy for value! 





Industrial Hose — Conveyor Belting— Conveyor Machinery — Vibrating 
(Hewitt-Robins Screens—Vibrating Conveyors—Design, Manufacture, Engineering 


and Erection of Complete Bulk Materials Handling Systems 





HEWITT-ROBINS INCORPORATED «© STAMFORD, CONNECTICUT 





SINCLAIR DEALERS 
EXCHANGE IDEAS... 


First Sinclair Dealer Council in Detroit where experienced Sinclair Dealers 
set the pattern for future meetings to be held throughout Sinclair territory 


Now — right in your own territory — Sinclair is beginning a Sales Help Plan that is unique in the industry. 
It is based on the simple truth that experience is the best teacher, that ideas freely shared among 
all Sinclair Dealers can help every Sinclair Dealer 


Sinclair Dealers will be invited to a series of about five conferences, made up of small groups of dealers 
In these conferences, experiences will be freely discussed, questions answered, individual problems 
examined. A Sinclair Representative will be on hand to help in every way possible. 


You can benefit from this New plan! 


In this new kind of conference Sinclair offers Dealers practical, workable ideas that will help to 

build greater gasoline gallonage, greater motor oil sales, greater service and TBA profits. Now’s the time 
to switch to Sinclair — and get the benefit of this Sales Help Plan. Get in touch with your Sinclair 
Representative, or write Sinclair Refining Company, 600 Fifth Avenue, New York 20, N. Y. 


Ask about the Sinclair TBA Franchise — 
featuring Goodyear, the greatest name in rubber 
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THE RIGHT 


TRUCK TANK 
for you 


Take a good look at the six truck tanks illus- 
trated here. Five are stock models, one is a 
de luxe, custom-made job. They all have a 
number of important things in common— 
things you want in your truck tanks. 

Each one was engineered to the exact re- 
quirements of the work it has to do. Each one 
is constructed of the highest quality mate- 
rials, with strength to spare wherever strength 
is required. Each fitting and accessory is 
specifically designed for its particular purpose. 
All fittings are steel, malleable iron, or high- 
grade bronze. Each weld is expertly made 
and with no skimping. The tank of each one 
was tested at least twice after mounting. 

Of every 4 Quaker City truck tanks we 
build, 3 are repeat orders. Whatever your 
requirements—an inexpensive stock tank or 
a de luxe streamlined unit—Quaker City is 


your best buy. Write for full information. 


QUAKER CITY 
IRON WORKS 


3400 Gaul Street * Philadelphia 34, Pa. 


ONE OF AMERICA’S LEADING TRUCK TANK BUILDERS 
FOR OVER 25 YEARS 


“The Betsy Ross’ —1,200 gal., 3 compartment stock truck 
tank mounted on model F6 Ford. CA 84”. 


sunset 2000 FUEL ONL 


“The William Penn’ —1,500 gal., 3 compartment stock unit 
mounted on model KB 7 International. CA 102”. 





“The Ben Franklin” —2,000 gal., 4 compartment stock truck 
tank mounted on model U70 Autocar. CA 103%”. 


=" © ce nearatensceemneente nnn 
f* GRIFFIN BROS. ist 


* 


“The William Penn” —1,200 gal., 3 compartment stock unit 
mounted on model 6403 Chevrolet. CA 84” 





“The Quaker Maid’’—2,300 gal., 4 compartment tank 
mounted on model 755 GMC. CA 120” 


r 


4 


2,500 gal., 5 compartment de luxe unit mounted on model 
U70 Autocar. CA between front tandem axle and cab 120%". 
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fuel oil —) 


One Cure for Uniform Woes: Farm Them Out 


FIER several false starts, Buckley 
£% & Scott, heating oil distributor 
in Watertown, Mass., now Knows how 
to keep its truck drivers and burner 
servicemen in complete uniforms. It 
rents the outfits from a Boston supply 
house. 

The company’s 14 drivers and nine 
servicemen are looking snappy in air 
force blue uniforms. The program is 
so successful that Buckley & Scott is 
continuing the rental policy. And it’s 
thinking finishing 
touch to the package 


about adding a 


white gloves 


WHAT IT MEANS 


Tom Scott, the company’s general 
manager, says the rental plan means: 

Drivers and servicemen, the em 
ployees the public sees most, always 
wear a full, clean uniform. They em- 
phasize the oil-is-clean idea. 

Company employees are now “in 
dividualized” from workers of other 
oil concerns in the area 

More expense to the company 
But it’s worth it, 
problems and headaches are shifted to 
the supply house 

“It’s the only way to do it,” 


because all uniform 


Scott 
says, “because you can’t duplicate the 
service yourself.” 

How It Began—The rental program 
was set up to overcome handicaps of 
the company’s own uniform plan 
Under the old setup, its men were not 
completely uniformed. Uniform items 
were sometimes missing Or not in 
stock. There was always a problem 
with back orders in trying to rebuild 
stock. Even when complete, the uni 
forms lacked appeal; they were drab 





Trucks Count, Too 


Che clean uniform plan is one 
phase of Buckley & Scott's oil 
is-clean program. The other deals 
with keeping its fleet of orange 
trucks looking spic and span 

Its drivers help by wiping off 
their trucks whenever they take 
on a load at the bulk plant or 
whenever they're making a big 
delivery. The company’s top 
driver, Scott takes 
good cure of his vehicle that it 


Says, such 
has been washed only twice so 
far this year. Other trucks are 
washed in the company garage 
once a week 
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NEAT dress helps oil-is-clean idea 


Finally, the uniform situation took too 
much company time to supervise 


HOW IT WORKS 


Under the rental plan, the company 


pays about $2,100 a year, twice what 


Combines graceful styling 
engineering 
tough, one-piece body 
will not sag weather sealed 
fully gasketed produces 


natural light without harshness 


finest 


extra rigid, extra solid, super 


more glare free 


it spent in its own program. On a per 
account basis, the cost comes to 50¢ 
Scott says. On the books, the cost 1s 
handled as an indirect expense of op 
eration 

For its money, Buckley & Scott gets 
three uniforms a week per man. The 
summer garb costs $2.35 per week pe 
uniform 


employee and the winter 


comes to $2.75 a week 

Employees Pay Part 
servicemen chip in to pay part of the 
That’s what 


Drivers and 


cost—$1 per week each 
they paid under the old program, and 
Buckley & Scott asked them to con 
tinue to pay the same amount unde 
the rental plan, with the company 
making up the difference. 

Requirements for winter and sum- 
mer uniforms were turned over to the 
supply house. Buckley & Scott wanted 
a good-looking uniform 

It got just that in a whip cloth win 
ter uniform that includes an Eisen 
hower jacket, shirt, and pants. For 


STATIONMASTER 


18° Wide Angle Horizontal 'T" Light 


A New 
Design 


built like a bridge 


in Station 
Lights! 


has fully adjustable sliding pole fitters 


Send for Catalog 


COMPCO corPoRATION 


2251 W. St. Paul Ave 
Chicago 47, Illinois 


NEWS 

















Folks quite famous 
cv (Who everyone knows)... 
Attained recognition by their 
“Business clothes!” 


Davy Crockett as merchandising marksman sur- 
passes all the exploits of modern heroes. Davy’s 
“business clothes’’——coonskin cap and buckskin suit 

today turns every kid into a courageous Crockett. 

Now, Lion's distinguished service station uni- 
forms offer as much sales appeal to your customers 
as Davy-duds bring to the under-sixteen-set. In the 
neat, efficient comfort of a Lion uniform, service 
men look businesslike and mean business! 
That's why: MORE MAJOR OIL COMPANY 
SERVICE MEN WEAR LION THAN ANY 
OTHER BRAND! 


UNIFORM INC. 


DAYTON 3. OWIO 


Write 44 Webb Street 





accurate, complete DAILY PRICES 
Platt's OILGRAM Price Service 


. Timely, reliable market information delivered to your desk 
by fastest mail—every morning! 


‘ Daily reporting of over 800 prices of refined petroleum 
products. 


. PLUS up-to-the-minute news of events affecting oil prices 
and markets. 


For further information and sample copies, just 
write us on your regular business letterhead. 


Platt’s OILGRAM Price Service, McGraw-Hill Publishing Co, 330 W. 42nd St, N.Y. 36, N.Y 
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summer, it has a cotton uniform that 
includes shirt and pants. For year- 
‘round wear, there is a visored cap with 
replaceable covers, and black bow ties. 
For servicemen, a cotton duster was 
added to wear when they work on 
burner clean-ups 

Buckley & Scott wanted a distinc- 
tive color that would combine with 
style and the company’s blue and gold 
insignia to make its men look im 
portant 

Keeping Clean Air force blue, 
Scott admits, is an impractical color 
showing the slightest soil. But it breaks 
with the traditional usc of sarker 
colors, such as black or dark grey 
This light color drives home the idea 
that oil is clean and that men working 
close to oil can look clean 

Ihe distributor is strict about how 
its men look in their uniforms. With 
clean uniforms plentiful, it sees no 
reason why a driver or serviceman 
shouldn’t look his best and neatest at 
all times, 

lo see that they do, the service man- 
ager and operations manager check 
men and uniforms each morning. They 
won't hesitate to send a man home for 
a Clean outfit. But the men, knowing 
they are paid only when they work, 
look their best at all times. No one has 
been sent home yet 

Campaign—General manager Scott 
is board chairman of the Better Home 
Heat Council in Boston. And he’s at- 
tempting to get other distributor-mem 
bers of the council interested in unt 
forms 

“The best way | know how to do 
that,” he says, “is to put my men in 
uniform.” Scott, a Navy vet of World 
War II, likes the appearance of a “taut 
ship,” and uniforms for his employees 
give his operation that kind of appear- 
ance 





National Petroleum News 


“Dear, would you like to buy 
a thousand gallons of oil?” 
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bulk plants and terminals ss 


TERMINAL operations in Shell's urban Chicago district are fast and 
economical because of a new 880,000-bbI. pipeline and storage station 
Inset shows automatic loading riser assembly, a big time-saver in the 
system. Such innovations, plus centralization of activity, explain why . 


Direct Delivery Cuts Shell Costs 20% 


Wood 


By LEONARD CASTLE 
Midwest Editor 


BIG NEW pipeline terminal sta 

tion at Argo, Ill., is cutting 20% 

off Shell Oil Co.’s product distribution 

costs in the metropolitan Chicago area 

The 880,000-bbl. pipeline 
terminal does this by 

e Eliminating a step in getting Shell 


storage 


products to retailers 
e By-passing three bulk plants 
e Taking advantage of two 
operation techniques 
The new terminal is located south- 
west of the Chicago area. It stands on 
an 80O-acre tract, dominated by eight 
110,000-bbl. white-coated tanks. Gas 
oline and burning oils are already 
moving through at 25,000 b/d to 30 
000 b/d, although construction work 
is still in progress and won't be finished 
until early 1956 
The Old System 
terminal was built, 
deliveries from three 


new 


Before the Argo 
Shell made 
bulk 


local 
plants 
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SEPARATION SCRAPER reduces interface 


mixture in pipeline 


one on the Chicago west side, one in 
Melrose Park, 
one in suburban | 


Ihe three plants 


Chicago, and 


to tre 


west of 
Vanston, 
north combined 
had storage facilities of only 455,000 
bb] 
Product 


bulk 
from the East Chica 


was delivered to the three 
and tank truck 
go (Ind.) terminal 


plants by rail 


NEWS 


River refinery 


of Shell 


line 


pipe 


WHAT’S HAPPENED 
Now the Melrose Park 


Fuel ol and gasoline delivers 


plant i 
losed 
through the west side plant have been 
halted; it 
lubricants 
the | 
but burning oil 
tained there Ihe East 


continue to serve the 


{ 


distributes only pack ved 


through 
stopped 
storage | till main 
Chicago tet 


Gsasoline deliveries 


vanston installation have 


minal will north 
ern Indiana market 
Chief virtue of the 


climination of 


new plant ts it 
interim han 
Shell's 


to terminal to customer 


eps mn 


lem now | 


dling products 
refinery Gone 
is the 
bulk pl int to customer 


(both 


old one: refinery to terminal to 


CGrasoline premium and regu 


lar grades), range oil, and furnace oil 


move into the terminal trom 
Wood River via a 14-inch pipeline 
Ihe plant site is on the Chicago San 


itary & Ship Canal 


new 


allowing barge 


LO] 





—8 bulk plants and terminals 


delivery fuel 
Shell uses a fleet of tank trucks and 
transports 


rectly 


of heavy 
fo move 

terminal 
service 


the products di 
from to customers 

475 station and con 
sumer gasoline accounts, about 7,200 


about 


burning oil accounts 

Ihe trucks range over a large area 
North, the cover 
Wisconsin 


to the 


fo service accounts 


extends to the border; 


LaSalle 


Age 
south 
Peru 


southwest 

Streator 
Cost-cutting 

20) f 


and 
and areas 

Shell's of 
savings is Compoaunded of several 
factors 


estimate 


lower overhead expenses 
utility 
freight-delivery 
stock 
cause of less handling of products 
The company points out that under 
new system, all factors came 
as economic positives. For ex 
ample, plant-to-customer delivery costs 
went up sharply because longet 
average truck hauls, But this was more 
than offset by the elimination of the 
hauls from East Chicago to the bulk 
plants, 


Iwo special innovations in conven- 


cheaper maintenance, smaller 


charges, reduction in 


expenses, and small losses be 


the 
out 


ol 


Hotstart 


electric pre-heater 


tional terminal procedure have played 
a key part in the success of the Argo 
operation, 

One technological standout of the 
terminal is a new, Shell-patented load- 
ing riser assembly that sharply cuts 
truck and transport loading time 


LOADING DEVICE 


Easy Loading—The loading device 
moves up or down automatically. It is 
operated by 
by 


hydraulically a piston, 
spring 


A truck driver raises or lowers it by 


and 1s counter-balanced a 
merely tripping a valve in the spout. 
[his eliminates the 


truck dome, and is a big time-saver 


hand-lifting to 
[he assembly can be swung in a com 
plete circle of six-foot radius 
Fourteen of the riser assemblies are 
in the 
loading rack unit 
furnace and 
range oils. This minimizes truck move 
ments, even when special blends or 
called for 
300 transports of 
Capacily may in 


units of two, 
One 


handles gasolines; 


spaced, along 


riser in each 


one, 


mixed cargoes are 
At peak, up to 
7,000 gal 


be loaded 


Quick, Easy Starts 


ready warmed up, with full power 


Engine is al 


ready for the road 


pulls down high winter costs 


Warm Engines end need f 


not interfere with « 


Four Sizes 


stationary engines 


quickly instal 


Via KIM 
cold water from engine 
back 
another point 


Electric Plug-in draws 


heots it 


forces ' into engine at 


or heated terminals, KIM does 


rculating systems or use of anti-freeze 


led on trucks, tractors, autos or 


diese! or gas 


KIM HOTSTART clectric pre 
heaters are sold and installed 
by leading automotive sup 
pliers. Get the jump on cold 
weather trouble 


by seeing 


them for detailed informa 


tion, or write for literature. 


KIM HOTSTART MANUFACTURING CO. 


West 917 Broadway, Spokane 1, Washington 


NATIONAI 


a 24-hour period. The loading rate is 
650 gal. per minute 


PIPELINE SCRAPER 


Another new feature is a specially 
designed “separation that 
cuts down interface mixture of prod 
ucts in the pipeline by 
SO%. 


scraper” 


as much as 

The scraper consists of 14-in. rub 
ber discs attached at both ends of 
shaft three ft. in length. In shape, it 
resembles an empty photographic film 
spool. 


a 


With the discs fitting snugly into the 
14-inch line, this assembly is inserted 
at the refinery between batches of 
different products. Shell says it has 
been particularly helpful in reducing 
interface mixture of 
burning oil. 


gasoline and 

The scrapers are also used to cali 
brate the main line meters as products 
move toward the terminal. The rubbe: 
discs, passing through the pipeline trip 
switch about two miles out from 
Argo. Then intricate devices use elec 
trical impulses to record the volume of 
product in that section of the line 

At the terminal, product and scrap 
ers pass into a 20-in. receiving tank, 
where valve diverts the 
unmixed product into main 
tanks, 

Ihe scraper is removed from the re 
ceiving unit, and the contaminated 
(inter-mixed) products are pumped ofl 
for use in blending of special stocks 

Feamwork—Operation of the ter 
minal is a joint venture of the Shell 
marketing and product pipeline de 
partments. The marketing department 
handles invoicing and billing, along 
with dispatching chores. The pipeline 
people control incoming and outgoing 
product movements ® 


a 


a stream of 


storage 
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“Old bus sure acts sluggish today” 
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Multi-Pump Stations 
Save on Every Gallon 


Bennett RAM System Gives Remote 
Automatic Multi-Pump Service From 
a Single Central Submerged Unit 


The Bennett RAM system is the answer to vapor 
locks caused by high temperatures, high altitudes, 
and extra-long pipe runs — to pumping problems 
wherever multiple dispensers are needed for one 
grade of fuel. Because the RAM Pump is entirely 
submerged, it pushes the gasoline. The RAM sys- 
tem saves dollars in capital outlay, because one 
submerged pump serves up to 8 dispensers 


In addition to saving on original 

cost, the RAM system saves in 

operation, too—saves real money 

& ways: 

Dispensers require no air 
eliminators 

Single discharge line serves all 
dispensers 

No return line needed 

No priming required 

Never needs lubrication 

No belts, gears, packing to 
replace 

Installs in pit or above ground 
as desired 

Simple design—field tested 
assures traditional Bennett 
economy 

Ask your John Wood Represen- 

tative for full details on the 

Bennett RAM system — remote 

automatic multiple pump han- 

dling at lowest cost and highest 

efficiency. 


JOHN WOOD COMPANY: 
BENNETT PUMP DIVISION * Muskegon, Michigan 


In Canada: Toronto + Montreal + Winnipeg * Vancouver 
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SWIVE 
JUNCTION 
BOX 


CHECK & 
RELIEF VALVE 


4.INCH 
TANK 
OPENING 


MULTISTAGE 
CENTRIFUGAL 
PUMP 


NO PACKING 
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EXPANSIO 
RIFIC 


COMPLETELY 
SEALED 

EXPLOSION 

PROOF MOTOR 


REMOTE AUTOMATIC MULTI-PUMP 
SUBMERGED SYSTEM 
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7 What They're Saying | 


th so: cap cu an os an aun on Gnanaumescenamcienieenanemcmaannene 


‘There is litthe chance of remote 
(control) pumping changing the ap 
pearance of the service station gaso 
line dispenser very soon. The dispenser 
is just like the barber pole—it tells 
people what 
HAROLD G. Cooper, marketing facili- 


business you're” in 
ties representative, Union Oil Co. of 
California 


“Investment in service station light 
ing, aS in everything else, is made on 
a potential-pay-off basis. The active 
promotion of the proper use of light 
ing as a Sales tool would turn this po 
tential into realistic profits.” R. A 
NILES, manager of construction engi 
neering department, Standard Oil Co 
(Indiana) 


“If an automatic delivery account 
becomes over-extended and you decide 
to restrict deliveries, be sure to notify 
the customer no further deliveries will 
be made until the account is brought 
into line. You’ve agreed to keep his 
tank filled, so if you’re discontinuing 
deliveries, he should know about it.” 
THOMAS G. VALLEAU, treasurer, Egevert 
Oil and Coal Co., Morristown, N. J 


6? 


“It is a good rule of thumb to have 
at least $2 in current assets for every 
$1 of current liabilities. This provides 
an extra dollar of cash, or something 
that can be turned into cash, to pay 
LEON SERVEN, a 
Phila 


what is owed 
countant, Atlantic Refining Co 
delphia 


“T feel certain we can look forward 
to finding adequate supplies available 
next year, and we can look forward to 
a season of just as severe, if not more 
severe, Competition for an expanding 
market.” FE. H. COLLINS, vice presi 
dent and director, Esso Standard Oil 
Co New York 


The long-term prospects for the 
industry are stimulating indeed. We 
expect that, by 1975, U. S. consumers 
will be using 60% more oil than they 
use now The 
strength of the United States is illus- 
trated by the condition of the oil in 
dustry.” EUGENE HOLMAN, chairman 
of the board, Standard Oil Co. (New 


Jerse v/ 


over-all economic 
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In eight years, Canada has vaulted 
from an oil-poor nation to seventh 
largest oil producer in the world, able 
to produce 420,000 b/d. Before an 
other five years have passed, we should 
be able to produce | million b/d 
W.O. Twairt, director and vice presi 


dent, Imperial Oil Limited 


“There is no sign that the rising de 
mand in the United States for Cana 
dian crude oil will ease off. The mar 
ket is being bolstered by increasing 
Ropert G 


Oil Heat 


preference for oil heat.” 
EMSLIE, managing director 
Institute of Washington 


If these additional (federal gaso 
line tax) burdens are imposed on job 
bers, the Congress had better advise 
farm consumers to make other ar 
rangements for credit On their gasoline 
and diesel oil purchases. The jobber 
simply cannot act as an unpaid loan 

Oris H 
National Oil 


association any longer 
ELLs Ve neral counsel 


Jobhe rs Counc il 


Independents (producers) have won 
what may prove their greatest victory 
on the imports front in more than two 
decades. Congress has made unmis 
takably clear its intent that the Presi 
dent ‘take whatever action is neces 
sary’ to hold imports within the 1954 
relationship to domestic production 
A. P. KinG, Jr., president, Texas In 
dependent Producers & Royalty Own 


ers Assn 


In spite of the efforts of car deal 
ers to attract and perform lubrication 
service, less than one out of four car 
owners go there for it. The service 
station gets the bulk——60% of the 
business R. A. ROBINSON, director 
of research, Crowell-Collier Publishing 
Co 


Ihere is no evidence that inte 
grated oil companies have undertaken 
a planned program of eliminating job 
bers from petroleum distribution. This 
is proven by the continuing growth of 
the independent-marketer segment of 
the industry.” FREDERICK H. MREDER 
president, Richfield Oil Corp. of Nes 
York 


You get 

speed, 

safety, 
economy | 
when you get 


EVER-TITE 


QUICK 
COUPLINGS 


Ever-Tite Couplings 
give you connections 
that are always 
tight...safe...fast. 


No sliding 
rings; absolute 
tightness is pre- 
determined in 
manufacture by 
positive gasket 
compression. 


You just slip the 
coupler over the 
adapter, and close 
the handles. 


EVER-TITE 
Standard 
Adapter and 
If you want to make Coupler 

it fast, make it 
Ever-Tite—the first 
choice where per- 
formance is the first 
consideration, In 
stainless steel, bronze, 
aluminum, steel and 


malleable iron. Ask 


your distributor now. 
EVER-TITE COUPLING CO. INC 
254 West 54th Street 
New York 19, N.Y 
} 
f EVER-TITE 


Adapter and 
Coupler 
for 
Tank Car 
Unloading 


; 


EVER-TITE 
Coupling 
Elbow and 
Check Valve 
Unit 





WHITE FUEL CORP., MODERN tankers keep payloads vee costs down... 


—_, for White Fuel Corporation, Boston, and for leaders in 


BOSTON, the petroleum industry everywhere. 
MODERNIZES AS | This new White 3000 in the W hite Fuel fleet pulls a 


big tank, has short wheelbase for excellent maneuver- 

iT GROWS! = ability for narrow street deliveries, and has a powerful 
B White Mustang Engine. 

Joha P. Birmingham, It’s the right combination—White 3000 for White 

President Fuel...the most modern and efficient truck of them all. 


The White Fuel fleet of more than 80 THE WHITE MOTOR COMPANY 
oil trucks delivers industrial and resi- Cleveland 1, Ohio 
dential fuel oil to the Greater Boston 
area, The company now has storage 
capacity of 82 million gallons in two 
strategically located plants to meet 
the steadily increasing demand for 
fuel oils. 
This new White has 110-inch wheel- 
base, 11.00 x 22 tires, 506BJ trans- 
mission, 89C rear axle 7.17 ratio 
Tank holds 4,800 gallons No. 6 fuel oil. 


WHITE Fug 
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Out Front For Protit 


Next to gasoline, Coca-Cola is the most popular item 
the service station carries.” 


And every bottle of Coke you sell puts a customer 
right where you want him—out of his car and 
in buying position for money-making TBA items. 


All you have to do is put a cooler for Coke where 


motorists want it—out front in plain sight. 


A cooler for Coca-Cola helps you build traffic 
and sales in your station and, at the same time, 
pays you an above-average profit margin. 


*From a continuing survey of over 20,000 service 
station customers 


50 MILLION A DAY! 


“COKE” 16 A REGISTERED TRADE. MARE 
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GREASE MARKETERS... 


multi-purpose grease under your brand name 


More and more major oil companies, farm temperature range and high pumpability, low 
co-operatives, fleet owners and industrial rate of oxidation and excellent storage sta- 
users from coast to coast are finding that they bility are unique advantages that build 
profit from the use of International's depend- customer satisfaction. Let us 
able lithium-base, multi-purpose send you a sample. 


age Ke. > INTERNATIONAL LUBRICANT CORP. 
Its high water tolerance, broad Y “QL NEW ORLEANS, LA. 


With Research Comes Quality, \ 1% With Quality Comes Leadership 
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This tank-trailer, now in opera- 
tion, is the most recent design to 
come from the Tank Division, 
Trailmobile, Inc. of Springfield, 
Missouri 


TRAILMOBILE'S LIGHTWEIGHT 
STEEL TANK-IRAILER 


boosts gasoline payload up to 400 gals.— 
fuel oil up to 340 gals.—through advanced design 
using USS Cor-Ten High Strength Steel 


When you want to give a tank-trailer 2440 pounds of unnecessary weight For more information on USS 
like this greater payload capacity, were eliminated and in their place Cor-TEen Steel, get in touch with our 
there’s one economical way to do it on every trip—ride 400 extra gallons nearest sales office 
And that is to strip off non-essential, of gasoline, or 340 gallons of fuel oil 
space-wasting deadweight in such a But increasing payload capacity NOW AVAILABLE our new “De 
way that the over-all strength, rug by decreasing excess weight, is not ign Manual for High Strength Steels” i 
gedness and durability of the unit the entire story of USS Cor-TEen ready for distribution. This excellent book 
are not affected High Strength Steel. Cor-TEn’s contains comprehensive and practical in 
That was the problem that faced greater strength, greater toughness formation that you will find extremel 
the engineers at Trailmobile, Inc., higher resistance to wear and fatigue cami’ dia ailiaiadeds: tas ee. ten ae 
when it came to design and specifica and particularly its high resistance of bieh Ror ” See te ee ee 
tion of this new tank-trailer. And to atmospheric corrosion 1 to 6 nil 
that’s why the weight-saving, high times that of carbon steel—combine 
strength qualities of USS Cor-TreNn to insure unusual durability and 5% pests Bre era bess. 
Steel were put to work here. By using stamina which pay off in reduced Room 4762,525 William Penn Plece Pitts 
lighter gages of USS Cor-TENn Steel, maintenance time and repair bills burgh 30, Pennsylvania 


efulin designing your product for greater 


For your free copy, write on your com 


UNITED STATES STEEL CORPORATION, PITTSBURGH ~- AMERICAN STEEL & WIRE DIVISION, CLEVELAND COLUMBIA GENEVA STEEL DIVISION, SAN FRANCISCO 
NATIONAL TUBE DIVISION, PITTSBURGH ~- TENNESSEE COAL 4 IRON DIVISION, FAIRFIE ALA. + UNITED STATE TEE PPLY VISION, WAREHOUSE DISTRIBUTOR 


MiTEO STATE x wrany atw yore 


USS COR-TEN High Strength STEEL 


UN tee o tA 8 Ss ) 2s tt 








= equipment 


LAYOUT of remote pumping equipment is easily visible at 
Socony Mobil’s Garden City, N.Y. training station. Dispensers 








are fed by above-ground rotary pumps, plastic-covered for 
quick inspection (at right of display window) 


REMOTE CONTROL PUMPING— 


| EMOTE control pumping at serv 
ice stations is growing in im 
portance in oil marketing 

Ihe trend to remote pumping ts 
with us, But how fast it will grow is 
another question. One eastern major 
sees it Only in large stations and says 
only about 20% of the industry’s new 
outlets can qualify, Another says only 
10% of its outlets over the next three 
or four years will use remote 

But R. W. Hird, assistant director 
of marketing Operations for Continen 
tal Oil Co. predicts 50% of all stations 
built this year and next will use it. 
Last year, he says, the figure was 
about 15% and in 1953 it was not 
more than 5% 

The rapidity with 
pumping has caught on in Southern 
California has brought on a few storm 
rumblings have been heard 
there of dissatisfaction by local safety 
and fire officials. 

lo meet this threat of local restric 


which remote 


clouds 


tions, Western Oil and Gas Assn. is 
putting the finishing touches now on a 
model ordinance,” framed by a 
WOGA committee working with rep 
resentatives of the Southern California 
Convention of Fire Inspectors 

After approval by the WOGA board 
of directors, the ordinance will go to 
the Operations and Engineering Com 
mittee of the American Petroleum In 
stitute: Marketing Division for study 
as a national model 

The ordinance specifies that motor 


1lO 


By JAMES L. WATSON 
Staff Writer 


pits, long a target of fire officials, must 
have sealed lids or be filled with an 
inert granular substance to prevent 
gathering of gasoline fumes. It also: 

e Sets standards for wiring, pipe 
and fittings in remote installations 

e Calls for an emergency motor 
cut-off switch for use if a dispenser 
should be knocked over accidentally 
Safety engineers prefer some kind of 
automatic cut-off 


WHEN TO GO REMOTE 


Strictly on the basis of economics, 
most oil companies agree that remote 
pumps become practical when the sta- 
tion has at least three dispensers per 
product pump, Some set the “breaking 
point” at four dispensers per product 
pump 

Standard Oil Co. of Ohio offers the 
example of a six-dispenser (three pet 
product) station using remote pumping 
in which the equipment cost $3,780 
This covered installation, tanks, pip- 
ing, two pumps, dispensers, electrical 
connections and other elements of the 
delivery system 

Operating with six conventional 
suction pumps and the added piping 
they require, the station and equip 
ment would have cost $4,035. 

Sohio engineers found that suction 
dispensers cost about $400 each, re- 
mote dispensers, $320. So it takes at 
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least three dispensers per product be 
fore the $80 difference will pay off the 
added $250 to $285 that Sohio says is 
the cost of each turbine pump. 

But to many oil men, using conven 
tional pumps in smaller stations solely 
on the basis of cost doesn’t make 
sense, 

They point to the vapor-lock prob 
lem, which plagues marketers in hot 
and mountain areas more and more as 
gasoline vapor 
When this problem is serious, they 
say, Operating efficiency should be the 
determining factor, not cost. 

(Vapor lock forms in a closed liquid 


pressures increase. 


circulating system when undue suction 
or heat causes some of the liquid to 
become gas. 
liquid and interrupts its flow. In a 
service station, this means the gasoline 
pump literally spins its wheels—tries 
to move the vapor, but can’t. Since 
remote pumps push the liquid instead 
of pulling it, the problem is elimi 
nated.) 


The vapor displaces the 


ADVANTAGES 


Those who favor remote pumps list 
other points in their favor that could 
rise above cost in some instances 

Maintenance Tokheim estimates 
the total cost of a remote control 
pumping system over five to 10 years 
will be “appreciably” less than a con 
ventional installation, because of low 
maintenance costs. 

In a speech at the mid-year API 
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PUMPING UNIT, seen in closeup, consists of remote and standby pumps, both mounted 
over storage tank. This training station uses one such unit per product 


When to Use It and How 


meeting at St. Louis in May, Hird of 
Conoco said he has received reports 
that the maintenance problem on re 
“nil, or practically so 
installing 


mote systems 1s 


Most companies are not 


Three Kinds of 
Remote Pumps 


There three basic 
remote control pumps 
and two others that can be 
fied roughly as either cabinet or 
pit-type pumps, depending on the 
installation. Most gasoline pump 
manufacturers make mor 
types of remote units 


are types ol 
submerged 


C lassi 


one Of 


complete unit ts 
small 

the 
through a 3! 4-in 
flange It the bottom 
the tank, flooded 
product as long as there ts gasoline 
in the tank 

Fittings and 
outside the tank may be placed in 
a pit directly the tank 
on the surface 


Submerged— | he 
contained in a 
enough to 
storage tank 


housing 


be inserted into 
» or 
lies at of 


so it Is with 


connections required 


or above 


The 
bottom 


pump is 
the 


Deep-Well Turbine 
submerged at the 
tank, but the motor is mounted 
either in a pit over the tank 
on the surface in a housing. It 
cannot be installed away 
tank 


ol 
or 


from the 


site 
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standby units and are not even 


backing up the installed units with a 


some 


spare unit in the supplier's warehouse 
“Some of the pump sales people are 


arranging to maintain a spare unit in 
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Positive 


gear oOo! 


Rotary 
either a 
identical type of 


displacement 
pump 
pump a 


I y pe 
I hi 
that 

I land 


Vane 
is the 
used in most onventional 
mits 

tank 


above 


It is in a the 
the 


tne storage 


pit at torage 
immediately 


The 


hetwee n the 


surface 
tank 


or on 
pump can be 
anywhere torage 


ocated 


of the 


Mobilgas 


DISPENSER obsoletes conventional inside 
suction pumping apparatus 


It Works 


community in which they have 


installed 
point 


each 
remote systems 
Sohio a 


maintenance 


ngineers out another 


advantage with sub 


merged pumps. Submersion prevents 


SUBMERGED 


PREMIUM 


REGULAR 


DEEP-WELL 
TURBINE (Pit 


ROTARY 
Above-Ground or Pit 


and pump island or at the bach 


tank 
tation sit 
pump 
product and used alte 


often are mounted in 


Rotary 
pairs for each 


nately of when greater capacity 1 


If one pump 
a third may 


required simultaneously 
is used for each product 
them i 


be manifolded between 


tandby 





AUTOMATIC! 


Dial the Pressure You Want 
.. Get it Automatically 
with a 


NELSON 


& quam atic 
TIRE INFLATOR 


No gauge watching, no valving off; 
you can air tires in seconds —even in 
the dark! Gives exactly equal pressure 
in each pair or set aired; there's no 
faster, easier, More accurate way to alr 
tires in your station! 


RUGGED FORTRESS WALL 


. dropping, banging .won’t hurt itl 


# RUGGED REGULATOR SPRING 


stays accurate, dependable for years! 


END GAUGE TROUBLES NOW 


Modernize with NELSON automatic infla- 
tion for as little as $14.95 

Liberal Trade-in Allowance—see your jobber 
or send coupon nou 

I 


5 Please send literature and prices 


1 NAME 
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BarmorivE 


PRODUCTS INCORPORATED 


440 PERALTA AVENUE 
SAN LEANDRO, CALIFORNIA 


—} equipment 


working parts from attack by moisture 
condensation, a problem with either 
remote or conventional above ground 
units 

Station Layout 
cated behind the station building or in 


Tanks can be lo 


some other out-of-the-way location, 
since line length is not a problem. 
Additional 


can be 


islands and dispensers 
running new 
All that is required is a 


tie-line to the 


added without 
suction lines 
short main discharge 
pipe from each new dispenser. Only a 
small additional run of electrical con 
duit is needed from an existing island. 

Hird larger 


tanks, designed to handle full trans 


points out that new 


port loads, have increased the suc 
tion lift for conventional systems. This 
was serious In some cases even with 
smaller tanks because of ordinances 
vetting the depth at which tanks over 
which traffic will drive must be buried 

Sohio says most state laws require 
18 inches of inches of 
tanks 
With re 


tanks can be 


soil plus six 


reinforced concrete to cover 
over which autos will drive 
mote pumping buried 
out of the traffic line and the concrete 
need not be used 

This gives real estate departments 
more freedom in choosing sites, Sohio 
says. With a conventional suction sys 
tem, the tank 


lower than 12 ft 


must not be 
under the pump. So 


bottom 


the station area often must be leveled 
or filled in, which costs money 
Conversion Costs 


conventional stations to remote is rare 


Conversion of 


so far, but one equipment manutac 
turer says the costs for such conver 
sion would be low. The company ex 
plains its position this way 
Existing suction lines can be used 
as the discharge lines from the remote 
control pumping unit by tying them 
into a common header at the pump. In 
many cases, the electrical wiring to 
the islands is sufficient for the new 
system, requiring only a connection 
from the station building to the re 
mote unit. [The conversion usually can 
be made in one or two days 
Engineers for an eastern major that 
markets across the country discount 
this argument. They say piping used 
with conventional systems often ts not 
built to 


which a 


stand the pressures under 
remote circuit Operates. In 
any case, they say, they wouldn’t use 
either the old pipes or wiring without 
digging them up for inspection 

They also mention the fact that pipe 
sizes for remote systems usually are 
larger than conventional 

Side Costs—-A remote system at a 
two-product station needs only two 
main delivery pipes from the tanks to 


the island area. Sohio figures this can 


NATIONAL 


mean a saving of as much as 50% on 
piping costs in some large installations 

Another cost-reducer, according to 
an equipment manufacturer, is the 
elimination of several check 
gate valves, fittings and such used in 
a conventional pumping circuit. 

This cuts not only first cost, but 
maintenance expenses 

Quiet Operation Because the 
pump and motor are located at the 
tank, dispensers Operate silently. 

Clean Delivery—If the remote unit 
is submerged, it pumps from a point 
close to the bottom of the tank, keep 
ing the tank cleaner. 

No Vibration—Hird mentions that 
vibration in conventional pumps “has 
destructive effects on both the meter 


valves, 


Conoco’s R. W. Hird is a leader in the 
remote pump field. 


and computer and has hastened the 
blackout of thousands of light bulbs 
in pumps.” With remote, this problem 
is removed. 


DISADVANTAGES 


Hird tends to discount the impor 
tance of remote pumping’s disadvan 
tages, many other 
disagree with him. 

For instance, 


Station engineers 


what happens if a 
pump conks out? If you have a stand 
by pump, you can cut it in and your 
customers won't know the difference 
If your pump supplier maintains an 
extra pump in his local warehouse just 
for such an emergency, things aren't 
so bad, though you may lose some 
business On one product before it’s 
installed. But if you have neither, and 
many stations don’t, you are out until 
the pump is repaired 

And service on remote pumps isn't 
something a dealer can take care of in 
five minutes. It’s a complicated job in 
most cases and requires servicemen 
trained in the intricacies of the equip 
ment 

Many users and promoters of re 
mote pumps say they have had little 
or no trouble or that remote pumps 
“just won't break down.” But no piece 
of equipment is infallible 
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Regardless of what can happen, 
however, oil companies that have used 
remote systems have had little trouble 
Most manufacturers have good serv 
icemen available. General Petroleum 
uses both its Own maintenance crews 
and its equipment jobbers’ service de 
partments. GP officials see little pos 
sibility of a station being unable to 
deliver a product for more than half 
a day because of breakdown 

In his API speech, Hird of Conoco 
said, “As far as I have been able to 
determine, the reliability of pumping 
units in the remote system has been 
excellent and this (breakdown) has not 
been a serious problem.’ 

No Switching—Remote pumps are 
not interchangeable. This can mean a 
lot to the marketer who sends his 
pumps on the “circuit” from top sta 
tions to low-gallonage stations to com 
mercial accounts to milk them of ther 
last ounce of life and usefulness. Once 
they're in, they stay in 

Hird concedes that “at least 95‘ 
of conventional island pumps are not 
worn out in their original locations 
but he says the switching rule will not 
apply to remote pumps 

“Barring accident to the pedestal 
on the pump island in a remote sys 
tem,” he said, “it (the pedestal) should 
last indefinitely. Infrequent replace 
ment of the meter unit or computer 
might be required, but these are rela 
tively minor things.” 

Power Failure—Hird concedes one 
problem that has not been solved 
the complete shutdown that would re 
sult from a power failure. “In some 
areas,” says the Conoco operations 
man, “our civilian defense groups 
have arranged for hand operation of 
conventional pump island dispensers 
But I defy anybody to get gasoline out 
of a submerged pumping system in th 
event of a power failure.” 

Fire Dangers Fire could be a 
problem, too, theorize some Midwest 
oil engineers. The remote dispenser 
contains an electrically actuated valve 
that opens to admit gasoline being 
pushed up constantly from the main 
tank 

If the dispenser were sheared off 
below that valve, gasoline might spew 
all over the station and catch fire he 
fore the pump could be shut off 

One Midwest major, prevented b 
law from installing remote in a Clev 
land suburban station because of this 
expects to solve the problem by adding 
circuit breakers to make the shut-of! 


automatic in case of accident 


THE VAPOR PROBLEM 


Vapor-lock is not the only vapor: 


problem with conventional pumping 
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HYDRAULIC POWER 
your Babe Buy for 
FASTER, SAFER DELIVERIES 





Hydraulic pump driven 
by the P.1,O, drives 


the 
hydraulic motors on 


product pump and 
hose reel. 


OPERATE PRODUCT PUMPS ...HOSE REELS 


Equip your fleet with new Roper Pump-Motors the hydraulic power units 
designed especially for fuel transfer applications. Compact and rugged, these 
pump-motors offer greater flexibility and convenience of hook-up operate 
at slow speeds . Increase product pump life are / costly to operate in 
the long run. Ideal for operating both product pumps and hose reels, you'll 
find Roper Pump-Motors your best buy in hydraulic power. Get all the facts 


. today! 


COST-SAVING FEATURES 


Operates one or more pumps or reels @ Offers greater flexibility and convenience 
Eliminates auxiliary engines @ Power input is smooth, shockless 
System increases product pump life @ Drives other makes of pumps 


Explosion-proof at no extra cost @ Convenient dual system for split loads 


Write for Bulletin or see your 


Roper Distributor 


GEO. D. ROPER CORPORATION 


478 Blackhawk Park Avenue 


Rockford, ilinois 
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arrangements. Sohio and Ohio Oil being used in high-quality gasolines pressures and are less able to be lifted 
engineers, for example, are almost as cause more rapid evaporation. as far as previous gasolines. 

concerned over the dollar loss caused They see the day coming, with gaso- “During the summer of 1954, there 
by vaporization of the light ends of lines of 100 octane or higher, when were vapor lock difficulties in some 
gasoline and the loss in quality in remote pumping will be a necessity customers’ cars as always. But at serv- 
product delivered to the customer's regardless of a station’s size. ice stations in some warmer areas 
tank with conventional pumping Hird outlined the vapor problem those difficulties in handling equip 

They have not measured the extent this way in his API speech ment were epidemic. 
of vaporization loss, but one of th Octane rating and vapor pressure ‘In western Oklahoma and Kansas 
principal reasons for their enthusiasm ire not related as such, but the new and the Texas Panhandle, where tem 
over remote pumping (which keeps synthesized gasoline fractions used to peratures were extreme, many stations 
delivery lines full at all times) is that obtain higher anti-knock performance resorted to such tactics as removing 
the increasing amounts of light ends are lighter. They have higher vapor the doors from conventional pumps 
and playing streams of water on 
pumps and piping. 

“In some cases ‘ice bags’—wet bur 
lap pads—were laid across the por 
tions of the drive under which pipes 
ran. Evaporation cooled the drive and 
reduced the amount of heat conducted 
to the pipes.” 


| q y WHAT NEEDS DOING 
by S$ 'f ly Bar Price is the thing that fences off re 
vino mote pumping from the small-station 


market now. 

But some Midwestern oil compa 
nies say pump manufacturers have 
hinted at possible price cuts. One 

quart of oil a day...a fraction J 
of its potential... LuBar pump maker is working on a new 
completely pays for itself in 12 model to be ready late this year that 
months! In addition to this high- apparently will be quite cheap. 
speed recovery on your invest- H : 
) ird 
ment, your LuBar will continue 
to build traffic, stimulate sales for 
years. Ask your Tokheim repre- troublesome on the West Coast. These 
sentative about the easy LuBar pits house either rotary pumps, motors 
12-month payment plan. 


From the sale of just one extra 


sounded a note of caution 
about the pits that have proved so 


of deep-well pumps or connections 
leading to submerged pumps 
Ihe danger comes, he says, when 
enn 
and sells more oil! they trap fumes from a leak in the 
pump or pipe line or fumes from 


gasoline spilled on the ground nearby 
New LuBar displays 96 quart cans of : Hird calls them a “rather lethal bomb 


oil, with access to stock from both and savs the heavy lid found on most 
sides of the unit. Keeps oil at customer pits is “an effective missile if an ex 
eye-level to stimulate impulse buying. sla die plosion takes place.” 

Styled to match pumps, LuBar im- Some localities require a blower in 
proves station appearance, indicates ne the pit or some means of draining, 
modern, efficient stafion management. ; which adds to the cost of the installa- 
Convenient pull-out metal “can-tainer” tion. One eastern major reports that 


e hoes f ei ones com be motor vibration sometimes causes a 
at bottom for empties, or area c 2 ; 
. I F icheieelliaks leak in the side of the pit. Water 


enters through the leak, gets into the 
motor and ups maintenance time and 


used to store and display 5-quart cans. 
Front and back lock-panels easily 
removable, store on sides of cabi- anes 
net. Unit includes tabs for instant Hird recommends that equipment 
SAE identification, provisions for : manufacturers and suppliers study the 
either globe or pit problem and try to develop a “type 
overhead lighting. that will give the necessary accessibil 

ity to equipment and fittings, but at 


OKHEIM the same time will not constitute a 


. Compare the Value hazard 
Free Bulletin ; Iwo other future possibilities that 
Hird mentions are 
General Products Division e Each oil company should stand 
TOKHEIM CORPORATION ardize the diameters of tanks it uses 
Designers and Builders of Superior Equipment Then all submerged or deep-well 
1680 Wabash Ave. Since 1901 Fort Wayne 1, Ind. 


Factory Branch: 1309 Howard Street, San Francisco 3, California 
Canadian Distributors H. Reeder, 205 Yonge Street, Toronto, Ontario 


Write for 


pumps can be ordered with the same 
length “stub” and standby units will 
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they must be 
emergency, 

provide Or are 
planning to provide a visible signal to 


show when the remote pump is in op 


fit any tank in which 
installed in an 


@ Some suppliers 


eration. “This is because il 
(the 
and 
no better 
powell 

Hird 
indicator on the dispensers 
that if the 
ever is abandoned—as suggested by 
oil spokesmen—the pump in 


dicator could be located in that space 


WHAT MAJORS ARE DOING 


the 
principal marketing areas, the position 
enjoyed by 
suddenly 
the picture 


necessary 
makes 
not 


pump) little or no noise 


should run needlessly, if for 


reason than just to save 


light or other 
He 


Visigave 


recommends a 
Says 
island 


old pump 


remote 


As you swing through nation’s 


remote pumping changes 


and dramatically Here is 


West Coast 


Union Oil of 
in everything 
General 


California is using it 
except two-pump 


Petroleum 1s 


new 
stations using 
remote pumping everywhere except at 
Union, 


yeal 


stations in cool which 


went 


areas 


remote about a ago, now 
has 100 remote-equipped stations 
Union turbines 
driven by a shaft from a motor above 
the tank where space is available, com 
pletely submerged units where space 
The 
costs the same as suction for a 
pump station—a the 
valling estimates of six or eight pumps 


and is cheaper on six pumps. GP's 


uses submerged 


IS scarce, company says remote 
four 
cut below pre 


new installations use submerged units 
Both companies were given the final 
the 


lock, since they have many hot-climate 


boost to remote camp by vapor 


and high-altitude stations 


Other companies on the West Coast 
but 


are falling into line with remote, 


have not have Union 


and GP 


gone as far as 


Southwest 


Whatever 
mountammous 


this hot, dry and partly 


country doesn't grow, tt 
does grow a market for remote pumps 
vetting stronger 


marketers here 


Strong and 
the 
Conoco and Phillips—are 
mote all the 
Southwest, but in all 
in which they operate 
But 
cautious. It 
stallations 
territory al 


that is 

Iwo of hivvest 
voiny fre 
not only in the 


the 


way, 


other areas 


Humble ts 
remote in 
marketing 


down in Texas, 


has only s1x 
throughout its 
with 


tanks 


Stations 


sprawling stations 


long suction lines and large 


Most of them are truck 
Humble is taking a long look at re 


mote pumping, and has been for some 
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time, but no definite policy decision 


has been made. Humble engineers say 
that Reid vapor pressures will increase 
in order to permit 
So it may be that Humble and all other 
remote 


increased octanes 


companies will have to go 
eventually 

Right Humbk make 
up its mind for or against remote until 
tanks, length of 


runs, number of dispensers, tempera 


now, vont 


it considers size of 


ture and altitude 


Midwest 


Ihere’s more enthusiasm than ac 


remote mia 


But 


tion on pumping 


NPN 


among 


jors here survey of com 


Eliminate costly mainte- 
nance of obsolete pumps. 


Cut delivery costs wit 
fewer stops—bigger dumps. 


Build volume through im- 
proved service. 


OKHEIM 


the beginnings of a 


remote al 


panies unearthed 
larger 
pump 
20.000 


trend to least in 


stations with two or more 
islands and a gallonage of over 
month 

Most Midwest 


etting started in remote, and the per 
the 


companies are just 


Stations using 


But 


predict unanimously 


entage of equip 


small operations men 


that 


installations at) large 


ment Is 
virtually all 
future outlets 
Suys It 
thing of the future 

of Ohio and Ohio 


with re 


remote and one very 
definitely is the 
Standard Oil Co 


Oil Co. be 


vill be 


gun XP riments 


mote about five years ago, but are tat 


from the point of installing them as a 


o~ FEATURE FACTS! 


If you've only been skimming the surface of the 


profitable consumer market, check the versatile 


Tokheim Power Pump. It will deliver years of 


trouble-free service without costly maintenance; 


permit bigger volume deliveries and fewer P 
stops; build good will through better service. | ere 


explosion. proof motor 


movable strainer scr 


Highest quality. Moderately priced. It's tops! | © welded steel housing 


Call your Tokheim representative today! 


Genera 


@ baked enon 


Products Division 


TOKHEIM CORPORATION 


DESIGNERS 
1650 Wabash Avenue 
Factory Branch 


Canadian Distributor 


NEWS 


OF SUPERIOR 
1901 


AND BUILDERS 
SINCE 
1309 Howard Street 


H. Reeder, 205 Yonge Street, Toronto 


EQUIPMENT 
Fort Wayne |, Indiana 


San Francisco 3, California 





Outdoor 
Display 
ideas... 


> PENNANTS 


For long or short term use. In drill-cloth, paper, 
polyethylene, or plastic impregnated cloth 
Printed or plain. Variety of colors. Any length 
desired Ready to hang 


> LETTER-BANNERS 


iBITIRIT HDA MO SIAILIED 


We spell out your message with big 13" x 19 
sturdy cloth letters, sew on sisal ropes and ship 
ready to put up. White letters on red or blue 
background; or red Day-glo letters on blue 


background 


> WINDOW 
DISPLAY 
LETTERS 


Heavy paper cutout letters and numerals faced 
with fluorescent. For windows. Sizes: 9” (5 col 
ors) and 20” (red only). In any assortment or 
96-character set 


> CUSTOM-MADE DISPLAYS 


From your rough sketch 
we will develop and 
produce practically any 
outdoor display in pa 
per, cloth or plastic 
Quick, accurate setup 
for collating mailing or 
drop-shipping to one 


point or 20,000 


FREE CATALOG 


Full details on these and other outdoor display 
items made by Pratt will be found in the new 
Pratt catalog. For your copy, mark the card 
in this magazine, or write . . 


The Pratt Poster Co. 


RINTCRAFT 8 * INDIANAS 4 inf 
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matter of general policy 

Sohio now has about 25 stations 
equipped with remote, and Ohio Oil 
ays less than 5% of its outlets (it has 
? 600 in five states) use it 

But there is enthusiasm throughout 
the area that promises to expand the 
remote market, especially if vapor 
pressures continue to rise or if the 
cost of remote pumping drops. Most 
installations now are being made pri 


marily on the basis of economics 


East 


Ihe reaction of operations men al 
to Hird’s predic 
tion that remote will claim 50% _ of 


most castern Majors 


new stations this year and next 1s 
Maybe so, but not here 

Ihe only place where remote pump 
ing has gained a foothold in the East 
is in the huge service centers on turn 
pikes and other limited-access high 
Ways 

Why? 
lines. Necessity of burying tanks at 
the back of the lot out of the traffic 
path. Big cost savings that result from 


Because of long delivery 


lying in as many as a dozen dispensers 
tO One remote pump 

Because of these advantages, re 
mote pumping has become standard 
on turnpikes not only in the East, but 
everywhere else 

Most of the non-turnpike remote 
installations now being operated by 
majors with Eastern headquarters are 
in Outlets from Louisiana on west 
Here's what NPN’s check shows 

Sinclair—One non-turnpike remote 
tation, in a St. Louis suburb. It uses 
cabinet-type above-ground pumps 
Sinclair recognizes there definitely is 
a place for remote pumping and ts 
considering seriously several more 
pilot operations throughout the coun 
try-—-where the number of dispensers 
(four or five per pump) and volume 
justify ifs use 

Cities Service (Pennsylvania)— Four 
remote stations outside turnpikes. In 
pumps are 
turbine-type, and most future turn 


turnpike stations, most 


pike installations will feature either 
this type or submerged units 

From now on, Cities Service will 
use remote in most installations with 
four or more dispensers per product 
and when storage tanks must be set 
beyond the normal suction limit for 
conventional pumps 

Ihe company feels there is nothing 
to be gained by conversion from con 
ventional to remote, but if vapor pres 
sures continue upward, conventional 
stations now on the borderline in 
pumping efficiency might be con 
verted 


Engineers here see a growing mat 


ket for remote in the oil industry at 
larger stations, but “about 80% of all 
stations are small and there would be 
no necessity for it.’ 

Esso— Most extensive use of remote 
is in nine stations on the Pennsylvania 
furnpike. Two stations on the turn 
pike are conventional, But Esso says 
there is too much piping and tankage 
with conventional pumps 

Engineers say at least 99% of the 
company’s stations use conventional 
pumping systems. But there are a few 
remote installations at multi-pumps tin 
New Jersey, Louisiana and other lo 
cations—all using cabinet pumps. All 
of these were made purely on the 
basis of economics 

Shell—Engineers say Shell prob 
ably will not use remote in more than 
10% of its new stations over the next 
three or four years. The company now 
has no more than 20 remote stations 
throughout its marketing territory 
an average of about one for each ot 
its 18 operating divisions 

Most of these are large outlets in 
California and Louisiana. Shell will 
use remote in the stations assigned to 
it on the Ohio Turnpike 

Because of Shell’s new “compact 
island” plan (see NPN July, p. 9), 
which calls for a maximum of four 
1 1-ft. islands carrying two pumps each 
to a station, engineers think the sta 
tion layout will write off remote auto 
matically in most cases 

But in any case, under Shell's de 
centralized system the decision for or 
against remote will be up to the in 
dividual operating divisions. The deci 
sions will be based primarily on cost 
and on service available from_ the 
pump supplier. 

Socony Mobil—A few test installa 
tions have been made using submerged 
pumps. But the company has drawn 
no definite conclusions and made no 
plans. Remote will be considered for 
new stations, with that consideration 
based largely On economics and any 
special condition that might make re 
mote best for a particular station 

lide Water 
remote installations, one using sub 


The company has two 


merged pumps and one using cabinet 
type. No 


definite conclusions, no 


plans 


Atlantic Eight turnpike stations 
using remote now are in service and 
several more are in construction. The 
company 1s testing remote in a few 
large-volume, non-turnpike stations 
almost all of them using submerged 
pumping units 

Atlantic will use remote only as re 
quired—turnpikes and “unusual situ 
where they meet conditions 
better than conventional 1 


ations” 


NATIONAL PETROLEUM NEWS © August, 1955 





Uniform Sizes Set 
For 1—qt. Can Cases 


The petroleum packaging commit 
tee of Packaging Institute is promoting 
the trend to oil packaging standardiza 
tion that began with formation of the 
committee five years ago. This time 
it has standardized two sizes for |-qt 
round motor oil can shipping cases 

At a meeting in Wichita, Kan., in 
June, the group agreed on one size 
for cans received empty in bulk, and 
one for cans received empty tn cases 
and repacked in the same cases 

Ihe standards now go to the Amer 
ican Standards Assn 
as national yardsticks 
ASA standards is on a voluntary basis.) 
Eleven of the oil companies reporting 


for consideration 


(Observance of 


on the original shipping case question 
naire said they buy cans in bulk. Each 
packs them for shipment in a different 
size case. Eighteen companies reported 
buying cans in reshipper cases. Among 
them they recorded 15 different inside 
dimensions 

Standardized dimensions are 

Reshipper case—16%6 In 

. wide and 11'16 in. deep 
15%4 In 


ii In. deep 


long, 


Regular case long, 11%4 
wide and 11 
The cans wil have less play in the 

new cases. This means oil marketers 

can look for less damage to canned oil 
shipments after the standard goes into 
general use 


R. Chester Reed of 
man of the committee’s publicity sub 


lexaco, chair 


committee, also sees possible cost sav 


ings for cases, because less material 
will be used in the cases and manufac 
turers will not be forced to produc« 
several sizes 

Another subcommittee has hopes of 
easing up stiff and expensive military 
requirements for |-qt. oil can cases 
Present specifications call tor pads be 
low, above and between the two tiers 
in a 24-can case. The regular card 
board case is covered by a sleeve of the 
same material, which 1s strapped criss 
cross with metal or wire 

A government study 


tection was insufficient with this meth 


showed pro 


od. It found that wirebound crates over 
a weatherproof cardboard case, or a 
wirebound box used alone without the 
case, would provide better protection 

Next step will be to propose to the 
government a series of tests with the 
new types of packaging, coupled with 
an inspection program. A study of the 
possibilities of using a better quality 
can for overseas shipments will also be 
proposed. Object is to avoid leakage 
that has occurred with cans designed 
for domestic use ‘ 
1955 e 
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Lube Oil Additive 
performance verified by 


actual field tests 


There is no substitute for field testing. At Oronite 
laboratory engine tests are made to establish com 
pounding levels required for various field conditions 
These tests are then correlated with actual field 


operating conditions to verify performance of the 


‘ ompounded oil 


Oronite specializes in” custom-formulating additives 
to your exact needs meeting your price and perfor 
mance specifications. Because of Oronite’s advanced 
research program, elaborate testing and manutactur 
ing facilities, Oronite’scustom-compounding” packs 


more into your oil at a given treating cost 


Why not talk over your problems with an Oronite 


additive specialist. Contact our office nearest you 


ORONITE CHEMICAL COMPANY 


20 North W 
714 W. Olympic Bivd., Los A 
Mercantile Securities Building, 

Corew Tower, Cincinnati 2, Ohic 


Pistons from field tests in 
8-cylinder Diesel engines 
engaged in continuous high- 
load pumping service. Piston 
at left (625 hours, HD oil) 
shows severe ring sticking 
and high wear. Piston on 
right (1,582 hours, properly 
compounded oil) shows no 


ring sticking, low wear 


With Oronite Additives 
you can formulate oils to 
meet the new A.PL Service 
Classifications and can 
meet specifications for 

1O4+-B Mn 4)-2104, Supple 


ment Land Series 2 oils 


OTHER OROWITE PRODUCTS 
Gas Odorants 
Polybutenes 
Phenol 
Wetting Agents 
Fuel Oil Additives 





When IBA 


is your question 


RUBBER 


is your answer | 


You’re certain to find the proper (and profitable) solution 


to your TBA problem at United States Rubber Company. 
For “U.S.” has many years of practical experience as TBA 
supplier to leading oil marketers. “U.S.” provides a variety 
of full lines of highest-quality TBA products, all with top 
public acceptance. “U. S.”” maintains the world’s finest rub- 
ber research and development facilities. And above all, 
“U.S.” is dependable, assuring you a strong, stable source 


of TBA supply. 


Write Oil Marketer Sales Division 


United States Rubber Company 


1230 Avenue of the Americas, New York 20, N. Y. 
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Exterior of station 
built with load- 
bearing porcelain 
is much the same 


as enamel-masonry 


Why Prefab Porcelain Is 


| OAD-BEARING 
4 enamel 


service stations 


porcelain 
prefab 
ricated of porcelain- covered _ steel 
forms are gaining a strong foothold 
with oil companies in the South and 
Southwest. 

Big advantage of these units is that 
they extend the easy-maintenance and 
neat - appearance characteristics — of 


porcelain enamel - covered masonry 
throughout the station building 

Ihe manufacturer—Avoncraft Divi 
sion of Avondale Marine Ways, Inc 
says the cost will fit most station 
budgets. The company says costs de 
pend on local labor rates, but they are 
“very competitive” with enamel-coy 
ered masonry in most areas, and some 
times less expensive 

Continental Oil Co., Humble, Shell 


Pan Am Southern, The Texas Co., 


Gulf and Lion Oil have built 32 of the 
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stations in Houston, New Orleans, At 
lanta, Louisville, Oklahoma City, Den 
ver, St. Louis and Kansas City. More 
are on order by these and other com 
panies 

Avoncraft says the units can be 
erected in 60% less time than it takes 
to build a masonry station and cover 
it with porcelain enamel panels. ‘The 
company ships the prefabricated build 
ings from its New Orleans plant in its 
own trucks and sends a crew along to 
put them together 
supervision required from the oil com 


cutting down the 


pany 

Both sides of the steel forms art 
covered with porc ‘lain enamel, so the 
finished station has a porcelain finish 
inside and out. In addition, special fin 
ish panels are used to dress up thi 
inside of the sales room, restroom 


ind other interior areas 


equipment =x} 


Finish panels make 
the lube room 
attractive and easy 
to clean, provide 
display background 


atching On 


Ihe company claims a higher sal 


vage value for the prefabs because 
they can be torn down and carted 
iway to a new location at any time 


Lite of the 


< 


station 1s figured at 20 to 
years. Damaged panels can be re 
placed in the same manner as on 4 


masonry station with a porcelain 
enamel “skin 

Avoncratt regards this as the “next 
logical step” in porcelain enamel con 


truction, moving from a_ building 
with enamel cover to one in which 
the structural members and porcelain 
Oat are one unit This retains appear 
ince and company identification ad 
vantages and makes erection easier 

Complete information on the porce 
lain enamel service stations is available 
from James H. Bull, president of 
Avondale Marine Ways, Inc., P. O 
Box 1030, New Orleans, La 





—j new equipment 


Gasoline-Diesel Filter 


filter for 
diesel fuel and gasoline is designed to 


Purolator’s curb) pump 


remove abrasive solids as small as 15 
to 20) micron Ihe two elements, 
which work simultaneously, have < 
total filter area of 1,846 sq. in., pet 


gpm tor 


< 


mitting a flow rate up to 
diesel fuel. Company engineers say 
the filter also will remove a “high 
from. the 


percentage” of tree water 


product — being Purolator 


Products, Ine 
Circle No 


pumped 
Rahway, N. J 


1 on Coupon, p. 122 


Truck Hose Guide 


Hose can be unwound to the left o1 
right of the delivery truck with Han 
nays new hose guide—eliminating 
some parking problems on one-way 
streets and preventing scuffing of the 
hose on panel sides. Rollers prevent 
sharp bending of the hose during un 
winding, and the guide-arm can be 
swung back and forth to rewind the 
hose evenly. The attachment is adapt 
Clifford B 


Main St 


able to any make of reel 

Hannay & Son, Ine 547 

Westerlo, N.Y 
Cire le No 


? on Coupon, p. 122 


Dispenser Nozzle 


Ihe “McDonalloy Super Nozzle” is 
now in production at A. Y. McDonald 
Ihe nozzle is made of the “strongest 
cast aluminum alloy known and 
weighs 2's Ib., which the company 
says is about one-third the weight of a 
brass unit The alloy also is more 
durable and less expensive than brass, 
McDonald says. The nozzle is avail 


able with chrome-plated brass tapered 


120 


spout, non-tapered or flexible spout in 
%4-in. and I-in. sizes A. xz. 
Donald Mfg., Co., Dubuque, la 

Circle No, 6 on Coupon, p. 122 


Pre-fab Warehouse 
Wonder 


moting its new steel 


Building Corp. is pro 
pre-fabricated 
warehouse buildings to oil marketers 
Wonder says the buildings can be 
erected in a few hours by workers 
using nut and bolt fasteners—at a 
construction cost of 30¢ sq. ft. Pur 
chase price is $1.25 sq. ft., “compared 
with $5 to $7 for 


Ihe buildings, which re 


brick, masonry 
or trame 
quire only simple concrete slabs as 
foundations, are designed to withstand 
winds up to 125 mph. Walls rise ver- 
tically to a height of 9 ft 
curving to form a semi-circular roof 


before 


Wonder Building Corp. of America, 
30 N. LaSalle St., Chicago 2, Ill 
Circle No 


fon Coupon, p. 122 


Underbody Coater 


Alemite claims a 15% 
for its “Versatal 
unit. The package includes all equip 


time-saving 
underbody coating 


ment necessary for getting into the 


underbody coating business, says 
Alemite, and 15 jobs will amortize 
the initial investment. Two individual 
aw regulators provide separate con 
trol of the air motor and atomizing 
air. The pump will handle fluids, semi 
solids, abrasives and non-abrasives 
and can be transferred from one 
drum to another. Alemite Division, 
Stewart-Warner Corp., 1826 Diversey 
Pkwy., Chicago 14, Ill 


Circle No. 5 on Coupon, p. 122 
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Porous Tank Vent 


OPW’s new tank vent is designed 
to keep moisture and foreign matter 
out of the underground tank and to 
provide fire protection. The powdered- 
bronze honeycomb permits venting 
over its entire projecting 
vapors upward to cut fire and explo 
sion hazards. The equivalent open area 
of the vent is 175% of a two-in. pipe 
pipe, 


surface, 


area. The vent fits a two-in 
but can be adapted with bushings to 
smaller lines. OPW Corp., 2735 Col 
Ohio. 


3 on Coupon, p. 122 


erain Ave., Cincinnati 
Circle No 


Concrete Floor Seal 


Multi-Clean is promoting a concrete 
seal and wax that it says will provide 
“permanent, color for 
concrete floors, and eliminate “dust 
ing.” After the floor is cleaned and 
etched with a concrete hardener, the 
seal is applied. To protect the seal 
until it can develop water resistance in 
tow to three weeks, the wax should be 
applied. Ihe seal contains plastic 


non-fading” 


resin. Colors are tile red and light 
gray. Multi-Clean Products, Inc., St. 
Paul, Minn. 


Circle No. 7 on € OUPON, P. 122 


Tire Changer 


Cam Tool’s new tire changer for 
passenger and light truck tires allows 
the mounted tire to be revolved, so 
that the unit can be placed next to a 
wall out of the traffic line. The stand- 
ard package consists of a stand, bead 
breaker, tire removal and mounting 
tools—priced as a unit at $119.50 
Cam Tool, 11 Randwick Ave., Oak 
land, Calif 

7 


Circle No. 8 on Coupon, p. 12. 
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© Operate at any elevation 
from 10° horizontal to 
vertical 


© Shockless loading valve 


© Remain in loading posi- 
tion automatically 


© Regain out-of-service 
position automatically, 
without shock 


e Feature highest quality 
fittings 


Also available in Type 
683 for direct mounting 
to overhead tanks or 
piping. Call or write for 
complete information on 
faucets, valves, loading 
assemblies, vents and 
fittings. 








LOADERS 


THE MOST ECONOMICAL SPRING 
BALANCED ASSEMBLY EVER OFFERED 
TO THE INDUSTRY. WHEATON Type 680 
series loaders operate at any desired angle of 
elevation from 10° above horizontal to verti 

al. They remain in the tank manhole dur 

ing loading without being held down and 
elevate automatically from horizontal to 
out-of-service position without shock 

All fittings are standard to assure long 
wear and ease of maintenance. Swing 

joint seals are replaceable without 

breaking threaded connections 

Inlet sleeve of double swing joint 

can be furnished with male 

thread thread of 


flanged connection. The most 


female 


flexible and economical 
loaders offered tothe 


oil industry 


Manufactured also by 
EMPIRE BRASS MFG. CO., LTD., LONDON, ONTARIO. CANADA 
EMCO BRASS MFG. CO LTD., WESTWOOD INDUSTRIAI 
ESTATES, RAMSGATE ROAD, MARGATE, KENT, ENGLAND 
WORTHINGTON 5$.A. (MAQUINAS), RUA SANTA LUZIA, 685, 


BRASS WORKS MO DE vaNEnO; Siar 3 
Represented in Mexico by 


UNION, NEW JERSEY MR. ENRIQUE A. TESSADA 


MEXICO CITY, D.F., MEXICO 


1510 PASEO DE LA REFORMA, 


DISTRIBUTORS IN PA 


. — wane 
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below. Fill in the reply coupon, clip and mail to 


® Readers’ information Service 
NATIONAL PETROLEUM NEWS 


330 W. 42nd $t., New York 36, N.Y. 
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Full Charger Line 


Allen has six models in its new bat 
tery charger line, designed to provide 
fast or slow charge for both six and 
12-volt batteries. Four of the units are 
wheel-mounted and two are portable 
for use anywhere around the station o1 


on outside service calls Some have 





New Equipment for Tubeless Service .. . 


Spreader 


Ihe new 


Elrick tire 


for tubeless tires rotates the 


inspection 
spreader” 
tire one full turn each 15 seconds 
on the spreader stand, It is available in 

manual 
Rollers are 


mounted on the prongs that hold the 


electric-motor-driven and 
(ratchet) operated models 


tire Open to avoid damage to beads 
It will handle all sizes of passengel 
$129.95 for electric 
klrick Rim 
Hayward, Calif 


car-tires, Prices 
and $54.95 for manual 
Co., P. O. Box 567 


Circle No. 9 on Coupon, p. 122 


Tire Plugs 


Iyrex is offering a line of tubeless 
tire plugs to seal punctures up to 
46 in. without removing the tire from 
the rim. The plugs are made from 
the same quality rubber as the tire 
tread. A rubber collar at the base of 


122 


the tip provides a seal with the inner 
liner of the tire A metal abutment 
inside the tip prevents damage to the 
tire by the inserting rod Il yrex Sales 


Forest Hills NN.) 
Circle No. 10 on Coupon, p. 122 


( orp 


Testing Tank 


Big Four is producing a tubeless tire 
testing tank built of heavy-gage metal 
and deep enough to cover tire beads 
and rim rivets for a complete pressure 
checking job. The tank features “no 
splash” ends and the bottom rollers 
are cadmium-plated for rust-free oper 
ation. Big Four Industries, Inc., Cin 
cinnati 12, Ohio 

Circle No. 11 on Coupon, p. 122 


inflator Tool 


A California company has perfected 
a steel-reinforced rubber 
flator ring” to ease the job of in- 
flating tubeless tires The ring fits 


“safety in- 


snugly around the rim and forms a seal 
against the uninflated tire wall. As the 
tire is inflated, the ring rises until the 
tire bead seats against the wheel rim 
The ring has two inside diameters, to 


NATIONAI 


fit the two standard 15-in. wheels now 
being used by auto makers. The com- 
pany says a tire can be inflated in 25 
seconds with the ring. Corona Tire 
Tool and Equipment Co 
Calif. 


Circle No. 12 on Coupon, p. 122 


Coronia 


New Changer Model 


The latest version of the Coats Iron 
lireman has new upper and lower 
bead breakers specially designed for 
use with tubeless tires and safety rims 
The bead breakers are constructed to 
apply pressure over a wide area, to 
unlock the bead without twisting it o1 
touching the sealing ridge. The units 
have been tested by oil companies and 
tire makers. Jack P. Hennessy Co., 
Inc., 12 Depot Square, Englewood, 
N. J. (national distributor) 


Circle No. 13 on Coupon, p. 122 
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CALIFORNIA 


THERE'S A Gasboy PUMP 


FOR EVERY SIZE CONSUMER ACCOUNT 


R. L. ALEXANDER CO. 


! 2105 S$. Sanpedro Av Los Angeles, Calif 





— - 


IOWA 





TRI-STATE EQUIPMENT COMPANY 
COMPLETE SALES & SERVICE ON QUALITY 
PETROLEUM DISPENSING EQUIPMENT 
ENGINEERING AND PLANNING 
SATISFACTORY INSTALLATION 
3923 E. t4th St., Des Moines, lowa, Phone 62-197 
Member National Oil Equipment Jobber Association 











INDIANA 





Everything in Bulk Plant 
and 
Service Station Equipment 


INDIANA OIL EQUIPMENT CO. 


417 Madison Ave., 
Indianapolis 4, Indiana 











MISSOURI 





TRI-STATE EQUIPMENT COMPANY 
COMPLETE SALES & SERVICE ON QUALITY 
PETROLEUM DISPENSING EQUIPMENT 
ENGINEERING AND PLANNING 
SATISFACTORY INSTALLATION 
519 Southwest Bivd KANSAS CITY 8 MO 
Phone HA-2335 
Member National Oil Equipment Jobber Association 








NEW JERSEY 





EQUIPMENT 
for the 


OIL INDUSTRY 


Rebuilt 
PUMPS—METERS—REGISTERS 
os 
PARTS FOR MOST PUMPS 
° 
TEN HOEVE BROTHERS 
359 Mclean Bivd., Paterson, 3, N. J. 














NEW YORK 





EDWARD JOY COMPANY 


905 Canal St., Syracuse, N. Y 


STOCKS FOR IMMEDIATE DELIVERY 
National Hose, Buckeye Valves, Hannay Hose 
Reels, Pipe G Fittings, Brunner Air Com 
ressor, Granberg Meters G Pumps, Phil- 
ips Lights, Adamson Oil Storage Tanks, 
ECO Tireflators, Ever-Tite Couplers, 
Rectorseal Pipe Dope, Tokheim G Bennett 
Farm Pumps 


VERN CLAPP 


(big-shot Of) 
GASOLINE & OIL EQUIPMENT DIVISION 


(Member of National Association) 
Oil Equipment Jobbers 
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built-in battery testers. Line leader ts 
the “Super Deluxe”, which includes a 
“battery analyzer.” Allen Electric and 
Equipment Co., 2101 N. Pitcher St 

Kalamazoo, Mich 


Circle No. 14 on Coupon, p. 12 


Truck Safety Surfaces 


lo combat grease and ice, Bustin | 
manufacturing non-skid « quipment tor 
Included 


in the line are running boards, running 


trucks and truck repairmen 


board mats, auxiliary step bars, safety 
edging for bumper tops, truck body 
steps and motor servicing platform 
The company says the equipment wa 
given a series Of performance tests he 
fore being put on the market. Bustin 
Steel Products, Ine Dover, N. J 


Circle No. 15 on Coupon, p. 122 


i 


Mechanical Seal 


4 mechanical seal, desig 
lock for use on rotary 
product pumps, is said to eliminate 
wear on shafts and shaft sleeves, elimi 


nate fluid leakage reduce iowntim 


NEW YORK 








RENICK & MAHONEY, INC. | 


380 Second Avenue 
NEW YORK 10, N. Y 


Service Station Equipment 
Bulk Plant—Truck Tank and 


Member of National Association 
Of Oil Equipment Jobbers 





OHIO 





EQUIPMENT SALES CO. 


164 E. Exchange St., Akron 4, Ohio 
Phone—Jeftterson 5-8215 
Factory Representative for 
Westinghouse, 0.P.W., Lincoln 
Neptune, Huffman, Goodrich 
Air, Oil, Hydraulic and Gas 
Hose and Coupling Service 
SALES—PARTS ENGINEERING SERVICE 








TULLER CORPORATION 
947 W. Goodale Bivd Columbus 8, Ohio 
SALES SERVICE ENGINEERING 
Tokheim, Marlow, Blackmer Pumps 
Ever-tite G OPW Fittings: Neptune 
Meters: Heil Transports: Service 
Truck Tanks: Goodrich Hose: Reels 
Air Comp. Form G Bulk Storage Tanks 
Designers G Builders 
Bulk Plants and Service Stations 





PENNSYLVANIA 





RUTLEDGE EQUIPMENT CO. 


334 Bivd. of Allies Pittsburgh 22, Pa 
Rutledge Service Station Flood Lights 
GGB Equipment—Buckeye Valves G 
Fittings 
Granco Pumps G Meters—Air 
Compressors 











E. O. HABHEGGER CO. 


24th & Fairmount Aves 
PHILADELPHIA, 30 


Engineering G Equipment 
BULK TERMINALS TRUCKS 


SERVICE STATIONS 
MEMBER NAOEJ 








WEST VIRGINIA 





SMITH METERS 


H. H. TRUITT 


1403 Bth Ave 
Huntington |, W. Va 


Westinghouse Air Compressors 


Service Station of Bulk Plant Equip 











Oil Marketing 
Equipment Jobbers 
This ts Your Market Place! 


Write today for Advertising 
Spece Rates 


NATIONAL PETROLEUM NEWS 
330 West 42nd Street 
New York 36, N. Y. 
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ind cut maintenance costs. The seals vapor pressure of blended motor 
available for shafts of from %-in. to fuels, liquefied petroleum gases, na- 
three-in, diameter, come completely tural gasolines, aviation gasolines and 
assembled and ready to install. Gar other products. The devices are made 
lock Packing Co., Palmyra, N. Y of stainless steel and have been re- 
Circle No, 16 on Coupon, p. 122 vamped to provide easier assembly 
and disassembly. Seven gages are now 

available for the bombs. Precision 

Vapor Testers Scientific Co., 3737 Cortland St., Chi 

Precision Scientific Co. has rede cago 47, Ill 

igned its line of “bombs” for testing Circle No. 17 on Coupon, p. 122 


the trick is in the Hi-Gloss towel... 


IT'S NEW — IT'S DIFFERENT — IT'S REVOLUTIONARY 


“A” Frame Brackets 
Chesney, Inc., says a station or fleet 
garage can build a heavy-duty “A’ 
frame in half an hour with seven 
pieces of lumber and a pair of Ches 
ney sawhorse brackets. The frame 
costs less than $10 and can be dis 


FOR PERMANENT CAR BEAUTY mantled when not in use. It is said 
@ ONLY HI-GLOSS ASSURES TRUE BEAUTY to be strong enough to support a 
@ ONLY HI-GLOSS HAS PENATITE* motor or the front or 


@ ONLY HI-GLOSS ACTUALLY "'PLATES'’ THE CAR FINISH AND TRIM rear end of a 


light truck or car. Chesney, Inc., 720 
Towne Ave., Los Angeles 21, Calif 


Circle No. 18 on Coupon, p. 122 


ta 


*PENATITE is a secret 


chemical formula re 


leasing a deposit that 
produces a super-hard 
Look for powerful selling ads in THE f y 
SATURDAY EVENING POST, LIFE MAGAZINE, 
POPULAR MECHANICS, POPULAR SCIENCE and 
in tocol newspapers 


Hi-Gloss Makes Money For You — Saves Money For The Car Owner — Cuts Time and H Wi H 

Costs To Less Than '% Usual Standard Practices. Actually Hi-Gloss Finish Process is the Station iring Boxes 

cheapest cor beauty process on the market. There will be less car washings as the surface ae : ; 

will net become so dirty so readily because the surface is hard and smooth and can be Revere’s explosion proof junction 

wiped off many times with just a Hi-Gloss towel and ao pint of water. No hard rubbing or boxes are designed for use at service 

pelishin is necessary after washing because the Hi-Gloss surface retains its lustre . . . in 

fact the Teese improves with each successive wiping stations——where circuits must be 

Hi-Giess produces that extra high lustre and deep beauty that cannot be obtained with other sealed. permitting short. straight runs 

types of finishes. It is strikingly brilliant when first applied and becomes even harder and . e 

more brilliant after the first, second or third wiping from. the building curb to various 
LUSTRE-PLATES THE PAINT, CHROME AND TRIM OF YOUR CAR floodlight locations in the station. Each 
FOR THE USEFUL LIFE OF THE CAR IN ONE EASY APPLICATION conduit is sealed separately so explo 


Free disploy stond. Window streamers a sive vapors cannot reach the switches 


‘bichegiittentey inside the building. The boxes, both 
You can beautify a flush and curb types, are cast in one- 


and protect piece aluminum alloy. Revere Electric 
your car In eo Manufacturing Co., 6007 Broadway 
A HALF HOUR NM, Chicago 40, Ill. 


LYNN, MASSACHUSETTS Circle No. 19 on Coupon, p. 122 


gloss plate finish in 
stantly 
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the bottom to 12 in. at the top. Two 
units set back-to-back will form an 
aisle stand for open display. Great 


Lakes Store Fixture 40] uw 
Ohio St Chicago /2, Ill 


Circle No. 2 


Wall Display Shelves 


As a matching piece to its aisle dis 
play unit, Great Lake now offers a 
“build-it-yourself” set of wall shelves 
that contains only eight basic parts 
Suited for accessory displays in a sers 
ice station office, it can be assembled 


High-Flow Meters 


Granberg has designed six new high 


on the three wrought-iron uprights 
without bolts, screws or tools. The 
unit is six ft. long and five ft. high 
Shelf depth decreases from 24 in. at tank car, barge and 


capacity oil product meters for use i 


hip loading and 


FRAM 
“SPACE SAVER” 


liquid 
separator filter 


\, 


REMOVES SOLID CONTAMINANTS 
(DOWN TO 5 MICRONS) AND 
ENTRAINED WATER FROM LIGHT 
PETROLEUM PRODUCTS 


August, 1955 © NATIONAL PETROLEUM 


unloading operations, and tor pipe 


line service. Capacities range trom 
3,000 to 22,000 gpm. The meter con 
sists of two counter-rotating dynamic 
illy balanced rotors, designed to equal 
ize flow so velocity at the center and 
outside of the rotors is the same 
Granhere Corp 1308 67th St... Oak 
and & alif 


j ,> 
on coupon, p. i 


Windshield Cleaner 


Dealers can manutacture their own 
windshield cleaning solution by dis 
olving two labs tablets in a gallon 
of water, says Christy Chemical Corp 
lotal cost | 1S for the two tablets 
Ihe tablet ilso are designed for use 
in automatic windshield washers. The 
ompany ivys free samples are avail 
ible to dealer Christ 
Worcester 4, Mass 


Circle No. 22 on co 


C hrerite 


Corp 


Revamped Wheel Weights 


Greater clip tension is claimed for 
the new Wheel Weights line of wheel 
Reductions in 
height are 


balance veivht 
veight-body length and 


_ Company _ 


BOX 3096 © TULSA, OKLAHOMA 





Foote Lithium Does 


Lithium 


Miteitssicl 








|) ——=- 


use ONE Lithium Base Grease 
for ALL Jobs ! 


Oil jobbers, service station owners, fleet oper- 
ators and industrial lubrication engineers are 
discovering the advantages of a single lithium 
base multi-purpose grease a single grease 
that lubricates in the presence of moisture and at 
temperatures ranging from Arctic cold to the 
highest effective lubricating temperatures 

One lithium base grease does all jobs 
inventory is simplified and more profitable oper- 
ation is the inevitable result 

Contact your supplier for information about 


lithium base grease, or write Foote for details 


LITHIUM HYDROXIDE 
FOR INDUSTRY 





FOOTE MINERAL COMPANY 
444 Eighteen W. Chelten Bidg., Phila. 44, Pa. 


RESEARCH LABORATORIES; Berwyn, Po 
PLANTS; Exton, Pa.; Kings Mountain, N.C.; Sunbright, 


= new equipment 


designed to minimize bending and 
twisting during installation. The 
weights are available in graduated 
sizes from %-oz. through 2-0z. and 
in 2'4-0z. and 3-o0z. sizes. Wheel 
Weights, Inc., 1/22 S. First St., Ann 
Arbor, Mich. 


Circle No. 23 on Coupon, p. 122 


Station Light Unit 


Steber is producing a new cast- 
aluminum pole-top mounting unit for 
fully enclosed wiring. The mounting 
device can be supplied with elliptical- 
type reflectors in porcelain enamel 
finish or heavy-gage aluminum, or 
with 18-in. parabolic spun-aluminum 
reflectors. Steber Manufacturing Co., 
Broadview, Ill. 


Circle No. 24 on Coupon, p. 122 
SS LITERATURE 


Bulk Plant Line 


Now available is a catalog picturing 
and describing loading assemblies, 
swing joints, valves and other bulk 
plant equipment in the Wheaton line. 
Ihe 28-page publication gives com- 
plete specifications and illustrates each 
item. Wheaton Brass Works, Union, 
N. J. 


Circle No. 25 on Coupon, p. 122 


LP-Gas Meters 


Rockwell illustrates and explains tts 
meters for liquid propane and liquid 
anhydrous ammonia in an eight-page 
bulletin. The booklet also explains the 
company’s Parkhill Wade dispensing 
system and describes typical installa- 
tions for tank trucks and bulk sta- 
tions. Rockwell Manufacturing Co., 
Meter and Valve Division, 400 N 
Lexington Ave., Pittshurgh 8, Pa. 


Circle No, 26 on Coupon, p. 122 


Valve Line Facts 


Three models of Greenwood valves 
are pictured, described and priced in 
a new bulletin. The three, all in use 
now in the oil industry, are the triple 
action, quick-closing valve; gate valve 
line blind; and vertical-swing horizon- 
tal check valve. Greenwood Valve 
Division, Vernon Tool Co., Ltd., 1101 
Meridian Ave., Alhambra, Calif. 

>,” 


Circle No. 27 on Coupon, p. 12 


Exhaust Eliminator 


Kent-Moore has issued a manual 
of instruction for installing and using 
its “Monoxivent” systems for removing 
exhaust gases from service stations and 
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repair shops. One model, designed spe tainer Institute, and Paul Andrus (vice 


cifically for service stations, consists president), former president of Buck 
of a flexible tube that runs from the eye Forging Co 
auto’s exhaust pipe through a_ hole 


in the lube bay door. Kent-Moore Four Wheel Drive Auto Co. has 
Organization, Inc 5-105 General named Kimball Equipment Co. of 
Motors Bldg., Detroit 2, Mich Salt Lake City as sales, parts, and 


Circle No. 28 on Coupon, p. 122 service dealer for its trucks Kimball 
organized in 1946, covers the entire 


Truck Lift Gate state with its staff of field salesmen 


and servicemen 
Daybrook’s new power gate [or 
loading oil drums and other heavy Perfection Industries, Inc., manu 
items on trucks is covered in a four- facturer of oil burners, has bought 
page folder. Time and labor savings Knox Metal Products’ Waynesboro 
over the manual method of loading Ga plant. John Gardner, 34-year 
trucks is set down, and the folder in veteran with the company will man 
cludes several illustrations of the unit age the plant. It will produce appli 
In Operation Daybrook Hydraulic ances for the southern market 
Div., L. A. Young Spring & Wire 
Corp., Bowling Green, Ohio John N. Terry and Fred R. Helm 
Circle No. 29 on Coupon, p. 122 are new sales representatives for the 
Oil Equipment Division of Butle: 
Manufacturing Co. Terry will live in 
MANUFACTURERS pase sor Atlanta, Ga., and serve north Georgia, 
eastern Tennessee and western North 
Trailmobile Inc., has bought a 170, and South Carolina. Helm will sell 
QOO0-sq.-ft. building surrounded by Butler truck and trailer tanks and 
70 acres of land in Longview, Tex., other oil equipment in eastern Kansas 
for expansion of manufacturing facil- and western. Missouri. He lives in 
ities. The company says the cost of | Kansas City, Mo 
property and the equipment needed 
to turn out a full line of trailers will 
be “upwards of $1.5 million.’ 


emer EWER-TITE auice coupii 
iiaiecaes Goancan alee tania. Quick Couplings 


N.J., is now in operation. It will pro- 
duce 3.2 million pails annually, in 


342 to 7-gal. sizes, and nearly 2.5 Superior quality forged body _y 


million drums, with sizes ranging up —precision machined 
to 120-lb. grease drums and 55-gal 


oil drums Uniform wall thickness 


—no weak spots 
White Motor Co. has joined the rie 


ATA Foundation, the trucking indus- Extra heavy reinforcing rim 
try’s educational and research organ 


ization. White’s $50,000 contribution Larger diameter cam ears 
will be used for mass media institu for longer service life 
tional advertising citing truck trans Lin 


portation’s role in the economy 


BOWERS BATTERY & SPARK PLUG CO, BEADING, PA 


Extra 
Edward Valves, Inc., has named Hi-Strength 


. Steel 
F. J. Hearty & Co. of Los Angeles f d we 
orge pins 
to represent it in Nevada and Arizona handles 
in addition to California. Hearty ex waneiees — greater 
panded its operation to follow the 9 a safety and 
rapid population and industrial growth Sconemy longer 
of such cities as Phoenix, Tucson and service 
Las Vegas ; . 
. Uniform heavy wall thickness 
Aurora Industries, a new company —no weak spots 


specializing in accessories for steel R tai k 
packages, has been formed in Aurora, ecess retains gasket 


Ohio. The firm is headed by two re in coupler and assures 
tired executives—H. W. Lees (presi proper placement 
dent), former head of Draper Manu 

facturing Co. and Steel Shipping Con EVER-TITE COUPLING CO. INC., 254 WEST 54th STREET, NEW YORK 19 


Superior quality forged body 
—precision machined 
—accurate tolerances 
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William S. Rheem If has been 
named a vice president and director 
of Rheem Manufacturing Co., South 
Gate, Calif, His grandfather was 
president of Standard Oil Co. of Cali 


ial products sales for Goodyear Tire 

& Rubber Co. He formerly was on 

special work for the 

company’s industrial products division 
. 

Harry A. Burdorf, vice president in 

charge of sales for Lunkenheimer Co., 


development 


fornia and his father and two uncles 
founded the Rheem company, which 
makes steel containers and many ir 
dustrial products 


Claude E. 
now 18 manager Of packing and spec see and North and South Carolina 


Cincinnati valve maker, retired July 1, 
after SO years with the firm 
+ 
Kenneth Adams, Jr., Atlanta, Ga., 
is Southeast regional sales manager 
Pump Co 


Alabama 


for Carver covering 


Davis, Akron, Ohio Georgia, Florida Tennes 


Flow can be watched thru 
this window, day or night, 
for overfilling. 


VISA-FIL TIGHT FILL CONNECTORS 
FOR SPEED AND SAFETY 


Gilbarco’s new lightweight, easy-to-handle Visa-Fil coupling 
insures a vapor-tight connection. l’nloading rates are increased 
as much as 25%. And hazardous gasoline fumes cannot escape. 
Heavy glass windows in the aluminum alloy coupling allow close 
observation of liquid flow to prevent overfilling, another fire 
threat. Find out how little it will cost to set up your tight fill pro- 


gram with these new, inexpensive couplings. Write, wire or phone 


) 
GILBERT & BARKER MANUFACTURING COMPANY 


WEST SPRINGFIELD, MASS. + TORONTO, CANADA 


William H. 
Christopher, Jr., 
is now district 
sales manager in 
Tulsa for Union 
Tank and Supply 
Co. of Houston, 
Tex. He has sold 
Union’s line of 
oil storage tanks 
and other prod- 
ucts in Tulsa for 
two years. James 
B. Fowler is a new sales representa- 
tive operating out of Houston and 
Harrison B. Browne has been trans- 
from Wyoming to Kimball, 


W. H. Christopher 


ferred 
Neb 
- 


Perry L. Stein- 
ert is serving as 
sales representa- 
tive for Delta 
Tank Manufac- 
turing Co.'s liq- 
uefied petroleum 
gas equipment di 
vision, maker of 
LP-gas storage 
tanks and cylin- 
Steinert, 

who lives in Mis- 
sion, Kan., formerly worked for Na- 
tional Refining Co. and National 
Marketing Co. 


P. L. Steinert ders. 


Jack P. Hen- 
nessy, founder of 
Jack P. Hennessy 
Co. of  Engle- 
wood, N.J., marks 
his fortieth year 
in the tire and 
equipment _ busi- 
ness and the ten- 
th anniversary of 
his company. 
Hennessy started 
in sales promo- 
tion for Firestone at Milwaukee in 
1915. He formed his company, which 
is national distributor for the Coats 
Iron Tireman, when his three sons 
returned from service in World War 
II 


J. P. Hennessy 


Winston S. Fliess, Jr., is New York 
and New England sales representative 
for National Hose. He formerly was 
with Ethyl Corp. in New Jersey sales. 

o 

J. N. Bauman, formerly vice presi- 
dent of sales, has been appointed an 
executive vice president of White 
Motor Co. He will head the White 
Truck division. . 
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automotive —T7} 


The Car of the Future—? 


By HOLGER RIDDER At General Motors Technical Cen- What to Do—Some oil men are 
Editor ter, in co-operation with Du Pont, sharply critical of automobile com 
GM is developing a paint that will last panies for developing new designs that 
the life of the car, will require no wax- take business away from service sta- 
ing or polishing, and is resistant to tions. Others say progress cannot be 


Automotive 


The theoretical car of the future 


would require no lubrication, would 
not need to be polished or waxed, salt spray. Still in the development halted, even though it may hurt some- 


would require few if any oil changes stage, the paint has been applied to one. There are those who fight trends 
during its lifetime, and would use a cars successfully. The big problem is and refuse to accept them. Then there 
minimum of services offered by to- adapting the new product to assembly are those who recognize the direction 
line speed of application. There are of advances and take advantage of 


day’s service station 
signs that this may be licked in two that knowledge to develop new prod 


Ihat’s the picture automotive re- 
searchers paint to describe projects 
already in the works. Some of the 
objectives will be achieved, others 
only partially realized, and some may 
never materialize. But the over-all ob 
jective is there. 


or three vears ucts Or services to meet new needs 


Detroit’s research men say that 
some of the goals are fairly close to 
achievement. For example: 

Lubrication—The big problem is 
one of perfecting seals that will last 
the life of the car, or at least several FIG. 143 


FIG. 242 





A special NPN report 
on chassis lubrication 





starts on page 31. 








years before replacement is necessary 
In some instances the solution appears 
very near. In others engineers antici 
pate considerable difficulty and admit 
they may never solve the problem. 





In the same category of “perhaps 
unsolvable” is the desire to develop an 
engine that will require no motor oil 
changes. The problem of what to do 
with contaminants breathed in and 
manufactured within the engine re 
mains the big hurdle. But researchers 
haven’t given up yet and work con 
tinues. Bulk Plant Fire Losses can be 

A patent issued in May of last year 
to Earl W. Reinsch, Moraine Products 
Division of General Motors, may pro of Morrison Escapement and 
vide a partial answer. He has devel 
oped a centrifugal type separator to 
operate on a full-flow principle in 


unit is | it PROTECT YOUR BULK PLANT NOW. 


designed to remove dirt particles from Wid] 
the lubricating system, depositing them | 11] Details furnished on request. pe. we we 
in a sump from which they may be 
removed periodically. Latest word ts 
that this should be ready for produc 
tion soon 

TBA Auto polishes and waxes 
may eventually disappear from service 
station shelves. That may be 10 or 20 ka O RQ R | Ss Oo N By * Ze) Ss. Cc ‘@) A PA N y 
years away. But the beginning of a Oll EQ UIPMENT HEADQUARTERS 
trend may be only two or three years DUBUQUE IOWA 
hence. * 








minimized by the installation 
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automobile oil systems. The 
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A good example is the automobile 
parts company executive who called 
NPN after its gas turbine report was 
published in April (p.45). His com 
pany currently makes pistons and en 
gine bearings for one of the Big Three 
auto companies 

His purpose was not to complain 
that the report was alarmist in nature, 
nor to be critical of progress which 
could easily put his company out of 


- > 
Lis 


INCREASE YOUR PAYLOADS! 


business. Instead, he wanted informa- 
tion that would help his research de- 
partment embark on a program to 
develop the type of component parts 
need by gas turbines when and if they 
zo into production 

One thing is certain. Signs now 
point to many individuals and busi- 
nesses being hurt by current and 
future automotive developments. But 
the damage can be minimized or even 


NEW VIKING transport pumps 
300 tc 400 POUNDS LIGHTER 


You can haul 35 to 40 more gallons of gasoline by 


reducing the weight and size of your truck pump. 


Use the new 200 and 300 gallon per minute Viking 


transport pumps, with weight 300 to 


100 pounds 


lighter than many conventional units. 


You still get the highest quality Viking truck pump 


construction, 


For complete details, write today for special folder 


SP-377r. 


‘VIKING PUMP COMPANY 


Cedar Falls, lowa 


See our catalog in SWEETS 








avoided completely if more attention 
is given to determining what can be 
done to serve a new market or a new 
need once today’s services and prod- 
ucts are outmoded. That is one of the 
functions of a research department. 


Not All Gloom—Though there are 
some foreboding developments in the 
works, until they materialize the oil 
industry is still promised a fast ex- 
panding automotive market to serve. 
General Motors is expanding its pro- 
duction facilities again and so is Ford. 
rhis indicates the car makers foresee 
no immediate slump in car sales. And 
that means more customers for oil 
companies. 

Brightening the picture even further 
is a prediction by Charles F. Seyffer, 
Ford division assistant general sales 
manager, that the number of two- 
car families in the United States will 
increase 70% in the next five years. 
He says only about 8% of American 
families now Own two or more Cars, 
but by 1960 this will grow to 13%. 

The 1955 truck output probably will 
hit the 1,200,000 mark, the highest 
since 1951. 

When 1956 models appear, the six- 
cylinder car will still be present. There 
are two main reasons for that: (1) 
manufacturers want to retain a low- 
price car in their line, and (2) facil- 
ities for turning out V-8 engines for 
large-volume models are still short of 
meeting demand. However, V-8 pro- 
duction facilities are expanding, and 
it is expected that the percentage of 
six-cylinder cars sold next year will be 
even lower than this year. 

This year sixes have been selling in 
about this order (percent of total 
model production): Ford, 15%; Chev- 
rolet, 50-60%; Plymouth, 50-60%; 
Dodge, 15%; Nash and Hudson, 
85%; Studebaker, 30%. 

* 

Gulf Oil’s introduction of the Gulf- 
pride HD Select motor oil will cause 
some repercussions in the oil industry. 
With most companies already going 
the multi-viscosity route on motor oils, 
Gulf comes out in a customer handout 
brochure saying: 

“We found that these 10W-30 oils 
made with present-day methods had 
three defects by Gulf Standards: 

1—Lost viscosity in service. 

2—Left ‘coke-like’ deposits on in- 
take valves. 

3—Gave high oil consumption.” 

There probably will be some highly 
technical and controversial papers de- 
livered at American Petroleum Insti- 
tute and Society of Automotive En- 
gineers sessions on that one. s 


NATIONAL PETROLEUM NEWS ¢ August, 1955 





~ Regions 


By Marvin Reid 


Country Manager 


Humble Oil & Refining Co. has a 
service station consignee tucked away 
in the hills of East Texas that the oil 
industry would do well to hire as a 
dealer public relations expert. But it’s 
doubtful that Humble would let the 
industry have him 

This fellow—H. R. “Red” Fennel 

describes himself as “just a plain 
old red-headed country boy.” 

rhere’s plenty of “country” in his 
talk, all right, but he’s also a very in 
telligent guy. And he had some 450 
of Humble’s station managers [dealers 


= 
ny 


Red Fennell 


and commission operators] lapping up 
every single word he uttered in Dallas 
recently, at the company’s station man 
agers Convention 

Red would make them laugh, then 
he would get serious. And when he 
finished telling them about how im 
portant he believes a service station 
man is to his community, his company 
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and his industry, there probably wasnt 
an Operator present who wasn't proud 
to say he was in the service station 
business 

Humble picked him to talk about 
service station man in his community 

He didn’t tell the station managers 
present anything they hadn't heard be 
fore. But his half-hour talk got across 
to them the important role they play 
in the industry, probably more so than 
all the other 
they’ve been exposed to over the past 


speeches and literature 
yeal 

Red talked their language. He told 
them how he started out on borrowed 
capital, and how he built his business 
up to where he now has five to six men 
working for him. He couldn’t begin to 
hide his pride in this accomplishment 

Then he spelled out the reasons why 
his station business has been success 
ful. He learned, he said, that keeping 
stock and 
keeping a clean station operated by 


omplete control of his 
neat, courteous employee were im 
portant. But just as important, he 
found, was his participation in com 


munity activities and being, as he 


called it, “an ambassador of good will 
both for my company and my com 
munity 

That's where Red really got down 
and talked to the boys 

He told them about incidents where 
service station Operators in his com 
munity have been able to bring new 
industries to his town, just by being 
helpful to out of town visitors 

And he told them about how he has 
taken an active part in the Longview 
Junior Chamber of Commerce, about 
how this work in that organization has 
helped both his community and hi 
business 
Red” 
sees the picture, is likely to be the first 


Ihe service station man, as 
contact an out-of-town visitor meets 
when he drives into a town. And the 
impression he gets from that first stop 
is the impression he gets of 
tion, my town and my comp: 
told them 

Anyway, when he got through, you 
couldn't help but feel that Longview 
would be in one hell of a fix if it didn’t 
have service station Operators like Red 
around 

Apparently 
too. The city 
Station Operators’ Appreciation Day 
All the operators were presented with 


Longview believes thi 
recently had a “Servic 


certificates making them honorary 


ambassadors of good will for the city 





Spirit, Texas Style 

\ company in Houston—not 
an oil company—has a system 
for inspiring its sales force that 
jobbers might threaten to use on 
their salesmen, should they be 
come sluggish 

[his company, the report goes, 
has a sales meeting every single 
All the salesmen must 


a deep breath, 


morning 

stand up, take 

then shout as loud as they can 
“Boy, am I enthusiastic!” 











Humble in New Mexico 


Humble Oil & Refining Co. plans to 
‘xtend its wholesale and retail market 
ng facilities in the state of New Mex 
ico. Up to now the company has 
restricted most of its marketing activ 
ities to Texas, operating only along the 
New Mexico 


State borders lexas 


fringes of where that 

Present plans call for approximately 
10 retail outlets in Albuquerque and 
the Santa Fe area, three at Clovis and 
one or more at Roswell. In addition, 
Humble plans bulk plant installations 
at Roswell and Clovis. All 


are scheduled to be in operation by the 


facilities 


end of this year 
W. ¢ 


managel 


Barnes has been named state 
His headquarters will be at 
Albuquerque 


By William Kearns 


Frontier's Problems 


Frontier Oil Co. 1s 


locate a 


still having its 


troubles trying to refinery 
n Florida In two successive moves 


over the past two years, citizens of the 


13] 





ia 
HAMPIONS 


ok “HEART OF STEEL” 
‘ Actlon-Built for Dependability... Economy... Longer Life! 
~ Every Champion Air Compressor has a ‘heart 

‘of steel’... precision-designed with proven 
automotive-type features for dependability and 
economy ...action-built of the finest mate- 
rials for stamina! For 34 years, Champion has 
been famous for its ability to stand up /onger 
under grueling service demands! Put a 
CHAMPION to work for you—let its ‘‘heart 
of steel'’ pump added profits into 
your operations years longer! 

Write for Champion's NEW 

Catalog Today! Choose from / 

54 Business-Bullding / 

models—new simoplitied / 

charts and diagrams make 


job-matching faster and 
\, easier! / 


HAMPION 


AIR COMPRESSORS 


Champion Pneumatic Machinery Co., 846 N. Pleasant Street, Princeton, Ill. 








DISTRIBUTORS — HERE IS YOUR ANSWER 


to the problem of accounts that just do not justify the high cost of 
expensive greaseracks. 


run 
hill 


tal fia 


SOLVE THIS PROBLEM by ordering our Model 100 Drive-on Greaserack, 
24,000 Ibs. capacity: 


1. LOW COST 3. NO MAINTENANCE COST 
2. NO INSTALLATION COST 4. PORTABLE 
5. HEAVY DUTY—WILL TAKE TRUCKS 


NEWBERRY EQUIPMENT COMPANY, Ine. 


P.O. Bex 293 Phone 5-1751 Memphis 1, Tenn. 
Will be glad to furnish prices and specifications on request 
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South Florida counties of Broward and 
Palm Beach have voted down pro- 
posals to locate the refinery there 
(near deep-water Port Everglades). 
It looked as though Frontier had 
finally found a home when the com- 
pany got a 160-acre tract of land near 
Fort Pierce, with the blessing of local 
business groups. But now St. Lucie 
County residents and officials appar- 
ently changed their minds again. 


New Texaco Terminal 

The Texas Co. opened its new 
waterfront sales terminal in Augusta, 
Ga., during July. Located on the 
Savannah River, just south of Augusta, 
the terminal has a storage capacity of 
1,529,640 gal. in seven storage tanks. 
Texas consignee Lonnie Boardman, 
who has charge of the terminal, says 
that the new facility will service the 
Augusta area and redistribute by truck 
and tank car to other markets in 
Georgia and South Carolina. 


Retailers Push Controls 

A state-wide “below-cost-sales act” 

-which would affect thousands of 
marketers—will be sought in the next 
session of the General Assembly of 
Georgia. It is being pushed by the 
Georgia Assn. of Petroleum Retailers. 
GAPR represents operators of about 
3,400 of the state’s estimated 4,500 
gasoline and service stations. 





Tomorrow’s Competition 
for Oil Heat... 


How big a threat is atomic 
heat—or solar heat, LP-gas, elec- 
tricity, and the heat pump? 


The Answers... 
IN NEXT MONTH’S NPN 











Such a measure would prohibit 
dealers from selling goods below cost 
(including sales expenses) “with intent 
to injure competition.” In effect, it 
would make price wars illegal if it 
could be proved that they were being 
conducted to force out competition. A 
similar law is already on the books, 
and in operation, in Michigan. 


Florida Bill Dies 

The Florida Senate has killed a bill 
which would have given major oil 
companies automatic renewals for five 
years On state lands held under drilling 
options. The senate was afraid that the 
automatic provisions of the renewal 
bill would freeze out smaller oil com- 
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NOW READY} 


COMPLETE — Petroleum Prices! Facts! ... any oil price 
for any given day! the 1954 


Platt’s OIL PRICE HANDBOOK provides finger-tip information for busy 

oil executives ... marketers... buyers... sellers... company and : e,°e 

association statisticians ... research analysts... accountants... edition of 
in fact, for anyone who deals with oil prices in any way, this hand 

book is a must to complete their 1955 business library. 


’ 
Platt's Oil PRICE HANDBOOK contains all the vital oil price information Platt 4 


for the year of 1954, accurately reported and published in one, 
complete single source package. You can find any oil price or any 


oil price change merely by turning to the appropriate conveniently iL PRI f 
die-cut marginal index ...the low and high for any given day, the 


lows and the highs monthly and yearly averages for any given 


petroleum product. 
More complete than any of the 30 previous editions, with a new HANDBOOK 
and improved type style, the new Platt's Oil PRICE HANDBOOK will 
continue to sell at $15.00 per copy. It comes to you in a durable e,° 
and attractive cover, case bound. This edition is printed in a limited (31 st Edition) 
quantity, so rush your order for your copy today! 
SEND Your ORDER WITH PAYMENT TO 
Reader Service Dept. 
National Petroleum News 
330 W. 42nd STREET, NEW YORK 36, N. Y. 


Satistics 


ath Orices 
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pan 
oil 


ies interested in drilling for Florida 
It also feared losing considerable 


funds for the state, if contracts were 


allo 


after 


hee 


wed to run at their original price 
commercially available had 
n discovered 


oil 


Sign Restrictions Illegal 


he Florida Supreme Court has 


ruled that a Miami Springs ordinance 


regulating 
gasoline 


the 
station 


and 
signs 18 


size location of 


unconstitu 


tional, thereby upholding a decision of 


the 


Greater 


( 


aga 
I 


cision, 


Circuit Court of Dade County, the 
Miami area, in the 
E. Scoville, a Sunoco dealer 
inst the town of Miami Springs 

n upholding the lower court’s de 
the Florida 


case of 


Supreme Court 


said it agreed with decisions in several 


other 


“an 
enje 
pro 

1 
ited 
to t 
to |t 
mer 


states that such a restriction is 
unlawful restraint on the use and 
yyment of 
perty.” 

he Miami Springs ordinance lim 
price signs for petroleum products 
¢ not larger than 12 inches square 
ye posted on the dispensing equip 
it only. Other signs were restricted 


one’s business and 


to an inner section of the property not 


less 


than 15 feet from the sidewalk. 


By Cornelius Brodersen 


Test Case Reaction 
West Haven, 


amended a 


Conn., officials have 

truck licensing law 
to bring it into line with a test-case 
decision that the city 
Sun Oil Co 


local 


involved and 








Increase 


TBA 





TBA sales jump when your customers 
“SIT ON A BREEZE” 


on KOOL KOOSHION .. . the best 
made and fastest selling auto cushion 
in the world! 


KOOL KOOSHION is cooler, cleaner, 
softer and more comfortable than or 
dinary auto cushions. Constructed 
with sturdy galvanized wire, strong 
Vinyl plastic covering makes it dur 
able—will not lose shape. So perfectly 
ventilated you can see through it! 


KING SIZED CUSHION 
Our 35th Anniversary Special ... a 
big 22% inch seat! 


For information, and folders write 
direct or contact our representative 
in your area. 


Warm Weather 
Sales with 


KOOL KOOSHION 


Since 1920 


* eneeue 


| Koo Kooemon 


‘Hilt 


TT 





dole) te dele}) ite). 


MANUFACTURING COMPANY 
OKLAHOMA CITY, OKLAHOMA 





BE SURE YOU GET THE GENUINE KOOL KOOSHION 


134 


West Haven had interpreted the 
state law setting up special permits 
for gasoline and oil trucks as giving 
each town the right to license all 
trucks using its streets. As a result, 
West Haven police arrested a Sun 
gasoline truck driver, although his 
vehicle was licensed in Bridgeport. 

In taking the matter to court, Sun 
argued successfully the state law meant 
trucks had to be licensed only in the 
town of origin. 


LP-Gas Property Sale 


Two LP-gas properties of Lehigh, 
Inc., Esso Standard jobber in Nor- 
wich, Conn., are now owned by Carl 
M. Loeb, Rhoades & Co., New York 
City investment bankers and are being 
operated by National Propane Corp., 
of New Hyde Park, Long Island. Sold 
were Lehigh’s liquefied petroleum gas 
division, now known as_ Lehigh 
Bottled Gas Co., and Ware (Mass.) 
Gas Co., a utility distributing propane. 

The units were sold, says William 
C. Higgins, Lehigh’s general manager, 
so the jobber could put more emphasis 
on gasoline and fuel oil. 

The LP-gas division, set up 18 years 
ago, served more than 35,000 accounts 
from a bulk plant in Norwich and 
branches in Middletown, Stafford 
Springs, Putnam, Berlin and New 
London, all in Connecticut; Wake- 
field, R. I.; and Palmer, Mass. The 
division employed more than 150 
persons. 

Ware Gas, a Lehigh property for 
10 years, serves more than 1,200 ac- 
counts and employs six persons. 


Another Two-Year Wait 


Connecticut jobbers must wait until 
the next session of the legislature two 
years hence before they'll try again 
for the sixth time—to get a refund 
from the state to pay for part of their 
costs in collecting and handling the 
state gasoline tax money. 

They asked for a 1% refund this 
year in a rider to the bill hiking state 
gasoline taxes 2¢ per gal.—from 4¢ to 
6¢. But the lawmakers wouldn't go 
for that. They passed the higher gaso- 
line tax bill, but refused to act on the 
rider. 


New Record Looms 


New York Motor Vehicle Com- 
missioner Joseph P. Kelly says all 
signs point to a new state record in 
motor vehicle registrations this year. 
Registrations are over the 4-million 
mark, a gain of more than 5% over 
last year. Passenger-car, station-wagon 
and commercial registrations are up 
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but on the decline are taxicabs, farm 
vehicles and motorcycles. 

More cars mean more income from 
license fees. Kelly says license receipts 
have hit $90,221,502, 6.3% higher 
than last year. 


Red Tape Goes Out 


New Jersey’s gasoline and oil truck 
drivers are in the over-all group of 
truck operators working to get rid of 
some state red tape. 

The newly amended Hours of Serv- 
ice Act exempts them from keeping a 
log of truck operations within 50 miles 
of home base. The amendment was 
pushed by the Fuel Oil Distributors 
Assn. of New Jersey. 


Thredkote Protects 
Under High Pressures 


In the oil industry, thread compounds 
must take punishing pressures as well as lubri- 
cate connections. 


Humble Thredkote No. 703 does both! 


Thredkote is the trade name for the com- 
plete line of Humble thread compounds. Each 
is designed for a specific thread connection. 

Thredkote No. 703 is specially designed 
for use on tubing in high pressure gas con- 
densate wells. It has proven successful in 
these wells at pressures of 9700 pounds per 
square inch. 


@ For full details on THREDKOTE types 
and uses, write Sales Technical Service 
Division or (in Texas) call your 


nearest Humble wholesale agent. 


HUMBLE OIL & REFINING CO. 
Box 2180 Houston, Texas 


HUMBLE ) 


By Leonard Castle 


60 Years of Service 


Two of the Midwest’s most promi- 
nent jobbing firms, Milton Oil Co. of 
St. Louis and Troy Oil Co. of Indian- 
apolis, are celebrating important mile- 
stones this summer. 

For Milton Oil, it’s the 35th anni- 
versary of its founding, for Troy Oil 
the 25th. 

Milton Oil was founded in Sedalia, 
Mo., by Harry E. Milton, a Russian 
immigrant, who still heads the com- 
pany. It grew out of the family grocery 
store that started selling kerosine as a 
sideline for heating and lighting. De- 
mand for the product grew so rapidly 
that the Miltons finally bought a 12,- 
0Q00-gal. tank so they could purchase 
in tank car quantities 

Harry Milton entered the oil busi- 
ness formerly in 1920 when he bought 
another 12,000-gal. tank for storing 
gasoline to supply a service station 
Today Milton Oil and its subsidiaries 
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supply 500 service stations from 20 
bulk plants in parts of Missouri, 
Kansas and Illinois 

Anniversary pennants are flying at 
all these stations. And in the display 
windows are enlarged copies of a tele- 
gram from John D. King, marketing 
vice president of Cities Service, Mil- 
ton’s supplier, that reads 

“Your outstanding record of 35 
years of service—to the public and the 
oil industry——merits our most hearty 
commendation, Success such as you 
have achieved clearly depicts the op- 
portunity and advantages of American 


free enterprise. Congratulations and 
every good wish for you and your 
associates,” 

[roy Oil, which now distributes 
more than 10,000,000 gal. annually, 
was established in 1930 by Frank 
Schuster, who still serves as president. 
His son, Francis J. Schuster, is execu- 
tive vice president. 

All company employees attended an 
anniversary dinner recently at which 
Frank Schuster cut a huge birthday 
cake adorned with 25 candles. 

Troy Oil began with two 400-gal. 
tank trucks and a staff of six persons, 


NOW...WHICH 9$/7F FITS 
YOUR DELIVERY NEEDS? 


NEW ANTHONY “LIFT GATE” 


For %-Ton and Larger Trucks 


This new lower priced Anthony Model 


No. 


144 “LIFT GATE” handles loads 


up to 1000 lb. (other sizes from 800 to 
4000 Ibs. are available). Lift Gates in 
all sizes let one man do the work of 
three or more when loading or unload- 


ing a truck with heavy bulky freight — 


Medel No. 146 handles up te 
4000 Ibs. on heavy trucks and 
semi-trailers. 


and in one-third the time. Loading and 
unloading is done with ease by moving 


one conveniently located lever to con- 
trol the powerful hydraulic action of 


the 


“LIFT GATE”. With the time 


saved in loading and unloading you can 


double your deliveries. Damage to mer- 


ze chandise and personnel accidents are 


Model No. 145 handles up to 
2000 Ibs. on 1'2-Ton and larger 
trucks and semi-trailers. 


greatly reduced. One “extra” delivery 
each day will pay for your Anthony 
“LIFT GATE”. Write today for com- 


plete information. Dept. 5512 


Model No. 130 for Pick-up Trucks 
with steel express bodies. 


ANTHONY 


ANTHONY COMPANY 


Streator, Illinois 


including the two Schusters. Francis 
Schuster, then a young boy, operated 
the service station in front of the bulk 
plant. In 1930, the company’s gasoline 
and oil volume amounted to only 
20,000 gal. per month. 

Today Troy Oil operates a fleet of 
12 transports and 20 other trucks in 
Marion County and surrounding area. 


Standard Offers Photos 


Standard Oil Co. of California has 
ordered 27 million, four-color litho- 
graphic impressions for its “scenic 
view” offer that began in May. 

All company and dealer stations of 
Standard and its marketing subsidiaries 
will offer a series of 15 9x12-in. color 
photos of scenic vacation spots. The 
stations will feature a different view 
each week, and a bonus enlargement 
will be offered motorists who collect 
all 15 of a series. 

Standard made similar offers in 
1940, 1941, 1946 and 1947. The com- 
panies report requests are still coming 
in for pictures offered in 1947. 





By Richard Elwell 


Vapor Tests Fight Smog 


Seven thousand service stations in 
the Los Angeles Basin may be re- 
quired to install vapor recovery equip- 
ment On underground storage tanks 
as a smog control measure, if tests 
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currently being conducted by the Air 
Pollution Control District are success- 
ful. 

The District is equipping a gasoline 
tank truck and two stations with ex- 
perimental devices to return gasoline 
vapors to the truck as it fills under- 
ground storage tanks. The truck used 
in the experiment was provided by 
Shell Oil Co. Shell has the contract to 
supply the County of Los Angeles fo: 
the current fiscal year. 

The system being tried requires the 
storage tanks to be equipped with a 
vapor return pipe joining the tank 
vent line in a T connection. The re- 
turn line will be brought up close to 
the fill line. The truck will be equipped 
with a vapor return hose, which will 
be connected to the tank return line 
while the tank is being filled. Also 
required will be some device to assure 
tight fit between the filling hose and 
the tank filling opening. As gasoline 
goes into the tank the vapors displaced 
will be sucked up into the truck as it 
discharges its load. 

Groundwork — The experimental 
system is expected to develop the basis 
for future regulation of service station 
delivery methods. There has been no 
estimate of how much such an installa 
tion would cost. 

It is estimated that storage tank 
filling at service stations contributes 
26 tons of hydrocarbons per day to 
the Los Angeles atmosphere. Hydro- 
carbons are suspected as one of the 
chief sources of irritants in Los An- 
geles smog. 

Los Angeles marketers are currently 
going ahead with installation of vapor 
recovery systems at 18 large bulk ter- 
minals in the area, in a voluntary pro 
gram that will cost million 
dollars. 

While the oil companies developed 
vapor recovery methods at bulk ter- 
minals independently, the Air Pollution 
Control District is conducting the tests 
on service station systems, because a 
single standardized system will be re- 
quired to make deliveries possible at 
any station from any truck 


Union Moves Ahead 


Union Oil Co. of California reports 
sales in its Salt Lake City district so 
far this year up 100% over the same 
period last year. The district, which 
Union opened in 1951, covers Utah as 
far east as Salt Lake City, eastern Ne- 
vada and southern Idaho. It is a part of 
the central sales territory headquar 
tered in San Francisco. 

Formation of the district marked 
the first full-scale marketing effort by 
Union in Utah and Southern Idaho 
The district opened with one distribu- 


Over a 


tor. With the recent addition of a new 
distributor at Heber City, Utah, Union 
now has eight distributors handling 
its products in the area—plus five 
consignee-operated bulk plants and 
one company-operated bulk plant 
Union is introducing canopied sta- 
tions into the area. Nearly all exist 
ing stations there are of the Open- 
island type. The company is building 
stations and leasing them to distribu- 


tors, who lease them to dealers. 

The company reports it is still con- 
solidating its position in the new 
Rocky Mountain area, and has no 
present plans for further expansion 
east. 

Sales of Union's branded lubricat 
ing oils and greases are increasing in 
the eastern U.S. Instead of the 75 of 
a year ago, 125 distributors are now 
handling the products a 


OKHEIM 
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VACUUM 


HAND 


Without equal in construction and performance! 


Here’s a pump that’s fast becoming a fa- 
vorite with petroleum users everywhere. 
The high quality materials, fine workman- 
ship and rugged construction built into 
the Tokheim High Vacuum mean years 
and years of low-cost, trouble-free service. 


LOOK AT ALL THESE FEATURES! 


* Shaft, valves, valve plates and 
springs of stainless steel. 


® Durable housing of die-cast aluminum 
alloy —Permolited inside and out 


* Self-adjusting suction stub 


® Flexible diaphragm of tough, molded 
synthetic material 


® No parts to leak, stick, freeze or jam 


® Double-action 


Unusually versatile! With a few changes in 
parts, this pump can be easily converted to 
pipe line, 
with hose or 
spout outlets. Altogether, 22 different models! 
Call your Tokheim representative or write di- 


‘most any type of installation 
drum, underground tank 


rectly to factory for literature. 


delivers 20 gallons per 
100 strokes —steady flow 


Model 688-6 





General Products Division 


TOKHEIM CORPORATION 
DESIGNERS AND BUILDERS OF SUPERIOR EQUIPMENT 
Fort Wayne |, indiana 


1650 Webash Avenve SINCE 1901 








Factory Branch: 1309 Howard $1., San Francisco 3, California 
Canedien Distributor: H. Reeder, 205 Yonge Street, Toronto 
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“=a associations 


lowa Independents 


Institute Spots Jobber Troubles 


The management institute spon- 
sored by the Iowa Independent Oil 
Jobbers Assn. has proved to be much 
more than an educational program. 
Out of the sessions has come a crystal- 
lization of the main operating prob- 
lems. bothering Midwest jobbers these 
days. 





These main jobber problems were 
defined at an evaluation session held 
at the end of the first lowa institute 
on the campus of the University of 
Iowa, Iowa City. They were summar- 
ized in a report prepared by Mrs. 
Nathalie Ronis of New York, mar- 
keting education consultant for Cities 





The Head that 
“STAYS AWAKE” 
in modern pumps...the 


VEEDER-ROOT COMPUTER 


In all repairs, it pays to be sure that genuine Veeder-Root Parts are 
used throughout. And if it's rebuilt computers you need, then be 
sure they're rebuilt at the Veeder-Root Factory. 





World's Most Experienced Makers of Counters & Computers 


VEEDER-ROOT INC., HARTFORD 2, CONNECTICUT 
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Service Petroleum, Inc., who partici- 
pated in the sessions. 

Problems Listed—Replies from the 
32 jobbers attending the institute were 
broken down this way: 

e Twenty-four 
listed some aspect 
of credit as a ma- 
jor problem. 

© Twelve listed 
“organization and 
methods,” includ- 
ing type of or- 
ganization, and 
methods of or- 
ganizing their 
business in terms 


Nathalie Ronis 
of office procedure. 

@ Next was the hiring and training 
of men, including service station deal- 
ers and employees. 

® Then came merchandising, which 
was sub-divided into sales promotion 
and sales planning. 

@ Next was the general grouping of 
“capital”—capital investment and cap- 
ital planning—in other words, how 
jobbers should handle their money. 

Others were: 

® Product control. 

e Customer analysis— under the 
general category of merchandising. 

e Advertising—how to evaluate it, 
how to write ads, what special points 
to emphasize. 

@ Individual problems such as job- 
ber-supplier relations, taxes, cost anal- 
ysis, the jobber and his relationship 
to his community and employer rela- 
tions. 

Most revealing were comments of 
individual jobbers after they had at- 
tended group Concerning 
credits: 

“Our operation is 50% farm sales. 
Our dealer operation, which includes 
three stations, is no credit problem. 
But farm credit is very serious. I 
think future schools should spend a 
longer time on this subject with regard 
to overcoming, or at least reducing, 
the credit problem.” 

“The most important part of the 
course was the material I got for 
credit followup.” 

“I probably will apply the credit in- 
formation I gathered here more than 
any other.” 

“I will immediately rearrange my 
credit policies.” 

“We have never had a budget plan. 
As a result of our discussion here, | 
hope to put one into effect.” 

Concerning business organization: 

“In that I am a partnership, this 
discussion was of real value. After 
returning to my business, this matter 
of partnership will be taken care of.” 

“When I came down here, I was 


Sessions. 
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in favor of the partnership. Now my 
desire is to incorporate.” 

Jobber’s Responsibility—Mrs. Ronis 
notes that perhaps one of the most 
heartening results of the meeting in 
terms of health of the oil industry as 
a whole was the jobbers’ realization 
of their responsibility as suppliers to 
help upgrade their dealer customers 

They began to understand that just 
as they wanted their own suppliers to 
treat them as Independent business- 
men, their dealers also wanted to be 
treated as Independent equals. 

Some of the methods discussed in- 
cluded extension of jobber-sponsored 
dealer meetings and jobber responsi- 
bility in helping dealers organize into 
active, working trade associations to 
give them a voice in industry problems 

One institute 
devoted to a discussion of dealer-job- 
ber problems. Two successful station 
operators were selected to explain what 
they wanted and needed from their 
jobber-suppliers. 

But, Mrs. Ronis reports, the dealers 
were uncomfortable. They felt they 
were being “put on the spot.” It was 
only toward the end of the meeting 
that they began to speak freely. 

It might have been a more success- 
ful panel, she observes, if less success- 
ful dealers, with more problems, had 
been chosen as participants. Then they 
might have raised controversial issues 
that would have stimulated discussion 
and brought out the feelings shared 
by most dealers 


session of the was 


Louisiana 


LOMA vs. Tax Increases 


Oil marketers in Louisiana, which 
is riding the crest of an unprecedented 
tidelands producing boom, feel it is 
especially ironic that they are con 
fronted with rising Federal and state 
gasoline taxes. 

“Here we are in the middle of all 
this prosperity,” president Edward A. 
Amar said at the Louisiana Oil Mar- 
keters Assn. meeting in mid-June, 
“and there still is talk of more 
line taxation.” 

Amar, Hammond Shell jobber, told 
delegates to the fourth annual conven- 
tion at New Orleans that the rising 
tide of taxes is their main problem. 
Some have 
proposed to restore the two-cent gaso 
line tax cut 
Robert F. Kennon. 

Other current headaches in the 
state’s oil business are the present 
eight-cent Louisiana tax on lubricat 
ing oil and the projected two-cent Fed- 
eral tax on highways. 


gaso 


candidates for governor 


effected by Governor 
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State Tax—‘We feel that tidelands 
money will provide sufficient funds 
for schools and roads without adding 
to the heavy 
by Louisiana 
Amar said. “If the (present gasoline 
tax) tax money 
for roads, as it should be, there would 


burden already carried 


gasoline consumers,” 


were used exclusively 


be more than sufficient funds to keep 
our highways in top shape 

Fred Farmville, 
of the Louisiana state board of high 


Preaus, chairman 
ways, was a principal speaker at the 
convention. Preaus declared that with 
the expansion of state revenues there 


should be no need for additional gaso 


line taxation to finance the state's 
five-year road program. 

“There is no reason whatsoever to 
replace the two-cent gasoline tax of 
any other form of taxation,” he said, 
that the present seven-cent- 
tax brings in more revenue 


noting 
per-gal 
than the nine-cent tax did in 1952. 

Ihe road program has gotten a start 
with funds allocated by the state leg 
islature, he and will get well 
under way if voters next year approve 
two amendments—one for the alloca 
tion of funds for the highway depart- 
ment, and the other giving the depart- 
ment bonding authority. 


said, 
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Federal Tax—Another tax worry 
to the oil marketers was the proposed 
increase in the Federal highway tax. 
Ihe delegates went en record oppos- 
ing the measure, saying by resolution 

“Any such over-all program relat- 
ing to national defense is a general 
responsibility of the government, and 
should be paid for from 
revenues Obtained from general taxa 
tion.” 

The national defense value of an 
interstate highway system has been 


general 


Self-Priming, 
Non-Puilsating 


blade 


ROTARY PUMPS 


with choice of 4 DRIVES 


one of the major arguments of officials 
favoring the proposed construction 
and improvement plan. 

Motor Oil—The oil marketers also 
asked for the repeal of Louisiana’s 
eight-cent-per-gal. tax on motor oil, 
“the highest such tax of any state in 
the nation.” 

The association’s resolution of op- 
position said “the inequity of this tax 
is demonstrated by the fact that only 
two states of the 48, Louisiana and 
Alabama, levy any such tax whatso- 


DIRECT 


V-BELT 


CHAIN 


—for EVERY BULK STATION WEED 


Choices of drives, capacities, construction, materials and designs to meet every 
requirement of bulk station service are available in Invader rotary pumps. 

The positive seal and rolling contact achieved with Invader’s exclusive improve- 
ment of the old gear-within-a-gear principle reduce wear and cut down noise... 
resulting in extremely few “downtime” periods, infrequent replacements, and 
quiet, power-saving operation. Invader pumps can be installed in place of other 
rotary pumps, without expensive changes in piping or mounting. 

Specify “Invader” from your supply house or write for full je 


information and prices. 


Invader Construction 


Old Style Construction 


THE WAYNE PUMP COMPANY 
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ever (Alabama’s being only two cents 
per gal.). ; 

“The lubricating oil tax constitutes 
not only a burden on Louisiana mo- 
torists but creates an unfair advan- 
tages to many Louisiana industries in 
competition with similar industries in 
neighboring states.” 

LP-Gas—The association, in pro- 
testing taxes within Louisiana, also 
recognized an industry problem in 
northern and eastern states — “the 
threat of legislative control of the 
marketing of butane and other lique- 
fied petroleum products.” 

It went on record opposing “any at- 
tempt to place the sale of butane or 
any other petroleum product under 
the onus of regulation.” 

Kerosine—Rounding out the tax 
picture, association president Amar 
noted that the marketers are working 
to remove a “nuisance” tax of one 
cent per gal. on kerosine. 

“We have pointed out,” said Amar, 
“that the cost of collection of the tax 
is more than the revenue yields. When 
it was passed, a lot of kerosine was 
sold in the state, but now everything 
is butane and natural gas.” 

Commission Question—One _busi- 
ness section, dealing with the margin 
or commission type of compensation, 
proved controversial. 

Favoring a margin or commission 
increase by the suppliers was Harry 
Huber, Lake Charles, a jobber for 
Shell Oil Co. and a past president of 
the association. “The majority of the 
major oil companies have only par- 
tially taken care of their distributors 
in the matter of margins,” said Huber. 

“The companies have not kept step 
with the rising costs of operations. 
They and the dealers are receiving 
more profit, but the jobbers are not,” 
Huber continued. “During the past 
six to eight years, Louisiana dealers 
have increased their margins from 
four to 7%o¢. 

“They have done this almost on 
their own. But the wholesalers are 
governed by the suppliers’ prices.” 

Huber said that since 1941 the ma- 
jor oil companies have doubled their 
output, yet are failing to increase the 
margins. “I believe an increase of %¢ 
per gal. is a fair request,” he said. 
“The jobber can put this added reve- 
nue into improving his facilities, and 
he won't have to go out and beat the 
bushes scratching for accounts. He 
won't be trying to take anything away 
from the service station outlets. The 
jobber is in dire need of such an in- 
crease if he is to be able to compete.” 

The association, considering the 
proposal, felt some expression should 
be made on margins or commissions. 
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SELL THE ONLY NEW HEADLAMPS THAT ARE ALL-THE-WAY NEW... 


Only New 
Westinghouse 


SAFE-T-BEAM™ 
Headlamps 
Give You This 
Fast-Selling 


Difference! 





All other new headlamps: Stray upper light from High Beam 
strikes fog, rain, snow . bounces dangerous, blinding glare back 
into driver’s eyes. Thus all other new headlamps limit driver to 
Low Beam just when extra visibility from High Beam is needed most 


New Westinghouse SAFE-T-BEAM Headlamps: Exclusive 
2-Beam Glare Shield screens stray upper light from High Beam as 
well as from Low Beam to eliminate bounce-back glare! Only 
new Westinghouse SAFE-T-BEAM Headlamps let driver select beam 
that best suits road conditions 
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Headlamps. For only SAFE-T-BEAM Headlamps give full glare protection on 
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essential difference. A difference motorists recognize instantly. A difference that 
makes it easy to SELL TWO HEADLAMPS EVERY TIME— instead of the 
usual single replacement! So act now. Cash in on the only new headlamps that 
are all-the-way new. Call your Westinghouse supplier today 


Better see-ability on clear nights, too! 
* Up to 25% more light on both beams! 

* Beams up to 80' longer! 
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— associations 


But they wouldn't go along with 
Huber in specifying the amount of in- 
crease required by the wholesalers. In 
a resolution, the group pointed out 
that there has been little or no increase 
in the margins or commissions in the 
past 25 years, and that cost of opera- 
tions has not been offset by the profits 
from increased volume. It urged the 
major suppliers to re-examine their 
scales with a view to increasing the 
margins OF COMMISSIONS. 

Too Much Loaning— The marketers 


also rapped the practice of loaning 
excessive equipment to wholesale con- 
sumers as “poor salesmanship injuri- 
ous to the entire marketing industry.” 

Cecil D. Brown, Shreveport, a com- 
mission agent for the Continental Oil 
Co., and a past president of LOMA, 
said, “There has been an increasing 
tendency by various marketing com- 
panies to loan equipment to a whole 
sale consumer, such as a truck line, 
as an inducement to get his account. 

“It’s not that we don’t want to loan 














“Never used to be any traffic out here till Ed switched 
to Skelly and started guaranteeing 10% more mileage!” 











our tanks, pumps or air Compressors, 
but we only want to loan to those 
wholesale consumers qualified by the 
volume they purchase.” 

He said a qualified wholesale con- 
sumer 18s one who uses as much as 
2,000 gal. a month. “It’s okay to 
loan,” said Brown, “provided it’s done 
with the proper economic considera- 
tion—and balance.” 

The association, concurring with 
Brown, urged that the practice of loan- 
ing excessive equipment be 
tinued except where 
sound, 

At the conclusion of the convention, 
the association elected Curtis Parker, 
Shreveport jobber for Pan-Am South- 
ern Corp., its new president. 


discon- 
economically 


Midwest Jobber Ss 
That Contract Question 


Miles M. Mills of Oils, Inc., Des 
Moines, comes up with a suggestion 
that supplying companies help their 
jobbers accumulate funds for expan- 
sion purposes. 

His remarks are in connection with 
the recent discussion of what provi- 
sions jobber-supplier contracts should 
contain. (NPN, June, p.122, and July, 
p.123.) 

Mills, who is chairman of the Na- 
tional Oil Jobbers Council’s Economic 
concentration committee, contends 
that the thinking branded jobber can- 
not understand why he is only allowed 
to net an amount less than 2% on his 
sales, “whereas the integrated com- 
panies are netting from 9 to 17% after 
all taxes.” 

“The Independent jobber also can- 
not understand why he rides into the 
52% tax bracket when a review of the 
taxes paid by the majority of the inte- 
grated companies in 1953 ranged from 
21% to a maximum of 40%, the ma- 
jority of the taxes paid being in the 20 
to 30% bracket. 

“In other words,” Mills, says, “why 
should the lion’s share of the profits 
be maintained in the production, re- 
fining and transportation end of the 
business and the mere crumbs tossed 
out for marketing profits? 

“T think one solution to this prob- 
lem might be for the major companies 
supplying branded products to the job- 
ber to set aside an additional 1¢ per 
gal. on all refined products, the accu- 
mulation of which, on an annual basis, 
would go a long way toward financing 
service station, bulk plant, rolling 
equipment and other expansion com- 
mensurate with, and competitive with, 
other major oil companies. 

“This would overcome the old saw 
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used by majors that ‘if the jobbers 
were given additional margins they 
would give it away.’ ” 

Five Contract Points—The discus- 
sion over jobber-supplier contracts 
started originally when one veteran 
Midwest distributor listed five specific 
subjects he thought should be written 
into contracts. 

—Branded supplying companies 
should offer loans or their endorsement 
of notes to jobbers so that the jobbers 
may expand through service station 
construction and improvements, bulk 
plant additions and purchase of rolling 
equipment when needed. The jobber 
should be free to retain all of these im- 
provements by merely removing the 
supplier’s name from the loan or 
guarantee. 

—The jobber should be allowed to 
do his own hauling or transporting 
from pipeline or water terminal, or 
should be allowed to select his own 
transportation company. 

The jobber should have the 
privilege of purchasing comparable 
materials, such as gasolines and heat- 
ing oils, from other than his contract 
supplier when the premium asked by 
his supplier exceeds 0.25¢ per gal., or 
when the fuel oil price is in excess of 
0.125¢ per gal. Again, the jobber 
should be protected by his supplier to 
enable him to meet competition on 
gasoline transport sales to commercial 
consumer accounts with a netback to 
the jobber of at least 0.25¢ per gal. 

—The supplying company should 
have a cooperative advertising deal 
with its jobbers, making them com- 
petitive with other major brands. 

—The supplying company should 
not object to placing in its contract a 
guarantee to provide sales helps that 
will enable the jobber to be reasonably 
competitive with other companies 

Misdirected—Another Midwest job- 
ber observes that jobbers sometimes 
place too much faith in the division 
manager and not enough in the sup- 
plying company itself. 

His experience has been that “the 
division manager is just a front for the 
company, and he cannot make any de- 
cisions unless he has been so advised 
beforehand.” 

“I have tried for years to get in 
writing the clauses you listed, but never 
have succeeded, and my only answer 
has been that my supplier has every- 
thing at stake in me, their jobber in 
this area, and if a problem arises we 
will just have to work it out mutually 
(Often we do; more often I feel I have 
been on the short end.)” 

Three More Points—He raises some 
new points he feels should be included 
in contracts: 

-——The jobber should receive some 





protection from his supplier when price 
cutting develops on tank wagon sales 
to farmers. 

“I suggest,” he said, “that assist 
ance be extended to the jobbers in 
subnormal areas, the same as it ts 
given to dealers when price wars 
break out.” 

[he jobber should be free to 
choose his TBA suppliers and not be 
jeopardized if he doesn’t buy all his 
IBA from his gasoline supplier, “who 


may be just getting an overriding com- 
mission.” 

A jobber should try to reach an 
understanding that would enable him 
to cooperate with his supplier in bid- 
ding for locations on toll roads. If his 
supplier constructed stations on toll 
roads in the jobber’s marketing terri- 
tory, the jobber should have an oppor 
tunity to share in the profits, if only 
to the extent of a brokerage, or de- 
livery, fee e 
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It's those “big tickets” 
are paying off big for Skellymen these days. And why not? 
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for 30 days to premium gasoline and premium motor oil; (2) 
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T 
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of 10% more mileage or 10 gallons free when customer switches 
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fej markets 
Heavy Fuel Prices Continue Firm 


[ ESPITE summer heat, heavy fuel 

oils still occupied more than 
their normal share of the national spot- 
light. Prices for heavy grades again 
made contra-seasonal gains in a num- 
ber of principal market areas 

The gasoline picture, on a broad 
basis, showed conflicting trends as far 
as prices go. In the East, difficulties 
with retail markets brought some 
sweeping reductions and a few adjust- 
ments in certain localties. Elsewhere, 
and particularly in the upper central 
states, prices pointed higher. 

Distillates did not move. Inventories 
east of the Rockies rose to a new high 

some 15,000,000 bbl. above last 
year—and refiners’ summer-fill pro- 
grams were at a standstill. Behind this 
was the fact that their distributors 
looked for still lower prices sometime 
in August. 

To some extent this belief on the 
part of jobbers appeared to have sound 
basis, even apart from the overall stock 
situation. 

Railroads, for example, were being 
pushed to take more diesel fuel. In 
some cases, sellers offered diesel oil 
to the roads as No. 2 fuel, adding 
quickly that it met their locomotive 
specifications. In other cases, roads 
were asked to up their takings of diesel 
fuel above contract commitments, 
sometimes with a price inducement 

Meanwhile, Pennsylvania grade 
crude oil prices went up 10¢ bbl. on 
the long road back to lush 1953 levels. 
Pennsylvania crude prices first tumbled 
in January 1954 and, after a series of 
reductions, dropped 82¢ bbl. by Sep- 
tember of that year. Last December, 
however, crude postings in these fields 
began to recover 

In announcing the increase, George 
J, Hanks, South Penn Oil Co. presi- 
dent, said the increase came about 
through improved demand for crude 
oil by refiners, and that higher prices 
at the well were justified. New prices, 
effective July 11, are: Bradford dis- 
trict, $3.60 bbl.; Middle Penna. district, 
$3.47; Southwest Penna. district, 
$3.18; Eureka, W. Va. district, $3.07. 

Generally bright conditions for 
gasoline were marred by continuing 
retail trouble in eastern markets. Ap- 
parently in an effort to put things on 
a better foundation, Socony Mobil Oil 
Co. made general reductions of 0.3¢ 
to 0.5¢ for Mobilgas (regular) and 
Mobilgas Special (Premium). 

The company said the large number 
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of retail price wars dictated the gen 
eral adjustment, and reductions came 
at a time when higher wages and 
quality improvements should have 
meant price increases. In the price-war 
areas, however, Socony boosted posted 
tank wagon and at the same time elimi- 
nated all voluntary dlowances. See 
p. 152 for Socony’s new prices. 

Except for trouble in the East, gaso- 
line prices at retail generally were firm 
to strong in other areas and noticeably 
so in the Midwest. The several-months- 
old Topeka, Kan., price war came to 
an end with pump prices within 1¢ 
of pre-war “normal” for a gain of 8¢ 
gal. above a low of 11.9¢ (ex 7¢ 
taxes). Another festering spot, Evans- 
ville, Ind., has recovered 4¢ of a total 
cut of about 8¢, and was said to be on 
its way toward total recovery. 


DISTRICTS 
Gulf Coast 


Heavy fuel prices pointed up at the 
Gulf Coast at mid-month following 
Atlantic Coast and Caribbean refinery 
advances of 15¢. Gulf refiners quoted 
bunker “C” fuel from $1.95 to $2.15 
with indications that those still at the 
low were likely to follow. 

Calls from the Midwest siphoned off 
considerable quantities of gasoline and 
reports said northern buyers were 
reaching as far away as Houston and 
Corpus Christi for spot material. 

Light fuels remained quiet. But a 
bid of 8¢ for No. 2 fuel failed to shake 
loose any product, indicating a gen- 
erally good inventory position as far 
as remaining tank space was 
cerned 


con- 


Western Penna. 


Both neutral and bright stock prices 
advanced 0.5¢ following higher crude 
postings. 

From the steady increase in jobber 
orcers for lubricating oils, refiners 
said it was apparent that buyers were 
anticipating additional price increases. 
Neutral oils continued to be held 
closely following the advance in prices. 


Atlantic Coast 


Principal developments along the 
Atlantic Coast were 15¢ to 18¢ ad- 
vances in heavy fuels, and the general 
0.3¢ to 0.5¢ downward revision in 


‘ 
gasoline prices. The standoff between 
buyer and seller of light fuels was 
unbroken. 

Resellers showed no interest in fill- 
ing light fuel storage tanks. There were 
the usual discounts offered on No. 2 
fuel, but they did not include deferred 
billing or price protection and there- 
fore attracted little interest. 


Midwest Wholesale 

Gasoline prices were strong through- 
out entire Midwest, including Michi- 
gan. Several suppliers strongly hinted 
that they were reviewing their price 
schedules with increases of 0.25¢ to 
0.5¢ in mind. 

Heavy fuels, meanwhile, advanced 
0.25¢ at Chicago and 0.5¢ at Minne- 
apolis. At both points, suppliers said 
gains were well established. 

There was some evidence, on the 
other hand, that supplies of heavy fuel 
had caught up with demand in the 
Midwest. While there still were very 
few offerings of heavy fuel in the open 
market, buyers were not scrambling 
for product as heretofore. An instant 
was disclosed of one reseller buying 
low-sulfur No. 6 from another resale 
agent at $1.70. The seller wanted to 
live up to his commitment with his 
supplier, and sold at cost. 

Light fuels remained quiet. Summer- 
fill programs proceeded slowly with 
temperatures holding in the 90's. Dis- 
tributors were keeping a sharp eye out 
for possible price cuts because of 
record primary inventories. 


Mid-Continent 


Group 3 prices for some grades of 
middle distillates dipped sharply from 
a month earlier. Hardest hit were 
diesel and No. 1 fuel with drops on 
the range lows of 0.75¢ and 0.625¢, 
respectively. 

Quotations for No. 2 fuel dipped 
0.375¢ with range low at 8.25¢. While 
one large refiner called this price “too 
Jow,” another described it as “painfully 
realistic.” Northern distributors, never- 
theless, waited for further cuts, because 
of rapid rise in stocks. 

Strength in gasoline had several Mid- 
Continent refiners reviewing price 
schedules with thought of increases to 
the trade. One said he had in mind an 
advance of 0.25¢. 

Heavy fuel prices ranged from $.75 
to $1.90, up from $1.70 on the low 
side. 
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—{eJ prices REFINERY AND TERMINAL 


MOTOR GASOLINE 
July 1 June 24 June 17 


(5)13-13 26 (5) 4 13.25 


Gulf Coast Cargoes 
97 oct. prem 


July 8 
(6)13-13.26 (6)13-13.25 
96 oct prem (3)12-13 (4)12-13 (4)12-13 (4)12-13 
93 oet prem. o... (2)11.6-11.76(2) (2)11.6-11.76(2) (2)11.5-11.76(2) (2) 11.5 -11.76(2 
90 oct reg 2! 11-11. 26/4) 14-11. 25(4) 11--41.2544 
87 oct reg (2)10.6-12 (2)10. 6-12 (2)10.6-12 
#4 oct reg 10-10 26 10-10 26 10-10 25 
#3 ort reg... 0.875-10.126(2) 9.876-10.126(2) 9.876-10.125(2) 9.876-10.126(2) 
79 wet 9.76-9 876 9.76-9 #75 9.76-9 875 9.76-9 875 
70-73 oct M 

leaded 


Albany, N.Y. 
06 oct prem i 17.3(3) 
80 oct reg ° 14. 8(4) 


Baltimore, Md 
05 set prem ° 16 14.2 16.2 142 
#0 ort reg ° 12 128-136 12.8. 13.6 12.6-13.6 


9.5-9.76(2) 9.5-9.75(2) 9.5-9.75(2 9.5-9.76(2) 


17 3(3) 
14, 8/4) 


17 .3(8) 
14. 8(4) 


17.3(8) 
14.8(4) 


Boston, Mase. 
06 oct. prem 14.3 f 4 
69 oct reg ‘ 13 3) 133 


Buffalo, N.Y. 
95 ect prem 
89 oct cea 


Charleston, 8. C. 
06 oet prem 
89 ort reg 


Chicago, Wi. 

94 ot. prem 

89 oct, reg 

86 oct. reg 

Corpus Christi, Tex 
96 oct prem 

£9 oct reg 


3-16.9 14.4-16.9 14.3-16.9 
443 13. 3-14 43) 18 3-14 4(4 


18/2) 
16 6(2) 


1#(2) 18/2) 
16. 6(2) 16.612 


18(2) 
15.6(2 


14.4-16.46(2) 
12.8- 12.96(2 


14.2-16,45(2) 
12.8 12.96(2) 


14.3-16.452 14.3 16.46(2 
12.8-12.0F(2 12.8 12.06(2 


(5)12-14.8 
(2)11.76-13.3 
(2)11.5-12 


25-14.8 
11 375-12 
13.614 13.614 13 6-14 136-14 
11.6-12.6 11.6-12 5 11 6-12.56 11 6-12.56 
Houston, Tex 


96 oct prem . 176-14 
80 oct reg 12 2613 


13.75-14 25 13.76-14 13.7614 
12 2613) 12 261% 12.2613) 
Jacksonville, Fla. 
05 oct prem 


#9 oct reg 
Miami, Fia. 


06 oct prem..... 4 14.9 
80 oct reg 4 a 3.4 


146-14 9(6) 
13.1-13 4(7) 


14 6-14 016) 
13. 1-13, 4(7) 


14.6-14.0(5) 
13.1-13 4(7) 


14.6-14.0(6 
13.1-13.4(7 


Mple-St. Paul, Minn. 
04 oct. prem f 
86 oct. reg 


Mobile, Als. 
05 oct prem 
80 oct reg 


14 4(3) 
13. 1(8) 


14 613 
13.113) 


14.613 
13.1438) 


New Haven, Conn. 
95 oct prem 
80 oct reg 
New Orieans, La 
05 oct prem ‘ 16.7 16.7 16 7 
RO oot reg , 13.2 13.2 13.2 
New York Harber 
95 oct prem 

do barges 
89 oct reg 

do Larges 
Norfolk, Va 
95 oct prem 
80 oct reg 
Pensacola, Fla. 
05 oet prem 
80 oct reg 
Pitiadeiphia, Pa. 
05 oet prem 
BO oet reg 
Pt. Everglades, Fla 
05 oct prem.. 
80 oct reg 
Portland, Me. 
05 oct prem 
80 oct reg 
Providence, A. |. 
06 oct prem 
80 oct reg 
Savannah, Ga. 
05 ect prem 
80 oot reg 
Tampa, Fila. 
06 oct prem 
89 oct reg 
Wiimington, N.C. 
06 oct prem 
80 oot reg 


16. #13) 
14 313 


16 813 
14.3(3) 


16 &(3) 
14. 3(3) 


13 96 
13 #6 
12 45 
11.75 


13.06 
13 86 
12 45 
11.75 


13.05 
13.85 
12 46 
11.76 


13.96 
13 86 
12.45 
11.75 


146-163 
13-13.7 


146-163 
13-13.7 


14 6-16 3 
1313.7 


14 6-16.3 
13-18.7 


14.7(2) 
13. 2(2) 


14.7(2) 
13. 2(2) 


14.7(2) 
13. 2(2) 


14.7(2) 
13. 2(2) 


16.2-16.8 
19.7-14.3 


16.2-16 8 16.216 
13.7-143 13.7-14 3 


16.2-16.8 
13.7-14.3 


14. 0(3) 
13. 4(6) 


14 0(3) 
13 4(5) 


14. 0(3) 
13. 4(6) 


14,9(3) 
13 4(5) 
17(3) 

14. 6(3) 


17(8) 
14. 6(3) 


17(3) 
14. 5(3) 


17(3) 
14. 5(3) 


16.0(3) 
14. 4(4) 


16. 0(3) 
14.4(4) 


16.9(3) 
14. 4(4) 


16 .9(3} 
14. 4(4) 


(2)14 6-14 013) 
(2)13. 1-18 4(6) 


(2)14.6-14 (3) 
(2)13 1-13. 4(B) 


(2)14.6-14.9(3) 
(2)13 1-18. 4(5) 


(2)14.6-14.0(3) 
(2)13.1-18. 4(6) 


14.3-14 8(4) 
12.8-13 3(5) 


14.3-14 8(4) 43 8(4) 
12_8-13.3(6) 8-13 .3(5) 


14.8-14.8(4) 
12,8-13,3(5) 


13.9-16 35(2) 
12.96-12.856(2) 


3 9-15 85(2) 
2.36-12.86(2) 


13.0-15 35(2) 
12.35-12.85(2) 


13.9-15.86(2 
12.35-12.85(2 


mm Platt’s Oil 
with NPN, 


are sales prices 


Refinery and terminal prices herewith are reproduced fre 
gram Price Service, a daily publication associated 

Prices shown in refinery and terminal tables or quota 
tions, or general offers, or posted prices, reported by refiners, by product 
pipe line terminal operators, by terminal perators, and 
terminal operators, for current sales and shipments, except a there 
specified 

Following types of prices are not 
therefore are not included in price tables Prices 
off a specified price; “market-date-of-shipment’ 
contracts; prices arrived at in accordance with 
to date of sale. Prices made to brokers, and prices in inter-refinery trans 
actions, also are not considered in the tables except as noted below 

Priees shown are for quantities in bulk such as tank car lots, or truck 
transport lots or barge lots. Prices applying only to barge lots, or cargo 


river tanker 


“open spot’ transactions and 
arrived at by disc 
prices; prices named in 
arrangements made prior 


unts 
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MOTOR GASOLINE 


Okla. (Okla. shpt.) 
94 oct. prer 


July 8 July 1 
(4)12.6-12.26(3) (4)12.6-13.25(3 
86 oct. reg 11-11.5 11-11.5 
60 oct. M & below(3)10.25-10.625(2 
Okla. Group 3 (Northern shpt.) 

04 oct. pren 2-14.25 12-13 .25 

2 oct. prem 11.75 11.75 

86 oct. reg... . 10.75-11.25(3) 10.75-11.25(3) 
84 oct. reg 10.75 10.75 

60 oct. M & below (2)10-10.375 (2)10-10.375 
N. Tex. (Tex. & New Mex. shpt.) 
17 oct. pren 14-15 .2 


6 14.65 13 
12 


5 oet. prer 
92 oet. prem 
#6 oct reg 
84 oct. reg 
60 oct M & below (2)10.76-11.8 
Ww Tex, (Tex. & New Mex. shpt.) 
17 oet. pret ] 

05 oct. pren 

92 oct. prem 

86 oct. reg 

84 oct. reg 

60 oct. M & below 


E. Tex. (Truck transport lots) 
97 oct, prem 13 

95 oct. prem (2)13 5-13 
86 oct. reg 11.5-12 
84 oct. reg 11.6-12 
60 oct Mk beige 2)11 11,325 


Cent. W. Tex. (Truck transport lote) 
07 oct. prem 14 

02 oct. pret 

86 oct. pren 

Ark. (For shpt. to Ark 4 om a. ) 

04 oct. prem x) 
02 oct, prem x12 f 
86 oct. reg xll.% 
84 ot. reg xi! 
Kane (For Kans. destinations only) 
94 oct. prem 13 2 5-13 

86 oct. reg 5) 11.2! (5)11.25-11.5 
84 oct. reg 7! 10 875 

60 oct. M & below (3)10.25-10.75 (3)10.25-10.75 
Western Penna. Bradford-Warren: 

92 oct prem. 14.75 14.75 

86 oct reg 13.6-13.9 13 6-13.9 
Ol City: 

92 oet prem 
RA ort reg 
Pittsburgh: 
02 oct. prem +e 2 
86 oct. reg 13.45 


13.75-15 
12.6-13 5 


76-15 
6-13.5 


3)10.25-10,.625(2 


(3) 10.25 


June 24 
5)12_ 5-13 2 

11-11.5 
§-10.625(2 
12-13.25 
11.75 
10.75-11.25(3) 
10.75 


(2)10 10 375 


(2)14-15.3 
13 126 14.55 
1's 
11! 
(2) 
14.875 
12.75-14.125 
12.75-13 
x11.5-12.7 
11. 5-12.25 
10.76-11.6 


13 
(2)13. 6-13.75 
11.5-12 

11.5-12.25 
(2)11-11.125 


13.75 
13.25 
x11.5 

12.5 

12 

11 

10.75 
4)12.5-13 
(5)11.25-11.5 

10 875 
(3)10.25-10.75 


14.75 

13 6-13.9 
13 76-15 
12.6-13.5 


15.2 
13.45 


Ohio— Quotation of 8 O. Obio for delivery to Ohio peinte: 
4 14 14 


86 oct reg | 

Centrat Michigan 

04 ect prem 3)14.7 

RR oct reg ° (3)13 25 13 5(2) ( 
California Los Angeles District: 

Rne 

93 oct prem ] 
84 oct reg 11 
lank Car 

03 oet prem 13-1385 13.85 

84 oct reg. $1.6-12.1(2 5§-12.1(2) 
lank Truck (400 gals. or more): 

93 oct. prem 6 18.4 4 

84 oct. reg 15.9 9 

San Francleco District: 

03 oct. prem ; 18.9 9 

R4 oct. reg 16.4 4 


2 


13.85 13-13. 85 
§-12.1(2) 5-12 1(2) 


16.4 


DISTILLATES & FUELS 


July 8 July 1 
41-43 w.w. kero,, (3)8.75-9.75(2 75-9.75(2 
No. 2 fuel (3)8. 25-9 25 25-9 .25(2 
57 d.i. gas oil & 5-9 25/2) 5-9 25/2 
48-52 di. gas oil 8.275-9.126(2) 
43-47 di. gaa oil & 
No, Sfuel.0-10p.t. $2.60 
Bunker C fuel $1.95-2.00 
Bunker C fuel 

Max 1% sulfur 
*$2.15 is for max 
Albany, N. Y. 
Kerosine/No. 1 
No. 2 fuel 


oil, shore 


Gulf Coast, Cargoes 


9 
9 
25-9(2) 


(3)$2.15-2.20 
1%, sulfur 


11.1(9)(a) 
10. 35(10)(a) 


11.1(9)(a) 
10,35(10)(a) 


10.75(5)(a) 10. 75(5)(a) 
$4.07 $4 07 
No. 6 fuel, no sulf 
guar 2 50/2 
No. 6 fuel, r 


$2. 50(2 


$2 65 
allowance.” 


x$2_ 80/2) 


sellers offer 0.54 “voluntary 


transport lots, 
wax and 
is shown, in dollars per barrel of 
inspection fees 

for crude oil and products 


lots, or truck 
gallon, except 
sign ($) 
not include taxes or 
Prices are 
rted; reported 
t not guaranteed; for subscribers’ 
listribution or publication 
Gulf Coast cargo prices are by 
refiners, export 
line octane ratings are by 
except where letter “M"’ is 
ASTM Motor Method 


Gas 
mum ratings, 
rating is by 


375-9.125(2) 


are so designated 
etrolatums in cents per 


lawfully 
as received by Oilgram and Nationa 
private use only and 


refiners 
agents or to large tanker terminal operators. ; 
ASTM Research Method and are mini 


used to indicate that 


June 24 
75-9.75(2 
25-9 .25(2) 
9 25/2) 
75-0.125(2) 
9(2) 


5 

6 
60 
05-2 


2 00 

(2)$2.15-2.20 
11.1/0)(a) 
10. 35(10)(a) 


10 75(5)(a) 
$4.07 


$2.60 
$2.65 


42 U. S 


selling or 


Prices are in cents ne 
pound, and, 
gallons. 


June 17 


11.75 

10.75-11.28(3) 

10.75 
(2)10-10.375 


(2)14-15.3 
13.125~14 55 
2.7! 


14.876 

12, 75-14, 125) 
12. 75-13 
12.5-12.7 

11, 5-12.26 
10.75-11.5 


13 
2)13.5-13.75 
11.5-12 
11.5-12.25 


(2)11-11.125 


10 875 


> 
(3)10.25-10.75 


14.75 
13.6-13.9 


13.75-15 
12.6-13 6 


15.2 
13.45 


13-13. 85 

11. 5-12. 1(2) 
13-13 85 
11.5-12.1(2) 
18.4 

15.9 

18.9 

16.4 


June 17 
(3)8.75-9 75(2) 
(3)8 26-9 .25(2 

R 5-9 .26(2 

8.375-9.125(2) 

8. 25-9(2) 
60 


$2 
(6)$1.95-2.15° 


11.1(9)(a) 
10 35(10)(a 


10. 75(5)(a) 


$4.07 
$2.50 
$2.65 


where dollar 


Prices do 


produced and trans 
Petroteum News 
not for resale 


quoting to otner 


octane 


Parenthetical figures indicate number of companies quoting when two 
or more quoted the price shown. Letter “X" indicates price change. 
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REFINERY AND TERMINAL 


DISTILLATES & FUELS DISTILLATES & FUELS 


July 8 July 1 June 24 June 17 July 8 July 1 June 24 June 17 


Baltimore, Md Jacksonville, Fla. 


Kerosine/No. 1... 9 10. 8/9 10. 8/9) (a 9 Kerosine/No. 1 11.811 11. 8(11) 11. 8(11) 11. 8(11) 
do ba secon 0. 55(7)( 10.55 5 10.55 No. 2 fuel 10 6(8 10. 6(8) 10 6(8) 10. 6(8) 
No.2 fod cee ) 050 0.05011 10.05 511 Diesel oil, shore 
do barges é 9.815 9, 8(5)(a 5 plante 10 6(5 10 6(5 10. 6(5) 10. 6(5) 
Diesel oil, shor No. 6 fuel, no sulf 
ts 


PHAN. «++. ++ 45(5)(a 10. 45(5)(a) 5(5 10. 45(1 $2 2816 28(6 $2 28(6) $2 28/6) 
No, 4 fuel. ..... $3.44(2 3 3.44(2 w $2 25(6) 2 25(¢ $2 2516 $2. 25(6) 
do barges : $3.38 : . 
No. 5 fuel...... $3.06 : 3.0 I $4 4520 5 $4 45215 $4 46216 


do barges $3.00 : 3 BunkerC, bunkers $2 25 22 $2 26/6) $2 25(6) 


No. 6 fuel, no sulf 
guar, eee $2 38/6 $2 38/6) 
do barges . $2.35(5 $2. 35(5) 
Light Diesel, 
bunkers.......  $4.24(4)(1 $4.24(4 
Heavy Diesel, 
bunkers. . ° $3.80(2 
BunkerC, bunkers $2.35(4) 


Baton Rouge, La. 
Kerosine/No. 1... 
No. 2 fuel eves 
Diesel oil, shore 
plants 
No. 6 fuel. ..... 
No. 6 fuel no sulf 
var 
i barges 
Light Diesel, 
bunkers. . 
Heavy Diesel, 
bunkers . $3.54 
BunkerC, bunkers $2.05(2) 


Boston, Mass. 
Kerosine/No. } 
No. 2 fuel ee 
Diesel oil, shore 
plante.... 
No. 5 fuel....... 
No. 6 fuel, no sulf 
guar... a 7~2.42(6) $2 9 
do barges : $2. 39(5) $2. 39(5) 
$ 
a 


9 97-9 
Light Diesel, 

munkers. . ' $4 28 t 
Bunker C, bunkers $2. 39(5) 
Buffalo, N. Y. 
Kerosine 
Deisel oi). 
No. 2 fuel... 
No. 6 fuel 


* Price correct on a 


Charleston, $. C 

Kerosine/No. 1 . 

No. 2 fuel ee 
j oil, shore 

plants........ 

No. 6 fuel, no sulf. 

- $2. 30(2) $2. 30(2) 

$2. 27(3) $2.27(3) 


4.28 


39(5) 


Light Diesel, 
bunkers... ... 41 } $4. 16(2 
Bunker C, bunkers 2.27(3) $2.27(3 


Chicago, I. 

Range oil/No. 1 

No. 2 fuel ; 

No. 5 fuel, low 
sulfur 

No. 5 fuel, high 
sulfur. areca ta 

No. 6 fuel, low 
sulfur 

No. 6 fuel, high 


sulfur 


Cleveland, Ohlo 
No. 5 fuel 9.75 
No. 6 fuel 9.1 

*—dellvered Cleveland 


Corpus Christi, Tex. 
No. 6 fuel, no sulf, 
guar... as $2.08 
do barges : $2.05 
BunkerC, bunker $2.05~2 


Detrolt, Mich. 
Kerosine. ..... 12.35 
Diese! oi! ; 12.25-12 
No. 1 fuel... (2)12.25-12 4( 
No. 2 fuel .. (2)11.26-11.4 
No. 5 fuel... 9.1(2 

o. 6 fuel 35(3 


2) ( 
9) ( 


Houston, Tex. 
Kerosine/No. | 10 
do barges... 9.5(2 
No. 2 fuel... 9.5(2 
do barges 9-9. 25 
Diese! oil, shore 
plants 9-90.25 
No. 6 fuel, no sulf 
guar. 
do barges 
Light Diesel, 
bunkers $3. 95/6) (t $3.95/6) (1 $3. 0506 
Heavy Diesel, 
bunkers....... $3 54(4) $3. 54(4 $3. 5414 3.544 
Bunker C, bunkers $2.05(13) $2. 06/13) $2.05(13) 06(13) 


5(2) 


(3)$2.08-2.10(2) (3)$2.08-2.10(2) 3)$2.08-2.10(2) (7 
$2 05(6) $2.05(6 $2. 05(6 
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Miami, Fla 
Kerosine/No. 1 
Diesel oil, shore 
plants 
No. 6 fuel, no sulf 
gwar 
do barges 
Light Diesel 
bunkers 
Bunker C, bunkers 


Mols-St. Paul, Minn 
Range s 


No. 5 fuel bigh 


No. 6 fuel high 
tur 
Mobile, Ala 
Kerosine/No. 1! 
No. 2 fuel 
No. 6 fuel, no sulf 
guar 
do barges 
Light Diesel 
bunkers 
Bunker C, bunkers 
New Haven, Conn 
Kerosine/No. 1} 
No. 2 fuel 
Diesel oil, shore 
plants 
Cas House Gas O1) 
No 4 fuel 
No. 6 fasl, no eulf 
guar 
do harges 
Light Diesel 
bunkers 
Bunker C, bunkers 
New Orleans, La 
Kerosine/No. 1 
No.. 2 fuel 
Diese! ofl, shore 
planta 
No. 5 fuel 
No. 6 fuel, no aulf 
guer 
do barges 
Light Dieeel, 
bunkers 
Heavy Diesel 
bunkers 
Bunker C, bunkers 


New York Harbor 


No. 6 fuel, no sulf 
guar 
do barges 
jo. 6 fuel, mas 
1% eulf 
do | rT 
Light Diesel 
bunkers 
y Diesel, 
minkers 
Bunker C, bunkers 
Norfolk, Va. 


Kerosine/No. 1 
oil, shore 


No. 5 fuel... 

No. 6 fuel, no eulf 
guar 

do barges 

Light Diesel, 
bunkers 

Heavy Diesel 
bunkers 

Bunker C, bunkers 

Pensacola, Fila. 

Kerosine/Neo. 1 

No. 2 fuel 

Diesel oil, shore 
plants 


11.8 
10.83) 


$2 23 

$2 20(3) 
$4 452(3) 
$2 20(3) 


1.1) 
10 2(2) 


92 


if. 1(2) 
10.26) 


10. 2(2) 





—feJ prices REFINERY AND TERMINAL 


DISTILLATES & FUELS 


Phitadeiphia, Ya. 
Kerosine/No. | 
do barges 
No. 2 fuel 
do barges 
Diesel oil, shore 
plants 
Ne. 4 fuel 
No. 6 fuel 
No. 6 fuel, no eulf 
guar. 
do barges 
No. 6 fuel, max 
1%, wulf 
do barges 
Light Diesel, 
bunkers 
Heavy Diesel, 
bunkers 
Bunker C, bunkers 


Pt. Everglades, Fia. 


Kerosine/No. 1 
No. 2 fuel ; 
Diesel oil, shore 
plante 
No. 6 fuel, no sulf. 
quer 
de barges... 
Light Diesel, 
bunkers 
Bunker C, bunkers 


Portiand, Me. 

Kerosine/No. 1. 

No. 2 fuel 

Diese! oil, shore 
plants 

No 6 fuel, no sulf 
quar. 

do barges 
Bunker C, bunkers 


Providence, fi. 1. 
Kerosine/No, 1 
No. 2 fuel 
Diesel oil 
plants 
No. 6 fuel 
No. 6 fuel, no sulf 
guer 
do barges 
No, 6 fuel, mat 
1% oulf 
do barges 
Light Diesel, 
bunkers ‘ 
Bunker C, bunkers 


shore 


Savannah, Ga. 


Kerosine/No. |. 

No. 2 fuel 

Diesel oil, shore 
rlants 

No. 5 fuel , 

No. 6 fuel, no sulf 
quar 

do barges 

Light Diesel, 
bunkers 

Bunker C, bunkers 


Tampa, Fla, 

Kerosine/No. | 

No. 2 fuel 

Diese! oil, shore 
plants 

No. 6 fuel, no sulf, 





July 6 


10. 8(10)(a) 
10. 66(7)(a) 
10, 05(10)(a) 
9 .8(7)(a) 


10. 45(6)(a) 
$3.41(2) 
$3 06(5) 


(6)$2 36-2. 38x 


(6)$2.32-2.36x 


4)82.50-2 68x 
(2)$2.47-2. 65x 


$4. 24(4)(b) 

$3. 80(4) 

$2. 32(8) 
11. 8(5) 
10 6(4) 
10 6(4) 


$2.23(2) 
$2. 20(3) 
$4 4924) 
$2. 20(3) 


11(9)(a) 
10. 26/9) (a) 


10, 65(4)(a) 
$2.42(2) 


$2.39 
$2 39 


10, 9(10)(a) 
10. 16(9)(a) 


10. 65(4)(a) 
$3. 25(3) 


$2. 30(5) 
$2. 36(4) 


$2. 64-2.64 
$2.51 


$4. 28(b) 
$2. 36(3) 
11. 8(7) 
10. 6(7) 


10 6(5) 
$2.87 


$2 30(6) 
$2. 27(6) 


$4. 452(6) 
$2. 27(6) 
11.7(8) 
10 5(6) 
10. 6(6) 


$2. 20(4) 
$2. 18(4) 


$4. 41(5) 
$2. 18(5) 


July 1 


10,8(10)(» 
10 55(7)(a) 
10.06(10)(a) 
9.8(7)(a) 

10. 45(6)(a) 
$3.31(2) 

$2 06/5) 


$2 36(7) 
$2 32/6) 


$2. 5004) 
$2.47(3) 


$4. 24(4)(b) 
$3. 80(4) 
$2.32(8) 
11, 6(6) 
10 6/4) 
10 6(4) 


$2. 23(2) 
$2. 20(3) 


$4 4652/4) 
$2. 20(3) 


11(9)(a) 
10. 25(9)(a) 


10, 65(4)(a 
$2 42(2) 
$2.39 


10.9(10)(a) 
10, 15(9)(a) 


10. 55/4) (a) 
$3. 26(3) 


$2. 30(5) 
$2 36(4) 


$2 54-2.04 
$2 51 


#4 28(b) 
$2. 36(3) 


11. 8(7) 
10_6(7) 


10 6(6) 
$2.87 


$2. 30(5) 
$2. 27(6) 


$4. 452(6) 
$2. 27(5) 
11.7(8) 
10, 6(6) 
10. 5(6) 


$2. 20(4) 
$2. 18(4) 


$4. 41(5) 
$2. 18(5) 


June 24 


10. 8(10)(a) 
10, 56(7)(a) 
10.05(10)(a) 
9.&(7)(a) 

10. 45(6)(a) 
$3.31(2) 

$3 06(5) 


$2 35(7) 
$2 32(6) 


$2.50(4) 
$2.47(3) 


$4. 24(4)(b) 

$3. 80(4) 

$2. 32(8) 
11. 8(5) 
10 6(4) 
10.6(4) 


$2.23(2 
$2.20(3 


$4 452(4) 
$2. 20(8) 


11(9)(a) 
10, 25(9) (a) 


10 .65(4)(a) 


$2. 42(2) 


10.9(10)(a) 
10. 15(9)(a) 


10. 65(4)(a) 
$3. 25(3) 


$2 30(5) 
$2. 36/4) 


$2.64-2.64 
$2.51 


$4. 28(b) 
$2.36(3) 


11, 8(7) 
10. 6(7) 

10. 6(5) 
$2.87 
$2. 30(6) 
$2. 27(5) 
$4. 462(6) 
$2. 27(6) 

11.7(8) 

10.6(6) 

10. 5(6) 


$2, 20(4) 
$2. 18(4) 


$4. 41(5) 
$2. 18(6) 


June 17 


10. 8(10)(a) 
10, 55(7)(a) 
10. 05(10)(a) 
0. 8(7)(a) 
10. 45(6) 
$3.31() 

$3 .06(5) 


$2.25(7) 
$2.32(6) 


$2.50(4) 
$2.47(3) 


$4, 24(4)(b) 

$3.80(4) 

$2. 32(8) 
11, 8(6) 
10 6(4) 
10 6(4) 


$2. 23(2) 
$2. 20(3) 


$4. 452(4) 
$2. 20(3) 


11(9)(a) 
10. 25(9)(a) 


10. 65(4)(a) 
$2. 42(2) 


2 30 
$2 39 


10.9(10)(a) 
10. 15(9)(a) 


10. 65(4)(a) 
$3. 25(3) 


$2.39(5) 
$2. 36(4) 


$2 64-2 64 
$2 51 


$4. 28(b) 
$2 36(3) 


11. 8(7) 

10.6(7) 

10 6(6) 
$2.87 
$2. 30(6) 
$2. 27(6) 
$4, 452(6) 
$2. 27(5) 

11.7(8)) 
10. 5(6) 

10. 6(6) 


$2. 20(4) 
$2. 18(4) 


4. 41(5) 
$2, 18(5) 


DISTILLATES & FUELS 
July 8 July 1 
lolede, Ohie 
Kerewine 


Wlimington, N.C. 

Kerosine/No. ! 

No. 2 fuel 

Diesel oil, shore 
plants.... 

Light Diesel, 
bunkers 


10. 8(7)(a) 
10. 15(7)(a) 


10.8(7)(a) 
10. 15(7)(a) 


10. 8(7)(a) 
10. 15(7)(a) 


10. 8(7)(a) 
10, 15/7) (a) 


10, 25(2)(a) 
$4. 16(3)(b) 


10. 25(2)(a) 10 .25(2)(a) 


$4. 16(3)(b) 


10, 25(2)(a) 


$4. 16(3)(b) $4. 16(3)(b) 


Okla. (Okta, shpt.) 

2-44 w.w. kero 

Range oil 

58 & abv. di 
Diesel 

No. 1 fuel. .. 

No. 2 fuel. . 

No. 6 fuel. . 


(5)9.5-9. 875 
9.375-9.5(2) 


(4)9.5-9.875 
9.375-9.5(2) 


(2)9.5-9.876(2) 9.5-9.875(4) 
x9.375-9.5x 9.5-0.625x 


9.125-9.875 

9.25-9.625(2) 

8.625-0.25/2) 
x(2)$1.75-1. 85 


(2)9-9 76 
- (3)0.126-9.5 
(2)8.5-9.25 
$1.75-1.90 


(2)9-9.75 

(3)9.125-9.5(2) 

(2)8.5-0. 25 
$1.75-1.90 


x09. 75x 

x9.125-9.625 
x(2)8.6-9.25 
$1.75-1.90x 


Okla. Group 3 (Northern shpt.) 


42-44 w.w. kero. . (3)9.375-9.625 
Range oil 9.25-9.375 
58 & «abv 

Diesel... . 8.375-9.5 
No. 1 fuel...... 8.625-9.375 
No. 2 fuel 8.25-8 
No. 6 fuel... $1.75-1. 


(2)9.376-0.525x x(2)0.375-9.875 
x9. 25-9. 375x x9. 375-9. 5x 


8.375-0.5 x8. 375-9. 5x 
8.625-0.375x x8. 625-9.5 
75 8.25-8.75x x8. 25-8. 875(2) 
90 $1.75-1.90 $1.75-1.90x 


(5)0.5-9 875 
0.5(2)x 
di. 
x8.5-9. 625 
x8. 75-9. 5(2) 
x8.375-8.875(3) 
x(2)$1.75-1.85(2) 


N. Tex. (Tex. & New Mex. shpt.) 
42-44 ww. kero. . 9.2-10 9.2-10 
se & abv. di 


9-09.76 9-09.75 
$1.80-2.00 $1.80-2.00 


92-10 


0-09.75 
$1. 80-2.00 


9.2-10 


i -0-0 76 
No. 6 fuel x$1.80-2.00 


W. Tex. (Tex, & New Mex. shpt.) 
42-44 w.w.kero.. 9%.75-10.75 
No. 1 fuel 9.75-10.25 
No. 2 fuel 9.125-0.5 
No. 6 fuel $1. 65-1.96 


9.75-10.75 x9.75-10.75 
9.75-10.25 9.75-10.25 
9.125-0.5 x9. 125-9.5 
$1.65-1.90 $).65-1 90 


10-10.75 
9.75-10.25 
9.25-0.5 
$1 .65-1.90 


E. Tex. (Truck tranepert lots) 
42-44 w.w. - . (2)0.6-9.76(2) 
be 


68 & abv. 
Vienel §.76-9.75 
$1.75-2.00 


(2)9.6-9.75(2) 


8.75-9.75 
$1.75-2.00 


(2)9.5-9.76(2) 


8.75-9 75 
(2)$1.75-2.00 


(2)9.6-9.75(2) 


8.76-9.75 
No. 6 fuel (2)$1.75-2.00 


Cent. W. Tex. (Truck transport lots) 
42-44w.w.kere.. 0.5 
di. 


68 & abv. 

Diesel...... 9.26 
No. 2fuel....... 8.5 
No. 6 fuel $2.52 
No. 6 fuel x$1.80 


Kane. (For Kans, destinations only) 


x9.5-10 
965 


9.375-9.625 
(4)9.375-9.75 
8.5-9.125x 
No. 5 fuel exe 2.25-2.35 x$2.25-2.35 
No. 6 fuel... (4)$1.85-2.00  (3)$1.85-2.00 
(a) Some sellers offer 0.5¢ “voluntary allowance.” 
(b) Some sellers offer 21¢ bbl. “voluntary allowance.” 


x9 625-10 (3)9.75-10(2) 
x9.5 9.625 


42-44 w.w. kero 

62 & bel. di. Diesel 

68 & abv. di. 
Diesel 

No. 1 fuel.... 

No. 2 fuel 


(3)9. 625-10 
9.5 


(2)9.5-0.625x 9.5-9.75(2) 
x9. 375-9 .75 (3)9.5-9.75(2) 
x8 625-0. 25 75-9. 25x 
$2.20-2 35 ' $2.20-2.35 

x(3)$1. 85-2. 00x $1.70-1.85 


x9.375-0.625 
(3)9.375-9.75 
x8.5-9.25 





REPUBLIC OIL REFINING COMPANY 


~ NOW 


AVAILABLE 


SOUTHERN TERMINALS 


Hopewell, Vo. 
Wilmington, ¥ ( 
Charleston, S.C 
Savanneh, Ga 
Port Everglades, Fle 
Tampa, Fle. 





Poname City, Fle 
Birmingham, Alo 
Montgomery, Ala 
Columbus, 64. 
Greenville, Miss. 
Knoxville, Tenn 


Highest Quality 
Petroleum Products 


e Gasoline 

e Kerosene 

e Diesel Fuel 
Heating Oils 


ATLANTA, GA. 
1401 Peachtree Street 
PITTSBURGH, PA. 

Benedum-Trees Bidg. 
TEXAS CITY, TEXAS 


Refinery 
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REFINERY AND TERMINAL 


DISTILLATES & FUELS 
July 8 July 1 June 24 
Ark. (For shot. to Ark. & La.) 
42-44 w.wlkero “. 125 « 9 9.375 9.375 
Tractor fuel . t 10 « 510 10 = 
52 & bel. d.i. Diese! 18.6 h253 1 8 s75" 8.875 8.875 
68 & abv. di. 


June 17 


- 

Diesel... x9 {9.875 9.875 
No. 2 fuel. ... x8. 625 9.125 9.125 
No. 4 fuel ... $2.50 $2.50 x$2.50 
No. 5 fuel. ..... $2.30 i $2.30 x$2.30 
No. 6 fuel... $2.15 - $2.15 x$2.15 


Western Penna. 
Bradford-Warren: 

(3)11.25-11.7 (3)11.25-11.7 on 25-11.7 (3)11,26-11.7 

10.6(2) 10. 5(2) 10. 5(2) 10. 5(2) 

No. 2 fuel .. (3)10. 5-10.95 (3)10.5-10.06  (3)10.5-10.95  (3)10.5-10.95 
36 40 gravity fuel 10.25(2) 10. 25(2) 10.25(2) 10, 25(2) 
OU City: 
Kerosine. . 11.5-11.86 11.5-11.85 
60 cetane Dieoe! 10.4 10.4 10 4 
No. | fuel. . 10.5-11.25 10.6-11.26 10.6-11.25 
No. 2 fuel. ... 10.25-11 10. 26-11 10. 25-11 
36-40 gravity fuel 10.26 10,25 10.25 


Pittsburgh: 
Korosine 


11.6-11.85 11.6-11.85 
10.4 
10.611 25 
10. 25-11 


11.6-12.25 11.6-12.25 11.6-12.2 
10.85-11.25 10.85-11.25 10.85-11.25 
11.6-12.1 11.5-12.1 11.5-12,1 
(3)10.85-11.35 10. 85-11.35 10, 85-11 .35 
10.55-11.25 10,56-11.26 10.55-11.25 


36-40 gravity fuel 10.55-11.2 


Central Michigan 
46-49 - ’- kero. . 


Stilt (2)12.75-13.3  (2)12.76-13.3 
Ne 2 fuel... ag 75-12.8  (2)11.75-12.3 
U.G.1. gas oil. 10 

é 7 9(2) 8.7-0(2) 8.7-9(2) 

No. 6 fuel 7.95-8 .25(2) 7.95-8. 25(2) 7.95-8. 25/2 
Ohie— Quotations of 8. O. Obie for delivery to Obie points, 
Kerosine..... 12.5 12.5 12.6 
Neo. 1 fuel.... 12.3 12 3 12.3 
No. 2 fusl.... 11.3 11.3 11.3 


13-13.6 
(2)13-13.2 


13-13.6 
(2)13-13 2 
(2)12.76-13.3 
(2)11.76-12.3 

10 


13-13.6 
(2)13-13.2 


13-13.6 
(2)13-13.2 


California - Los Angeles District: 

Rack: 

Btove dist.— 
PS 100... 

— fuel— 


9.25-10(2) 9.25-10(2) 9.25-10(2 


er h 8.75-9.25 8.75-9.25 
ie fuel— 
$2.00-2.10 (2)$2.00- 2.06 


2.00-2.10 $2.00-2.10 


65-1.85 $1.65-1.85 x$1.65-1.85 $1.60-1.85 
40-43 w.w. kero K 13.6 
Btove dist— 
) = 5-13 9.25-13.5 
Diesel fuel— 
8.75-12 


$2.00-2.30 $2.00-2 30 $2 00-2.30 $2 00- 2.40 


$1.65-2.00 x$1.65-2.00 
Tank Truck (400 gals. or more) 

40-43 w.w. kero 17.1 17.1 17.1 
Stove dist— 


$1.65-2.00 


4 14 
12.5 12.5 


San Francisco District: 
Tank Car: 

40-43 w.w. kero 
Btove dist- 





eerrer 


40 St., N.Y.C. EV &-4100 





DISTILLATES & FUELS 
July 8 July 1 June 24 June 17 
Diesei fuel 
Lap foal 12.5 12.5 12.5 


300... $2 36 

Heavy fuel— 

PS 400... $2.05 
Tank Truck (400 gals. ? more) 
40-43 w.w. kero 7.6 
Btove dist— 

PS 100 14.5 
Diese! fuel 

PS 200 13 
Pacific Coast 

Ships’ bunkers, or deep tank lots 
San Pedro, Calif. 
Diesel— PS 200 
Buaker C— PS 400 
San Francisco, Calif. 
Diesel— PS 200 $4. 54(4) 
Bunker C—PS400 $1 85:4) 
Seattle. Wash. 
Diesel— PS 200 84.7504 4.7514 
BuokerC— P8400 $2 1014 2.1014 
Portland. Ore. 
Diesel— PS 200 $4.7514 
Bunker C— PS400 §2 1004 2 104 
Mexico 
Ships’ bunkers; U. 8. dollars per bbl. of 159 liters 


$4.33(5) $4. 3415 4 345 
$1 30(5) $1 80(6) $1. 8015 


$4. 54(4) 
$1 8514) 


$4 54(4) 
$1 85(4) 


$4.75(4) 
$2 1044 


$4,754 4754 
$2 Ww) 


Guaymas 

Diesel 5 Of $5 65 

Bunker ( $2 ¢ $2 & 

Manzanillo 

Diese! 75 475 

Bunker C 2 60 $2 

Minatitian 

Diesel “4 

Bunker ( 2.05 2 

Salina Cruz 

Diesel 

Bunker C 

Tampico 

Diesel 5 I) 4 05 
Bunker ( 1 06 $2.05 
Veracruz 

Bunker ( 2.05 2.05 2.05 


NATURAL GASOLINE 


Prices are to blenders on (reight basis shown; shipments may originate in any Mid Con 


tinent manufacturing district 


July 8 July 1 June 24 June 17 
FOB Group 3 

Grade 26-70 6(Q uotations 
FOB Breckenridge, Tex. 


4.5( Quotations 5 (5 4 (Quotations) 


x5 (Bales) 


Grade 26-70 


Producers’ coutract prices, tank cars 


July 8 June 24 June 17 


Propane: 


New York Harbor 
Philadelphia, Pa 

Toledo, Obie. 7 
Houston, Tex.... (2)2.5-3 


Oklahoma 
(Group 3) 
Baton Rouge, La 
Shreveport, La 
New Orleans, La 


9 HARTOL 


Paterson 4, New Jersey 


PETROLEUM CORPORATION 
INDEPENDENT 








New York 





Marketer of Petroleum Products 


NEW ENGLAND PETROLEUM CORPORATION 


MARKETERS 
Maine to South Carolina 


630 FIFTH AVENUE 


Boston NEW YORK 20.N.Y 
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4.5 (Bale) 4 5 (Sale) 


4 (Quotations) 


—feJ prices REFINERY AND TERMINAL 


LUBRICATING OILS LUBRICATING OjlLs 
July 8 July 1 June 24 June 17 July 8 July 1 June 24 June 17 
Western Penna Neutral Olle—Vis. at 100°; 96 v.1.; 0-10 p.t.: 

Viscous Neutrale— No. 3 col. Vie at 70° F, 100 vie..... 14.6-16 14.5-16 14.5-16 14.5-16 
200 vis. (180 at 100°) 420-426 ft, 200 heisere i 15 16 75 15-16.75 15-16.75 15-16.75 
eta a “ 90 300 vie... (3)16-17.26  (3)16-17.26 —(3)16-17.25 (8) 16-17. 25 
1B pt. 19 19 19 600 vis.......... (3)16.5-18.5 (3)16.5-18.6 (3)16.56-18.6 (3)16.5-18.5 
26 p.t. .» (4)17.6-18x 17.6 (ft 17,6(5) South Texas 

< Via, at 100° F FOB 8, Tex. refineries for domestic and/or export shipment, 

9 ” (143 at 100 ore fi. T ree Pale Oils: 
5 “y + H "7 4 o.4 75 100 vis. No. 1% 
15 p.t 4)1616.5x 16(E 16 5-1 244 col... . 12. 25(6) 12. 25(6) 12. 25(6) 12. 25(6) 
25 p.t )16-16.5 (5) ‘ 12.O~} 200 vis. No, 2-3 
Bright Stock x Keg OO 13. 75(6) 13. 75(6) 13. 75(6) 
146-166 vis. at 210°, No. 8 col, or eadaneas 
10 pA ¥ A ‘- 10.6 of 10.1 col... 14. 25(6) 14. 25(6) 14. 25(6) 14. 25(6) 
16 pt 18.6 16 6 18! 18.5 000 vie. No. 344 7 
6 ot a7 Be 76) 716) 1716) a eal. ep 14. 76(6) 14.75(6) 14. 75(6) 14.7516 

} (00 Vis. 0. 
Cylinder Stocks cal... 16(6) 15(6) 15(6) 15(6) 
600 ar. filterable. (2)10 6-11 (2)10.6~11 (2)10. 5-1 10.611 1200 vis, No, 3-4 
660 oF........ (2)11 6-12 (2)11,. 6-12 2)11.5-12 (2)11. 6-12 col 15 6(6) 16. 5(6) 15. 6(6) 16 6(6) 
600 flash . ,. (218-13. 602 (2)18-13.6(2) Lis 5(2) 3-13 ,6(2 2000 vis. No. 4 col. 16(6) 16(6) 16(6) 16(6) 
630 flash . 14. 6(8) 14.6(3) 14.6(8) 14.6(3) Red Oils: 


Mid-Continent 100 vis. No, 5-6 
FOR Tulea basis, for domestic shipment only, bright stock, vie. at 210° neutrals, ¥ col 12. 25(5) 12. 25(5) 12. 25(5) 12. 25(8) 
at 100° 0-10 pp. 200 vis. No, 5-6 
col 13.76(6) 13.75(6) 13. 75(6) 13.75(6) 
Bright Stock Conventional 300 via. No. 6-6 
200 vis. D, col, 14. 25(6) 14. 26(6) 14. 25(6) 14. 25(6) 
20 500 vis. No. 5-6 
col. . 14. 75(6) 14.76(6) 14.75(6) 14.756(6) 
750 vis, No. 6-6 
col 15(6) 15(6) 15(6) 16(6) 
120 vie °B. , 1200 vis. No. 5-6 
0-10 p.p.... 17 __ ool. y 16. 6(6) 15. 6(6) 15. 5(6) 16. 5(6) 
Bright Stock— Solvent "a = he 16(6 16 
0 
160-160 vie. - ) (6) 16(6) 16(6) 
0-10 p.p., 6 v.1. (6)20-21 (5)2 
Neutral Olie Conventional Pale Oils AVIATION GASOLINE 


60 86 vis. (MIL-F-5572) 
No. 2 col 11.76 7 7 Gult Coast, 

86-110 wis Cargoes July 8 July 1 June 7 
No. 2 col 12 2 y y Grade 116/145 

160 vies. No. 3 col 12 76 2.7 7 Grade 110/130 

180 vie. No. 3 eol 13 ! ‘ d Grade 91/96... 

200 vis. No. 3 col 13.26 3.25 37 

260 vie. No. Beol. 13.6 Gatimere, We 

280 vis. No. 3 col 13.76 bye 

500 vis. No. 3 col 14 Grade 91/96 

Grade 80 


Neutral Olie— Solvent — 96 v.1. Boston, Mass 
170-180 via,..... (2)16.6-16.6(4) (2)16 6-16. 6(4) (2)16.6-16 514) (2)15 6 Grade 100/130 
200-210 vin. (2)16.76-16.76(4) (2)16.76-16.75(4) (2)16.76-16,76(4) (2)16.75 Grade 91/96. 
800 vie... . (2)16,26-17.26(3) (2)16.26-17.26(3) (2)16.26-17.26(3) (2)16.2 oh tag 
creator Stocks Charleston, $. C. 
YO at., 
olive green 16.6 16 6 16.6 16 6 Grade 100/130 
Grade 91/96 
Guilt Coast—Bolvent Refined Oile from Mid-Continent grade crude; FOR ship at Gulf Grade 60 
for export Houston, Tex. 
Bright Stock vis, at 210° Grade 100/130... 
160-160 vie.; Grade 01/96 
0-10 p.t., 06 vA, (4)19-20 y (4)19-2 4) 19-20 Grade 80 


Grade 100/130 





This Is Your 
Market Place! 


YOU'LL FIND PRICES in perspective oe 


for long range planning in the NATIONAL PETROLEUM NEWS 
330 West 42nd St., 


National Statistical & Reference New York 36, N. Y. 
Petroleum YEARBOOK of 
News Oil and TBA Marketing 











mailing to all NPN subscribers May 19th 





IF YOU ARE NOT AN NPN SUBSCRIBER, 
write now to NPN’s Reader Service Dept., 
330 W. 42 St., N.Y.C. 36 for your own reeset “Solvents 
personal copy of this ready reference ) UNIFORM HIGH QUALITY 


book for oil marketers. Price per copy: $1. ) DEPENDABLE SUPPLY 
DEEP ROCK OIL CORPORATION 


P.O. BOX 105) PHONE .2-435! 
TULSA, OKLA 
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REFINERY AND TERMINAL 


AVIATION GASOLINE 
(MIL-F-5572) 


July 8 July 1 June 24 june 17 
New Orleans, La. 
Grade 100/130... 17 7.25 
Grade 91/96 15.7! 5.76 
Grade 80 15 5.5 


New York, N. Y. 
Grade 100/130 
Grade 91/96 
Grade 80 
Norfolk, Va. 


Grade 100/130 
Grade 91/96 
Grade 80 


Toledo, Ohio 
Grade 100/130 


Grade 91/96 
Grade 80 


JET FUEL 
(MIL-F-5624) 
Guif Coast, 
Cargoes July 8 


Grade JP-4 9-9. 25 9-9. 25 9 


July 1 June 24 june 17 


NAPHTHAS & SOLVENTS 


July 8 July 1 June 24 June 17 
Baltimore, Md. 
Mineral spirits. . 16. 5(4) 16. 5(4) 16.514 16. (4) 


Boston, Mass. 


Vv. M. & P. 
naphtha ee 18 5(4) 18 6(4) 
Mineral spirits 17. 5(5) 17. 5(5) 


New York Harbor 


V.M. & P. 
naphtha 
Mineral spirits 


Philadelphia, Pa. 


V.M. & P. 
naphtha we 17. 5(4) 17. 6(4) 
Mineral spirits 16_6(6) 16. 6(5) 


Providence, R. |. 


V.M&P. 
naphtha....... 19.5 19.6 19.5 
Mineral spirits. . 17. 5(5) 17. 6(5) 17. 5(5) 


FOB Group 3 


Btoddard solvent 12. 375(4) 12. 375(4) 12 37514 
Cleaners naphtha. 12. 875(3) 12. 875(3) 12. 876(3) 
V.M. & P. 
naphtha ; 12_875(4) 12. 875(4) 
Mineral spirite.. . 11. 875(4) 11_875(4) 
Rubber solvent... . 12.875(4) 12. 875(4) 
Lacquer diluent... (2)13.126-13.375 (2)13.125-13.376 
Bensol diluent (2)14.126-14.625 (2)14.126-14.625 


Western Penna. 
Olt City: 
Btoddard solvent 16 16 


Pliteburgh: 
Stoddard solvent. 16(3) 16(3) 16(3 


Ohle— Quotations of 8. 0. Obio for delivery to Ohio pointe. 
V.M. &P 

napbtha is 
Mineral spirite 7 
Stoddard solvent 17 
Rubber solvent. 15 875 
E. Tex. (Truck transport lots) 
Stoddard solvent 12 25 


Cent. W. Tax. (Truck transport lots) 
Stoddard solvent 11.5 


PARAFFIN WAX 
July 8 July 1 June 24 June 17 
Western Penna. (tc. in bulk) 
124-6 AMP white 
crude scale.... (2)5 25-6.66 (2)6. 26-6 66 (2)6. 26-6. 66 (2)6. 26-6. 66 
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PARAFFIN WAX 
Atlantic Seaboard 


Melting points are AMP, 3° higher than EMP. Prices for carload lote, Domestic prices 
FOB refinery; scale in bags or bbis.; fully refined, slabs loose, Export prices F AS; scale in 


bags or bbis.; fully refined in bags or cartons, 


July 8 July 1 June 24 June 17 


New York Domestic 
124-6 white ctude 

scale ) 7.1(2) 7 
123-6 fully refined 7.06-8.45 7 
125-7 fully refined 53 8. 46(3) 4 
128-30 fully 

refined 53 3) § 45(3) 8 45(3) 
133-5 fully refined 5515 §5(3 8 55(3) 8. 55(3) 
135-7 fully refined 5513 5(: 8. 55(3) §.55(3) 
138-40 fully 

refined 55(3 f 8 55(3) 8 65(3) 
143-6 fully refined 55(2 8.55(2) 8. 65(2) 8 55(2) 
149-51 fully 

refined 10.65 10.65 10.55 


1(2) 
05 8.45 
45(3) 


New York Export 


124-6 white erude 
scale 

123-6 fully refined 

125-7 fully retined 

128-30 fully 
refined 

130-32 fully 
refined 

133-6 fully refined 

d 


8 25-8 55(2) 5(2) 8 55(2) 
8 25 8 65(2) 2 


PETROLATUMS 


July 8 July 1 June 24 June 17 
Western Penna 
Hbis., carloads; tank cars, 1-1 5¢ leas 
2)7.125-7.75 2)7.126-7.76 
Soft white 2)6.75-7 37603 2)6.75-7 375(2) (2)6.76-7 37612) | 
2 2)6. 625-7. 25 2)6 625-7 25 
Cream } 125-6 75/2) 6 125-6 75(2) 6 125-6 .75(2) 
y 2)5 25-5 76 (2)5 25-6.76 
6. 25-5 2)5 25-6.75 
Amber 5561 266 6 
Ked 75. 76 § 375 4 76-6 376 


DAILY Prices 


use Platt's 


OILGRAM 


Price Service 


for Complete DAILY Oil Prices Direct 
from the World’s Leading Oil Centers 


hite 


Lily white 


Soft yellow 


ight amber 


i) 
o\5 
> 
a 





* Timely, reliable market information delivered to your 
desk by fastest mail—every morning! 


% Accurate daily reporting of more than 800 prices of 
refined petroleum products 

*& Plus up-to-the-minute news of events affecting oil 
prices and markets. 


w& SPECIAL! Try OILGRAM for two weeks at our ex- 
pense. Learn first-hand how valuable it can be. 


Platt’s OILGRAM Price Service 
McGraw-Hill Publishing Company 
330 W. 42nd St., New York 36, N. Y 


Yes—/ want to try the OILGRAM Price Service. Please 


send me a two-week subscription without obligation 


NAME TITLE 
COMPANY 
STREET 


CITY 














—fe] prices TANK WAGON 


Priees fer gasoline do not include taxes; they do, however, include Inspection fees per gal., included in — gasoline and kerosine prices 

tnapection fees as shown in next column. Gasoline tases, shown in separate unless otherwise specified, are as follow 
include 2¢ federal and state taxes; alse city and county taxes Ala. 1/40c on gasoline; Ark. 1/20c; Fla. 1/8c; Ill. 3/100c; Ind. 2/2S¢; 

as indicated in footnotes. Kerosine tank wagon prices also do not include Kans, 1/100¢; La. 1 S2e5 Minn. 5/200c; Mo. 1/25¢; Neb, 2/100c; Nev. 
tases; hevosine taxes where levied ave indicated in footnotes. Discounts 1/20¢; C. 1/4e . 1/20¢; Okla. 2/25e; S. C. 1/8e; S. D. 1/40c; 
sf any, are shown in footnotes. These prices in effect July 15, 1955, Tenn. 2/Se; and Mine 3/100¢. 
4s posted by principal marketing compantes at their headquarters’ offices, Kerosine inspection fees only : Ala. 1/2¢; Iowa 1/50c; Mich, 1/5c. 
but subject te later correction 


Socony Mobil 


Mobilgas Aircraft Mobilgas 
Grade Grade Grade (Regular Grade) Mobilfuel Mobilheat 
Gasoline 86 9) 100 Cons. Dir. Mobil Keresine Diesel (No, 3 — 
Taxes T.W. T.W. T.W. TH. TsWe we The Yost TH. Tk. FH. TH Yard Ww. 


New York City: 
Manb... 
Bronz.... 
Kings eee 

ueens.. 
ehmond 


“16.1 5 , bes sees TT Tr 86 
“16 E , 10.86 95 
716.6 f j 10.26 85 
“15.1 E ae ose ‘ ese , ope TTT .86 
*165 6 10, 96 
#16. 10. 
*16 10. 
*16 11. 
*16.% a 
716.1 10. 
*16 il 
*16 11 
11. 
10. 


co. 


lattaburg..... 
*15 
*15.% 
*15 
*16.% 
716.3 
*16 
*165 
*15 
*16 
718 
*16 
*16 ° 
f *16 10.9 16 P 

Burlington, Vt. *16.¢ *16 12.4 ‘nas ; 56 «11.65 

Rutland,. +o ; “17.8 *17.8 jowe ; -. wren 12.05 ee 
Tank Wanen Pric en Buffalo N.Y. City Roc neshen Syracuse Hartford Providence 
tesa 2 Spttte ‘ 19.6 18.0 20.6 22.0 , 20.0 19.6 

V. Oe ie Ns 60 dcde2 ad 16005020 21.6 19.6 22.6 28.6 , 21.6 21.6 


Taxes: N.Y.O. prices are ex 3% city sales tax. Syracuse prices ex 2% city sales tax, applicable to price of gasoline (ex tax). 

Discounts: Mobile Kerosine-—-New York City (all boroughs) and Mt. Vernon, tank wagon less 0.6c for deliveries of 300 gals. or more. 
Mobilfuel Diesel-All points, tank wagon less 0.5¢ for deliveries of 800 gals. or more 
Mobilheat——New York City (all boroughs) and Mt. Vernon, tank wagon less 0.5¢ for deliveries of 300 gals. or more. 

Notes: Premium-grade gasoline t.w. prices 2.5¢ above regular. Jamestown t.c. prices are delivered prices, all other t.c. prices are FOB bulk terminam 
Effective dates: xJuly 1; *July 13 


OO Od = GORD ICO OO 


Syracuse . ov 
Bridgeport, ‘Conn 
Danbury 
Hartford 

New Haven 
Bangor, Me. 
Portland : 
Boston, Mass... 
Coneord, N. H 
Lancaster ° 
Manchester. 
Portamouth . 
Providence, R. 1. 


i0.4 
10. 


SUwBXSBAMA*MAAMAM*AAA*A*SVSS 
Woe aoc 
oe: 


0 


ox 


a2 92 B 99-93-22 
= 


Ohio Standard 


Sohio X-Tane Gasoline 
Aviation Gas.-Cons. T.W. (Regular Grade) Naphtha & Solvents— Cons. T.W. 
Sohio Sohio Sohio Con- Re- S.R. D.C. V.M.&P. Sohio Kerosine No. | No.z 

Gasoline Avia. Avia. Avia. sumer sell- Sol- Naph- Naph- Varno- Sol- T.W. Sohio- Sohbio- 

Taxes 80 91 100 T.W. 58. the tha lene Heat 
0 23.76 24.76 27.76 19 8 15.8 15.3 
0 23.76 24.76 27.76 19 ® 16 16.8 
0 23.76 24.76 27.76 19 38 16 16.3 
0 23.76 24.76 27.76 19 5.8 16 
0 28.76 24.76 27.76 19 5.8 16 
0 28 76 24.76 27 76 19 5.3 16 
0 23 76 24.76 27.76 19 8 16 
0 23.76 24.76 27.76 19 8 15 
0 28 76 24 27.76 19 5.8 15 
0 28 76 24 27.76 19 8 16 
0 28.76 24 27.76 19 5.8 16 
Youngstown ' 0 28.76 24 27.76 19 3 15 
Zanesville... ...ceeeses 7.0 28.76 24 27.76 19 8 20.9 15 15 3 
Taxes: Hangar operators can purchase aviation gasoline lees bc per gal. State Road Tax by supporting purchase with State Tax Exemption Form A-10 

to supplier 
Discounts: Sohlo Aviation—on contract to hangar operators and resellers, 2c off consumer t.w 
Notes: Kerosine, Nos. 1 & 2 Fuele—Prices are for 100 gal. or more; for 60-09 gal., add 1¢; 1 -49 gal., add 2¢. 

Naphthas & Solvents Prices are for t.w. and drum deliveries of 600 gal. or more 

Premium-grade gasoline prices: consumer t.w. & a.8. 8¢ above regular, resellers 2.5c above regular. S8.s. prices are at company operated stations. 
*Price subject to 0.5¢ ‘temporary allowance” 


Akron 
Canton.. 
Cineinnatl, 
Cleveland 
Columbus 
Dayton... 
lima 
Mansfield 
arion . 
Portemouth, . 
Toledo 


i) 


eceoococoscec]|]s 
- 


8 9 9 8 9) 3) 3) 2 ~3 #3 ~) ~~) 
Sxreererexrxereenws 
MAAR AMAMMMMAD 
eccococoooooss 
eecoscoseooc]e|es 
cooocoeoceosoooce 
oe be co Go ce ce Ge eo co co co ce 
be be ce Se Go ce co Ge be ce co co 


Indiana Standard Fuel Oile—T.W.—Chicago, Ill. 
Standard Standard 


Tank wagon prices listed below were obtained by NPN correspondents who visited Standard Heater Oil Furnace Oil 


of Indiana bulk plants where the company’s prices are publicly posted 1-09 gals......... 16.6 15.6 
100-149 gals...... 16.6 <i 
160 gals. & over... . 16.1 , 
Red Crown Standard Furnace Oil oe ae -. cece ; ° 
(Reg. Grade) Gaso- Kero- 100 100- 100- 175- 350 850 ee OTE,» » eens + 
Cc . Dir. line sine als. 174 349 849 —s gale. gale. Stanolex Stanolex 
° T.W. Taxee T.W. . over gale. gals. gale. & over & over Fuel A Fuel C 
Chicago, Ill. 16.8 0 bon , , : eee + poe wy ry 3 
South Bend, Ind. § 18.0* 0 5. 16.8 oat eS 
Detrott, Mich... 17.4 0 5 q 14.9 
Mpls.-8t. Paul, Minn. 17 16.§ 
Des Moines, Ia... 7.4 16.§ 
St. Louls, Mo..... . 16 
Wichita, Kans... 14.§ 
Omaha, Nebr... 16 
Farge, N. D. e.4. 28,1 
Huron, 8. D. 16.9 
Milwaukee, Wisc... 17.8 


Taxes: St. Louis, Mo., gasoline tax includes le 
city tax. Des Moines, la., kerosine and furnace 
oil prices do not include €c state tax. State 
9* re sales, occupation, consumer and use taxes to be 
9 added, where applicable. 


1 E Discounts: Red Crown—CTW prices at some 
9 points subject to varying discounts for quan 
tity deliveries. 
6 Note: Premium-grade gasoline t.w. prices gen- 
9 wee se ve sas sees erally 2c above regular. 
*Temporary” price. 


Swing BPs ern sece- 
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Standard of CHEVRON imperial (Prices are per imperial gal.; to Taxes: Gasoline taxes are provincial taxe 
andard © (Regular) Av. 80/87 Gaso- Oil arrive at price per U. 5. gal., Notes: — 
California Tere Tee line subtract 1/6th.) Premium-grade gasoline t.w. prices 3c above 

400 Gale. & over Taxes (Esso Gasoline regular. 

San Fran., Cal “16 0 Regular Grade) Kero- *Price is for premium grade 

Los Angeles ** 316 Dealer Gasoline . : 

Fresno ey rT. Taxes Humble Humble F 

Phoenix, Ariz... x19 St. John's, Nid. °25 5. Oil —— ES a Be 

Reno, Nev. ~. 19 alifax, N.8..... 21 ~ 

Portland, Ore.... @17 St. John, N. B.. T.W. Retail Taxes Wagon tail 

Seattle, Wash. 817 Charlottetown, P. E. I. . 26 Dallas, Tex. 14.8 19.9 6.0 13.3 17.5 

Spokane Montreal, Que...... 1.6 Ft. Worth 14.8 19.9 6.0 13.3 17.6 
acoma bad Toronto, Ont... Houston 14.7 20.0 6.0 3 17.6 

See, Idaho.. ween, Cos. ¥ San Antonilo.. 15.0 20.38 6 $ 17.5 

Salt Lake nnipeg, Man.. 

Honolulu, T. H... 17 Brandon, Man. 

Fairbanks, Alaska 29 Regina, Sask 

Juneau 18.6 Saskatoon, Sask. 

Calgary, Alta. 

Edmonton, Alta. 

Vancouver, B. C 


2 wwe OHA 


Cow ew 


13, 
13, 


~ 


Notes: 
T.W. prices are to all classes of dealers and 
consumers 


omooaaamooocoo 


on 
848282 SSOODeDI 22s 


Standard Standard 
Diesel Standard Stove 
Kerosine Fuel Furnace Oil 
T.F. T.T. Ou T.T. T.T-. 
(400 gals. A over) (ex all taxes) 
gan Fran... 17 13.0 14.5 
Los Angeles... 17 12.5 0 
Fresno P 19 13.8 5.3 
Phoenix..... 20 16.4 9 
Reno . 20 
Portland 19 
Seattle 19 
oe 
16.6 
11.8* 
13.8 


Premium-grade gasoline t.w prices 2.5¢ 
above regular 


33 
aAICOAeers 





Spokane ° 22 
Tacoma 
Boise 

Salt Lake 
Honolulu 
Fairbanks. . 
Juneau 


WAIARAKRAMKHSAES 
SHAIKH AMOS wo 


SEATTLE 


Effective dates: xJune 27; *June 28; ®June 
tJune 30 


Taxes: 


PHILADELPHIA 

Boise—8e gas tax applies to motur fuel only- . 
avgas taxes are 2c federal, 2.5¢ state. 

Salt Lake—T7ec gas tax applies to motor fuel CHICAGO 
only; avgas taxes are 2c federal, 4c state. SAN FRANCISCO 

Honolulu—9.5 gas tax applies to motor fuel *& & 
only; avgas taxes are 2c federal, 3.5¢ terri-? 
torial. Standard Diesel/furnace oil price is ex FALLING ROCK, 
le territorial liquid fuels tax. All T.T. prices LOS ANGELES 
are ex Hawaiian gross income tax of 1% to 
reseller, 2.6% to consumers. * 

Alaska—7¢ gas tax applies to motor fuel only 
avgas taxes are 2¢ federal, 3¢ territorial. Standard 

1 Cc » 5 » 
Diesel /furnace oll prices are ex 5¢ territorial NEW ORLEANS 
Notes: 


Gasoline—For other deliveries of Chevron 
(Regular) and Chevron Aviation 80/87, add to 
400-gals.-and-over price 1.0¢ for 40-199 gals; 
0.6¢ for 200-399 gals., except for deliveries to 
Marine trade in Alaska (excluding Chevron 
Aviation 80/87) where 0.5¢ differential applies 
to 40-399 gal. delivery; for less than 40 gals 
add 5.0¢c gal.; except at Honolulu add 5.0¢ for 
less than 40 gals. to Marine trade and less 
than 100 gals. to Shoreside trade. Prices for 
Chevron Aviation 80/87 at Salt Lake City ap- 
ply to all quantities in excess of 40 gals 
Prices for Chevron Supreme (Premium) are 
2.5¢ gal. higher, except at Boise and Salt Lake, 
which are 2.3c gal. higher—than Chevron (Reg- 
ular) for quantity delivered. For less than 40 
gal. deliveries, add 6.0¢ gal. to 400-gals.-and- pn 
over price, except at Honolulu, add 6.0c gal Elk has modern storage facilities located at the points 
for less than 40 gals. (Marine) and less than 
100 gal. (Shoreside). Add to Chevron Aviation 
80/87 quantity delivered prices, 2.0c for 91/98, 


5.0¢ for 100/130 and 8.0¢ for 115/145 ties can save you freight and also keep your inventories 
Kerosine—T.T. prices apply to deliveries of 


400 gals. and over. For other deliveries: less | trimmed—-safely! 
than 40 gals., and lle. 200-399 gals., add 3c 
40-199 gals., add 6c- tank car/truck trailer, 3 . . ie o otects you 
deduct 8.5c. Our sensible customer-supplier agreement protects y 

Standard Diesel/Furnace Oil and Standard 
Stove Oil—T.T. prices are for deliveries of 400 
gals. or more. For other deliveries: 40-199 gals., 
add lc; 200-399 gals., add 0.5¢; less than 40 
gals., add be. 

*Standard No. 2 Burner Oil 


Fire-Chief Gasoline 
Texas (Regular Grade) Kerosine 
Co. Dealer Gasoline Dealer | 
T.W. Taxes T.W. 

Dallas, Tex. 4.8 3.3 WRITE, WIRE OR PHONE 
Ft. Worth » 8 { | 

Wichita Falls 0 8.! for samples and details, without 
ter 6 ° a obligation. Important: We do 


FE] Paso 8 not “high-pressure” our pros- 
San Angelo 0 “ 2 i Fl ¥ | 
pects. We tell you the merits 
Austin 9 ans 
Soustes 1 of our proposition and let you Charleston 24, WwW. Va. 
Port Arthur 1 Refiners of Highest Quality Pennsylvania Grade 
Notes: Dealer t.w. prices apply also to al! | Petroleum PGC 0.A. Permit No. 25 
of 50 gals. 
Premium-grade gasoline t.w. prices 2.5¢ 


Waco 9 
San Antonio 0 be the judge 
classes of consumers with minimum delivery 
FOUNDED 1913 
above regular. 





indicated on the map above. These modern, nearby facili- 


against sudden market price increases and immediately 


gives you the benefit of price decreases. 





20 = 


—— 


AARAAARAADAAD 
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fy prices TANK WAGON 


Atlantic 
Atlantic ‘ me one Kero. & 


Refining ‘ (Regular Grade) No, 1* 


“ne. ir. Fuel 
T.W. T.W. Taxes T. 
Allentown, 

Pa. x15.4 
Alteona 15.4 
Erle 16.4 
Greeneburg.. x15 9 
Harrisburg. .x15.4 
Philadelphia.x16 
Pittaburgh. . x15 
leading x15 
Wilkes Barrexis 
Williamsportx15 
Wilmington, 

Del x16 
Hartford, 

Conn 
New Haven 
Boston, 

M ase 
Springfield 
Prov., BR. 1... 
Camden,N.J 
Newark 
Albany, N.Y. 
Binghamton 
Buffalo 
Kimira 
Rochester 
Syracuse 
Watertown 
Baltimore, 

Mad 
lUchmond, 

Vv 


QA cee cane 


= 


“ 
Charlotte, 
N.C 16.2 16.4 
Jackson ville, 
Fla 16 0 
Miami 16 9.0 
Mineral Spirits V.M.A&P. 
Ww. T.W. 


Philadelphia, Pa. 18.6 19.5 
Pitteburgh 22.0 23.0 
Heavy Fuel Oile— T.W. 
No. 5 No. 6 

Philadelphia, Pa % 74 ®7 02 
Notes: 
Premium-grade gasoline t.w 
above regular, except Florida 2.25« 

Kerosine--Thru Pa. & Del., add le per gal 
for t.w. deliveries of less than 100 gals. at one 
time. Camden-—-Add le for deliveries of 100-299 
wals., 2c for less than 100 gals 

Mineral Spirits prices also apply to 
Solvent. 

Effective dates: SJuly 18; xJuly 14; 
*Prices subject to 0.56¢ 


prices 


toddard 


*July 15 


“voluntary allowance” 


Kentucky 
Standard 


line 
Taxes 
Covington, Ky 9 
Lexington 7 9 
Loulsville ‘ 9 
Paducah lf 9 
Jackson, Misa ] ) 9 
Vicksburg , 
Jirmmingham, Ala 
Mobile 
Montgomery 
tlanta, Ga 
Augusta 
Macon 
avannah 
Jacksonville, Fla 
Miami 
Pensacola 
Tampa 


Taxes 
Gasoline tax columr these city & 
Mobile, 2 y; Birmingham, le 
unty; Montgomery, le county; 
Pensacola, le city. Other taxes not included in 
price Georgia, kerosine le; Montgomery, 
kerosine le; Mississippi, kerosine 0.5¢ 


includes 


county taxe 


‘a tank- 
price 
wn be ‘cause 


‘ (N. B. Prices are Continental 
Cont’l 
wagon prices. Current selling 


Oil may vary from those sh 


of local conditions) 


Conoco Demand 
N-Tane (3rd 
(regular) Grade line sine 
Tank Wagon Taxes T.W. 
Denver, Colo x16.3 x16.3 8 15.8 
Grand Junc x18 x17.6 « 18.1 
Pueblo x17 x16.0 & 5 
Casper, Wyo x17 x16.1 i} 16.0 
Cheyenne » Sa x16.1 x 
Billings, Mo x18 9 
Butte x19.5 9 
Great Falls xi# 9 
Helena x19 4 
Salt Lake, t x18 
Twin Falls, Ida. 
Albuquer., N 
Roswell 
Santa Fe 
Muskogee, Okla 
Oklahoma City 


Tulsa 


Kero- 


Caso- 





Ae Maen ne 


haue been 


VENTALARM 
the Original and Dependable 


WHISTLING TANK FILL SIGNAL 
~ Over 4.000.000 


foaled. pect tanks 














from 

Assures 
VENTALARM Signals are 
Laboratories Listed, and 
Leading Fire and Safety Authe 
A full 
tank condition 


FULL PATENT 


15° to 30%, on 
atety and c leanline 


Soves 


costs 


approved 
rities 


variety of models te 


new or old 


PROTECTION 





——— 


Jelivery 


Underwriter 


by 











SCULLY SIGNAL COMPANY 


174 Green Street, Melrose 76, Mass. 


EMPIRE BRASS MFG. CO, LTD 


Canadian Licensee 


London, Ontario 








= 








NATION 





AL PETROLEUM 


Taxes: 

Gasoline tax column 
Albuquerque & 
le; Casper, lc. 


these city 
0.5; Santa 


includes 
taxes: Roswell, 


Fe, le. Cheyenne, 


Discounts: 

Salt Lake 
kerosine prices 
; 200-399 gals., deduct 0.5c; 
deduct le 


City and Twin Falls gasoline and 
apply for deliveries of less than 
200 gals 400 gals. 


and over, 
Notes: 
tt W. 


Premium-grade 


prices are to consumers and dealers 
gasoline t.w. prices 2.5c 
above regular at Oklahoma & N. Mexico points; 
2.3¢ elsewhere. 

Effective 
®May 24 


dates: (Mar. 3; “Mar. 17; xApril 26 


Faso Gasoline 
(Regular Grade 


Esso 
Standard 


Kero- 


Atlantic City, N. 
lewark 
Baltimore, Md. 
Cumberland 
Washington, D 
Danville, Va 
Petersburg 
Norfolk 
Richmond 
Roanoke 
Charleston, W. Va.. 
Fairmont 
Parkersburg 
Wheeling 
Charlotte, N. ¢ 
Hickory 
Mt. Airy 
Raleigh 
Salisbury 
Charleston, 8. C... 
Columbia 
Spartanburg 
New Orleans, La 
Baton Rouge 
Alexandria 
Lake Charles 
Shreveport 
New Iberia 
Knoxville, Tenn 
Memphis 
Chattanooga 
Nashville 
Little Rock, Ark 


2a. 


AON 


~ 
anon 


Nee wmo Ion 
enw 
SOCCCCCeOOOBeOeOerxnerxrea 
= 


4-2 


> b= 
Neon 
NAnNs 


na 


Sows 


Of S&S SONS ww 
SAAS Deore aD 


Naphthas T.W. & Steel Bbls. 
Newark, N. J. Min. Spirits V.M, & P. 
3,600 gals. & over 18.0 19.5 
Steel bbls. 24.0 25.5 

Baltimore, Md. 
3,600 gals. & over 16.7 
Steel bbls. 25.6 
Washington, D. C. 


8,600 gals. & over 17.2 


FUEL OILS 

No. I 
Atlantic City, N. J. 14.2 
Newark ‘ 
Baltimore, Md 
Washington, D. C 
Danville, Va 
Petersburg 
Norfolk 
Richmond 
Roanoke 
Charlotte, N. ¢ 
Hickory 
Mt. Airy 
Raleigh 
Salisbury 
Charleston, 8. C 
Columbla 
Spartanburg 


# 


No.4 No.6 


t 


aa 


5x$3 914 «3,086 
u4.25 12.73 
x4.33 13.03 


SoA 


is. 


sh sb te pac te te th eh td td eh es 


Sf Oe eee eSBs e ea wow 


=x 


Taxes: Louisiana kerosine prices do 


clude le state tax. 

Notes: Kerosine No. 1—Atlantice City prices 

are for deliveries of 300 gals. or more; add le 

for 100-299 gals., 2c for less than 100 gals. 
Premium-grade gasoline t.w. prices ?2.Fe 

above regular. 
Effective dates 


xJuly 12; July 14. 
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CRUDE OIL Domestic—in $ per bbl. of 42 U. S. gals. at tne well 
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FIELDS EAST OF CALIFORNIA 
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Prices in fields east of California were ef- 
fective as of 7 a.m., June 15, 1953, except as 
noted. Prices as shown by states and by gen- 
eral areas in most states. Details of fields 
where each company posts and exceptions to 
gravity schedules as shown above will be fur- 
nished on request to NPN. Scattered flelds on 
gravity schedule as well as fields for which 
flat prices are posted are shown in the Flat 
Price Section 


GRAVITY SCHEDULES 
ARKANSAS—Sweet Crude 


Schedule A: Arkansas Fuel, Esso, Gulf, Mag 
nolia. 


ARKANSAS—Sour & Other Crudes 
Schedule M: Ark. Fuel, Esso, Ohio Oi! 


COLORADO—-Sweet Crude 
Schedule A: Continental, Phillips, Pure 
clair, Texaco 


KANSAS—AIl fields 
Schedule A: 
nental, Gulf, 
Stanolind Texwne 
2¢ below Schedule C: Sohio (6-1-55) 


Carter, Cities Service 
Phillips, Pure, Shell, 


LOUISIANA—Central 

* Catahoula Lake & Other Fields: 
Schedule N: Faso 

Hamphill & Other Fields: 
Schedule O: | Gulf, Stanolind 

Olla & Other Fields: 
Schedule P: Ark. Fuel, Faso 


LOUISIAN A—Coastal 

Edgerly & Other Fields 
Schedule F: Gulf 

Eunice & Other Fields: 
Schedule E (24-29 gravity) 


Sun 


LOUISIANA—East 

Delhi & Other Fields 
Schedule N: Esso, Sun 

Fairview & Other Fields 
Schedule O: Faso 


LOUISIAN A—North 
Athens-Pettit & Other Fields 
Schedule M: Esso, Gulf 
Caddo, Homer & Other Fields 
, Ex 


Schedule A: Ark. Fuel Gulf, Magnolia 


LOUISIANA 

Schedule P: Cities Service, Ce 
Gulf, Magnolia, Pure, Shell, 
Texaco, 


South 
MISSISSIPPI—Eucutta & Other Fields 
Schedule Q: Easo, Gulf. 
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MISSISSIPPI—Fayette & Other Fields 
Schedule O: Esso, Pure 


MISSISSIPPI—Overton & Other Fields 
Schedule N: Esso. 


MONTANA—Sweet Crude 
Schedule A: Carter, Phillips, Ohio Oil, 
lind, Texaco. 


MONTANA—Sour Crude 


Schedule R: Carter, Continental, Ohio Oil, 


Stanolind. 


NEBRASKA—AIll fields 
Schedule A: Pure, Sinclatr 


NEW MEXICO—Intermediate Crude 

Schedule D: Atlantic, Cities Servi 
nental, Gulf, Humble, Magnolia, PI 
hell, Sinclair, Stanolind, Tex 


NEW MEXICO—Sour Crude 
Schedule C: Atlantic, Cities 
nental, Gulf, Humble, Magr 
tanolind, Texaco 


NORTH DAKOTA 


All fields 


Schedule A: Stanolind ( 


) 


OKLAHOMA—Sweet Crude 
Schedule A Carter, Cit 
Magn 


tanolind, 


nenta Gulf 


OKLAHOMA—Sour Crude 
Schedule AA_ (8-I- ¢ 
Carter, Cities 

hell 


Texs 


rEXAS—East Texas Field 
$2.90 Flat Price: Ark. Fuel 
ervice, Gulf, Humble, Magne 
Amer in, Phillips shell 
r Texaco 


rEXAS—East Central 
Schedule B: Humble, 


rEXAS—Galf Coast 
\ line & Other Fielda 
Schedule P: Pan Americs 
d 
Anahuac & Other Fields 
Schedule F: Citie er 
Magnolia, Pan Americar 
publie he Sinclair 
A 1 & Other Fields 
Schedule J: Atlantic, Phi 
| x 
ose Creek & Other Low Cold Te 
Schedule FE (24-30 Gravity) Humt 
ean, Stanolind, Sun, Texa« 
Other Field 
E (24-40 Gravity): Atlantic, Gulf 
Humble, Pan American, Stanolind 


rEXAS—North, North Central 
Schedule A Continental, Gulf, Magnol 


nclair, tanolind, Texaco 


TEXAS—Northeast 
(Asphalt Crudea) 
‘ a & Other Fields 
Schedule K: Pan American 
lal & Other Fields 


Schedule L: Humble, Texaco 


rE XAS—Panhandle 
Schedule A: Gulf, 


ps, Texaco 


Humble, Magnolia, Phil 


rEXAS—Southweat 

Bianconia & Other Fields 
Schedule I: Cities 

ble P ire t n ! nd by un 


iervice, C 


leey & Other Pielda 
Schedule H: Humble it 
Mi ind & Other Crudes 
Schedule G (24-29 Gravity): Humble 
in nelair, in, Texaco 
| f Vv & (ither Crudes 
Schedule G (20-40 Gravity): 
‘ Humble Phillips, Ret 


rEXAS—West Central 
Schedule A Humble Mag: 
Texaco 


TEXAS—West Texas Sweet 
Schedule A: Atlantic, Cities Service, Gulf, 
Humble M nolia, Phillips, Pure, Shell in 


tanolind, Texne 


TEXAS—Weast Texas Intermediate 
Schedule Db Atlantic Cithe Se 

Humble, Magnolia, Phillips, Pure 
' ta nd, Texa 


rEXAS—West Texas Sour 
Atlant! ci 
oO} 


Schedule ¢ 


WYOMING—Sweet Crude 
Schedule A: Carter, Continental, Ohio Oj 
Pure clair, Stanolind 


WYOMING—Sour Crude 
Schedule R: Carter, ¢ 


Pure nolind 


PLAT PRICES 


Listings also inclade some fields on gravity 
schedules) 
ARKANSAS 
imestone Condensate (Faso) $2.95 
andstone Condensate (Eaac) 3.00 
mackover (Ark. Fuel, Gulf) 2.33 





—fj prices CRUDE OIL vemestio—in 5 por wi. of 42 0.8. gals. at the won 


ILLINOIS 


Vastern I1!. (Ohio Oil 8-16-66) Schedule O 
lil, Basin (Ashland 7-09-54, Carter 3-16- 
56, Ohio Oil & Gulf 8-16-65, Pure & 
Shell 4-19-66, Magnolia & Texaco 
3-24-66) $2.90 
(Bohio, 10-1-54) except fields below 2.90 
(Bohio, 10-1-64) Dudley field 2.69 
(Sohio, 10-1-54) Elbridge & Stoy 
fields Schedule O 
Plymouth (Ohio Oil, 3-16-66) 2.67 


INDIANA 


All flelds & pools 
Western Ind 


(Bohio, 10-1-64) 2.90 
(Ohio Of] 8-16-66) Schedule O 


KENTUCKY 

Butler Co 
7-12-64) 

Owensboro Area (Ashland, 7-9-64) 

Ragland Grade (Ashland, 7-9-64) 

Somerset Grade (Ashland, 1-9-64 

Western Ky., all fields & pools, Sohio 
(10-1-64) 


LOUISIANA 


Bayou Pigeon (Republic) 

Bear (Continental) 

Bivens (Atlantic) 

Creole (Pure) 

Haynesville-Smackover Lime: 
Condensate (Ark. Fuel, Gulf) 
Crude (Ark, Fuel, Gulf) 

Neale (Atlantic) 
North Louisiana 
Cotton Valley 
Gloyd (aso) 
South Louisiana Condensate (Easo) 

Sweet Lake (Pure) 
Urania (Ark. Fuel) 
Ville Platte (Continental) 


Area (Owensboro-Ashland, 

2.90 
2.90 
2.37 
2.97 


ge 
oe 
) 


ce 
—-onoe 


Condensate: 
( kaso) 


2ne-—-eoS Ses ec: 
=—Aas Sas 


conerecerece conece rector 


i 





MICHIGAN 


Only lowest and highest postings of each com- 
pany are shown below; other postings may be 
obtained on request to NPN. 
Bay Pipe Line (10-16-54): 

Elm wood 

Lake George, Stony Lake 
Leonard Pipe Line (6-1-654): 

Clare City 

other fields 


$2.60 
2.98 


2.62 
2.98 


2.80 
3.04 


2.48 
3.06 


3.04 


Adams & Deep River (6-1-64) 

Coldwater (10-28-64) 
Simrall: 

Grant (5-29-54) 

Barryton-Sun Denslow 
Sohio: 

Coldwater 


MISSISSIPPI 

Baxterville: 

Condensate (Gulf) 
Crude (Gulf) 

Central Miss. Condensate: 
Fayette (Esso) 
Gwinville (Esso) 

Pickens crude (Carter) 


MISSOURI 
St. Charles 


MONTANA 

Cat Creek (Continental) 
Darling (Carter) 
Pondera (Phillips) 


OHIO 
Cleveland & other fields (Sohio, 
Corning (Ashland, 11-1-64) 
Corning (Beep, 11-1-64) 

Lima (8.0. Ohflo) 


(10-16-54) 
(10-1-64) 


2.75 
1.50 


3.10 
8.00 
Schedule D 


(Sohio, 10-1-64) 2.90 


2.90 
2.60 
Schedule M 


11-1-64) 2.62 
2.72 


2.66 
2.60 





PENNSYLVANIA—Penn. Grade 
(7-11-56, except as noted) 

Allegany, N. Y. (Sinclair 2-1-55) 

Bradford, Pa. (Seep, Tide Water) 

Eureka, W. Va. (Seep) 

Middle Penna. (Seep) 

Southwest Penna. (Seep) 

Zanesville, Ohio (Ashland) 


TEXAS 
Agua Dulce (Republic) 
Atlee (Republic) 
Benedum Condensate (Shell) 
Cayuga Condensate (Pan American) 
Chapel Hill: 
Condensate (Sinclair) 
Orude (Sinclair) 
Charlotte (Humble) 6¢ above 
Clay Creek (Sun) 
Conroe (Humble, Sun, Texaco) 
Darst Creek (Humble, Magnolia, 
Texaco) 
Pearsall (Humble) 5¢ below 
Quitman-Paluxy (Pan American) 
Tomball (Humble, Magnolia, Stanolind) 
Van (Humble, Pure) 
Willamer (Pan American) 


2.83 
Schedule 4 

2.6 

3. 3 


2.79 
Schedule C 
2.75 


3.18 
2.73 
2.70 


WYOMING 


Beaver Creek (Stanolind) Schedule D 
Big Sand Draw Condensate (Sinclair) 
Byron (Ohio Oil, Stanolind, 4-16-55) 
Garland (Ohio Oil, Stanolind, 4-16-55) 
Hidden Dome (Ohio Oil) ; 
North Sand Draw (Sinclair) Schedule D 
Oregon Basin (Ohio Oil, Stanolind, 

Texaco, 4-16-55) 
Riverton Dome (Stanolind) 
Wertz (Sinclair) 


1.76 
Schedule D 
Schedule C 





8. O, California prices effective Sept. 


SCHEDULE 
C 


16-16 
16-16 9, 
17-17.9, 
18-18 
19-19 
20-20 
21-21. 
22-22 
28-23 
24-24.§ 
26-26 .{ 
26-26 
27.27.94 
28-28 


NVVBNNNOSK = 


SCHEDULE 
Gravit 
12-12 
18-18 


° G2 GS 0S BS NS BS PO PS NS PS PS NH NS PO NaS PO - 


SBONwWNWNNWNNUMNNNNHNHNVNNH—-—- 


89-89 
40-40 


eSevecescvosceseercsesee sere ser sososorloes 


Schedule 
Elwood 
Gato Ridge 
Greeley 
Guijarral Hills 
Huntington Beach 
Inglewood 
Kern Front 
Kern River 


Aliso Canyon... 
Belridge 

Buena Vista Hille 
Canfield Ranch 
Coalinga 

Coles 

Cymrie...... 

Del Valle 

Fast Coyote... 
neni s iiws a0 8 
Elk Hille (Shallow)... 
Elk Hille ptovens Zone) 
El Segundo. . 


Lost Hille 


156 


- 


0S PS PS PS OS POT NNN He ee 


Schedule 


Kettleman Hills... . 
Lakeview Area. . 
Leffin Readers eawes 


McKittrick............. 


CALIFORNIA 


1, 1954. All gravities above those quoted take highest price offered for the field epecified 
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Schedule 
14 Midway Sunset 
8 M Iaaton 25 
. il Montalvo West (Colonta 
. 16 ree). . : 22 
Montalvo West (McGrath 
Pool) Ser. 
Montebello joveasas 
Mountain View... 


Wempert-Aashetes Sugar 


Anaheim Sugar Area... 


Pleasant Valley 
Race Track Hill 
Raisin City 
Richfield... 
Rosedale 

Rosedale Ranch..... 
Mt. Pese.....>- ee Round Mountain... 
4 Santa Fe Springs 
Newport— Santa Maria Valley 


12 13 4 


G2 Go Se co co Co CO CONS TONS RO RO Ne NS . 
Cece cwecwcoccececem: - - ee 


www wcowc 
e@2ea2annn- 
-A32525 
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Schedule 
Signal Hill Gass waneh. 19 
Tejon Hills 17 
Torrance... 
Wasco 
West 


Schedule 


Cat Canyon Los 


West Cat Canyon 
quoe Zone). . 4 

West Coyote... 

Wheeler Ridge. 


Wilmington 
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CRUDE OIL 


Venezuelan Crude Prices 


Prices per bbl. for cargo-lot quantities, FOB vessel at porta shown; effective at time vessel tenders for loading; subject to change without notice 
and to availability and other terms stated below; 2¢ per bbl. differential per degree of gravity applies for gravities below and above those shown, 
except as noted. Prices for crude oi] sold at points other than those indicated subject to variation from prices shown below to reflect any change in 
transportation and terminalling requirements. 


Foreign—in $ per bDbi. of 42 U. &. gals., except as noted. 





Creole Petroleum Corp. 
Gravity API Price (Bbl.) 
Bachaquero... **16. 5-16. $1.80 
Tia Juana Heavy ; ; 2.11 
Lagunillas Heavy 1.85 
Tia Juana Medium 26 2.30 
Tia Juana 102 L. P. 2.52 
Tia Juana Light 


Crude FOB Effective Date 
Las Piedras or Amuay 
Las Piedras or Amuay 
Las Piedras or Amuay 
Amuay 

Amuay 

Amuay 

Las Piedras or Amuay 
Tucupido 

Puerto La Cruz 
Puerto La Cruz 
Caripito 

Caripito 

Caripito 

Boca de Uracoat 
Capure (Pedernales)t 


Canadian Crude Prices 


Postings of Imperial Oil Ltd. Prices are in Cana 


dian dollars per bbl. of 36 Imp. gal 


Alberta (effective 3-1-55) 

Acheson /Stony Plain D-2, D-3, L.C 
Armisle L..C 

Duhamel D-2, D-3 

Excelaior |)-2 

Fenn-Big Valley D-2, D-3 

Golden Spike D-2, D-3 
Joarcam-North 


Cumarebo ; 
San Joaquin... 
Oficina, ..... 
Mulata..... 
Jusepin... 
iriquire 


bO BS PS NOLS DS OO @ vo 


Pedernales... |. isatin, JO 1-71 18-55 


Colon Development Ce. Lid. 


0-87.9 2.99 
0-30.9 2.58 


West Tarra 


ss Cardon 1-65 
La Cruces/Los Manueles 


South 
Cardon 1-65 Joaream-South 


Leduc-Woodbend D-2, D-3 
Malmo 1D-2, L.C 

Malmo D-3 

New Norway D-2 


Compania Shell de Venezuela 
San Joaquin 0-41.9 8.04 Puerte La C 1-55 
Oficina... . 32.0-32.9 2.82 Puerto La C 1-55 
Paconsib....... 33 .0-83.9 2.70 Cardon 1-55 
Lagomar.... 29 .0-29.4 2.45 ‘ardon 2- 1-65 
Mara 7 29 .5-29.9 2.40 ‘ardon 1-65 
Cabimas... . *22.0-22.4 2.15 ‘ardon 1-65 
Lagunillas. . . approx. 15 1.85 (flat) ‘ardon 3- 1-55 
Bolivar Dist. Heavy **12.5-12.9 1.65 ardon S- 1-55 


OS BS BO BS Pe BS PS Be PS te & 


New Norway D-3 
Pembina Cardium 
Redwater D-3 


tS be oe be 


Manitoba (Effective 2-16-55) 
Daly area-Mississippian 
Virden area-Missias!ppian 


Socony-Vacuum Oil Co. of Venezuela 
12.0-42.9 3.06 
34.0-84.9 2.86 


deg. grav.: *2.5¢ bbl. **8.5¢ bb! 


Middle East Crude Prices 


Prices are per bbl. of 42 U.S. gals., exclusive of local port or other governmental charges, sales 
taxes, etc., if any; FOB loading port indicated, for gravities shown; 2¢ per bbl. differential per 
degree of gravity applies for gravities below and above those shown. 


Persian Gulf 
Crude Gravity Price 
Iranian (ex Abadan) $1-81.9 1.67 


San Joaquin 
Oficina 


Differential per 14 


6-16-55 
5-16-55 


Puerto La 
Puerto La 


noe Cae, Ontario (Effective 4-25-55) 


Ol! Springs Recelving Station 
Sarnia by t. w. or t. ¢. 
12th Line Receiving Station 


Saskatchewan (Effective 1-7-55) 
Eureka-Viking 2.3 
Smiley-Viking 27 


Crude Gravity Price 
Arablan (ex Rastanura) 86-86.9 $1.97 


Esso Export (7-27-53), Soc.-Vac. Overseas Sup- 
ply (7-24-58) 

Arabian (ex Rastanura) , 
M. E. Crude Sales (7-21-53) 

Basrah (ex Fao, Iraq)... . 

Esso Export (7-27-53) 

Iranian (ex Bandar Mashur)... ..84-84.9 1.91 
BP Trading Ltd., Esso Export, Shell Petroleum 
(10-29-54), CFP, Iranian Branch, Iran Cali- 
fornia Oil (11-1-64), Gulf nternationa! 
(11-65-54), Soc.-Vac, Overseas Supply (11-83-54), 
The Texas Co, (Iran) (11-4-654) 

Iranian (ex Abadan).. 84-84.9 1.86 
BP Trading Ltd., CFP, Iranian Branch, Esso 
Export, Shell Petroleum (10-29-54), Gulf In- 
ternational (11-6-64), Iran California Oi) 
(12-29-64), Soe.-Vac. Overseas Supply (11-3- 
64), The Texas Co. (Iran) (11-17-64) 


. 84-84.9 1.98 


BP Trading Ltd., CFP, Iranian Branch, Shell 
Petroleum (10-29-64), Iran California Of! 
(12-29-64), Soc.-Vac. Overseas Supply (11-38-54) 


Iraq (ex Fao. Iraq) 86-86 .9 1.92 
BP Trading Ltd. (7-16-63), Soc.-Vac. Overseas 
Supply (7-24-63) 


Iraq (ex Fao, Iraq).... 
Shell Petroleum (7-20-53) 

Kuwait (ex Mina-al-Ahmadi) $1-81.9 1.72 
BP Trading Ltd., Gulf Exploration (7-16-53), 
Soc.-Vac. Overseas Supply (11-38-54) 

Qatar (ex Umm Said). . 40-40.9 
BP Trading Ltd. (7-16-53) 

Qatar (ex Umm Said) . 39-39. 9 2.06 
Shell Petroleum (7-20-63), Soc.-Vac. Overseas 
Supply (7-24-53) 

Qatar (ex Umm Said). . 
Easo Export (7-17-68) 


36-85 .9 1.90 


2.08 


86-36.9 2.00 


Eastern Mediterranean 


Crude Gravity Price 

Arabian (ex Sidon, Lebanon) 86-36.9 $2.39 
Esso Export (7-17-68), Soc.-Vac. Overseas Sup- 
ply (7-24-68) 

Arabian (ex Sidon, Lebanon) 
M. E. Crude Sales (7-21-53) 


$4-34.9 2.86 


Crade 


Iraq (ex Tripoli, Lebanon / 
Bantas, Syria) 36-86.9 2.8 
BP Tradin Ltd. (7-16-53), Easo Export 
(7-17-68), Sheli Petroleum, (7-20-63), Soe.-Vac 
Overseas Supply (7-24-63) 


Gravity Price 


Turner Valley (Alta) Crude (2-1-6565): Prices 
FOB producers tankage, begin with 38-33.9 
grav. at $2.665 with 2¢ differential per deg. of 
grav. to 64 & over at $3.286 


Far East Crude Prices 


dollars per bbl. of 42 
vernment 


Prices are in U. 8 
U. S. gals., ex local port or other a 
charges, for crude within gravity range stated, 
loaded in full cargo lots, FOB port indicated 
Crade Seria Light 
Company 
Gravity API 
Price 
FOB 
Effective Dates 


Sarawak Oilfields Lat 
87-38 
$2.40 

Lutong, Sarawak 
4-1-54 





Crude-Products 


BLS figures, with petroleum indexes based on Platt’s 


All com- 
modities 


(*) Preliminary 


OILGRAM quotations follow (1947-49 equals 100): 


June* 
1955 
120.4 


May 
1955 


120.4 


June 
1954 
Crude 120.1 
Crude and 
products 
Gasoline 
Kerosine 
Distillate fuels 
Residual fuels 
Lubricating 
oils yeas 
Natural 
gasoline 


i3i3 
113.6 
116.1 
118.5 
103.1 


HS 
113.6 
116.1 
120.6 
101.6 


110.9 
116.1 
113.4 
117.8 

90.0 


eae? 69.7 


63.6 63.6 63.6 
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June vs. vs. 


110.3 


109 y 





Change 
Change June ’55 


May ’55 June ’54 


0.3 
July 15 
Month 
Year 


Ago 
Ago 


terminals 





NPN Gasoline Index 


Dealer index is an average of dealer tank wagon prices 
ex tank in 50 cities 

Tank car index is weighted average of following whole 
sale markets for regular-grade gasoline 
Oklahoma, 
Paul, Western Pennsylvania, California 
bor, Philadelphia 


Dealer T.W. Fank Car 

(cents per gal.) 
16.23 12 

16.28 12.24 
15.64 17 


u) 


>) 


FOB refineries o1 

Minneapolis-St 
New York Har 
Boston, and Gulf Coast 


Chicago District 


Jacksonville 











NEW 


UTILITY PACKAGE 
No Carton Required 


Ship motor oils and similar liquids, agricultural chemicals, farm products, insecticides and 
other liquid materials in these handy utility packages that go without cartons or packing 


direct to the loading dock after filling 
In Use 


Head equipped with two 55 mm. 
openings for easy filling and dispens 


ing. 


Reversible spout with double noz 
zle for pouring heavy or thin mate 
rials. 


Available with center grip handle or 
with bail handle and wood grip. 


Utility Can with spout in 
place for consumer us 


In Transit 


Manufactured from 26-gauge material throughout. Ap- 
proved by Interstate Commerce Commission and accepted 
by all common carriers for many products 


Lithography in Colors 
Your trade name or advertising message beautifully 
lithographed in plain or combination colors—a permanent 
active salesman. 


Variations of the pour fittings in open head lug cover 
or closed head drum type containers are also available. 


Mixed carloads—Vulcan manufactures a complete 
line of steel shipping cans, drums and pails in capacities 
from | through 15 gallons. Utility pails may be combined 
with other styles in carload orders to permit small and 
. Utility Can with spout reversed 
flexible inventories into can for shipment 


Samples gladly supplied upon request 
Over 35 Years of Top Quality Containers 
“It's Better to Ship in Steel’ 


VULCAN CONTAINERS inc. 


Bellwood, IIlinois (Chicago Suburb)—Long Distance Phone: Linden 4-5000 


in Canada—Vulcan Containers Limited——Toronto—Representatives in all Principal Cities 
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statistics 


Gasoline Consumption by States, March, 1955 


American Petroleum Institute (gures 


Month of i Months Ending With 
lax Rate bebruary March Mareh March March 
March 1955 1955 1954 1955 19st 
Cents Callons C-allons Callons Callons Callons 


Alabama 
Arizona 
Arkansas 
California 
Colorad« 
Connecticut 
Delaware 
District of Co 
Florida 
Georgia 
Idaho 
Illinois 
Indiana 
lowa 
Kansas 
Kentucky 
Louisiana 
Maine 
Maryland 
Massachusetts 
Michigan 
Minnesota 
Mississipp 
Missouri 
Montana 
Nebraska 
Nevada 

w Hamps! 

sw Jersey 

w Mexico 

“w York 
North Carolina 
North Dakota 
Ohio 
Oklahoma 
Oregon 
Pennsylvania 
Khode Island 
South Carolina 
South Dakota 
Tennessee 
Texas 
Utah 
Vermont 
Virginia 
Washington 
West Virginia 
Wisconsin 
Wyoming 
Total 

Daily Average 
Change from previo 
Total change 
Percentage change 

*In general, thes 
'These are stat 
**Alabama gas 


Gasoline Prices for 50 US. Cities 


f reoul 
Averages s for regula 


by The Texas Co, to American 
gal.; (i) and (d) indicate in 
June | 
Posted Gasoline 
Dealer Service Tax Service 
t/wprice Station (inel. 2¢ Station 
(ex tax) (ex tax) federal) (incl. tax) 


Average | S d-16 ] +4 ( 

Portland, Me ] 

Manchester, N. H I 

Burlington, Vt | 

Boston, Mas & 
1 
l 
l 


f 


Providence, R. I 
Hartford, Conn 
Buffalo, N. Y 
New York, N. Y 
Newark, N. J 
Philadelphia, Pa 
Dover Del 
Baltimore, Md 
Washington, D. ¢ 
Charleston V 
Norfolk, 
Charlotte 
Charleston 
Atlanta, Ga 
Jacksonville, Fla 
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statistics 
Station Building Permits, 1st 3 Mos. 1955* 


ice 
0 (Valuation in thousands) 
, Division Total Ist quarter January February March 


and State No. Val. No. Val. No. Val. | No. Val. 
United States Total 2,124 $29,454 | 620 $8,751 | 598 $8,493 | 906 $12,210 


ft 
New England 996 | 19 254 17 265 | : 477 
Connecticut 400 9 103 98 199 
' Maine 144 14 3 55 75 
182 


Massachusetts 359 74 103 


TODAY New Hampshire 3() 


+ 7) 21 


1,044 1,085 
358 136 


7 
T 

Rhode Island ‘ 63 r 63 T 
5 


THE MARK IV WAY Middle Atlantic 3,856| 8 
New Jersey 1118] 2 

New York 2 1,692 Z 472 479 
Pennsylvania 1,046] 14 214 470 
East North Central 6.7621 93 14,712 1,548 
Illinois 1,499 22 383 484 


ate Superior refrigeration Indiana 7. 1,199] 20 386 403 


Michigan 1,605 540 286 


‘et, Simplified engineering Ohio 1,076] 17 313 267 


Wisconsin 403 90 108 


fe transferable car to car | West North Central 2,176 562 617 
lowa 36] 54 

mr ai | Kansas 2 520 ] 197 
Ka | V | Minnesota 511 7 105 
\nomporated Missouri 28 387 122 


7 

3110 N. WALKER Nebraska 199} 4 99 

OKLAHOMA CITY North Dakota 82 ; | 20 
l 





20 


JAckson 8-6355 South Dakota 116 

y South Atlantic 6,268 | 135 140 2,021 
Se Delaware 273 : 45 
District of Col 89 j 2 30 
Florida 1,534 ; ‘ 496 
Georgia 2 730 211 


PROVEN HELP Maryland 846 j é 337 
North Carolina 972 302 2 297 

FOR YOUR South Carolina ; 207 120 87 

Virginia 1,310 342 376 


SALESMEN West Virginia , 307 32 142 


Sales executives agree that products East South Central 1,315 412 x 395 
information Is of real help to salesmen, Alal 127 120 142 
sepoctoty under competitive conditions abama 25 < ~ aie 
This training enables salesmen to re- } Kentucky 144 23 20 
duce thelr customer mortality rate and é 
inoreases thelr prospect - to - customer Mississippi ar? 94 48 
ratio, » -eeee ; é 5 
Hundreds of marketers use our sales Fennessec 607 175 185 
training program in products informa- West South Central 3,126 1,033 928 
tlon for thelr salesmen. r1( 64 8 
Check below and mail Arkansas 210 : 6 
for detailed information Louisiana 2 334 34 87 


HOME STUDY COURSE | Oklahoma 52 679 309 153 
| J aay training in Products Informa- Texas 1,903 626 620 
‘a pal JOURNAL oe ; Mountain 1,956 646 606 

Boo © Arizona 489 192 62 
7 REFERENCE LIBRARY Colorado 47 659 pH ae 264 

Information in Products Infermation + 

salesmen need in a hurry. Idaho 162 t 100 
‘eo WHEN TO DRAIN Montana : 87 T 3] 

Products information for dealers Nevada 10 220) 153 32 




















PETROLEUM New Mexico 16 155 43 35 
EDUCATIONAL INSTITUTE Utah 10 119 10 40 
9020 Melrose Avenue Wyoming 2 65 23 42 

torat ' 
ae | Pacific 355 3,979 1,198 | 93 1,028 
1 PREE pe: Suna | California 280 2,704 823 | 66 608 
Oregon x0) §29 180 1] 187 
NAME roneeceee | Washington 45 746 12 195 16 233 17 


TITLE | *Data shown in this tabulation have been developed to represent all areas which require 

COMPANY building permits, rural as well as urban. These places, which number approximately 7,200, 
include about 80 percent of the nation’s nonfarm population according to the 1950 Census 

STREET . sees These figures do not represent the volume of building actually started during each month 

since no adjustment has been made for lapsed building permits nor for the time lag between 

permit issuance and the start of construction 

None reported 

















oIry STATE 
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... With NEW beauty 
_. NEW panoramic dial 











@) JOHN WOOD COMPANY + Bennett Pump Division *« Muskegon, Michigan 
co 











, Here you can see but a few of the many Bennett dispensing 
ff , units which are serving at fleet terminals, service stations, 
“MM h sil 7 garages, farms and industria] plants the world over — 
handling petroleum products, alcohol, turpentine and 
similar fluids, dispensing air or air and water. Each of these 
?, Bennett products is manufactured with one purpose in 
ZL Vi) 11/71 / mind — to be the most convenient, most durable and most 
serviceable unit of its type. And ALL are built to the world’s 
highest standard of quality. Write for detailed information 
about equipment to meet your specific needs. 


JOHN Woop COMPANY 


BENNETT PUMP DIVISION °* Muskegon, Michigan 


Model 98 


Model 248 AWC Model 97 
Tireflator 
Islander with cash box Tireflator 


Model 2008G Model 506 Model |O0O0BMF 





Big G"' Transfer Pump Barrel Pump Grease Dispenser 


- 4 o 
Model 256 
Iluminated 
oil merchandiser y 


Model 246 AWTH 
Islander Model 656 Model 244 AWT Model 32 
Highboy islander Hose Reel 


Model 789 
Fleetmeter Pump 
with ticket printer 


~ 


District Offices: Albuquerque * Atlanta * Baltimore * Boston * Buffalo * Charleston * Chicago * Cleveland * Dallas * Denver * Detroit * Kansas City 
Little Rock * Los Angeles * New Orleans * New York * Philadelphia * Pittsburgh + Rochester + Saltlake * Seattle + St Paul * San Francisco 


IN CANADA: Toronto * Montreal * Vancouver * Winnipeg EXPORT: John Wood International Corporation, 29 Broadway, N. Y. Cable “WOODINTER 





Owners 
discover 


BUTLER 
City-an... 


V5 to 1/3 


fuel oil-every busy day! 


v4 


ae Replace those small-gallonage fuel 
oil truck tanks with Butler City-ans — and 
watch your hauling profits hit new highs! 
For proof — just read these typical owner 
statements from Butler files 

One dealer states, “Our Butler City-an 

truck tank delivers 20% more gallons a day than our old 
fashioned units.” Another says, “Each of our 3 Butler truck 


tanks delivers one-third more gallons than our previous 


Manufacturers of Oil Equipment « Steel Buildings 
Farm Equipment ¢ Dry Cleaners Equipment 


Special Products 


Factories at Kansas City, Mo. * Galesburg, Ill. * Minneapolis, Minr 


Richmond, Calif. * Birminghom, Ala. « Houston, Texas 


Aueust, LY JATIONAL PETROLE! 








coR FeNrEC] 


HEATING COMFORT 


small-gallonage tanks.” A third says, “Our drivers now 
deliver to 30 customers a day instead of the 15 to 20 with 
our former small truck tanks 

Big-capacity 1800- and 2000-gallon City-an or 3500-gallon 
Super City-an cut delivery mileage as much as one half 

Butler City-ans are available for immediate mounting o1 
your chassis. Ask your Butler representative to show you how 
Butler City-ans can increase your hauling revenue. Mean 


while, mail coupon today for free desc riptive catalog 


BUTLER MANUFACTURING COMPANY 
7454 East 13th Street, Kansas City 26, Missouri 
954 Sixth Avenue, $.E., Minneapolis 14, Minnesota 
913 Avenue W, Ensley, Birmingham 6, Alabame 
Dept. 54, Richmond, California 
Please send me free trated 


© 





ve 


THIS NATIONAL ACCOUNTING machine provides the T 


rao 


“Our Clalional System 
saves us *8,800 a year... 


“‘uthill Pump Company with accurate day-to-day payroll and accounting information 


pays for itself every 8 months!” 


—Tuthill Pump Co., Chicago, Ill. 


Here is what happened after the 
Tuthill Pump Company changed 
to a National System, as described 
by the company’s treasurer: 


‘**With our former methods we were 
having difficulty obtaining accounting 
information on time and were con- 
stantly faced with overtime to com 
plete our accounting. 


**‘We now have complete, accurate, 
up-to-date records for all of our ac- 
counting applications such as payroll, 
accounts receivable, payables, labor 
and material distribution. This infor 


mation is valuable, as it helps us to 
run the company more efficiently. 
Overtime work is now a thing of the 
past, as our National easily handles 
peak work loads such as payrolls and 
end-of-the-month billing. 


“Our National System saves us 
over $8,800 a year and pays for itself 
every 8 months! We regard it as one 
of the best investments in equipment 
we ever made. Any manufacturing 
business would certainly benefit from 
a National System’s many fine 
features.” 


Why not have this kind of account- 
ing efficiency for your business? A 
National System soon pays for itself 
out of the time and money it saves, 
then continues returning the savings 
as extra profit. Call your nearby Na- 
tional representative and let him ex- 
plain what a National System can do 
for you. His number is listed in the 
yellow pages of your phone book. 


*TRADE MARK REG UG. PAT. OFF, 


THE NATIONAL CASH REGISTER COMPANY, vavrons,omo 


977 OFFICES 


162 


IN 94 COUNTRIES 
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$ Two high school girls solved prob- 
lems of eye appeal and summer help at 
Hal Hudson's Phillips 66 service station, 
Kalamath St. and W. 8th Ave., Denver. 
Equipped with skates, the western-at- 
tired girls were assigned principally to 
cleaning windshields and light tasks. 
The girls have had no spills, and no 
insurance has been taken out on them. 

Payoff: The girls boosted business, 
Hudson said. 

(Oh yes, their names——Alice Bramble 
(left) and Sandra Mcintyre, both 16.) 


. 


D 


Oil 
to discard 
[hey 
any 


don t 
high 
pro 


Co. says motorists 


litter 


do it because nobody 


Pure 


want along the 
Ways 
vides handy receptacles. “Pure 
dealers can help solve this problem, 
the company says 
the 


tomers can throw paper, garbage, etc 


by providing waste 


cans near island into which ct 
lo give point to its suggestion, Pure is 


circulating to its dealers a photo of 


a young lady tourist tossing a handtul 
ot Wastepaper into an empty oil drum 


on the station drive 
a 
» 


Oil 
organs for dealers find the mailing list 
Standard 
of Ohio uses a reply post card on which 


marketers who publish house 


needs to be checked at times 


the addressee may indicate if his name 


or address ts incorrect: if he receive 
than 


his name taken off the 


more one copy; or if he want 
list. There's 


suggest topi 


also 


a space for him to for 


stories in future issues 


S 


Carter Oil Co. has made a deal with 
a candy manufacturer to produce lolli 
each 


mark 


pops for use as station giveaways, 


one a big Carter trade 
wrapper. Dealers 
blanks 


company 


Carrying 
the 
viven 


on have hex n 


order! to be sent direct 


to the candy 
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Money-Making Ideas | 


\ bord 
a 2uessing 


Oil Co., 


first ntl Stations 
the 
the 


In addition there 


convertble ts prize in ( service are 


equipped 
the 
will be 


contest run Dy Iresler sith mounting bands tor seating 


marketing under Comet beads on tubeless tires, there 


brand in Cincinnati many examples of homemade substi 
Here's the latest. Dealer Bust« 


who runs a Humble station 1 


are weekly prizes of $50 cash. Entrants 
the 


week 


uics 
Whit 
Stephenville, 


number ot 


the Cin 


make a guess as to 


home runs hit each by lexas, sold some new 


Redlegs tubeless tires betore he realized he had 
no mounting band. He 


i, 
> the tires without one, but 


cinnatl 
couldn't mount 
he managed 
his hands on 


length of 


lO vel a strip of metal, a 
\s a promotion 
Shell 


Vancouver, 


stunt for 
Arthur W 
installed an 


opening 
Mark, 


alarm 


steel cable, and a 


bolted 
on the ratchet handk 


short 
ratchet 
that a 


COMPPFesse ad 


dealer 
B.A 
clock in his station and 


day, tovether so 


I hese he 
turns 
the 


nap the beads into position 


few 


reset it to ring tire circumlerencs 


some time during each hour of the day 
the 


WCTC 


enough to 


Customers who 
the 


their choice of an Easter lily o 


were al station 


when tlarm sounded 


viven ~ 
a hya ; 


cinth in a decorated pot 
won b* 


Merchandise 
g Crvice Station 
* Humble Oil's sales 


tt known only as 


prizes Can he 
operators in one ol 
divisions \ 
I he 


the 


motor 
visil 
the 


Phantom 
sneaking off 


Skelly 


lo keep burglars trom 

cores man al 
pump on the kind of 
bor each step in Humble’s Eight-Stey 


the 


stations and 


vith your service station profits 
Oil Co. suggests these 
Lock 
Make 
locks 


Leave lights on over sate 


service he give 


steps 
sky 
pick 


doors, windows and 


Service man earns points speci 


take 


tire 


hehts sure doors have 


inybody who 


the 


rmocs to 


prize 


resistant 
trouble to ck 


mare 
ind neal pa 


entrances g 
the lock 


day, the cash % 
drawer it ave it 


During 
Empty 


register you |e 


it and pull it out at night Lining up customers tor mud-snow 

If your locks with a key 
keep the key with you. If it has a com v4 
lock, the dial at least Valley, Minn 
twice after closing. Don’t open it when Jones and Al 
dont tell iside a set of 


Bolt light 


in the summer paid off la 
Pure Oil outlet 

Iwo partners, bred 
Sanko, offered to la 
Pure Silent 


payment, fe 


sale tread tire 


uson for a in Careen 


bination twirl 


strangers are ind snow tir 

the 

safes to the floor 
Keep a record of 


on all 


present 


anyone combination vithout down vy oan 


vho would agree to buy late! 


old SI 


tomer 
| hey 
nad 


100 worth by Novembs 


erial number 


identifiable merchandise 


COAPUR ATO’ 


Ee" 


$ This is Cosden Petroleum Corp's new mobile exhibit, constructed for promotional 
and educational uses at a cost of over $15,000. One side of the trailer demonstrates 
the progress of oil from well to station service, with model refining units activated 
to show the fundamental refining of crude oil into motor fuels. The other side displays 
finished products marketed by Cosden. The exhibit is available for station openings, 
fairs, parades and schools. It measures 35 ft. long and is towed by a 1955 Ford 
Courier, equipped with a 2,000-w. generator for auxiliary use 





MILD eackace 


Porcela; 


Present your requirements 
to Avoncraft i 


Engineers 








PER MA- LUBRICATION 





Bh ai ce 
tae 
or Me 
Oe ee 





architectural products @ i 





























mel Service Stations 


\ 
i Avoncraft Porcelain Enamel 
Service Stations are completely 
writated, delivered to the site 
aSgambled and erected in 
he yAvoncraft! Add to 
th 1e Pcoyamy of the Avoncraft 
lodW-Warhdadebign, which means 
NDAt oncraft Stations are 
congplely poficelain enamel inside 
and fut /peis thafobvious advantages 
ofMpeau&y \, .@ drability ... and 
mainteMnc@frée function —and 
~ ye Yikvé an outstanding 
udlity ‘““Package’’. 








a division of 


AVONDALE MARINE WAYS, INC. 
P. 0. Box 1030, New Orleans 8, U.S. A. 
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REO HELPS SPEEDWAY CUT 
OPERATING COSTS 20%! 



































Speedway’s Executive Vice President D. S. 
Sucher reports ‘“‘Speedway has used almost all the truck 
makes and now over half of the trucks in our fleet of 140 


World’s toughest trucks with the wonder engines 
backed by 100,000 mile warranty! 


Reo Gold Comet Engines develop a startling '» horsepower pet 
cu. in. displacement—up to 35% more efficient than industry 
average. No other engines deliver such responsive, usable horse 
power to the wheels 

No other line has short stroke, wet sleeve construction 
throughout. And they’re backed by a 100,000 mile warranty 

See what a Reo will do on your job today. Your Reo man 
will gladly arrange it 


REO MOTORS, INC. 


SUBSIDIARY OF BOHN ALUMINUM AND BRASS CORPORATION 


Reo Motors, Inc., Lansing 20, Mich ¢ Toronto, Ontar 


WORLD'S TOUGHEST TRUCK 








TRUCKS, BUSES AND GOLD COMET ENGINES FOR ORIGINAL EQUIPMENT, INDUSTRIAL AND REPLACEMENT — LPG OR GAS 


16 





Faster deliveries, 


ERE'S a new hose that's 20% /ighter, 
H much more flexible than other 
tank truck hose of the same size and 
specifications, This saving in weight, 
this added flexibility makes possible 
for the first ame—a really practical 4” 
size hose. It's a hose, so easy to handle 
and carry, that one man can unload 
it, hook at up and reload on the 
truck without help. And, of course, 

y using larger hose like this, tank 
trucks can make faster deliveries, more 
per day 

The big difference in this hose ts the 
use of high tensile nylon cord in 
the remforcement. AS you can see 


in the picture, che hose is so flexible 


166 


it can take 
© bend 
all the 
full round shape at all times 


shut-offs or slow 


a shar} U turn even an 
without flattening. Yet it has 
strength it takes to keey its 
won t 
collapse to Cause 
deliveries 
Its thick, 


rough use 


tough cover 1s built for 
Dragging it over concrete 
or gravel driveways won't harm it 
Letting it stand in gasoline, oil of 
grease won't damage it And there's 
no danger of sunlight causing it to 
crack or check 

Special rubber compounds make the 
tube of this hose completely gasoline 
ind flaking 


proot, eliminate swelling 


Either one-trme or reattachable coup- 
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BBER 


more per day 
with new B. F. Goodrich hose 


And the wire filler 


lings can be used 
in the reinforcing plies acts as a stati 
ground to the Couy lings 

This new B. F 
as Type 82-A—an improved 


Goodrich hose is 
known 
hose that’s easier to handle, can make 
faster deliveries, and reduce operating 
costs. Let your B. F. Goodrich dis 
tributor tell you more about tt, or 
write The B. F. Goodri h Company, Dept 
M-465, Akron 18, Ohio 


B.E Goodrich 


INDUSTRIAL PRODUCTS 
DIVISION 


fuvust, 1955 











Can You Write 









Letters Like These 








About Your Company 


IF YOU CAN’T 






| 





EMERSON OIL COMPANY 


WAUKESHA, WISCOMEIN 


<P 


ld 

Mr. M. H. Duffie - 
Manager, Wholesale Sales 
p-X Sunray 0il Company 
Tulsa, Oklahoma 

Dear Mr. Duffield 

1955 rounds out my first 


This yea! ie p-X distributor 


20 years as 


e business 1n 
I first started in oat gg D-X 
t : é thfu y say oon 
1935 and can truthfu hus contributed 
m¢ 4 as ~~ = statior 
Lubricating %a neeee from one station 


argely to our ips sta 4 ae 
largely tank to a company which 1n 


ruck aa 
oa distributed over 15,000, 000 — 
of an yline, 95,211 gar .on - ary 
. worth 3 
oils, and $213,000.00 wo at 


We did it through 13 bulk plant: 
> alt lv I 


some 100 service station 
sssive top man- 

assis ce of aggre iv 
ee eee salesmen has played a 


D-X 


our 


agement and 


large part in 


r 


expansivor 


Sincerely. 


Geb ri ys oes 


Emerson, Pres 
Oil Company 





Orlin T 
Emerson 





MAIL THE COUPON TO D-X NOW! 






OF GASOLINES Oucl only one 


PHIL M. sewer) 
OF Caltoge Avemes 





TOPEKA KANSAS 





Phone S306 








S M H Duffield 

poe ge: Whole: ale Sales 

a ~unray Oi] Company ; 

ulsa, Oklahoma 

Dear Mr Duffield 

I have be, 

~~~ S00N a D~X di; 

os eve t D- 1Stributor for 

Sng tre became intere: ion ie? 
; t ( JUT ~ 

2asoline Story phage the acated 

: é he 


ferent sales 


Only dif. 
ousiness It 


story 
“Ory in the Petroleum 
Certainly has 


1 bus ' . ‘Ove 

me ery getter It il 0 r ra to be 
n thé y ‘ Seemec 

mo any company o well med to 
Ould reflect , managed 


Sound } 


Program 


1n all of j+ “wen Principle 


All of the D-x peop] ; 

their ‘SOPle have og 

"Clr way ¢ v Zone out , 
and gn btn o a 1st me i; v i 

: panagenent problen ae ing sale 
i 10 Sask haa. ~p, At D there 
**—yourself" atti, 16] 

Jobber and that me ; . *~*UG@ toward 
¢ ; nean } ‘ 

smal] Company lage 1 t to a 

( ince ely 


ww) WV DUH] \ 


Sewe] l 




















* 


Get the facts about the D-X 
Distributor Franchise—mail coupon 





D-X SUNRAY OIL COMPANY 
Waterloo, ta Tulsa, Oklahoma Chicago, | 
Terre Haute, Ind Minneapolis, Mir 
Omaha. Nebr Madiso W 
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Mr. M. H. Duffield 
D-X Sunray Oil Company 
Box 381 


Tulsa, Oklahoma 


Please send me complete information about the D-X 


franchise for jobbers. I’m interested in 


motor oil gasoline 


both D-X Motor Oils and D-X Lubricating Gasoline 
Name 
Address 


City State 








> 

























CHECK OIL AND FILTER Now: 


FOR NEAREST DEALER CALL WESTERN UNION OPERATOR 25 


Ss a. 2 me. ie i. - oa 2 ee 2 ee oe oe ee ee | 
Ys i ef oe eee ee ee ee 

_ 

eae RS UVa e eae eee 





your oil 
and titer 
now! 


CORAM ON monTH 


giLrasss 


on on nme Ore 


NATIONAL PETROLEUM } 








CHECK O11 
ond FILTER 


—-. 
= 
me ona 
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PLIROLET 


M 


NEW 





Nationwide Billboards! 


Full Pages and Double 
Spreads in Top 
National Magazines! 


ALL SELLING FOR YOU! 


ON THE ROAD Over 3,000 Clean Oil Month 


billboards and more than 200 giant painted bulletins from 


coast-to-coast! They tell motorists to drive in for clean 
oil and FRAM! 


RIGHT AT HOME Colorful 2-page advertisements 
in LIFE, COLLIER’S, SATURDAY EVENING POST 
and others. These hard-hitting ads supplement your own 


programs and make readers clean oil conscious — send 


them to your dealers for oil and filter checks! 


IN STATION WINDOWS To tie your dealers in 


with this giant promotion, 
RAM supplies free win- 
dow streamers and the 
sensational Fram Cheer 
leader Window. And 
that’s not all! Your deal 
ers also receive the FRAM 
Oil Filter Cartridge Installation Manual that makes 
them filter experts and shows them how to boost sales to 
an all-time high! 
Yes, Fram Clean Oil Month is aimed to sell! Not just 
FrAM Cartridges, but oil and TBA as well! That’s why 
we say: when you sell FRAM—F RAM sells for you! 


on, Providence 16, R.1 
da Ltd., Stratford, Ont 





4 J & 
\ y Y a Y 


~~ 
Ke 


, | | 
i; | 


jf 
for 
chassis grease 
motor and gear oil 
automatic transmissions 
air and water 


Only Balcrank has 
pumps 
The only pump that WILL NOT FOUL 


The greatest volume of any grease at 
highest pressure at any temperature 





BALCRANK 


BALCRANK, INC., CINCINNATI 9, OHIO 


Simplified Lubrication Equipment 


NOONE WANTS THE 


TODAY... you can service cars 
FASTER and EASIER with... 


BALCRANK HOSE REELS 


for dispensing lubricants from original containers using 
Jet Power pumps—either unshielded or, housed in 


BALCRANK 
MULTI- 
UNIT 
WALL 
BATTERIES 


Models for 

2 or 3 drums 
ry Tes © © fF Ff Ff Ff Ff Ff. SS. U.LUme.LUDl UDG UDG.LUDlLU Um. UD be 
§ g 


g Want more facts and illustrated literature about the profitmak- §j 
g ing advantages of Balcrank Simplified Lubrication Equipment? Jj 


z Addre ss i 
' for prompt attention i 
i 4 

a 


BALCRANK 


your inquiry to Dept. 18 
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PARTS 
SALES 
JOBS 


iT 


SERVICE STATIONS ACROSS THE NATION 


UBE 














NCREASE PROFITS AND VOLUME 
WITH GLOBE Frame-Kontact’ HOISTS 


These increases are reported by a dealer 


on these revolutionary time-saving Hoists 
in Norfolk, Va., who recently changed to 
Hoist. And 


nearly all 


changes to 
profits 
are going up and up as the volume and 
quality of these services are raised 


From lubrications and tire 
**Frame-Kontact 
that 


service jobs are more efficiently 


a Globe replacing mufflers and tail pipes 


dealers everywhere find 


handled 


FASTER LUBRICATION 


Wheels and suspensions 
hang free; and every lube point 
is within easy reach, permitting 
service men to work faster, 
easier, without obstruction. 


The principle of ‘Frame-Kontact” 


vented, pioneered 
Hoist Company 
2458986 


2593630 593635 


pending. 
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patented and licensed by Globe 
under the following 
2612344 
2654443. Other U.S. & Foreign Patents issued and 


“BEST LUBE HOIST IN U.S 

‘I think it is the best lubrication 
Hoist in the U.S. It is faster, easy 
to drive onto, and the suspen 
sion is free.’ 


St. Cloud, Minn., dealer 


lifting was in 


U.S. Patents 
2612355 


merchandise.’ 


Canton, Ohio, dealer 


“BEST ON MARKET 


“HELPS SELL MERCHANDISE 
"We find 'Frame-Kontact' Hoists 

save 25% on labor operations, 

besides it helps us sell additional 


BAR NONE 


“NEAT APPEARING 
it is a very efficient and neat 
appearing piece of equipment 
much easier to work around 
on the grease rack than the con 
ventional type 


Philadelphia, Pa., 


dealer 


Please send me 
tact Horst 
bearing 


We think our ‘Frame-Kontact ane ofner 
Hoist is the best on the market 
bar none. We can install the aver 


age muffler in 15 minutes 


Grand Rapids, Mich., garage 


PETROLEUM NEW 


BEST FOR CHANGING TIRES 
it's the best Hoist | have ever 
used for changing tires, putting 
on chains, packing wheels, and 
adjusting brakes. Very easy to 
work under 
Yorkville, N.Y., dealer 


GLOBE HOIST COMPANY 
East Mermaid Lane at Queen Street 
Philadelphia 18, Pennsylvania 


NPN.706-FKH 


woccececocoesosesoesesd 





used by the major 
curb pump makers 
and oil companies 
because of 

superior performance! 


U.S. ROYAL 
CURB PUMP HOSE! 


Here’s why U.S. Royal is superior in per 
formance and durability: 

e It is the only hose made with nylon AND 
rayon and wire. The nylon provides strength 
and flexibility, eliminates the weight. 


e U.S. Royal’s smooth black neoprene cover 
is resistant to gasoline, oil and abrasion. In 
the hottest weather, it will never crack or 
blister. In sub-zero temperatures, the hose 


always stays flexible 


e The special construction prevents curva 
ture or permanent set. 


Put U.S. Royal on a retractable pump and 
see how easily this hose retracts in sub-zero 
or tropical temperatures. Available at any of 
the 27 United States Rubber Company Dis 
trict Sales Offices or write address below. 





U.S. Royal is available 
with “Tops’’ REUSABLE 
Couplings 


These couplings in 
crease hose life. No 
leak no pull-outs 
Easily, quickly assem- 
bled with no. special 
tools. Smooth flow 











“U.S.” Research perfects it...°U. 8S.” Production builds it...U. S. Industry depends on it. 


UNITED STATES RUBBER COMPANY 
MECHANICAL GOODS DIVISION - ROCKEFELLER CENTER, NEW YORK 20, N.Y. 


Hose + Belting « Expansion Joints « Rubber-to-metal Products «+ Oil Field Specialties « Plastic Pipe and Fittings « Grinding Wheels « Packings « Tapes 
Molded and Extruded Rubber and Plastic Products « Protective Linings and Coatings « Conductive Rubber « Adhesives « Roll Coverings « Mats and Matting 
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Curb pump hose with tube and cover of NEQPRENE 


gives “‘hi-test’’ performance year in, year out 


Neoprene inside 


for a tough, 


smooth 


fast-flowing tube that 


resists 


softening 


a 


ar 


swelling effect of oul: 


does not 


weak spots 


fugust 


orm 


mu 


1955 


d 


y 


Neoprene outside 


for a cover that res 


ng, and 


nde ur 
stands up 


to flexing, 
sunlight and weather 
ing-—even when soaked 


with oil 


NAL PETROLEUS 


There’s no getting in out of the 


weather for curb pump hose. Sunny 
rainy, cold or hot—the hose is out 
there taking it. That’s the 


rugged service that calls for hose 


sort of 


with the double protection of a neo 
prene tube and a neoprene cover 
to 


won't soften the neoprene tube or 


Even daily exposure gasoline 


make it swell. And the tough neo 


‘NEOPRENE \- 


The rubber made by teresting 


Du Pont since 1932 tat 


NP 





5. WwW 


Misus 


BETTER THINGS FOR BETTER LIVING 








7” THROUGH CHEMISTRY Cit 





sue 


A 


ontait strated 


tori 


prene cover won't crack from con 
stant exposure to weathering. Neo 
prene helps hose last longer 
saves you money on replacement 
Ask your supplier about the many 
types of hose made with neoprene 
for handling petroleum or chemical 
Tell you want the 
hose that’s for life 
with a neoprene tube and cover 


products him 


made extra 


FREE / THE NEOPRENE NOTEBOOK 


ase? 
neot 


tt 





- 
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ALRS SERIES 


“Angle-Lume" Rapid Start 
Angle-Lumie Island Lighting 
inother Whitewa first 








= 
resent 
new concept of outdoor 

Its patented 15° angle light 

165, 974) distribute white 

non-glare light uniformly into every 


WHITEWAY 
soei aa eine sea ate et ACCESSORIES 


Whitewas make a con 
Sturd per trengt team plete line of lighting fix 
construction permits longer spans be ture ind acce ore lr 
tween | t support enhaneing the cluding modern Island and 
ervice station appearance, Equipped Area Light Pylon Lamp 
with or 6 six-ft. 100-watt Rapid j Holder Viring Boxe 
ind balla gris y r Assemblir ind Fitting 
ht output a . , Get complete detail end 

Available in 6, 12, J é today for free catalog 
pan ind NEW 12 
i single support 
for free catalog 
ind pecification 


oe et 











be——— 18 Ht 
| ene a 


[ 
ALPE 


onan an 


AL SERIES 


"“Angle-Lume”’ 


The patented Whiteway Model AL offer mart 


lin ind wide angle lightit it remarkabl 
ow cost. Streamlined design afford 


l a ‘‘custorn 
look that pu heavier traffie into your 
tation. Simplicity of design result 

hb i labor 


of 2 ft 
embled from basic 
units of 4, 6 and & ft 
ectior with 4 or 6 
lamp per ectior 
Post mounting brack 
ets adjustable to meet 
your existing post 
hole center Get con 
plete specifications b 
writing for our new 
catalog, available free 
without obligation 


















be sure to GET THE BEST! 


LINE of PROFIT MAKING OUTDOOR LIGHTING SYSTEMS 
for PROGRESSIVE SERVICE STATIONS 









Today, American motorists are spending 15 billion 





dollars a year in service stations 300 per cent more 






than 15 years ago! Are you getting your share of this 







market increase ‘ 






Thousands of service station operators report “big 





business” when they light up for increased profits 
with brilliant, soft WHITEWAY Lighting Systems 










field of outdoor 





WHITEWAY is a pioneer in the 
lighting with an enviable reputation built on quality 






of product. Skilled craftsmen employ modern manu 






facturing techniques to combine metal, glass and 






plastic into finished products of superior design, con- 
struction and functional utility 








WHITEWAY offers you large production facilities, 
from stamping and forming to finishing and assembly, 







all under one central control. Two men can install 






any length of fixture, and maintenance can be ac- 
complished easily and quickly from the underside 






We maintain an adequate inventory of all items to 






insure prompt service and delivery 









WHITEWAY invites your inquiries, whether you plan 
a completely new station, the modernization of an 






old one, or the purchase of the finest outdoor lighting 






equipment for your entire retail marketing division 


WHITEWAY MANUFACTURING COMPANY 
Cincinnati 23, Ohio 


WHITEWAY’S PRICES INCLUDE FREIGHT 
PREPAID TO ANY POINT IN THE U.S. 


4 i 
HINGED FLOODLIGHT 
& DISPLAY POLES 


Whiteway Square Hinged Poles ra . | 
are designed for floodlight of ~ 



































SS 
ill type Made of hea dut SS a 
welded teel they withstand SX 
high wind resist rust and cor 
rosion. Special hinging arrange a WHITEWAY MANUFACTURING COMPANY 
the nt ” rmit ea ! | ‘ ‘ j ck . . * . 
cre ih giclagiendog wide = sae eaten S S) 1736 Dreman Ave., Cincinnati 23, Ohio 
ising lov ng, v out « we ‘s 
to electrical wiring. See our complete Gentlemen: Please send me your new, illustrated 1956 atalog, complete with 
line of columr post and pole in the specifications and installation instructions, on Whiteway Outdoor Lighting Systems 
ew, colorful catalog. which give 1 ‘ 
sind opie a . full We plan to Build new station 
pecifications and installation instruction 







Modernize present-station 





Purchase new lighting equipment for 





a number of our retail stations 







Company Name 






Street Address 


City 







My Name 


SEND JOBBER INFORMATION 














EVERYBODY, BUT EVERYBODY, 


is getting to know Pete Penn! 


Every week, millions of motorists are 
getting acquainted with Pete Penn 
in the pages of the nation’s leading 
magazines. And here is what they are 
learning about the best motor oil 


for their cars: 


Quality of the basic crude oil 





is the most important factor 
in any motor oil’s lubricating 
quality. 


This is a statement that people under- 
stand, just as they understand the 
way their cars perform better with 


PENNSYLVANIA 


the help of a Pennsylvania motor oil. 
motor ON 


Today's BEST Ojils 
start with 
Nature's BEST Crude 


...and that means PENNSYL VANIA! 


Cuaranteed 


100% PURE 


PETE PENN’S messages are appearing 
regularly in THE SATURDAY EVENING 
POST, COLLIER’S, TIME and FARM JOURNAL 

reaching millions of car owners, 
including most of your customers! 





the highest grade crude ot] in the world 


PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION, Oli City, Pennsylvania Ses 
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want, | ; j MOBI Mobili Tires — /OR CAR 
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Mobil Batteries — ror rnin sraars Mobiigiess ““"7 











tes = ~- a2 a Try : a =: 
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Tey: yaumgane Ai ial 


WITH SHURE MERCHANDISING EQUIPMENT 
Every square foot of space sells 
more service...more gas and oil 


Shure engineers are currently designing and manufacturing selling-fixtures that 


bring in greater sales and profits to many of America's leading oil companies 


Your stations, too, will sell more home, garden, do-it-yourself, TBA items AND 
MORE GAS AND OIL when they're planned right with Shure-built interiors 


Write for folder showing full line and suggested 
arrangements for sales-room and lube-room. 


_ Sture 


MANUFACTURING CORPORATION 


1601 S. HANLEY RD. + ST. LOUIS 17, MO. 
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ANGI CKO 
A. Your Profit depends on how 


many batteries you sell... how 
much you make on éach sale. 


B The Prest-O-Lite CODE DATE CARD 









helps you sell more 


batteries by selling — 
before failure occurs 






f, 
| Tz, 





— 


Se 


tae 








Pm 





f 


NOW .. Get the full story of the 


PREST-O-LITE 
PROFIT PLAN 


€ Ke. 
Chaff more patfer1es...19 
more provit per sale 







































TAMILS F 


























C. The Prest-O-Lite Se ; 
SELL-UP CHART and eka 
DEMONSTRATOR “orks Ef 
both help you sell | eee 


HI-LEVEL batteries 
for as much as 
40% more dollar profit. 











ALBERT L. NICKERSON 


Ile wanted to vet ahead .. . kept hoping for the best 


and became 


Soconys Youngest President 


Albert L. Nickerson, Socony Mobil 
Oil Co.’s new president, is the young 
est in the company’s history. At 44 
Nickerson can look back to 1933 
when, tresh trom Harvard, he started 
his oil career by pumping gasoline at 
a Brockton, Mass., 
$19 week. Last year, 
president, he was earning $80,000 


service station for 
as Socony vice 


Today he’s rounding out his first 
month in the new job. Half the time 
was put in--usually in shirt sleeves 
behind his desk on the 21st floor of 
Socony Mobil headquarters, 26 Broad 
way, New York City. The other half 
was spent at the wheel of a chartered 
34-ft. sloop, off Maine, on vacation 
with his wife and two of their four 
children 

Outdoor Man—Nickerson likes the 
outdoors, He's a salt-water sailor, a 
salt- and tresh-water fisherman who is 
still looking for something big to grab 
his line, a bird hunter and a golfer 
He's just getting started on golf, using 
uw set of clubs he got tor Christmas 
So far, he’s satisfied with his progress 
His |&-hole score 1s 104 

\ trim six foot-two incher, Nicker 
son has no trouble keeping his weight 


180 


at 180 pounds. As a former Harvard 
crewman, he keeps in shape by scull 
ing on Long Island Sound now and 
then 

Time for Family His new job 
means he'll be closer to his family at 
his Rye, N.Y., home. Since December, 
1951, when he took over Socony’s 
operations, he’s been 


foreign trade 


traveling a lot, spending as much as 
three months of each vear away from 
home and covering about 100,000 
miles each year 


Ill still be 


but | won't be away so long, 


doing some traveling, 
Nicker 
son Says 

And the work load won't let up 
I'll still be taking a briefcase full of 
work home with me most of the time 

He'll have more time to give to such 
extra activities as chairman of the de 
velopment committee and trustee of 
International House, center for for 
eign students in New York City, and 
as trustee of the Rye Country Day 
School 

No Special Emphasis — Nickerson, 
the first all-marketing man to head 
Socony since the 1931 merger between 
Standard Oil Co. of N. Y. and Vacuum 


NATION 


=f] about oil people 


Oil Co., says his election ts no indi- 
cation that Socony 1s putting any 
stronger emphasis on marketing. “It’s 
just incidental that I've spent all my 
ume marketing he says. Of his 
predecessors, B. Brewster Jennings, 
now board chairman, was a transpor 


John A 
and ¢ I 


Brown was a 


Arno 


flalion man 
production man, 
was a lube man 

As a young man, Nickerson decided 
to work in an activity “that was basic 
to the country’s economy and one that 
gave you plenty of elbow room.” He 
considered steel, oil, timber and alu 
minum. But his father’s death durinz 
college made it necessary for Nicket 
on to remain at home in New Eng 
lend. That ruled out all industries ex 
cept ot!—-he could work for an oil 
company without 
Socony was his choice because tt was 
the biggest marketer in New England 

Ambition Recalling his station 
days, Nickerson says, “I enjoyed the 
work, but I always thought about try- 
ing to get out of the station. | wanted 
to get ahead, and | kept hoping for 
the best.” 

It was three years before he left 


leaving the area 


the station to become a general sales 
man. But in that time, he got exper! 
ence as an attendant, shift manager, 
station manager and station supervi 
sor. By 1940, he was district 
manager at Brockton. One year later 
England = division 


sales 


he became New 
manager. 

In 1943, on leave from Socony, he 
worked in Washington as director of 
the placement bureau, War Man 
power Commission Returning to 
Socony later the same year, he took 
over aS assistant general manager of 
the Eastern marketing division, reach 
ing from Maine to South Carolina. 

Challenge—In the summer of 1945, 
he was named chairman of Vacuum 
Oil Co., Ltd., Socony’s marketing 
affiliate in the United Kingdom. 
the most chal 
The tor 
eign company hard hit 
during the war, and its recovery was 


Nickerson says it was 
lenging job” ever given him 
had been 


tied closely to the economic recovery 
of the country, also hurt by the war 
years 

Returning to this country in No 
vember, 1946, he was elected a direc 
tor and put in charge of Socony’s 
domestic marketing. In 1951, he be 
came a vice president and headed the 
foreign trade operation 

As He Sees It-—-To Nickerson, the 
most important development in mat 
keting in his 22 years in the industry 
was the “trend away from company 
led the inde- 
pendent businessman to play a greater 


operated stations that 
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LOWEST PRICES! Many standard models 
of Dodge trucks are priced lower than all other 
makes! Yet with these low prices, quality-built 
Dodge trucks are dependable as ever. 


HIGHEST POWER! Power-Dome V-8 en- 
gines, with 169 to 202 hp., are the most power- 
ful of any leading trucks. Save time, save on 
operating costs, with these short-stroke V-8’s! 
You'll save with Dodge thrifty 6’s, too! 


PETROLEUM NEW 


/ © NATIONA 








THE FORWARD LOOK! Now Dodge brings 
the Forward Look to trucks. New wrap-around 
windshield (biggest of any make!) means added 
visibility and safety! More reason why you 
should look at Dodge before you buy any 
truck. Why not phone your dependable Dodge 
truck dealer, today? 


ix] 
AO} 


DODGE Joh-kited “TRUCKS >-— WITH THE FORWARD LOOK! 





about oil people 


role at the service station and dis 
tributor level 

As for marketing today, Nickerson 
ays competition is keen on every 
front, with all companies trying to get 
new business He should know 
Socony and The Texas Co. are in a 
nip-and-tuck sales race this year, both 
having grossed about $1.6 billion in 
sales last year 

He's not enthused by the present 
octane race, thinks it’s needless. “But 
that’s the American competitive sys 
tem,” he says 

Looking Ahead—Nickerson sees no 
let-up in competition 20 years from 
now It will be even keener then 
with more oil companies in the pic 
ture than there are today,” he says 

As for atomic power, Nickerson 
agrees with others in the industry that 
this energy source will complement 
not supplement—oil. He also sees a 
doubling of demand for oil because, 
he says, “as the standard of living in 
other parts of the world goes up, so 
does the demand for oil 

Ihe coming of turbine engines for 
automobiles, he thinks, will not mean 
too much change” for the industry 
And on oil imports, Nickerson has this 
lO Say The international companies 
are living up to the recommendations 
of the President's committee. New 
comers appear to have the effect of 
increasing current levels of imports 
over those recommendations. But | 
think the industry as a whole will 


exercise restraint.” 





Armstrong A. Stambaugh retired 
June 30 as chairman of the board of 
Standard Oil Co. (Ohio). He joined 
the company in 1928 and became 
chairman in 1950. His position will 
not be filled at this time 

Stambaugh will continue as a mem 
ber of the Sohio board of directors 
and will serve in a consulting capacity 
An authority on oil marketing, Stam 
buugh was appointed general sales 
manager in 1929. He was elected a 
director and vice president in 1933 
He headed all sales activities of the 
company until 1950 

© 

Harold L. Curtis is appointed to 
the new position of vice president in 
charge of public relations for Shell 
Oil Co. He has been public relations 
assistant to the president since 1947 

Curtis joined Shell in 1923 as a 
service station attendant. He was man 
ager of marketing division in Cali 
fornia and New York before becom 
ing advertising manager in 1938. He 
became an assistant to the president 
in 1943 


182 


Karppinen Wick Huhtala 


YANKEE jobbers get together at meeting of Independent Oil Men's Assn. of New 
England. Above, Olavi Karppinen, Patari Oil Co., Fitchburg, says hello to Oliva W. 
Wick and Toiva A. Huhtala, both of Huhtala Oil Co., E. Templeton, Mass. 


Downing Pipkin 


GUEST SPEAKER at the meeting was James H. Pipkin, vice president in charge of in- 
dustrial and public relations for the Texas Co. Conferring with him after his speech 
is Wesley E. Downing, president of the association 


2 Sic 


Breed Raymond Poole 


JOBBERS from Massachusetts’ North Shore are William J. Breed, Beoma-Breed Inc., 
Lynn; Joseph W. Raymond, Suburban Oil Co., Salem, and Howard Poole, Booma-Breed. 
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Albert L. Nickerson, formerly vice 
president and director of foreign trade, 
is elected president of Socony Mobil 
Oil Co. (see p. 181). B. Brewster Jen- 
nings, president since 1944, becomes 
chairman of the board. He succeeds 
George W. Holton, who retired July 1, 
concluding 34 years with the company 
Jennings has been with Socony Mobil 
since 1920. He became .a director in 
1939. He will continue as chairman of 
the executive committee. 

Austin T. Foster, general counsel of 
Socony Mobil since 1948, and Paul 
V. Keyser, of the foreign trade depart 
ment, are elected directors. Foster has 
been in the company since 1928, Key 
ser since 1930 

* 

0. F. Schneider, Shell Oil Co., 
Grand Rapids, Mich., is new president 
of the Grand Rapids Oil Men’s Club. 
[he club, which was a year old in 
May, has members in seven counties 

Other officers are Guy D. Carroll, 
Standard Oil Co., Grand Rapids, vice 
president; Truman H. Gish, Naph-Sol 
Refining Co., Muskegon, secretary; 
Arthur H. Barnes, Barnes Oil Co., 
Grand Rapids, treasurer. 

On the board are Walter E. Bruce, 
Gulf Oil Co., Grand Rapids (past 
president of the group); John W. 
Foley, Phillips Petroleum Co., Grand 
Rapids; C. Bennett Ainsworth, Ben 
nett Fuel Co., Grand Rapids; Harold 
M. McCoy, Pure Oil Co., Grand 
Rapids; and Gerrit W. Veurink, 
Socony Mobil jobber, Muskegon 
+ 

EK. A. Cunning- 
ham, Shell Oil 

Co. division man 

ager at Baltimore, 

is elected chair 

man of the Oll 

Industry Informa 

tion Committee 

in the Middle At 
lantic district 

Cunningham will 

serve two years 

He has been vice 





FE. A. Cunningham 


chairman for the district 

Cunningham is succeeding Thomas 
F. McGarey, former regional manage! 
for Cities Service Oil Co. at Phila 
delphia. McGarey was elected a vice 
president of his company last May 

Filling the post of vice chairman 
will be Porter B. Caldwell, Atlantic 
Refining Co., Philadelphia 

. 

Lawrence Wolff, former executive 
assistant to the president of Union 
Oil Co., has opened an office in the 
Transamerica Building, Seventh and 
Olive, Los Angeles, where he will 


conduct a consulting service on oil 
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Announcing the 







Petroleum 






Marketing 






TRADES SHOW 


TO BE HELD AT 
HOTEL NEW YORKER, N. Y. 


OCTOBER 31st, NOVEMBER Ist-2nd, 1955 


Exhibiting the latest 


¢ MARKETING EQUIPMENT 
PRODUCTS and SERVICES 


purchased by 
¢ OIL MARKETERS 

















Featuring All in One Place 


¢ All that's NEW and 
NECESSARY for Marketers 
to operate, build and maintain 
retail service stations. 









EXHIBITORS: Write, wire, phone for 
Available Booth Space Now 






MARKETERS: Write for tickets for all 
interested personnel and associates 









PETROLEUM MARKETING TRADES INSTITUTE 
545 FIFTH AVENUE, NEW YORK, N.Y. 
Phone: MUrray Hill 7-6865 
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Redi-Curv makes Ready Sales 


and... 
Neoprene is one reason why! 


You can count on up-to-date product 
development to keep Thermoid TBA items 

out front in sales. Redi-Curv Hose with Neoprene 
tube and cover is a typical example. 

Thermoid Pre-Stretched Fan Belts with 

Neoprene covers is another. 

These functional, easily-installed, expendable 
products are tailored for TBA. And Thermoid 
backs them with specialized marketing 
experience that helps you move merchandise! 


Let us show you in detail why 
It's good business to do business with 


hermol 


A principal supplier to the automotive 


market fer over 50 years 


Thermoid Co., Special Sales Division, Trenton, New Jersey 
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marketing and transportation, and an 
oil and tanker brokerage business. 

Wolff retired from Union Oil in 
May at the age of 59, with 43 years 
of service with the company in market 
ing and transportation departments 

° 

R. L. Atwell is executive vice presi 
dent and general manager of Ray 
Smith Transport Co. and Chemical 
Transports, Inc., both of Dallas 
Atwell was formerly associated with 
Continental Oil Co., in charge of mar- 
keting and operations in Louisiana and 
Southeast Texas. He is state vice chair 
man of American Petroleum Institute’s 
Oil Industry Information Committee 


I J. Griffin ( S. Garvin 


kK. J. Griffin goes to Los Angeles to 
become Shell Oil Co.'s assistant sales 
manager in charge of the company’s 
Pacific Coast product departments 
Gritlin started with Shell 25 years ago 
as a warehouseman His most recent 
job was in New York as assistant to 
the marketing vice president 

C. 8S. Garvin, former Pacific Coast 
retail manager, becomes assistant sales 
manager in charge of the company’s 
retail, real estate, sales promotion and 
advertising departments in the area 
He began in 1927 as a service station 
attendant 

* 

Percy W. Thirtle, vice president of 
Sinclair Oil Corp., retired from active 
executive duties June 7 He will 
continue as a director of the corpora 
tion and of two affiliated companies 
Sinclair Oil & Gas Co. and Richfield 
Oil Corp. of California. Thirtle helped 
to organize Sinclair Oil & Refining 
Corp., a predecessor of the present 
firm, in 1916. He was general auditor 
of the first company. Since then he 
has held various executive positions 

> 

C. J. McAllister, Parlett Gas Co 
Waldorf, Md., is new president of the 
Liquefied Petroleum Gas Assn. Inc 
He succeeds W. R. Sidenfaden, Subur- 
ban Gas Service, Upland, Calif. Other 
officials are K. H. Dickson, Uregas 


(Continued on p. 186) 
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Boyd 


NEW OFFICERS of Lovisiana Oil Marketers Assn. (above) are 
Jesse Boyd, Jr., Glenmora, second vice president; Curtis Parker, 
Shreveport, president; James W. Moore, Monroe, first vice 
prcsident; L. A. Lard, Jr., Denham Springs, secretary; A. L. 
Ward Jr., Baton Rouge, treasurer 


DIRECTORS for the coming year include (upper right) H. B. 
Bruser, Jr., Baton Rouge; Alvin B. Crais, Laplace; W. McKerall 
O'Neill, Jr., Franklin; (lower right) W. B. Scogin, Leesville; 
Frank A. Bacon, Jr., Crowley; C. J. Dufay, New Orleans. Not 
pictured are two other members of the new board: W. §$ 
Jones, Shreveport, and Cecil M. Hill, Monroe 





McDowell 


Robert W. McDowell, president ot becomes D-X Sunray 


the former Mid-continent Petroleun president for market 


Corp., is transferred to the presiden son, general sale 


of the newly formed D-X Sunray Oil ompany, now take 
Co., which became a wholly owned VICK president for 


refining and marketing subsidiary of N. B. Ingram suc: 


Sunray Mid-Continent Oil Co ifter post of 


' general 


the recent merver between Sunray and tormerly Mid-¢ ontinent 


Mid-Continent 


tinent firm have also been transferred 


vice president in charge of marketing McDowell, 
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eneral sales manager 
Other officers of the old Mid-Con J. B. Smith, vice 
vr Of sales for 
to executive positions with D-X Sun merger, comes to I)-X Sunray 
ray F. E. Fitzgerald, Mid-Continent ) ident tor wholesale 


W ho 


of the new Sunray Mid-Con 
tinent Company Nid in execulive in 
the Hawkeye Oil Co., Waterloo, lowa 
vhen Hawkeye Niu i quired by Mid 
Continent in 192 hollowing thi 
McDowell Th Mid-C ontinent 
issistant to the ICE preside nt 
harge of marketing. He held sev 
executive positions hefor hi ek 
tion to president in 1949 
Fitzgerald became Mid-Continent 
veneral sales manager in 1948. He 
named to his latest position in 
949 





Do You Get the Help —fy about oil people 
You Need toClean Up? ewer 


, first vice 
president; John McQueen, Superior: 
Propane, Ltd., Toronto, second vice 
president; A. H. Minuet, Skelly Oil 

Co., Kansas City, re-elected treasurer 

. 

Charles A. 
Chipman, Bolivar, 
N. Y., producer, 
is re-elected to 
his third = one- 
yea! term as 
president of the 
Pennsylvania 
Grade Crude Oil 
Assn. Others re 
elected are 
C. A. Chipman George J. Hanks. 
chairman of the 
board of South Penn Oil Co., Brad- 
ford, Penna., first vice president; A. C. 
Simmons, Simmons Oil Co., Bradford, 
second vice president; Fayette B. Dow, 
Washington, D. C., vice president and 
general counsel; Samuel Messer, 
Quaker State Oil Refining Corp., Oil 
City, Penna., treasurer; F. W. Alcorn 
and C. L. Suhr, The Pennzoil Co., Oil 
City, and C. G. Johnson, Quaker 
State, assistant treasurers; and W. C. 

Wenzel, Oil City, executive manager 
C. E. Swain, Hancock Oil Co. of 
California, Long Beach, Calif., was 
clected a new member of the board of 
directors Fifty-two other directors 
lide pendent Richheld Distributors do! Their suppliet were re-elected 

is as near them as their telephones and no call goes 

unanswered, Richfield officials are always willing Stewart P. 
to dig in with personal assists Coleman is 
elected a_ vice 
president of 
Standard Oil Co 
(New Jersey). He 
not compete with its distributors every Richfield | has been a di 


Moreover, Richheld works with its distributors 
to develop full territory potential. Richfield does 


Distributor has a specifically defined territory ‘ ° rector of the com 
. * ‘ ‘o> ‘ 

and in that territory, Richfield’s hard-hitting pany since 1946 

Coleman started 

advertising and point-of-sale promotion works hard 

his career with 


to help him clean up. Humble Oil & 


S. P. Colemar 


Refining Co., a 
If your present supplier doesn't help “feed the kitty Jersey Standard affiliat In 1933 he 
with that kind of friendly help, you'd be wise to came to Jersey Standard, and was sub 
investigate Richfield. sequently made manager of its coordi 
nation and economics department. In 
Write, wire or phone 1954 he became chairman of the co- 
ordination committes He has been a 
member of many petroleum consulting 
groups to the federal government 
e 


. A. Logan, former sales manage! 

of Tide Water Associated Oil Co.'s 

New England district, is named spe 

cial representative for the district. In 

OIL CORPORATION OF hE We YORK other district changes, F. D. Morrison 


579 FIFTH AVENUE, NEW YORK 17, WN. Y. moves from real estate representative 


to supervisor of service station plan 


Serving the Eastern Seaboard from Maine through Florida jing, and E. H. Merkle becomes super- 
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ew 


“CLIPPER VIRGINIA © 


om. 


Direct from Purolator’s modern re- 
search and engineering laborato- 
ries comes the answer to one of 
the petroleum industry’s biggest 
headaches . . . contaminated avia- 
tion fuel. 

Bulk filtration with Purolator 
MICRONIC filters right at the 
point of delivery definitely estab- B U L x & ! LT = Rg 5 
lishes the fact that your product 
is as contaminate-free when it is ° ° 

| cates for airport fueling 


used as it was in your refineries. 


Why not guarantee your future assure your customers of 


customer relations with the world’s 

finest filtrati qui t. F 

pe en pe a age “ CL EA N AVIA Tl O N F U EL 
for Bulk Filtration Catalog 1054A. 


Address Dept. BI-S!, Purolator 
Products, Inc., Rahway, N. J. 


TYPICAL INSTALLATIONS 
be pram a en a , — ne <=, 


ee» es  - a 


‘ 


rj 


AT AIRPORT FUELING RACK IN SIDE COMPARTMENT OF AVIATION FUELING TRAILER 
(ten PAG-300 MICRONIC Filters) (two PAG-150 MICRONIC Filters) 
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=J\ about oil people 


ory sale was for divisional supervisor of sales training, Bose’s former post of New Orleans dis 
training and promotion based in New York He joined the trict manager is filled by Douglas 
manager ompany in 1930. His most recent Jeppe, Sr., who has been an account 
Marlin C. Miller ; W manager of position wa iCCESSOFIE ales super representative in Oklahoma City. Jeppe 
the Ene, Penna ales district of Sun visor at Philadelphi: is succeeded there by Kerney J. Hurst, 
Oil Co. He began with Sun in 193% 7 field engineer in Little Rock 
nd has been industrial products divi Ellis K. Locher, tormer Ethyl Corp * 
on manager for the company en district manager in Los Angeles, 1s William O. Narry becomes assistant 
ral region since 195] appointed assistant manager of the manager of Richfield Oil Corp.'s for 
. company’s central region, with head eign sales department. He has been 
Krank X. Owens becom Tick quarters in Chicago I. S. DuBose traffic manager since 1931 
ated Oil Co eastern ucceeds him in Los Angeles Du 7 

Quinton Peters has joined the Sun 
ray Mid-Continent Oil Co. public rela 
tions staff as assistant to manage 
Luther Williams. He has been asso 
ciated with Benton Ferguson and Asoo 
ciates, Tulsa H vill continu 
heedquarter ther 

. 

Paul Adcock is new regional man 
ager at Tulsa for D-X Sunray Oil Co 
formerly Mid-Continent Petroleum 
Corp. He started at Keokuk, lowa, 36 
years ago, and has been company divi 
sion manager at Waterloo, lowa, since 


193] R. W. Ellis, assistant division 


One Stall...and “’@EAW Equipment 


Gives You A Complete Wheel Aligning 
and Balancing Department 


Whether your space is large or limited, all you need for a 
profitable wheel aligning and balancing business is one stall 


and this compact, portable JOHN BEAN equipment 


The results ? New customers and bigger profits for your Guess Who Just Got 


station with a minimum equipment investment 


An Honorary Degree 


A rugged A fast working @ Cap, gown, and an honorary 
ost, easy-to space saving 

yield «Ach Balancer with master of business administra- 
convenient con 
trols—econom- tion degree seem to please L. 17 
accurate, 
accurately from extremely White, manager of business re 
direct readings simple to oper- 
This equipment ate. The On search and education for Cities 
can be stored The-Car Bal- 
in a space only eres ancer can be Service Petroleum Inc., New 

i by 95 feet ba stored in two 
: square feet of York. The degree was conterred 


7 — by Western Michigan College at 
JOHN BEAN DIVISION, LANSING 4, MICHIGAN JOHN BEAN DIVISION 


nevotion for me FOOD MACHINERY & CHEMICAL CORP. Ine in June 
hn Bean Wheel LANSING 4, MICHIGAN a White, who is also a director 


that gives all 
wheel checks 


its S2nd commencement service 


of Cities Service, worked with 
WHEEL ALIGNERS * WHEEL BALANCERS Western Michigan 
TIRE DE-SKIDDERS + STEAM CLEANERS 
CAR WASHERS * HEADLIGHT TESTERS pioneering training programs In 
ACCESSORIES and ALLIED TOOLS service station management and 


ng and Balancing operation 
BEAN 


officials in 
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manager at Waterloo, succeeds Adcock 
there Ellis has 20 
with the company 


years of service 


district 


Lane, Jr., is promoted from 
sales Manager to assistant re 
gional manager of Standard Oil Co. of 
California at Seattle He 


wW.. Ei Hays, transferred to the home 


succeeds 


Wat 


last ten years he directed a large-scale 


Administration for During the 
expansion Of Sun's natural gas process 
ing facilities 

John G 
Pew, president of Sun Shipbuilding and 
Drv Dock Co 
Suns 


He was a son of the late 

and a yg! indnephew ol 

Jos ph Newton Pew 
a 


founder : 


served with 


Ye ivel 
until h 
He started with the 


othice boy br 1Yo4 


Atlantic tor 
years retirement in [949 
company 

until 

ld a suces on of manag 

tions in the South and the 
Pennsylvania and Delaware 

vus elected i { in i930 


1935 he b president an 


formerly di veneral manag of domestic sales 


Wayne C. Yeager, 


office in San Francisco His tormer 
position has been filled by C. H. Rolfe. 
manager of 


° Co 


veneral He was mack enecral manager of sak 


Refining n 1947. Yeaver wa ' 


American Petroleum Institut 


preside nt ind 
Atlantic 
Allentown 


TUBELESS TIRES 
BEAD BREAKERS 


STANDARD EQUIPMENT ON 


rector, vice 


sales of member 


died July 3 in Penna 

M. H. Glazer, Chicago, is appointed 
manager of LP-gas Cities 
Service Oil Co.'s marketing division 
Glazer has been regional L-P-gas man 
ager in the Chicago area tor four 


He succeeds R. W. Brandt, who 


resigned this spring 


sales in 


years 


William N. Hahn fills the new Shel 
Oil Co. post of Chicago division repre- 
sentative for airport sales. Hahn was 
an Air Force captain in World War II 
He joined Shell in 1953 and has been 
airport sales representative in Indian 


apolis since last November 


* 
ir. N. Bath is new 
manager of Battenfeld 
Oil Corp. Bath 
in 1951 in” the 


Charles Gore becomes sales 


general sales 
Grease and 
Battenteld 


department 


came to 
sules 

manager 

in the company’s lubricating Now Coats Iron Tiret 

division Gore 1s replaced by Robert . y - wy tire service 

Shepherd as Southern sales representa 


tive 


grease 


bre iker 5 


tires and 
° 


E. W. Endter, forme: out 
California Oil Co., has bead. Ey 
president of Devoe & Raynolds Co., Z roll tire 


paint Endter Only / 
tire if d oO | 


this spring as president of California - 
$119°° for FREE 1 


Oil, a Standard Oil Co. of California 
Booklet 
FREIGHT PAID 


subsidiary, after being nominated on 
Louis E. Wolfson’s slate of directors 
MOUNTING BAND 


president of 
been elected 


manulacturer resigned 


smoothr 


inthe Montgomery Ward & Co. proxy 
fight last April Raynolds 


is a Subsidiary of a company of which 


Devoe and 


Wolfson is chairman 
o 
James E. Pew, 
54, Sun Oil Co 
lirector and man 
ager of its mat 
ural gas and nat 
ural gasoline 
died 
suddenly June 19 
at Malvern 


Penna 


division 


JACK P. HENNESSY COMPANY, INC. 


SPECIALISTS IN TUBELESS TIRE SERVICE 


12 DEPOT SQUARE, ENGLEWOOO, NEW JERSEY WEST COAST DIVISION, VAN NUYS, CALIFORNIA 


COATS COMPANY 


FORT DODGE, IOWA 
PIONEERS IN TUBELESS TIRE SERVICE EQUIPMENT 


Pew was an 
authority on nat 
iral gas. In World 

War II, he directed the natural ga 


Petroleum 


and 


natural gasoline division of 
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A'G 
outh 
" 
socle 
er 


" 


nn 


iH 


ih, Port nd, Ore 
National Congress of Petroleum Retailer Ine 


Aug, 2 ‘ d t at 
Packaging Institute Petroleum Packaging AAmerican Petroleum Institu 
j eting ' rmitte 


Coming Meetings 


i 
| 
t 


Ust LV TEMBER 

1 Carolina Oil Jobbers Assn., Hot Assn. of Desk and Derrick Clubs o° North 

nter, Charlestor Aus HY America, f ti 1 nventior 

ty of Automotive Engineers, golder nni ei ey 

set me f Hot« Ml t North Carolina Oil Jobbers Ansan 
etir \ ‘ M Blow 


Vv 
We 


V ' 


inl me neg hie ‘ Hot« ey Michigan Petroleum Assn ant 
j , 


it t« j vid 


te, D 


nmittee Kk t } 
' ( t ( 


LF you're in the — 
we, MOVIE business / ) 


Neg r9 
Ma me 


BUYING OR USING 


@ You'll never go wrong dealing with 
experience. 


@ Now when it comes to making 
color sound motion pictures for the 
Petroleum or TBA industries we're 
about as experienced as anybody 
around. 


@ We're proud of the dozens of films 
we've made about your business... 
We're proud of the effective jobs 
they've done. 


@ You may find that good color mo- 
tion pictures can be produced by 
experienced people for less money 
than you think. 


THE CALVIN CO. 


1105 TRUMAN ROAD 
KANSAS CITY 6. MISSOURI — HA. 1230 


Oil Industry Information Committee, Cor 
Hilton Hotel, Chicag ey 2) 
National Petroleum Assn 
ing, Hotel Traymore Atlantic 
14-1¢ 
Florida Petroleum Marketers Assn 
Plaza Hotel, Daytona Beact ept. 15 
AAlabama Petroleum Jobbers Asan., 
Vista Hotel, B Mi ) 
Kentucky Petroleum Marketers Asan., Ph: 
Hot ) 


evt. 18 
Lexingtor ept 
American Society of Mechanical Engineers 
Petroleum Division, annual meeting Loone 
elt Hote 25-2 
Independent Oil Compounders Assn., anr 
meeting otel Bismare Chicago, Sep 

) 


New Orlear ept 


Ohio Petroleum Marketers Assn., Ine. 
f ¢ 


conference and ney Nether 


Plaza Hotel, Cincinnat ept 


OCTOBER 


American Society for Testing Materials, Com 
mittee -2 Pet eum Product and Lubri 
cant Statler Hote Washington, D. ¢ 
Oct ‘ 

Texas Mid Continent Oil & Gas Aassn., annua 
meeting, Hotel Baker, Dalla Oct 

Oil Progress Week, Oct. 9-15 

Indiana Independent Petroleum Assn., Hotel 
Severin ndianapolis, Oct 

South Dakota Independent Oil Men's Assn 
annual meeting, Merchant Hotel, Mitche 
Oct. 12-1 

Nebraska Petroleum Marketing Ine., annua 
meeting, Paxton Hotel, Omaha, Oct. 15-19 

Petroleum Marketers Assn. of Texas, annua 
meeting, Adolphus Hote Dalla 14-2 

AArkansas Independent Oil Marketers Assn 
annual meeting Lakayette Hotel Littl 
Rock, Oct. 20 

Pennsylvania Petroleum Asan., annual meet 
ing, Poeono Manor Inn, Pocono Manor, Oct 
199 


National Assn. of Oil Equipment Jobbers, h 
annual meeting Hote President Kansa 
City, Oct. 23-25 

Virginia Petroleum Jobbers Asan., Roanoke 

tel, Roanoke, Oct. 2 

Empire State Petroleum Asan., fall meeting 
Concord Hotel, Kiamesha Lake Monticell 
Oct 10-431, No 1-2 

Independent Petroleum Assn. of America, an 
nual meeting, Jefferson Hote St Loui 
Oct. 30-Nov, | 

National Lubricating Grease Institute, annual 
meeting Edgewater Beach Hotel, Chicage 
Oct 0-Nov. 1-2 


NOVEMBER 


National Oil Jobbers Council, annual meeting, 
Sherman Hotel, Chicago, Nov. 2-4 

Society of Automotive Engineers, fuels and 
lubricants meeting, Bellevue tratford Hotel, 

Philadelphia, Nov, 9-10 

American Petroleum Institute, 35th annual 
meeting, San Francisco, Calif Nov. 14-17 

Transportation Group of the Petroleum Indus- 
try, annual meeting an Francisco, Calif., 
N 14-1 


DECEMBER 


Interstate Oil Compact Commission, Hote! 
LaFonda, Santa Fe, Dec. | 

The Oil Industry TBA Group annual meeting 
Chase Park Plaza Hotel, St. Loui Dec. 4-4 

Packaging Institute Petroleum Packaging 
Committee, Benjamin Franklin Hotel, Phila 
delphia, Dee. 6-7 

Oil Industry Information Committee, ful mem 
bership meeting, Waldorf-Astoria, New Yort 


City, Dee, &-9 


A First Listing 





PHOTO CREDITS 


», 92-9 Miller-Fr 
Cleveland 


p. 119:-——-Henrie 


and Stile tur 


I 181 Kalams 
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fight cancer 
with a CHECK 


i 


and a ,/ 
CHECKUP 
Ls 


\ 


v 





a check 
to help others... 
a checkup 


to help yourself. 


AMERICAN 
CANCER SOCIETY 
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PETROLEL 


—_—— CLASSIFIED — 


DISPLAYED RATE 
The advertising rate is $14.50 per inch tor 
Equipment and Business Opportunity adverts 
ing appearing on other thon a contract basis 
Contract rates quoted on request 
EMPLOYMENT OPPORTUNITIES 
AN ADVERTISING INCH 
verticaily on one column 
to a page 


UNDISPLAYED RATE 


a line Minimum 3 lines Box numbers 
count one additional line 

POSITION WANTED 
half of above rate 
DISCOUNT OF 10 


for four « 


Undisplayed rate is one 
payabk 
if full payment is 


in advance 
is measured 5, inch 
3 columns 30 inch 


made 


in advance onsecutive insertions of 


undisplayed ads 

{OV ERTISEMENTS to Classified Ad 

PETROLELM NEWS ow find St... N.Y 
Sept fugust 10th 


Send NEW 
NATIONAI 


ng Division 


Nw. 3 


mber issue clases 





Consultants ¢ 


PETROLEUM PROPERTIES 


— Fire Insurance Rating 


© Specialists 
Fire Protection Engineering 
RUSSELL W. GIESELER & ASSOCIATES 

Let us help you obtain lowest insurance rates and maximum safety for your petroleum operations 


. 3 St. Luke’s Place, New York 14, N. Y WA 4-6852 . 








$20 N higa ive 
~ANCI g (4 


EMPLOYMENT 


Plant Operator with 22 yrs. experience 


| 


\ ) ( 
‘ 


Young 38 Controller, with creative mind, 


Mechanical Engineer, many years natural gas, 


lal 


FQUIPMENT--used-surplus | 


For Sale 


new motor, 195 


1951 Ford Fi 
pa 499 i Comy 1 


1 Frazier tank 
\ ‘ ke new { tire 5 

\ hi a) City ‘) 
1 quart sealer, Angelus 75P and Bowser Fig. 791 


| ) ( \ } I 


3600 gallon tandem asphalt transport, 10:00x20 


5149 gallon tandem, 5 compartment, 10:00x20 


Wanted 
Wanted: Automatic or semi automatic canning 


BUSINESS OPPORTUNITIES| 


Bulk Oil selected 


pe 


Plants—-Propane Gas plants 
sughout the no weat. We specia 
propertie Petroleum Marketes 

ih M 


For Sale Birmingham, Alabama 


u 
oil eauipment 
tate. $25.000 1 


nd equipment LO-6¢ Nationa Pe 


Unusual Jobbership-——Located in one of Florida’s 


Experienced oil man wished to purchase dis 





The following sales opportunity with 
an expanding independent company 
in specialized field is open. 


Territory t 
‘ ‘ eu ft eal 
Residence ‘I Oklamoha 
Preferred Age 
Starting Salary ‘4 
lepend be i expert 
Expenses 
Experience 
but t al 


If interested reply to 
SW 7069 National Petroleum News 
520 N. Michigan Ave., Chicago 11, III 
All applications remain confidential 


Railroad Tank Car Tanks 
6,500 to 12,000 Gal. Cap 
Colled and Non-Coiled 
Cleaned Painted — Tested 
Heavier Sater Cheaper 
Other Tonks Too 
Also — Complete Tank Cars 
8,000 and 10,000 Gal. Cap 
Your Inquiries Solicited 


MARSHALL RAILWAY 
EQUIPMENT CORPORATION 


50 Church Street 
Phone: COrtiandt 7-8090 
New York 7, N.Y 














TANK TRAILERS FOR SALE 


One 4000 gallon four compartment double 
bulkhead Brown single axle, meter, $1750 

One 3700 gallon Heil five compartment 
double bulkhead, single axle, $1450 

One 5200 gallon four compartment double 
bulkhead SSW, underslung boxes, meter 
$3250 

One 5600 gallon Fruehauf three compart 
ment double bulkhead, $2750 

One 5900 gallon Trailmobile four com 
partment, $3350 

BRUCE E. HACKETT CO 


621 West 58 St., Kansas City, Mo 
Hiland 1385 

















OPPORTUNITIES 


business personal of personne! finan 


ial; equipment; ete, may be offered or 


the classified advertising 


PETROLEUM 


located thr 


a. section of 
NEWS 


ough 
NATIONAL 











ADVERTISERS 


This index i 


Cnc? fo the 


published a a conver 
reader hLevery care 1 
taken to make it accurate, but Na 
HIONAL PETROLEUM NEWS assumes no 


responsibility for errors or omission 
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Aro Equipment Corp 
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& Chemical Corp 

Bell Co., In 
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Birmingham lank Co 
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and beautiful 
to behold /.. 


VISTA-DIAL gives the new Tokheim “300” Pumps a 
singular beauty that compliments any station. Clear, 
wide and handsome, with convex, wrap-around dial- 
glass, VISTA-DIAL is easily seen and read from almost 
any angle. No-glare back-lighting makes numerals 
clearly visible at night. And Tokheim’s “magic seal” 
gives the dial face lasting protection against deteriora- 
tion and fading 


VISTA-DIAL is typical of the many fine, new features 
that have been built into these Tokheim “300's 
Engineered for silence and ease of service without 
sacrifice of pumping efficiency, they are without doubt 
the finest pumps ever to bear the Tokheim name. An 
attractive new bulletin describes and illustrates these 
pumps in detail. Write for your copy today, or call 
your Tokheim representative 


MODEL 300 at right— 140 square inches of dial 
area, 138-degree visibility. 


There 1s no substitute for TOKHEIM QUALITY / 


TOKHEIM CORPORATION 
DESIGNERS AND BUILDERS OF SUPERIOR EQUIPMENT 


FORT WAYNE SINCE 1901 INDIANA 


a ee a 


GASOLINE PUMPS 





jen, Holland—GenPro, Inc., Shelbyville, Indiana 
Factory Branch: 1309 Howard Street, San Francisco 3, California 
Canadian Distributor: H. Reeder, 205 Yonge St., Toronto, Ontario 


Subsidiaries: Tokheim N. V eid 
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Whatever your requirements 


SUN CAN SUPPLY YOU WITH A COMPLETE 
LINE OF TOP-QUALITY LUBRICANTS 


BLENDING OILS Low carbon base stocks are available for blending motor oils to meet 
every automotive requirement. Sun’s base oils are ideal for blend- 
ing to meet all viscosity needs. 





FINISHED A complete line of motor oils is available for all automotive require- 
MOTOR OILS ments including motor oils for all Apt service classifications — SAE 
5w-20 through sag 50. 


AUTOMOTIVE All types for every application including chassis lubricants, gear oils, 
LUBRICANTS Wheel bearing and universal joint greases, pressure system grease, 
cup grease, and water pump grease. 


GREASE BASES For compounders and grease manufacturers. A wide range of vis- 
cosities and types of base oils are available for blending a complete 
line of quality greases. 


All of the above products are high in quality, Your Sun representative or Wholesale Manager 
uniform in specifications and are manufactured in any of the offices listed below can give you 
by one of the country’s leading refiners of lubri- blending data; price and delivery information; 
cating oils. They all can be supplied in a wide and sales assistance to help you build a profit- 
range of viscosities and colors to suit your parti- able business from one of the most complete 
cular requirement. Allare low in carbon content. lines in the industry. 


Available in drums and bulk only 


PHONE YOUR NEAREST CINCINNATI — GA rfield 3930 MONTREAL — WI Ilbank 2131 
SUN OFFICE CLEVELAND — VU Ican 3-6100 NEW YORK CITY — LE xington 2-9200 
DALLAS — PR ospect 1611 PHILADELPHIA — KI ngsley 6-1600 
BOSTON — HU bbard 2-7765 DETROIT — WO odward 1-7240 PITTSBURGH — GR ant 1-1645 
CHICAGO — HA rrison 7-2562 JACKSONVILLE — EX brook 8-5715 TORONTO — GL adstone 3581 


-—————oe 


GENERAL WHOLESALE DEPARTMENT 


SUN OIL COMPANY PHILADELPHIA 3, PA. 


IN CANADA: SUN OIL COMPANY, LTD., TORONTO AND MONTREAL 





